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YOUR GO-TO SUPPLIER FOR:

Mop Yarns
 Cotton, Rayon/Polyester
 Natural, White, Colors

Natural Fibers
 Tampico
 Palmyra
 Broomcorn
 Bear Grass
 African Grass

Galvanized Steel Wire
 For mops, brooms & brushes

Wood & Metal Handles
 USA Made Pine & Hardwood
 Imported Pine & Hardwood
 Multiple-piece handles for e-commerce

now a division of Other Manufacturing Supplies
Ring Ball Caps, Mop Ferrules, Nails, Rivets, Wire Bands,

Twine, Mop and Brush Hardware, Metal Threads

sales@pelray.com | www.PelRay.com | 210.757.4640

   
                  

           

  
       

 
     

   

      

 
   

  
 

   



   

 
  
   

 
 
 
 
  
  

  
     

   
     
    
    

     
        

      

    

Full Service Supplier: 
Boar Bristle all colors, 44 mm through 133 mm and Bulk (waste) sizes | Ox-Ear Hair | Badger Hair
Horse Hair | Goat Hair | Synthetic Paint Brush Filament, Bristle/Synthetic Mixes

Vegetable Fibers: 
Tampico | Palmyra | Coco Fiber | Arenga

Plus: 
Plastic Brush Blocks | Staple Wire

888.833.1097
Shipping within 24 Hours
Warehousing

info@brushfibers.com   |   www.brushfibers.com

Great Results
Start with Great Materials

Using  Natural Fibers  Since 1979
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By Harrell Kerkhoff |  Broom, Brush & Mop Editor

BORGHI SPA

Expanding the company’s product
range through greater research
and innovation, strengthening its

customer support and seeking ways to
better meet the challenges of material
and electronic component availability
remain important factors at Borghi
Spa, a machinery manufacturer based
in Castelfranco Emilia, Italy.
“Overall, we want to continue to

develop cutting-edge technologies — in
synergy with our customers — so that
we can provide greater solutions to meet
expanding market needs,” Borghi Spa
President Paolo Roversi said. 
Borghi has designed, manufactured and

distributed machinery for the broom and
brush industries for over 70 years. That
has involved state-of-the-art technology

and the utmost professionalism in service,
Roversi added.
Among the company’s newest devel -

opments are: 
n Introduction of it’s newest machine

model, MOON, during an organized event
in July at Borghi’s headquarters in Italy. 
“Many people, from all over the

world, attended the ‘MOON launch.’ It
was a pleasure to host our customers,
and introduce them to Borghi’s newest
masterpiece,” Roversi said. 

n In June 2022, the new Borghi
Polska building, located in Zjazdowa,
Poland, was officially opened. 
“Our Polish customers, as well as

others from nearby countries, atten -
ded the inauguration party and were
able to experience Borghi’s tech -
nology on display,” Roversi said.
“The celebration also demonstrated

Borghi’s commitment to that region.”
n Provided a new solution for Borghi’s

Gemini machine, involving a special
bridge for staple-set strip brushes.  

Paolo Roversi
Borghi

Producing today’s brushes, mops, brooms and related items requires the latest in
machinery innovation and automation, engineering and design. Demand for the latest 

in machinery remains high, as labor costs and shortages continue to escalate.

Executives from international equipment suppliers were recently interviewed by Broom, Brush
& Mop Magazine, to find out what is new with each company, and how those companies 

are helping customers become more productive as they compete on the global stage. 



    
     
 

  



“Furthermore, Borghi has expanded
its e-STROKE technology, providing
this solution for many of our machines
related to manufacturing technical and
industrial brushes. That allows for
better production over a wider variety
of brush fiber lengths,” Roversi said. 

Thus far, 2022 has been a good year for
Borghi, Roversi added, with company
officials expressing optimistic pro -
jections for the fourth quarter. 

“It helps there is more in-
person business in the wake of
pandemic-related shutdowns.
We are also looking forward to 2023,
which should be a positive year,
especially for the technical and industrial
machinery segment,” Roversi said.
“There continues to be higher demand
for automation, due to today’s workforce
challenges. Greater machinery versatility
is also required. We, at Borghi, have been
working hard to meet both needs.”

That process starts with customer
collaborations, Roversi added, with
Borghi serving as a true partner related
to consulting, product acquisition and
after-sales support. 

“That is our promise, as well as our
guarantee. It’s Borghi’s objective
to be a key factor in customer
growth. We want to grow with
them. Building client relationships
require diligence and timeliness,
starting with preparation to machine
production as well as other required
steps,” Roversi said. “Our method
involves an exclusive and stable
collaboration to meet each customer’s
needs, and then provide post-sale
assistance and support via original spare
parts and factory trained technicians —
helping to ensure a customer’s
investment is a sound one.

“Relationships with customers are
often informal and last for many years,
resulting in established friendships.
Hospitality is fundamental for Borghi;
the customer must feel welcomed and at
home. That is how a job becomes a
pleasure.”

He added Borghi will continue to
invest in resources related to future
machinery automation. 

“Market trends require that invest -

ment, as increased automation, among
other benefits, helps customers cut
costs and overcome labor shortages,”
Roversi said. 

Contact: BORGHI S.P.A.
Via Cristoforo Colombo, 12

Loc. Cavazzona · 
41013 Castelfranco Emilia,

Modena, ITALY.
Phone: +39 059 9533911.
Fax: +39 059 9533999.
Email: info@borghi.it.

Website: www.borghi.com.
———

In the USA and Canada, contact:
Bodam International Ltd.,

903 Cirelli Court, Aberdeen, MD
21001 USA.

Phone: 1-410-272-9797.
Email: cp@bodam.com. 
Website: www.bodam.com.

SIBO ENGINEERING

Customers who have been
focused on their specific needs
have kept representatives at

SIBO Engineering quite busy over the
past year, leading to the production of
various prototypes.  

“We have noticed more
customers are demanding
an increase in automa tization
that leads to added multi -
tasking features within mach -
 inery. For example, mach -
ines that are capable of
making all, or at least the
majority of, a product during
a production cycle,” Graziano
Brusa Antonini, production man ager
and head of SIBO’s design department,
said. “Today, there is a great trend toward
technological innovation, versatility and
multi-functionality of machinery. Clients
also want equipment that provides high
performance in terms of production
capacity. 

“Many customers are not
afraid of making a large
investment, if it offers them
future savings in terms of
manpower and gains in quan tity

and quality of the finish ed
product.”

Located in Ornavasso, Italy, a small
town in the northern part of the country,
SIBO has manufactured wood  working
machines since 1830. Through many
years in business, the company has
expanded its territory and technical
capabilities. 

“One of our areas of expertise, where

we can be considered a leading
company, involves the production of
milling machines that make handles for
various brushes, including paint -
brushes,” Brusa Antonini said. “We
have also diversified over the years.
That includes producing prototypes
and machines for the production of
wooden handles used for such items
as spatulas, knives and small tools.
Many customers we work with are
involved in the quality handicraft,
paintbrush and niche products
industries.”

To meet ever-changing customer
needs, officials at SIBO Engineering
continue to invest in technological
innovations. For example, the com -
pany recently purchased a new CNC
milling machine, and is working to
speed up communication between its
management, technical and pro -
duction departments — all in an
effort to increase the company’s
production cycles.

The company’s core business, how -
ever, continues to be the produc tion of
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Graziano Brusa Antonini
SIBO Engineering



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. 
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customized machinery. Therefore, it’s
important SIBO En gineering officials
pay special attention to client needs
and help them solve difficult issues. 
“Obviously, the satisfaction of our

clients is vital, especially since each of
our machines is one-of-a-kind,” Brusa
Antonini said. “There is no routine
involved in making such machines.
Each one is different, and brings with it
different challenges.”
When asked why the advancement

in equipment automation should be
important for global manufacturers
of brushes, brooms, mops and
related products, Brusa Antonini
responded: “Automation is the
future. Every manufacturer, in
what ever sector, has to come
to terms with that and ad -
apt, in order to stay in their
mark ets and remain com -
petitive.” 
As far as the future is concerned,

officials at SIBO Engineering re -
main cautious, due to the ongoing
war in Ukraine. 
“Unfortunately, our company —

along with every Italian and, I believe,
European company — will continue to
face problems caused by the war and
its consequences. That includes the
cost of energy, supply of materials and
uncertain delivery times,” Brusa
Antonini said. “The challenge of the
near future is instability. 
“When it comes to new project

development, I would say the future
holds inspiring challenges and per -
spectives. We can only hope that the
international situation will im prove,
and that more normal times will
return. Then, and only then, will
companies be able to take stock of the
situation, and understand what the
future can really hold.”

Contact: 
SIBO Engineering,

Via Alfredo Di Dio, 215
28877 Ornavasso (VB)-ITALY.

Phone: +39 335 6155082.
Email: 

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

BIZZOTTO GIOVANNI
AUTOMATION

Adopting automated production
systems is a priority not just for
the manufacture of brushes,

brooms, mops and related products —
it’s a necessity for the production of
most items, according to Bizzotto
Giovanni Automation General Man -
ager Marco Bizzotto.

“From day one, an automated system
helps eliminate waste and create ever-
improving products, while increasing
production and cutting costs,” he said.
“Employees can become an integral
part of the system — thanks to constant
cooperation with system integrators —
and can improve the efficiency of the
chosen automation. In turn, the system
operators become controllers, and part
of the development process, improving
production, while working together
with the manufacturer.”

Bizzotto Giovanni Automation,
located in San Giorgio, Bosco, Italy,
celebrated its 65th anniversary in 2022,
and has been designing machinery and
lines to automate various processes of the
manufacturing sector since its beginning.
“We focus on the cleaning, wood -

working, oral hygiene and pasta
sectors — while also providing (on
request) fully automated painting units,
packaging and palletization units, as
well as small applications in other
sectors,” Marco Bizzotto said. “In

recent years, our objective has been to
expand and improve the company’s
expertise in the above-mentioned
sectors. We have reached that objective
and keep going further.

“Our ‘niche’ — and the
strength of our company —
lies in the capacity to design
highly customized systems.
We are able, and open, to the idea of
entering multiple sectors because each
of our projects is unique. Each involves
careful study and consultation with
customers. The end-result is to help
customers gain significant advantages
over their competitors.”
He added Bizzotto Giovanni Auto -

mation, in recent years, has tripled the
size of the company’s production
department — from 2,500 to nearly
7,500 square meters. The company has
also implemented and developed a
department for the study and proto -
typing of requested products, thus
creating an immediate and efficient
synergy with customers. 
“That allows us to design better

products in terms of function and usage,
while keeping in mind all future
applications of said products within
manufacturing automation,” Marco Bizz -
otto said. “The diversity of our auto -
mation constantly drives us to research
new technology and ideas that, once
implemented, provide customers with a
competitive advantage.”
Marco Bizzotto said business for the

company has been good in 2022,
although challenges continue. 
“Admittedly, the global situation we

all have known and experienced
involving various problems have
somewhat slowed the progress of our
objectives during the past year.
However, it’s been during this period
we have rediscovered our
fast reorganizing and prob -
lem-solving capacity. For us,
it’s a point of pride,” he said. “That
was already well established in our
customer service offering, but there
was the need to express it in such a way
at the company level. The results have
allowed us to turn many problems into
opportunities.”

Marco Bizzotto
Bizzotto Giovanni Automation
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When asked about specific trends/
changes, Marco Bizzotto said there is a rise
in increasingly “Smart” products. 
“Nowadays, we are ever closer to

products that function automatically,
without human intervention, while
acquiring data and providing infor -
mation on efficiency and usage,” he
said. “That entails certain compli -
cations in the assembly process, due to
the need to assemble electrical comp -
onents and cabling.
“Those innovations are what pushed

us to create a department where we can
study a specific product, the materials
that form it and its final functioning —
and to do so with our customers.
Designing machinery is no
longer our sole focus. Instead,
a comprehensive study of
machine environ ment and
processes is also our priority.”
Despite its focus on new tech -

nologies and advanced auto mation, a
strong focus on customer service
remains a focal point for Bizzotto
Giovanni Automation.
“Because we design very specific

machinery in various sectors, we rarely
attend exhibitions. We gain exposure
through articles and/or videos de -
pending on the magazine or publishing
platform. Our customer service is
carefully tailored to the needs of each
customer, but it generally covers the
full range of needs and necessities that
may arise,” Marco Bizzotto said.
“Bizzotto’s customer service is
personalized according to each
customer, machinery and sector. There
are, of course, many common points
between the systems, but we manage
our after-sales service with the utmost
timeliness and efficiency.”
Looking toward 2023 and beyond,

such challenges to overcome for
Bizzotto Giovanni Automation
include finding highly skilled per -
son nel to ensure a steady stream of
ideas, thus developing the best
possible systems with clients.
“The ever-increasing development

and creation of new technology drives
us to always be one step forward,
compared to ‘traditional’ systems, in

order to provide our customers with the
best available product on the market,”
Marco Bizzotto said. “We will over -
come those challenges by strength -
ening our cooperation with schools,
universities and all technical colleges
of our region, creating specific train -
ing courses.
“Overall, given our company and

business type, the future will surely
hold increasingly difficult but
interesting challenges. For that reason,
we are continuously investing in R&D,
personnel and the expansion of our
production capacity.”
He added the brush, broom and mop

industries, as well as the cleaning
sector in general, will likely become
increasingly more technological and
“greener” in the future, with “an eye to
the environment and the well-being of
end-users.”

Contact: Bizzotto Giovanni
Automation Srl,

Via M. Buonarroti 67,
35010 San Giorgio in Bosco

(Padova), 
Veneto, Italy.

Phone: + 39 049 9451067.
Fax: + 39 049 9451068.

E-mail:
info@bizzottoautomation.com.

Website:
www.bizzottoautomation.com.

WOMA/WOMATEC

Aglobal supplier of refurbished
and/or previously owned mach -
inery used in the prod uction of

such items as cosmetic and dental
brushes, technical brushes, pain -
tbrushes, rollers and brooms, WOMA
Wood Machinery (WOMA) continues
to focus on its key specialities of
innovation, automation and customization. 
Founded in 2008, the company also

supplies refurbished woodworking
machinery for the production of wood-
turned pieces, handles and shafts,
paintbrush handles, and brush and broom
blocks. Meanwhile, new brush and
woodworking machinery is developed
and produced by sister company,

WOMA tec Maschinenbau GmbH
(WOMA tec), which started in 2015. 
“New developments include our

CNC retrofit for older machines. In
addition to standard machines for
producing house hold brushes, we
now also over haul special systems
for companies that make technical
brushes. The same is true regarding
high-performance machines used by
toothbrush makers,” Daniel Köhler,
WOMA and WOMA tec foun der,
owner and general manager, said.
“In addition to high cost savings, sus -
tainability and rapid availability are
other advantages to a WOMAtec
retrofit.”
He added overall business has

been good for WOMA and WOMA -
tec, although rising costs continue to
be a concern. 
“We expanded our sales office this

year, and can now correspond with
customers in German, English, French
and Spanish. Our website (www.woma -
tec.com) is also available in those four
languages,” Köhler said. “That certainly
makes a big difference in terms of
customer friendliness and service.”
A key focus for WOMA remains that

of servicing specific niches within the
machinery supply business. 
“We still primarily sell used mach ines,

including retrofits. With our new
machinery, however, we cover needs that
competitors don’t serve,”  Köhler said.
“That often involves special machines for

Daniel Köhler
WOMA/WOMAtec
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specific applications, as well as
development of prototypes and/or
customer-specific manufacturing, hand -
ling and auto mation projects.
“It helps that we provide both used

machines and new products, allowing
us to absorb demand fluctuations
within the market.”
Keeping up with specific trends in

the marketplace serves Köhler’s com -
panies well. 
“For example, we have recently sold

copy milling machines to companies in
Germany, Switzerland and neighboring
European countries that are seeking
locally-sourced wood handles and
blocks,” Köhler said. “We are also
receiving more inquiries from customers
in Canada and the United Sates, who also
want to use locally-produced wood.”
He added a push toward greater

automation within the global brush and
related industries continues, as
companies look for ways to become
more efficient, reduce production costs
and the negative effects of labor
shortages, and strive for higher and
more consistent product quality. 
“But, as an advocate of our company

credo, ‘Back to the roots,’ I have to say
that there are always appl -
ications in which more auto -
mation does not nece ssarily
make sense,” Köhler said.
“Sometimes less is simply
more, especially in times of
limited availability of elec -
tronic parts. The simple mech -
anical solution should still
be considered for cert ain
areas.”
When addressing specific challenges

that many companies are facing in
today’s business climate, Köhler said
inflation remains a big problem. 
“It’s very difficult to pass on price

increases, brought on by inflation, to
customers,” he said. “The good news is,
many customers turn to us because they
appreciate our flexibility and proximity.
In addition, after almost 15 years, we
have reached a standard where many
customers not only accept us, but also
respect our work. It helps that as brushes
and brooms continue to be needed

around the world, machines are also
needed to make those products.
“I am seeing the brush industry

change, like many industries. There
is more focus on regionality
and product sustainability, al -
ong with a greater appre ciation
for product quality rath er than
quantity.”

Contact: 
WOMAtec Maschinenbau GmbH
and WOMA, Am Langen Streif 8,
36433 Bad Salzungen, Germany.
Phone: +49 3695 8584500.
Fax: +49 3695 8584509.

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

www.womatec.com.

BOUCHERIE

Acontinual focus on ground -
breaking engineering and dur -
able construction remains in

place at Boucherie, a longtime pro ducer
of advanced machinery for the global
brush, broom and other industries. 

“Sustained thinking ‘out of the box,’
good customer support, short comm -
unication lines, strong engineering and
working hand-in-hand with customers
are all proving to be a recipe for
success at Boucherie. Our cust -
omers are looking for simple
solutions to their complex
problems, and that’s what we
want to offer,” Boucherie USA

President John Williams said.
Based in Izegem, Belgium, and

founded in 1928, Boucherie produces
machines for making brooms and oral
care, household and industrial brushes. It
has grown to become one of the world’s
largest suppliers of automated brush
manufacturing machinery. A separate
division produces injection molds. 
“Our molds and automation for high-

precision and multi-component parts are
used in such industries as personal care
and medical,” Williams explained. “In
recent years, the Boucherie machine
program has been completely re-
engineered for the benefit of both the oral
care and household brush industries. For
example, Boucherie’s Hepta line
involves state-of-the-art, high speed,
durable toothbrush filling machines used
in many machine types — from stand-
alone tufting to fully automated lines for
mass production of quality toothbrushes. 
“Also, Boucherie’s PTt anchorless

technology is used worldwide for the
most sophisticated toothbrushes. The
tech nology is in a class of its own,
leading to flexible, highly productive
machines that make elegant, attractive
and efficient products in an automated
way. Mean while, our Aeola and NM
machines are compact and efficient
drill-and-fill mach ines for household,
personal care and some technical
brushes. With new high-speed filling
and continuously running tools, those
single header machines with their
revolutionary designs are highly
productive, fast, efficient and user-
friendly.”
Helping customers with the con -

stant state of change in today’s
business world is another objective at
Boucherie. 
“For a couple of years, the COVID

pandemic  brought a lot of uncertainty to
the global industry. Many of those
challenges are being solved, bringing a
new wind to the industry,” Williams said.
“Issues with supply that came along with
the pandemic have shown it can be risky
to be dependent on faraway suppliers.
Many companies in the brush industry
want to have production closer to their
markets, as it is taking longer for many

John Williams
Boucherie USA



components to arrive. In response,
Boucherie now maintains a larger stock
of machine parts. 
“Another issue has been raw material

prices, which have been volatile over
the past few years. The good news is,
that problem seems to be settling
down. There is also the current world -
wide phenomenon focused on a work -
force that is harder to find and keep.
Therefore, machines des -
igned for constant man ual
labor are not as efficient today,
unless they are pro ducing
extremely small vol umes of
products. Relying on more
automated, com puter-controll -
ed machines also helps pro -
duct quality remain con sistent.”
When it comes to working with

customers, Williams explained that
short communication lines and know -
ledgeable contacts are key. 
“The brush industry can be very

particular, and some of the technology
within the industry is experience-based.
We, at Boucherie, are proud to have a
workforce full of people who have been
involved in this industry for a long time,
with plenty of experience.”
Looking ahead, Williams is confident

about the future of Boucherie, as it
relates to the company’s development of
high-tech solutions and newly engin -
eered machinery. 
“Current demand, and future signals

from different industries, allow for such
optimism,” he said. “We also see a
continual shift, among different manu -
facturers, seeking closer contact with
their markets. Their objective is simple:
shorter supply chains and less transport
of products. We also see cleaning-related
products becoming more ecologically
friendly in the future, while manufact -
urers reacting more quickly to changing
market needs.” 

Contact: Boucherie USA,
8748 Gleason Road,
Knoxville, TN 37923.
Phone: 865-585-7668.

Email: john@boucherie.com.
Websites: 

www.boucherie.com,
www.boucheriemolds.com.

WÖHLER BRUSH TECH

Wöhler Brush Tech GmbH is
a manufacturer of machines
used in brush production

involving industrial application fields.
The focus of the company’s portfolio
involves strip brush, power brush and
street sweeping brush machinery. 

“We also offer innovative machines for
trimming brushes; for crimping, cutting
and bundling fill material; and for the
production of dental, polishing and
twisted-in brushes,” Wöhler Brush Tech
General Manager Matthias Peveling,
Dipl.-Ing, said. “Wöhler is continuously
improving its machines and adding new
features. The latest innovations include
high capacity machines for producing
street sweeping brushes, as well as
machinery for the automated production
of dental end brushes.
“Wöhler Brush Tech is not just a

machine builder — it is a
manufactory. Each machine is
specially adapted to the in -
dividual needs of each cust -
omer. A company em ployee
accompanies each machine
from initial assem bly to the
fine-tuning of proc essing sta -
tions. The same em ployee then
performs comm  issioning at
the cust omer’s site and trains
the customer’s oper ators. That
technician also carries out
subsequent service calls. In

that way, we ensure true ex -
perts will always take care of
each customer’s machines.
“At Wöhler, we work very closely with

our customers to fully meet their
requirements and demands. Cust omer
satisfaction is the ultimate goal when
developing and improving our machines.” 
Peveling added business has been

very successful thus far, and “our
expectations have been exceeded” at
Wöhler Brush Tech. This, despite
various economic challenges that have
been present in many parts of the
world, during the first half of 2022. 
“Like all companies, Wöhler Brush

Tech is dependent on economic situ ations,
and feels the effects of rising inflation.
Our company’s inn ovative and custom -
ized machines help us deal with such
challenges,” Peveling said. “As for the
future, I feel further automation of brush
production will be unavoidable, if such
production is to remain economical. In
many markets, it is becoming increasingly
difficult to find qualified personnel.
Automation helps to maintain, or expand,
production with fewer person  nel needed.
“As a special-purpose machine buil -

der, Wöhler Brush Tech fills almost
every niche that our customers ask us
to fill. In addition to finding solutions
for current customer tasks, the exper -
ience of our company’s employees
allows Wöhler to find solutions for the
tasks of tomorrow.”

Contact: 
Wöhler Brush Tech GmbH,

Wöhler-Platz 2, 
33181 Bad Wünnenberg,

Germany.
Phone: +49 2953 73300.
Email: bt@woehler.com.

Website:
www.woehlerbrushtech.com.
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Matthias Peveling, Dipl.-Ing
Wöhler Brush Tech



PG 16                                                                                                                                                                    BBM MAGAZINE | September/October 2022

       
  

              
          

             

 

       

MACHINERY 2022SPECIAL FOCUSSSPSPESPECSPECISPECIASPECIALSPECIAL SPECIAL FSPECIAL FOSPECIAL FOCSPECIAL FOCUSPECIAL FOCUS

BORGHI
Borghi S.p.A. provides you with

the best machinery solutions for the
broom and brush industry, with a
widely different service approach.
That involves Flexibility and Vers -
atility, combined with Quality and
Reliability at your disposal, for more
than 70 years.
The new technologies that were

presented in 2021 have been established,
and many of these have had further
developments and improvements. Here
is a small sampling of some of these
recent developments. 
First of all, in 2022, the launch of a

new machine, MOON, took place. 
The MOON is the first Borghi fully

versatile and multi-product auto -
mated machine: universal with 5 axis
CNC control, and continuously
drilling and filling for higher output
with no index time, thanks to the
innovative machine design with inde -
pendent motion carriages. 
It’s quick and easy to fill brush

block conveyor shuttles, features
electronic trimming and flagging by
means of servomotors and has excel -

lent accessibility for change-over and
maintenance. The operator work -
space is kept compact and ergonomic,
with a well thought-out layout, which
adds to the overall efficiency and
safety of the machine. MOON is the

best multi purpose-modular brush
manu facturing robotic machine, ever!
The variety of available carriages

allows for manufacturing all different
types of brooms and brushes, not only
for the household industry. It is also
possible to produce personal care
brushes, such as flat and round hair -
brushes. Features include: 
• Zero standstill time from drilling to

filling and no stop operations;
• New oil bath “flash” head with

high-speed filling and no maintenance;
• Extremely fast and easy change -

over time;
• Independent carriage movements

optimizing every operation; 
• Ergonomic block loading for a

variety of products;
• The best multipurpose-modular brush

manufacturing robotic machine, ever; 
• Universal brush block feeder by

shuttle system. Possibility of easy
imple mentation to add automatic block
feeder; 
• Electronic trimming/flagging sta -

tions; and,
• 3-color fiber stock box.

Block shuttle for 24” push broom blocks

High-quality finishing of brooms and brushes



www.borghi.com

Don’t’ settle for something ordinary: Choose Excellence. 
You deserve MORE!

Borghi Spa provides you with the best machine solutions for the broom and brush 
industry, with a widely different service approach. Flexibility and Versatility, 
combined with Quality and Reliability at your disposal since more than 70 years. 

More than
Local
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Regarding Technical & Industrial Brushes, the GEMINI
machine presented in 2020 was integrated with bridge for
tufted strip brushes. Furthermore, offered in a special
version, flat brush trimming can be incorporated for many
flat, industrial brushes.

GEMINI is the best value regarding versatility,
productivity and price for the manufacturing of technical
and industrial brushes. GEMINI is equipped with a double
brush clamping system for simultaneous drilling and
filling. As an added option, the machine can be set up with
a single brush holder for manufacturing larger products and
minimizing change-over time (drill first; fill second). Both
capabilities are available on the same machine.  
GEMINI is yet another new machine offering Borghi’s e-

STROKE technology (H version for larger diameter fiber)
that provides huge productivity and flexibility advantages.

The e-STROKE system is the most innovative feature for
technical and industrial brush manufacturing, ensuring the
highest efficiency and the fastest change-over time!
Borghi’s patented variable e-STROKE filling system

replaces the traditional mechanical cams of the filling head
with servo motors. The e-STROKE allows to adjust the stroke
of the machine electronically, at a variety of speeds,
maximizing production speed (RPM) based upon fiber length
in a given brush. Working with short fiber, it will be possible to
reduce the stroke and get a higher speed. Conversely, items
with longer tufts will require longer movement of the filling
tool, so the stroke will be longer and therefore the speed will be

lower. The system is software driven, so change-over from one
model of brush to another is very quick.
Use of servo motors means no cams and bearings are

needed to move the filling tool. That makes for a quieter
machine, eliminates a large amount of mechanical wear and
tear and the need for lubrication. 
e-STROKE filling heads are equipped with K.E.R.S.

(Kinetic Energy Recovery System), able to collect the
energy generated during the braking phase of the motors and
to reuse it for powering the motors themselves. K.E.R.S.
saves up to 40 percent in electricity consumption as
compared to non-e-stroke versions.

MOON: Electronic controlled trimming/flagging MOON: Continuous movement of carriages

GEMINI is yet another new machine offering e-STROKE technology (H version for larger diameter fiber). 

BORGHI’S E-STROKE INNOVATIVE TECHNOLOGY 

TECHNICAL & INDUSTRIAL BRUSHES



Visit WWW.BORGHI.COM for more information. 

In USA and Canada, contact:
Bodam International Ltd.

903 Cirelli Court, Aberdeen, MD 21001 USA
Phone: +1-410-272-9797  •  Email: cp@bodam.com

PACKAGING AUTOMATION
Regarding packaging automation, we must mention the

OCTOPUS PACK, a fully automatic machine for manufacturing
mops for the household industry. 
The machine automatically carries out all the steps for

manufacturing a finished and packed mop, feeding the material,
assembling the mop, and packing the final product. OCTOPUS
PACK can process cotton yarns, spun lace and non-woven material
spools and use them to assemble mops with plastic sockets and pins,
which are fed by vibrating feeders. Mops manufactured by the
OCTOPUS PACK offer superior quality, thanks to the even
distribution of the material, placed in a radial 360° pattern. 
Don’t settle for something ordinary. Choose Excellence! You

deserve MORE!

The OCTOPUS PACK can produce mops 
with all kinds of materials. 
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With the Aeola and NM machines, Boucherie has
developed totally different machine concepts for
household and personal care brush manufacturing:
compact, simple and extremely efficient. Traditional
double header machines of today take up lots of floor
space, and often run at less than their full potential
because operators can’t keep up. An extremely fast
running single tool machine is more compact, will run at
a higher efficiency and will be much simpler to maintain.
Both of these machines use Boucherie’s most

innovative technology, which consists of a very
high tufting speed of a single filling tool that runs
continuously, with no stop between consecutive
products. This allows for a simpler, more compact
machine that has the output of the contemporary,
more expensive and complex double header
machines.
The filling tool is of a completely new and simple

design, with extremely few parts, derived from the
most recent toothbrush technology. There is no
housing and there is no sliding of the tool, because the
main movements are bolted directly to sturdy levers,
eliminating any need for lubrication. The extremely
rigid construction and smart design of the drive
systems allow for very high tufting speeds.

Eliminating the start/stop cycles of the main motor,
and equipped with the newest generation of elec -
tronics and handling systems, Aeola and NM are also
very energy efficient.
The Aeola is available in different degrees of

automation: from a drill and fill machine with manual
loading up to a fully automatic brush manufacturing cell
with automatic loading and integrated trimming. It is laid
out as a compact carrousel, with very good accessibility
for maintenance and change-over. There is one filling tool
that runs at a very high speed, without stopping between
consecutive brushes, and drilling is done by means of
several drill units to have an extended drill life. 
Optional electronic trimming, flagging and beating

are arranged around the same carrousel, so that
brushes always stay in the same clamp throughout the
whole process. The brush holders have five axes of
movement, all controlled by servomotors. With the
full 180° of tuft flare possible in both directions, this
machine is extremely versatile and quick to change
over, with a minimum of mechanical changes. Special
brush holder fixtures for full round toilet brushes, full
round hair brushes and Scandinavian-style dish
brushes are available.

BOUCHERIE

The Aeola is available in different levels of automation, all the way up to a fully-automatic production cell.

Aeola And NM: Revolutionary Brush
Manufacturing Technology From Boucherie

Continued on page 24



  

GB Boucherie nv
Stuivenbergstraat 106, 8870 Izegem  —  Belgium 
+32 51 31 21 41  —  info@boucherie.be
www.boucherie.com  

NM
The end of vertical 
double headers

With NM, Boucherie has developed an extremely fast 
running single tool machine that is more compact, will run 
at a higher efficiency and will be much safer to run than 
the traditional vertical double headers. The machine is laid 
out as a compact carousel with only 3 clamping stations, 
and with extremely good accessibility for maintenance and 
change-over.

Scan this code
to find out more

www.boucherie.com



The Aeola machine concept uses
independently moving brush holder
turrets, which only spend as much time
as required in each station. 
Time saved, for example with un -

loading of brushes and loading of new
brush blocks, can be used to maximize
the trimming/flagging time. In that way,
the time savings can be used to obtain a
better product finish. 
The NM is a very compact carrousel

machine that uses the same high-speed
filling tool as the Aeola. The 5-axis
machine controls make the NM very
universal and flexible, and with only
three clamping stations, it’s quick to
change-over, while tooling is simple
and affordable. 
Tufted brushes can be ejected on an

outfeed conveyor, and loading of new
blocks happens manually, during the
drilling and filling cycle, far away from
the moving drill unit and filling tool.
This boosts efficiency and keeps the
safety of the operator optimal.

              

          

            

          

              

 
 

    

More information can be found at: www.boucherie.com.

Aeola and NM share the same revolutionary filling tool, which is remarkably simple and sturdy.

The NM is a very compact carrousel machine, 
as well as flexible and universal.
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Continued from page 22



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

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

  Level or Crimped Filaments  •  Cuts, Spools or Hanks

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

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

www.filkemp.com

ABRASIVE FILAMENTS
Custom Made

Working together for new solutions
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ROTH
COMPOSITE MACHINERY

CAPITALIZING ON MAJOR STRENGTHS

Among Roth Composite Machinery’s major strengths are
its customized designs, and being able to equip machines
according to customer requirements. In recent years, the
company has expanded its expertise at the international
level by means of powerful and energy-saving drive
elements, as well as introducing a highly-efficient prod -
uction process.
“That technology, called ‘RoAn,’ stands out by

featuring extreme running smoothness, low wear and an
exceptionally high process reliability,” according to Roth.
“That helps Roth Composite Machinery position itself as
among the world-leading manufacturers in the brush -
making equipment industry.”

FROM THE SIMPLE TO THE COMPLEX BFK2/E5-WT
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Roth Composite Machinery has presented its new brush making machine,
BFK2/E5-WT, in carousel execution with interchangeable frames and

stationary loading carrier.

FEATURES AND BENEFITS
• One direction of rotation of the carousel
• Short distances from station to station
• Standing carrier during loading process
• High flexibility in the variety of brushes due to 

interchangeable carrier concept
• Nearly no index time
• High tufting speed
• Ergonomic operation
• Easy to maintain
• With Roth flying cabinet
• Up to 300 mm filament length (unfolded)
• 3-channel material box available
• Central strong column to absorb the filling pressure
• Maintenance-free drive elements

WELL-PROVEN TECHNOLOGY – 
MEETS HIGH LEVEL INNOVATION!
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MANUFACTURER 
WITH TRADITION

For over 100 years, Roth Composite
Machinery — formerly known as Schlesinger
— has been developing, manufacturing and
selling universal production machines for the
brush industry. From its early beginnings, the
company has now become one of the leading
manufacturers of high-quality machines. Its
focus centers on providing advanced and
high-performance constructions, versatility
and user-friendly operability. Various mach -
vine versions can be developed by Roth —
from basic to high-end.
The portfolio at Roth Composite Machinery

also includes coating and filter pleating
machines, as well as machinery for the
manufacture of lightweight components by
using the filament winding process. In that
field, the company is a world-market leader.

The Roth flying cabinet is the innovation of this machine: 
Completely decoupled drive of all servo motors in the carousel, 
full power on the engines, no error rate and maintenance-free.

VISIT WWW.ROTH-COMPOSITE-MACHINERY.COM FOR MORE INFORMATION.



MACHINERY 2022SPECIAL FOCUSSSPSPESPECSPECISPECIASPECIALSPECIAL SPECIAL FSPECIAL FOSPECIAL FOCSPECIAL FOCUSPECIAL FOCUS

PG 28                                                                                                                                                                    BBM MAGAZINE | September/October 2022

The heart of production is “Lissi,” a Zahoransky drilling and filling machine that is more
than 20 years old. 
"She's practically part of the family," explains Maria-Anna Wimmer. The production

manager not only has a friendly relationship with her team, Lissi has also grown dear to her
heart after many years in which the machine has served her well. Therefore, it was out of the
question for everyone involved to exchange the old darling for a new machine.

WOMA
Lissi Is Alive! Thanks To WOMAtec CNC Retrofit

For The Company, SIB GmbH, Its Roller Brush Machine Is Indispensable

Roller brushes of all kinds — that is the specialty of SIB GmbH, 
located in the Bavarian town of Kirchdorf am Inn, in Germany. 
The company’s custom-made products, up to four meters in 

length, are used primarily in mechanical engineering.

Hand over in person at SIB: WOMAtec fitter Alexander Köhler instructs employees Maria-Anna Wimmer 
and Robert Enggruber on how to use the new software.
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“Lissi is still from the old school: solidly built, efficient and very
flexible. With  new equipment, we would not really improve. Only
the electronics worried us a lot, especially after the Zahoransky
company canceled the service for this generation of controls.
That's where WOMAtec came into play,” Maria-Anna Wimmer
continued. 
After a visit from Managing Director Daniel Köhler,

WOMAtec prepared the offer for a CNC retrofit. 
“As soon as we had pre-produced enough brushes, we wanted to

send the machine to WOMAtec and have it overhauled. But then
what we were most afraid of happened – the electronics went on
strike and nothing worked anymore!” WOMAtec tried to help with
replacement parts from WOMA's used machine stock, but Lissi
just didn't want to anymore. Now it was time to act quickly. 
Because the order books at SIB were full and every day of

production downtime put more strain on the patience of long-
standing customers, within a few days, WOMAtec freed up space
and personnel capacities for the emergency repair of Lissi. 
“Lissi” drills and fills roller brushes up to four meters in length. With the new CNC

control from WOMAtec, it will fulfill that task for many years to come.
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“In order to bring Lissi back to life, we had to replace the servo drives, the main motor and the
pneumatics. Fortunately, we had an appropriately equipped switch cabinet in stock,” reported
Daniel Köhler, WOMAtec. 
In addition, a mechanical revision was carried out so that Lissi would run clean again. The

WOMAtec team also put in a few extra shifts and after just a few weeks the heart of the old lady
was beating again. With the new CNC control based on Beckhoff, production at SIB is now
secured for many years to come, “Because spare parts are available over the long term and can be
obtained directly from the manufacturer as standard parts," explained Köhler. 
It is important to him that his customers remain independent. For Köhler, CNC retrofits of old

machines improve sustainability. Keeping the mechanics saves valuable resources. A positive side
effect: the price for a retrofit is usually well below that of a new machine and the delivery time
can also be significantly reduced. 
Maria-Anna Wimmer and her team are happy with their new-old Lissi. 
“Basically, everything has remained as usual, except for the controls, of course. However, the

WOMAtec software is so easy to use that we can now create our brush programs ourselves.
Previously, we were always dependent on Zahoransky support here.” 
The employees of SIB are convinced that the overhaul of the roller brush machine will not only

secure the future of the company, but also their jobs.
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UNIMAC s.r.l. offers technology to
produce power brushes, and continues to
modernize its innovations in the twisted
knot machine family, especially as it
relates to its KNOT-A machine. 

KNOT-A is a fully automatic machine.
Thanks to its flexibility, it is ideal for start-up
production needs of twisted knot segment
brushes, and ideal for frequent model
changes. The machine is capable to run all
sizes within twisted knot segments that are
typically found in the market. The machine
automatically loads the discs in two ways:
• Blank discs that need to be punched; and,
• Pre-punched discs.
KNOT-A inserts the wires to be knotted

from multi-wire spools or single-wire
spools. After the knotting cycle is
complete, the machine automatically
ejects the knotted segment outside of the
machine into a container. The machine is
CNC-controlled, and can be programmed
to produce a wide variety of knotted
segments. The machine includes, in its software, the control of the knot with rose end or straight end.

KNOT-A can produce knotted segments with a minimum outside diameter of 75mm up to a maximum outside
diameter of 180mm. 
As we move forward, UNIMAC’s KNOT-A features an important innovation: The possibility of obtaining

knotted segments with a diameter bigger than 180mm, thus expanding the production range and improving the
machine’s overall efficiency and versatility.

UNIMAC S.R.L.
UNIMAC’S KNOT-A MACHINE INNOVATIONS

UNIMAC srl
Via Cristoforo Colombo, 9

41013 – Castelfranco Emilia (Mo), Italy
Tel: +39 059 93 26 64
Sales: paolo@unimac.it

sales@unimac.it
www.unimac.it

Please contact UNIMAC’s sales department for further information and details:
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Every year, SIBO Engineering’s product range is enriched with new machines thanks to the intuition,
combined with the engineering skills, of the company’s design office, headed and guided by owner Graziano
Brusa Antonini.
Innovative technological solutions arise in every area of SIBO’s varied production. That includes

machines for the production of knife handles; lines for the
production of wooden spoons and cutlery; lines for the processing
of broom, shovel and pick handles; and, of course, machines for
the production of paintbrush and brush handles—one of the
sectors that has contributed the most to making SIBO Engineering
known, and appreciated, throughout the world.
New in 2022 at SIBO is the CNC 8-position milling-drilling

machine FFS/8 CNC, featuring four-axes transfer, and equipped
with carpet loader and a high precision rotary table. Benefits
include: the milling of the profile; horizontal (where needed) and
vertical drilling; and end-facing and chamfering on paintbrushes
and spatula handles. A finished piece is unloaded at every turn of
the rotary table. 
The machine, just like all SIBO Engineering products, is

designed to respond to the market’s new needs. That includes
multiple operations concentrated in one single equipment;
improved automatization levels; and, increased productivity.

Visit www.sibo.it for more information.

SIBO ENGINEERING



  

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

SIBO Engineering: Special Customized Machines Since 1830
These are just a few of the products that 
can be produced with SIBO’s machines.

For more information, Contact us at:
SIBO Società Industriale Brusa Ornavasso S.R.L.
Via Alfredo di Dio, 215  •  28877 Ornavasso (Vb)
Tel: +39 0323 837205  •  commerciale@sibo.it  •  www.sibo.it
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The processing spectrum includes twisted-in brushes with an
outer diameter of 0.4 inch to 1.0 inch (10 mm to 25 mm), and a
core length of up to 4.7 inch (120 mm). Different brush types can
be stored as a recipe in the control and easily recalled. This makes
it possible to switch quickly between different brushes. 
Depending on the properties of the fill material, the processing

station of the TU 400 reduces the diameter of the brushes; brushes

with high-density wire fill, for example, by up to 1 mm per minute
using an abrasive belt. The fill material remains straight and its
ends remain sharp-edged. 
The finished brushes are discharged into a collection container

that can be easily removed at the front of the machine. The TU 400
offers the possibility to connect an extraction system to extract
grinding dust or cutting residues effectively.
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WÖHLER BRUSH TECH
Wöhler TU 400 For Automated
Finishing Of Twisted-In Brushes

The Wöhler Brush Tech TU 400 Shown is the grinding process of the Wöhler TU 400. 

The Wöhler Brush Tech TU 400 is designed for automated finishing of twisted-in brushes.

With the TU 400, Wöhler presents a new machine for the automated finishing of twisted-in 
brushes. Either a grinding belt or a trimmer carry out the machining of the brushes fed 
in via a magazine. The TU 400 fully automatically takes the brushes out of the magazine, 

clamps and trims them to the freely adjustable final diameter.

Contact: 
Wöhler Brush Tech GmbH,

Wöhler-Platz 2, 
33181 Bad Wünnenberg,

Germany.

Phone: 
+49 2953 73300.

Email:
bt@woehler.com.

Website:
www.woehlerbrushtech.com.



  

theWorldof BrushmakingMachines

Wöhler Brush Tech GmbH | Wöhler-Platz 2 | 33181 Bad Wünnenberg | GERMANY | Tel: +49 2953 73 300 | bt@woehler.com 

www.woehlerbrushtech.com 

JOIN THE POSSIBILITIES
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PelRay International

While supply chain disruptions seem to not be as
severe as they have been the past couple of years,
importing is still challenging, said Bart Pelton,

president of PelRay International, of San Antonio, TX, a
division of Brush Fibers of Arcola, IL.
“The supply situation has improved in the past

six months, but it is still taking much longer to get
handles from Honduras and Brazil
than before,” Pelton said. “Ocean freight
costs, particularly out of Brazil, are still at a
very high level. Prices have stopped going
up, but they haven’t really come back down
either, so we are not getting any relief.”
PelRay serves manufacturers of

brooms, brushes and mops worldwide,
providing supplies from more than 12
countries. The company offers wood
handles, of various species, and metal
handles that are either powder painted or
plastic coated. PelRay also carries mop
and brush hardware and mop yarn.
Depending on the size, PelRay is now able

to fill orders more quickly, resulting in a decrease of
backorders, Pelton said. 
“Of course, prices remain high,” Pelton said. “There are still

some customers who might not have placed orders in the past
few months, who will be seeing increases the next time they buy. 
“Lumber prices have come down quite a bit in the United

States. In the case of imports, freight and other costs are high.
Dowel prices remain high, but supply and demand is more
balanced than it was. However, lead times for imports are much
longer than they were a couple of years ago, although I think the

situation is getting better.”
Last year, freight costs spiked as high as

$30,000 per container.
“The good news is container costs out of

Brazil have hit a plateau. The bad news is
they haven’t come down,” Pelton said.
“Container costs from a Brazilian port to
Houston, TX, which is the port that we use
the most, are running $9,000 to $10,000.
They used to be $2,000 per container.”
Traditionally, Brazil has been a major

exporter of tauari hardwood to the United
States, as it has been the most popular
species used for mop and brush production.Bart Pelton
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Business Is Good To Steady For 

Despite Inflation And Other Issues

While some of the problems associated with importing raw materials 
from Europe, South and Central America have abated somewhat, U.S.

companies that supply handles and blocks are still battling other challenges.

Broom, Brush & Mop recently spoke with executives from six 
handle/block companies who shared how their businesses 

are dealing with high prices caused by inflation, port 
congestion, domestic trucking issues, and others.

By Rick Mullen |  Broom, Brush & Mop Associate Editor



Natural bristles -
brought to you by 
DKSH Switzerland Ltd.

US Distributor: Brush Fibers Arcola

Please contact us for further information, 
specifications and offers:

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

Think Asia. Think DKSH.

   
      

    



During the past couple of years or so, some retailers have balked at
importing tauari due to environmental concerns, Pelton said. Also,
the weight of tauari wood is an issue.
“Tauari is probably 30 percent heavier than pine. You are restricted

by weight on how much you can put in a container, not by space,”
Pelton said. “If you are shipping something light, like brooms, mop
buckets, items that are not very dense, they max out the space in the
container before maxing out the weight. When it comes to something
heavy, like wood handles, they are going to max out the weight long
before the space.
“Due to the weight of tauari, you are going to get maybe 20 to 30

percent fewer in a container than pine handles. That just means there
are fewer handles to amortize the cost of freight. The cost of the
container is the same whether it is pine or tauari. Ultimately, your
freight cost will be more for the tauari, because you are not going to
get as many pieces in a container.”
Environmentalists have been putting pressure on retailers not to allow

tauari or any other wood, from Brazil. Tauari grows predominately in the
Amazon basin, with numerous environmental concerns.
Statistically, cattle ranching and farming are the leading causes of

deforestation in the Amazon rainforest.
“I am seeing some retailers, who used to insist on hardwood,

using pine, which is a softwood, because Brazilian hardwood is
from the Amazon basin and is not being replanted,” Pelton said.
“Pine wood coming out of Brazil, as well as eucalyptus, a
hardwood, are plantation grown. Many of the forests are FSC
(Forest Stewardship Council) certified. They are grown in
southern Brazil near Uruguay and Argentina, which is more than
1,000 miles from the Amazon basin.
“Those trees are being replanted and are environmentally

acceptable. It is the tauari that is not being replanted from the
Amazon area that is concerning environmentalists. They have been
encouraging retailers not to sell tauari.”
Unfortunately, some retailers will not take any species of wood

grown in Brazil, including FSC-certified pine and eucalyptus. As a
result, some retailers are turning to the U.S., Mexico and Honduras
as sources for pine handles.
Furthermore, PelRay’s commercial market customers are not being

pressured by environmentalists.
“Commercial market customers just want a good handle at a good

price,” Pelton said. “In many cases, the pine is perfectly adequate for
a mop stick or a brush handle. Pine works just fine, and it costs less
than tauari.”
Another ongoing problem during the pandemic years has been

the difficulty hiring trucks.

“Lumber prices have come down quite a 
bit in the United States. In the case of imports,
freight and other costs are high. Dowel prices
remain high, but supply and demand is more

balanced than it was.” 

~ Bart Pelton
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“I have seen some improvements in sourcing trucks for
our domestic shipping needs. The situation is not as good
as pre-pandemic, but we have run into less congestion on
the LTL (less than truckload) lines,” Pelton said. “The
cost of diesel is down $1 to $1.50 a gallon, from where it
was a few months ago. That has taken some of the cost
pressure off truckers. Although I haven’t seen fuel
surcharges come down, truckers are getting a break on the
price of diesel.
“At the moment, the biggest issue for the trucking market

is labor. We need more truck drivers. We need more workers
in the freight terminals. Labor is probably the biggest
bottleneck in the trucking business right now.”
Still another ongoing issue in the past few years has been

the bottleneck at U.S. ports, which has made it difficult for
importers, such as PelRay, to receive their products in
anything approaching a timely manner. However, that
situation also seems to be abating somewhat.
“We have seen some improvement. It is not taking

quite as long to get a container picked up
when unloaded at a port,” Pelton said. “I don’t
think vessels are having to wait quite as long
to get a berth. The problem hasn’t gone away,
but it is getting better.”
There are still problems getting space on container ships

for the exporting of goods.

“In some cases, we have had to wait a month or more
to ship an order, because there wasn’t availability on any
of the container ships,” Pelton said. “It has also been a
problem for some imports, where our suppliers have an
order ready for us, but can’t find space on any vessels.
The result is our order, rather than being shipped to us on
time, sits in our overseas supplier’s warehouse for a few
extra weeks, or a month or more, waiting for space on a
container ship.”
Among PelRay’s imports are metal handles, primarily

from Italy. As is the case with Brazil and other countries,
ocean freight costs from Italy are also high.
“Ocean freight costs from Italy have gone from around

$4,000 a container to $10,000 to $12,000 a container,”
Pelton said. “In addition, steel prices are up. However, we
are catching a break with the exchange rate between the
U.S. dollar and the euro. 
“The U.S. Federal Reserve has been more aggressive in

pushing up interest rates than the European Central Bank.
That has resulted in a strong dollar. The dollar is currently
trading within a penny or two of parity with the euro. To
some extent, some price increases have been offset by the
improvement of the exchange rate.”
Pelton also keeps a close eye on the exchange rate

between the U.S. dollar and the Mexican peso, as PelRay
imports products from Mexico.
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“The dollar has been a little stronger against the peso,
currently trading around 20 to one,” Pelton said. “The peso
has been trading between 19.5 to 21 for the past six months
or so. The dollar has been appreciating against many
currencies, but the peso has held up pretty well.”
On the COVID-19 front, like many other companies,

PelRay has backed off most of the protocols put in place
during the past three years of the pandemic.
“For many companies, COVID protocols are a thing of

the past,” Pelton said. “We are traveling, going to
conventions, etc. We are also visiting customers and letting
suppliers come and see us in our offices. We don’t require
masks, we don’t take temperatures, we don’t ask for a
vaccination card, or anything else. We decided we are just
going to live with it. I think all of our employees have been
vaccinated and boosted.”
Despite all the challenges in today’s unpredictable, and

sometimes topsy-turvy business landscape, Pelton said
business at PelRay remains “strong.”
“At the moment, unless the Fed slams on the brakes a

little bit harder, business prospects still look pretty good for
the next six months,” Pelton said.

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

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

H. Arnold Wood Turning

Located on the eastern bank of the Hudson River, about 25
miles north of midtown Manhattan in New York City, H.
Arnold Wood Turning, Inc., of Tarrytown, NY, has

supplied wood parts, in -
cluding broom and mop
handles, brush blocks,
dowels, turnings, CNC
parts and various other
wood components for
more than a century.
“Business has been

steady all around for
handles and blocks,” Vice
President and fourth
gen eration co-owner
Jonathan Arnold said.
“Supply chain issues
affected lumber prices
for hardwoods, which
forced us to look for other options. As a result, during
the past several months, we have been using
more southern yellow pine for  handles, which
gives customers a good product at a lower
cost. We also are still providing hardwoods, and customers
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who require and want these species, seem to understand the
effect of lumber pricing.”
On the upside, Jonathan Arnold said lumber pricing

for hardwoods seems to have stabilized. In
addition, difficulties in sourcing raw materials
have eased.

H. Arnold Wood Turning also offers custom architectural
components, including, but not limited to, wood balusters,
finials, newel posts, spindles, and columns.
Secondary operations such as rounding, pointing,

chamfering, drilling, tenoning, slotting, ferruling and
finishing can be provided on wood dowels. Wood turnings
can be manufactured plain or finished to the customer’s
exacting standards. Finishes for wood dowels and wood
turnings can be dipped, sprayed or tumbled and in a variety of
finish types and colors. Wood boxes and crates are produced
in a number of styles, including slide lid and hinged lid,
which can be customized, according to the company.
For its raw materials, H. Arnold Wood Turning uses

domestic hardwood and softwood species, including pine,
poplar, sycamore and some beech.
“Again, because of the high price of hardwood, more

people are trending toward using pine for handles,”
Jonathan Arnold said.

Herman Arnold and his son, William, founded the
company in 1919 in Brooklyn, NY, manufacturing turnings.
Now, the company is led by Herman Arnold’s grandson,
Bruce Arnold, and his great-grandson, Jonathan Arnold.
Other key family members at the company include Melissa
Arnold Friedman and Ann Arnold.
“We also are so excited that Ashley Arnold has joined our

team,” Jonathan Arnold said. “She is the fifth generation of
Arnolds to enter the business, and we couldn’t be prouder or
more excited.” 
While coronavirus and its variants are still a problem, like

many companies, H. Arnold Wood Turning has backed off
of many of the protocols that were put in place during the
height of the pandemic.
“We are no longer requiring masks. We have made them

optional for our employees,” Jonathan Arnold said. “We still

provide PPE supplies for any employees who would like to
make use of them. Overall, we are seeing that most
employees are not wearing masks.”
One of the side effects of COVID is the way companies adjust

how they interact with customers, Jonathan Arnold said.
“We have implemented many more video conferencing

tools than ever before, which many customers have used as
well,” Jonathan Arnold said. “That has actually allowed us
more face-to-face contact with customers, which has
impacted the already great relationships we have with our
clients, and has proven to be a valuable tool that we will
continue to use in the future.”
As for the future of H. Arnold Wood Turning, one of the

challenges the company is facing, as with many companies,
is finding and retaining good, quality employees.
 

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

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

Email: staff@arnoldwood.com.
Website: www.arnoldwood.com.

Zelazoski Wood Products

Before it was Zelazoski Wood Products (ZWP), of
Antigo, WI, the company was called the Thomas
Zelazoski Manufacturing Company, which was

founded in 1924 in a
vacant blacksmith shop
in Antigo.
Today, ZWP supplies

blocks to the brush and
broom industry. The com -
 pany also offers var ious
other wood items in -
cluding fishing lures,
game calls, tip-up boards,
handles, mould ings, turn -
 ings, finished parts, glued
assemblies, plugs and wed -
g es, im printed items, spec -
ialty products, and more.
Also, in recent years, ZWP has branched out to machining

plastics; imprinting, such as hot stamping and branding;
laser engraving; and offering various finishes.
“Business has slowed somewhat,” said Secretary Ben

Zelazoski. “The good news is the supply chain
situation has gotten better. Lead times were 12
weeks or so last year, but now are down to
three weeks.”
In the manufacture of brush blocks, ZWP uses primarily

domestic beech. The company also uses oak, walnut,
mahogany and maple to manufacture other offerings.

Ben Zelazoski

“We have implemented many more
video conferencing tools than ever
before, which many customers have

used as well. That has actually allowed
us more face-to-face contact with
customers, which has impacted the

already great relationships we have with
our clients.”

~ Jonathan Arnold



Traditionally, ZWP sought
to source beech as locally as
possible, mostly in northern
Wisconsin and in both the
Upper Peninsula and lower
Michigan. That has changed.
“Beech is getting harder to

find. What we have is coming
from the south,” Zelazoski
said. “The northern beech is
about gone. Companies that
were using European beech are
now using American beech because of transportation, and other
issues. That puts more of a squeeze on the supply of beech.”
Furthermore, beech bark disease in Michigan’s Upper

Peninsula has been an ongoing issue. ZWP’s second choice
for the manufacture of brush blocks is hard maple.
“Prices for hard maple are starting to moderate,”

Zelazoski said. “In some places, the price has dropped a
little. Prices for that species are not going up by leaps and
bounds like they were before.”
When it comes to its specialty items, two of the most

popular products ZWP has offered in recent years are its
wooden scraper, designed for cleaning grills, and an

animal grooming tool.
Typically, the peak season

for both products starts to
wind down as the autumn
season takes hold. Last year,
because of the COVID-19
pandemic, sales of both
items continued to be strong
well into the autumn season.
People were staying home
and cooking on their grills.
Furthermore, as Zelazoski

said at the time, they were tired of looking at their “shaggy
dogs.” This year, sales are back to a more normal rate, as
people are getting out and about much more than they
were a year ago.
In the upper Midwest, where ZWP is located, ponds

and lakes freeze with ice thick enough to allow ice
fishing enthusiasts to walk, or even drive their cars, on
the ice. One important item ice fishermen rely on is a
tip-up board.
A tip-up is a device used while ice fishing to suspend

live or frozen bait at a set depth through a hole drilled in
the ice with an auger, to detect when a fish bites.
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“Beech is getting harder to find. What
we have is coming from the south. The

northern beech is about gone.
Companies that were using European
beech are now using American beech

because of transportation.” 

~ Ben Zelazoski



“We are just finishing a large run on tip-up boards. We
have one more shipment to make,” Zelazoski said.
One of the challenges with tip-up boards is there are

long lead times associated with different finishes used on
the tip-ups. Polyurethanes on the boards take longer to dry
than lacquer.
“It takes some finishes a long time to dry, and we only

have so much drying room at our facility,” Zelazoski said.
“We are working with customers, encouraging them to get
orders in early so we can get a good idea of how many
clear boards they are going to want. That allows us to get
a good start.”
Over the years, ZWP has been involved with the

Technology Center of Excellence, also located in Antigo.
Indeed, ZWP was instrumental in the founding of the
facility in 2011.
According to its website, “The Wood Technology

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

companies are scrambling to find qualified people, and
the wood industry is no different. To help fill that void, the
Technology Center is offering specialty courses that do
not take as long to complete as the center’s regular one-
and two-year programs, Zelazoski said. 
“Students are signing up for specialty courses such as

kiln drying, lumber planing and others, that run from one
to three weeks,” Zelazoski said. “I was talking to a person
from the center recently who said the courses are very
popular and are full all the time. That is the type of
programs really catching on in technical schools.”
When it comes to COVID-19 protocols or mandates,

Zelazoski said the only places in the Antigo area requiring
masks are clinics and hospitals.
While the pandemic is still around, Zelazoski is more

concerned about what is taking place politically in the
United States.
“What is going on in the U.S. government really has

me frightened,” he said. “There is nobody walking
down the center of the aisle. Nobody seems to want to
walk the tightrope in-between. We have got to learn
how to work together.”

Contact:
Zelazoski Wood Products, Inc., 

835 Ninth Ave., 
P.O. Box 506, 

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

G.D.F. SRL unipersonale

G.D.F. SRL unipersonale, which previously was
called G.D.F. di De Franceschi Gabriella & C. sas,
located in Bazzano/Valsamoggia, Italy, offers a

wide range of products to the cleaning industry.
“Since 1983, G.D.F.

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

Some of the chall -
enges the com pany faces
have to do with the avail -
ability and price increas -
es of raw materials G.D.F. uses, including steel, plastic,
cardboard and wood.
“There is also the terrible increase in electricity and gas

prices,” De Franceschi said. “Conducting business has
been very complicated since December 2019. Today the
situation is not better at all, but we try to go on, and
maintain our usual sales and the quality of products.”
De Franceschi started G.D.F. in 1983 after gaining

experience in the field of synthetic monofilaments. The
mission of the company remains the same — to provide
brush and broom makers with good, quality components so
that they can make their products from one source.
Grouping together products also saves on transportation
costs for companies. Furthermore, the customer only has to
pay one supplier, she said.
De Franceschi feels quick service and caring about

customers’ needs, while offering quality items at
competitive prices, separates G.D.F. from the competition.
This is an ongoing goal of the company.

“As G.D.F. does business in the worldwide
marketplace, one of our challenges is competing with
companies from China and Eastern Europe,” De Fran -
ceschi said. “There are still too many low-quality
competitors in the marketplace.”

Contact: G.D.F. S.R.L. unipersonale 
Mrs Gabriella De Franceschi
Via Mazzini, 27, Bazzano, 

40053 Valsamoggia BO Italy.
Phone: ++ 39 051830189;
Mobile: +39 3405743265.
Fax: +39 051830263.

Email: gdf@gdfsrl.eu. and gdfwin@tin.it.
Website: www.gdfsrl.eu.
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Gabriella De Franceschi



G.D.F. S.R.L. unipersonale



Monahan Partners 

The Thomas Monahan Company, of Arcola, IL,
celebrated its 100th anniversary this summer,
reported Kevin Monahan, president of Monahan

Partners, Inc., also located in Arcola.
“Monahan Partners’ roots

are with the Thomas Mon -
ahan Company, and we
were thrilled to cele brate
the company’s 100th ann -
iversary,” Kevin Mon ahan
said. “It was app arent how
much the com pany meant
to the fam i lies of employ -
ees, past and present.  It is
a joy to share a mutual
affection be tween our com -
pany and the comm unity of
Arcola.”
Monahan also reported

on the status of the Mona han Partner’s business, as well as the
current supply chain situation.
“Our mopstick business has experienced modest success.

Many of our customers see the advantage of allowing us to
focus on our core strength of mop assembly, while they can
focus on their respective strengths and reduce overhead,”

Monahan said. “Handles are a vital component of our
business, and while it certainly hasn’t been perfect, we feel
fortunate our respective supply chain in wood, metal and
fiberglass has only experienced minor disruptions, and not
major delays.”
Monahan Partners is an OEM supplier of cleaning tools

and parts to the jan/san industry. The company assembles
metal and plastic parts onto fiberglass, metal and wood
handles, and packages them to customers’ specifications.
Complementary products include lobby dust pans, clip-on
dust pans, dust mop heads and frames, microfiber wet and
dry mops, braces and more.
“Metal prices seem to have finally, and

hopefully, plateaued after a bevy of increases
throughout 2021,” Monahan said. “We also exper -
ienced sizeable increases in both pine wood and fiberglass
in the first quarter, but are hopeful that current marks are
sustainable in the near future.  
“Pricing has been such that anytime you pass an increase,

you’ve already received additional price hikes that your new
increases don’t cover — a never-ending battle.  We were
spoiled with relative consistency in pricing for several
years, and now we are excited if we can last a month without
a change in prices.”
Speaking on the current tariff situation, Monahan said

there seems to be momentum for a possible
reduction/elimination of the Section 301 tariffs

on China.
“The USTR (United States Trade Rep -

resentative) is reviewing the possibility,
which may come to fruition very soon.
However, realistically, I would be surprised
if a reduction/elimination occurs, but it is
positive that the discussion is taking place,”
Monahan said. “In my opinion, the tariffs did
not accomplish what they set out to do.
Furthermore, they have been a burden on
many businesses, whether larger or small,
like ours.”
During the past couple of years or so,

Monahan Partners has had an ongoing
initiative to reinvigorate its plant by instal -
ling new machinery to increase capacity and
efficiency. This effort has also included
evaluating expanding the company’s foot -
print to maximize the space available on its
property. Monahan has praised the com -
pany’s staff for its proactive mindset in
furthering those efforts.
“Given today’s labor market, many people

are looking to automate more tasks,” Monahan
said. “For us, orders are so diverse that it is
difficult to do so without major investment.
However, we continue to examine the
possibilities. At the same time, we benefit
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from the extra quality control accomplished with our
personal touch.”
As far as today’s labor pool in concerned, Mon ahan

said, “I don’t know of anyone who isn’t strugg ling with
labor. The average employee at Monahan Partners has
been here 15 years, so we’ve been abundantly blessed. We
recognize we can’t take those blessings for granted. Our
employees have made this company last for a century, and
we want to ‘dance with the ones who brought us.’”
According to the company’s website, among its many

high-quality offerings are three “best sellers” — fiberglass
handles, the lobby dust pan and mopsticks, which are an
assembly of metal and plastic hardware on fiberglass, metal
and wood.
The company offers a full line of colored 15/16-inch and

1-inch diameter fiberglass handles, in lengths of 54 and 60
inches. The handles are sold in bulk or packaged per
customer specifications.
“There are advantages and disadvantages of every handle,

and some of the differences are basic, like user preference in
weight or feel, or sometimes it’s a matter of price,” Monahan
said. “We are encouraged by an increase in company
representatives who see the benefits of fiberglass handles
from a safety perspective, i.e., the way they break, the ability
to withstand high temperatures and the lack of conductivity
or bacteria gathering. This has led to growth in sales of that
particular handle.”
Fiberglass handles are preferred in correctional facilities,

such as prisons and jails. When fiberglass handles break, the
material essentially collapses. For this reason, they do not
make good weapons.
“Sales of our ‘made in Arcola’ lobby dust pans have also

grown in recent years,” Monahan said. “There are many
lobby dust pans that boast some of the same features ours
have, but none possess all the features. The fact that lobby
dust pans are made in Arcola, and are competitively priced,
are bonuses to an already terrific product.”
While variants of the COVID-19 virus remain a threat, it

seems  the country and the business community, as a whole,
have learned to live with it. The country has moved on from
restrictive mandates, shutdowns, etc., and has gotten back to
somewhere near “business as usual.” 

“During COVID-19, we have been privileged to have
the physical workspaces in both the office and plant to
allow for ‘natural’ social distancing,” Monahan said. “In
addition, all of our employees were vaccinated fairly early
in the process. At that point, we lifted our mandated mask
usage. We have been without any limitations for some
time. The changes brought about throughout the ordeal
have only further proven that we have a resilient and
adaptable team.”
Looking ahead, Monahan is optimistic about the future of

Monahan Partners.
“We’ve benefited greatly from the way this company was

set up by our founder/ambassador, Pat Monahan,” Kevin
Monahan said. “In addition, our vice president, Matt
Short, has helped steer us in the right direction, while
avoiding many detours.”
As for the industry as a whole, Monahan said, “Mergers

and acquisitions will continue, and if you’re not aligned with
the right partner, it will be problematic.”

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

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

Whitley Monahan Handle Co.

While demand for wood handles has been strong,
the Whitley Monahan Handle Co., of Midland,
NC, which is a partnership between The Whitley

Handle Company and The Thomas Monahan Company,
of Arcola, IL, has been battling supply chain disruptions the
past couple of years, as have companies in many channels in
the marke tplace. The
good news is, supply
chain issues have abated
somewhat in recent
months. One of the major
issues that remains is
high tran sportation costs.
“Transportation costs

have gone way up. We
get our raw material and
wood handles from basic -
ally three areas in the
world — Brazil, Hon -
duras and the United
States,” Sales Manager
Jim Mon ahan said. “Brazil has historically been the major
supplier of tauari, which is a hardwood, to the U.S. market.
Several years ago, environmentalists in the United States
started putting pressure on Brazil about the depletion of
the Amazon rainforest. Tauari is a byproduct of the
cutting of the rainforest, so a lot of retail customers in
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“We are encouraged by an increase of
company representatives who see the
benefits of fiberglass handles from a
safety perspective, i.e., the way they
break, their ability to withstand high

temperatures and the lack of
conductivity or bacteria gathering.”

~ Kevin Monahan

Jim Monahan



the United States started switching from Brazil as a
source for their wood handles.
  “Last year, that accelerated, with less and less usage of

tauari hardwood out of Brazil. In addition, ocean freight
costs and container rates out of Brazil to the United States
have more than tripled. That, combined with fuel
surcharges, demurrage, port charges, problems going
through customs and expensive ports, in general, has caused
the costs of importing to go way up, and has further
decreased the demand for tauari from Brazil.”
It turns out Southern yellow pine works very well as a raw

material in place of tauari, and Whitley Monahan is steering
customers in that direction. Furthermore, the species is
grown and replenished domestically.
“Whitley Monahan produces a lot of yellow pine

domestically. We have significantly increased our
production capabilities of Southern yellow pine, and have
also developed new raw material sources for the wood
during the past year,” Monahan said. “Right now, Southern
yellow pine coming to us is in good shape.”
Prices for Southern yellow pine raw material are high,

however, because of supply and demand issues. The lumber
industry is selling a lot of lumber elsewhere, which as
caused a shortage, that, with high demand and inflation, has
prices spiking, Monahan said.
“Domestic production has really helped our customers

cut down on their inventory, because they are not
importing from Brazil anymore. Shorter lead times on
orders is also a byproduct of domestic sourcing,”
Monahan said. “I think it has been good for the U.S.
market to switch to sourcing wood handles onshore, and
has been good for our business, as well. So, what we are
seeing now is a better supply of raw material coming from
domestic saw mills.
“I think people are re-evaluating their supply chains. They

are trying to switch to more domestic sourcing, because it
creates fewer problems for their raw material flow, and none
of the expenses of importing.
“Business has been good for us during the past year

because of the switch from tauari hardwood to the Southern
yellow pine. People have switched to the yellow pine with
no issues as far as the function of the handle. So, domestic
pine has gained in popularity.”
Honduras is one of the three main areas Whitley

Monahan sources raw material. Honduras only exports
pine wood, used for the production of handles in the
United States.  
“Honduras has been steady in its production of pine. The

country’s production does not constitute a major amount of
the usage in the United States, but has it been consistent,”
Monahan said. “The country as been supplying wood
handles to the United States for years.”
The rainy season in Honduras corresponds with the

hurricane season in the United States.
“It typically starts raining every afternoon in Honduras in

September, and ends in December/January,” Monahan said.
“During the rainy season, Hondurans have trouble getting
logs out of the forest because of the rain —  they can’t get
their trucks up and down the muddy log roads. Also, they
can’t get the logs dry to start processing.
“So, their production falls in the rainy season, which

is also a concern. All three sources, Brazil, Honduras
and the United States, have seen inflationary pricing in
raw material during the past year, and we are still
fighting it today.
Not only have raw material prices gone up, but also paint

prices have spiked upward significantly, due to the
chemicals involved in the production of paints. 
“Everybody is familiar with the high price of diesel,”

Monahan said. “Prices for inland freight, and all raw
material coming from a port or supplier have increased.”
The latest COVID variant prevalent in the U.S. is called

BA.5 (dark green), followed by BA.4.6., according to a
report from CDC Variant Proportions, filed August 25. 
As the BA.5 variant is not as serious as previous variants,

the nation has again backed off on enforcing protocols.
“At Whitley Monahan, we softened our approaches on

the protocols for COVID,” Monahan said. “However,
the pandemic remains an ongoing concern. We are
asking everyone in our plant to get vaccinated. We have
a high number of vaccinated employees in our plant.
There is another booster, and we are encouraging people
to get the shot.”
Anecdotal evidence suggests the prevailing mood

expressed by people is COVID is here and is not going to go
away anytime soon, so, the country is going to have to learn
to live with it and try to go about business as usual. A
sentiment Monahan shares.
Concerning what might be ahead, Monahan said,

“Because of our foresight last year to increase our
production capabilites at our plant in Midland, our lead
times are coming down. We foresee a strong 2023.”

Whitley Monahan Handle Co.,
3827 Whitley Road
Midland, NC 28107.

Patrick Peebles, President.
Phone: 704-888-2625.
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“Domestic production has really
helped our customers cut down on 
their inventory, because they are not

importing from Brazil anymore. 
Shorter lead times on orders is also 
a byproduct of domestic sourcing.”

~ Jim Monahan



Borghi USA, of Aberdeen, MD, announces the hiring of a
spare parts manager, Armando Ercole, who recently
completed a four-month training program for customer
service, inventory control and processing spare parts orders. 
"We are excited to have Armando on our team, who is

originally from Italy, and has lived in the USA for the past
20 years. Armando is fluent in English, Spanish, and Italian,
and is comfortable in communicating in any of these
languages," according to the company. 

New Spare Parts Manager Armando Ercole

INDUSTRY NEWS

Borghi USA’s New Spare Parts Manager

Nexstep’s MaxiSorb®

Our MaxiSorb® Non-Woven Cut-End Mops, like all
Nexstep Commercial Product’s wet mops, are Made in USA
— both the fiber and mop itself! With a greater focus on
disposable supplies to ensure sanitary cleaning, this

innovative cut-end mop ensures hygienic
results with these added benefits of the Non-
Woven material:

• Cleans Better vs. Cotton Cut-Ends;
• Holds 200% More Liquid vs. Cotton;
• Will Not Mold, Mildew or Lint;
• Great Performance on Rough Surfaces;
• Requires Less Drying Time.

Comes with a printed slip that
clearly states many of these fea -
tures, advantages and benefits —
making MaxiSorb® yet another
addition to our vast line of Cash ‘N
Carry Solutions. 

Call 800-252-7666, 
Email: customerservice@ocedarcommercial.com,

Website: www.ocedarcommercial.com.
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As of 2020, forests cover 31 percent of Earth’s land
area and account for 80 percent of the world’s
biodiversity, according to the National Association of

State Foresters. For centuries, mankind has relied on forests
to provide all sorts of fruits, nuts and seeds to eat, as well as
wood for fuel and to build shelter, tools and a multitude of
other items. That includes handles designed for brooms,
mops, squeegees, shovels and many other products.

Wayne Pringle, who is set to officially retire at the end of
2022 as a representative of The Whitley Monahan Handle
Co., of Midland, NC, knows “a thing or 20” about wood and
its various benefits and uses — specifically related to handle
production. For nearly 50 years, Pringle has been involved
in the wood industry, and, for almost as long, he has been a
supplier of wood handles.
For the past several years, Pringle has worked from his

central Texas office.
“I have been semi-retired as of late, but will officially

retire at the end of the year. Ironically, it will coincide with
our 50th wedding anniversary. My wife (Janice) and I were
married on December 30,” Pringle said. “I plan to stay busy
once retired, such as doing different things on our family
ranch, located in central Texas. We also have a home in
Springtown, TX, located just outside of Fort Worth, TX.
“Along with taking care of the ranch, I like to watch

local high school football and visit with family and
friends. My wife and I have two daughters and six
grandchildren. Also, my brother, brother-in-law and
Janice’s sisters are also retired, allowing us more free time
to visit and to do things together.”

THE LUMBER TRADER 

Soon after graduating with a Bachelor of Science
degree in Forestry in 1974 from Stephen F. Austin
State University, located in Nacogdoches, TX,

Pringle accepted an offer from Lynn Hansen to work for him
in the lumber brokerage business. 
Originally from California, Hansen had started a lumber

trading company in 1953, then moved to Texas in 1966,
eventually consolidating his business with a wall paneling

producer by the name of Amerwood — a trade name that
would be used by Hansen and Pringle for several decades. 
“Under Lynn’s guidance, I became involved in the

wholesale lumber business in 1974. We bought lumber from
all over the country, as well as Southeast Asia. That included
hardwood used by trailer flooring manufacturers,” Pringle
said. “Lynn had a cousin, Bob Hansen, who lived in
Singapore. Bob was the person who got us involved in
importing ramin dowels for handle production in the 1970s.
Ramin, from Southeast Asia, was really popular, and the go-
to wood for handles. Everybody liked ramin.”
Hansen and Pringle became business partners in 1978, and

The Hansen-Pringle Corporation, based in Fort Worth, was
soon formed. The two men decided to concentrate more on
importing wood handles, including those from the Central
American country of Honduras. 
“(Machinery supplier) Werner Petzold got Lynn interested

in looking for business possibilities in Honduras. Werner

WAYNE PRINGLE SET TO RETIRE
Advice From Longtime Industry Professional:

BE TRUTHFUL

By Harrell Kerkhoff |  Broom, Brush & Mop Editor

First sawmill visit in 1975
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already had connections down there with his own business.
Lynn made a few trips to Honduras with Werner and was
able to make some connections. Lynn also became
acquainted with Holger Peters, who was involved in the
shipping industry. Holger knew the factories in Honduras
that were making dowels,” Pringle said. “We then contacted
various North American broom and mop manufacturers, and
started importing Honduran pine handles in the 1980s. We
devoted all our time to the handle business. 
“It was a learning experience. For example, one of our

first shipments of Honduran pine handles was refused, due
to mold and blue stain.” 
Peters also introduced Hansen and Pringle to Pete Veytia,

who provided further information on the best way to get
products out of Honduras, as well as helping the men establish
a good reputation within the Honduran pine industry. 
Eventually, the main contact in Honduras for the The

Hansen-Pringle Corporation was Brooks Giles, who
oversaw handle production for the company in not only the
Central American country, but also Brazil. 
“We made Brooks our agent,” Pringle said. “He stayed in

contact with all of our suppliers, and made it much easier for
Lynn and I to conduct business in Central and South America.”
In 1995, The Hansen-Pringle Corporation opened a

warehouse in New Orleans, which allowed suppliers to ship
a wider variety of products for the benefit of Hansen-
Pringle’s customers. The company’s customs broker for
nearly 30 years in New Orleans was a good friend, Al
Champagne. Another key ally, Dan Danahay, oversaw the
warehouse, helping to keep inventory current and quickly
getting it out the door. 
“Dan was also involved in the trucking business and took

care of our transportation needs. That included LTL (less
than truckload) and full truckload shipping,” Pringle said.
“Meanwhile, our office staff in Fort Worth was also a
tightly-knit group of people who worked very well together.
It included Lynn’s daughter, Kim Darrow, who was the
corporate treasurer; and Helen Mendez, our corporate
secretary.”
Other key people at The Hansen-Pringle Corporation

included Fred Gill, who helped the company provide
products from South America; Keith Correia, who worked in
sales; and Lynn Hansen’s son, Eric Hansen, who was
involved in data processing. 
In 2005, a decision was made by Hansen and Pringle to sell

their company to the Gateway Corporation, of Corinth, MS. 
“Lynn was getting up in age and said one day, ‘I think we

should sell the business to one of our best customers,’ and
that is what we did,” Pringle said. “Lynn and I stayed on,
running the Amerwood division of the Gateway
Corporation. We still had our warehouse in place that
provided direct shipments. 
“A year later, in 2006, Lynn died. I continued to run the

Amerwood division for Gateway over the next several
years. I enjoyed a very good working relationship with

John and Clayton Stanley, at Gateway. In 2009, Patrick
Peebles and Jim Monahan, of The Whitley Monahan
Handle Company, purchased Gateway’s handle operation.
Patrick and Jim wanted me to stay on in sales, which I
have done for the past 13 years. 
“I can’t say enough good things about Patrick and Jim.

They have been real good to work for, and have allowed me
to do my own thing.” 

FOND MEMORIES 

As the years, and decades, have passed, Pringle
reflected on some of the people who helped him
succeed in the lumber and handle business for nearly

50 years. That includes the man who helped him get started. 
“Lynn Hansen was my mentor. He hired me right after

college, and we eventually became business partners.  I had
lived in Bangkok, Thailand, during my senior year of high
school, and had traveled to other parts of Southeast Asia before
I graduated college. I think that background attracted Lynn, as
he was conducting business in that part of the world, such as
importing hardwoods,” Pringle said. “Lynn and I developed a
good company that eventually spanned many different facets
of the industry. For example, at one time we imported teak
furniture and parquet flooring. We tried it all, but our bread and
butter was always wood handles.”

Putting seals on a container just loaded in Honduras.
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Pringle also spoke highly of Brooks Giles, who died in
2018. 
“It’s been different for me ever since his death. We were

close friends and had a lot of good times together,
especially when conducting business in Honduras,”
Pringle said. “He was often down there with his wife,
JoAnn, who was a very good driver. She would drive us
around the country as we traveled to factories and met
with suppliers. Visiting Honduras was always an
experience. I really enjoyed those trips.” 
Other fond memories include working with Mike Skinner,

who was a factory manager at Gateway. 
“I took Mike to Honduras, and I think it was the first time

he had ever been out of the United States,” Pringle said. “He
could not believe all of the steps required to get handles out
of Honduras. I had fun teaching him the ropes.”
It goes without saying that Pringle has seen many

changes with how business is conducted, since he first
started in the 1970s. 
“Computers, and technology in general, have really

changed things — especially when it comes to
communication. What really helped our business was cell
phones,” he said. “Telephone reception in Honduras was
pretty poor. When cell phones became available, it was like
Christmas had come to Honduras. There were people
working in saw mills, for example, who would just call each
other to simply talk. Cell phones made communication
down there so much easier.” 
One factor that made the lives of many customers easier

was being able to send finished, rather than rough-turned,
dowels, Pringle added. Helping Honduran handle suppliers
overcome issues with blue stain, a common problem, was
also an important achievement. 
“Blue stain can occur when pine logs are not properly

dried and/or treated. We (The Hansen-Pringle
Corporation) were able to get ‘square’
producers and lumber yards to dip logs, which
helped eliminate blue stain,” Pringle said.
“There were also issues, as we started working
in Honduras, of handle suppliers down there
not palletizing their products. Can you
imagine bundles of handles, in a 40-foot
container, that are not on pallets? We had to
palletize those handles after they arrived. 
“It was a real learning experience, as the

first attempts of our Honduran suppliers
palletizing handles were not too good. We
helped perfect the process, and now there are
very few problems with pallets when a
container of handles arrives.”
Pringle also discussed the many wood

options that have been available to purchasers
of wood handles. For years the kingpin was
ramin, grown in Southeast Asia. Environ -
mental protections, however, eventually made
this wood of choice no longer a viable option.  

“There were several substitutes that were tried in place of
ramin, such as marupa and tauari, both from Brazil,” Pringle
said. “Tauari eventually became the go-to hardwood for
handles, until increased expenses and environmental
concerns involving the wood took hold.  
“Fortunately, there have been many improvements over

the years with Honduran pine. For example, as a softwood,
clear lacquered pine is now as strong as hardwood. The
other good news involves the supply. Honduran pine will be
available for a very long time. We also have been providing
domestic pine for handle production.”

WORDS OF ADVICE

In sales for nearly 50 years, Pringle has gained a wealth
of experience when it comes to working with customers.
His basic advice is, “Be truthful.” 

“I have found you can’t just tell customers what they want
to hear. You have to be truthful, accurate and keep them well
informed — no matter what,” Pringle said. “There also
comes a time when you have to realize your limits. In the
end, your products, services and reputation are all a big part
of your business success.”
Although he is looking forward to retirement, Pringle

said he will miss the various industries, companies and
people who have been a big part of his day-to-day
working life for so long. 
“I will definitely miss the camaraderie that has been

developed with co-workers, customers and suppliers. I
couldn’t have asked for a better group of people to work
with over the years,” Pringle said. “I am also proud to have
been a part of the Honduran pine handle market. Those
handles have become very good products for many
customers.” 

Lynn Hansen and Wayne Pringle at Fort Worth office. 
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INDUSTRY NEWS

Monahan Partners, of Arcola, IL, has
announced the winners of the annual
National Craft Broom Competition.
The event is held each September during
the Arcola Broom Corn Festival. 
The competition was spon sored by

the company, and entries came from
craft broom makers across the United
States. One entry also came from France. 
Brooms were judged on craftsmanship

and aesthetics — for uses such as wall
hangings, fireplaces, etc. They were
required to be made from 100 percent
broom corn and to be functional. The
choice of handle was at the discretion of
each craft broom maker. 
Two local artists and a broom maker

judged the contest. A total of $1,200 in
prize money was awarded to the top

three finishers — $600 for first place,
$400 for second place, and $200 for
third place. 
This year’s winning craft broom was

made by Marybeth Garmoe, of Grand
Marais, MN. The second place winner
was John Alexander, of Independence,
VA; while the third place winner was
Chris Robbins, of Berea, KY.
Honorable mention was Amanda
Lazorchack, of Kansas City, MO, who
provided two entries.  
There were 19  entries for this year’s

contest. Other participants who pro -
vided brooms were: Micah Alexander,
Independence, VA; Debbie Lutz, Troy,
PA; Sheryl Hartz, Nacogdoches, TX;
Bev Larson (two entries), Lafayette,
IN; Aaron Alexander, Lynchburt, VA;

Susan M. Alexander, Independence,
VA; Warren Ainslie, Richfield Springs,
NY; Brianna Ward, Berea, KY; Layne
Piatt, Berea, KY; Hunter Elliott, Berea,
KY; Olivia Marshall, Kingman, IN;
Chris Nibbe, Rochester, MN; and Marie-
Laure Gabriel, Rainfreville, France. 

Monahan Partners Awards Winners Of 2022 Craft Broom Competition

Pictured are the winning brooms from the 2022
National Craft Broom Competition. They are,
shown left to right, first place by Marybeth
Garmoe; second place by John Alexander;
third place by Chris Robbins; and honorable

mention by Amanda Lazorchack.This year’s competition featured a wide assortment of brooms. 

West Coast Brush Association Holds 2022 Meeting

Ken Rakusin, president/CEO of Gordon
Brush, and chairperson for the 2022 West
Coast Brush Assoc. meeting, reported a
successsful gathering at the The Grand Hyatt
in Kauai, HI, following a two year hiatus, due
to COVID.
He announced that John Cottam of

Industrial Brush in St. George, UT, will be in
charge of the 2023 event. A location and
dates/time will be announced.
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INDUSTRY NEWS

The following letter was received from FWTM  Managing
Director Daniel Strowitzki regarding the discontinuation of

the Freiburg, Germany, Interbrush trade fair.

Messe Freiburg press release dated September 8, 2022:
“Freiburg Wirtschaft Touristik und Messe GmbH & Co. KG

(FWTM) will not continue the Interbrush trade show at Messe
Freiburg after around 45 years, meaning there will be no more
Interbrush in Freiburg as early as 2024.
“After Zahoransky AG, based in Baden-Württemberg, and the

world’s largest and leading exhibitor, changed its corporate
orientation last year and announced that it would no longer
participate in Interbrush for this reason, an intensive dialog was
initiated with the ABMA and FEIBP associations and other
leading exhibitors. The FWTM presented various concept ideas
for a new content orientation under its own organization,
including possible new locations in German-speaking countries.
In particular, leading Italian and Belgian companies focused the
discussion on the Freiburg location, and questioned this location
due to its proximity to Zahoransky AG.
“In further discussions, the companies as well as the two

associations, American Brush Manufacturers Association
(ABMA) and European Brushware Federation (FEIBP),
demanded a rolling system with alternating European locations,
for example in Italy and Benelux, combined with the condition
that in the future the lead should no longer lie with
FWTM/Messe Freiburg, starting with a location in Italy. 
“After considering all the points discussed, the FWTM has

decided not to continue the format Interbrush in the future — a
venue in a non-German speaking country every four years is
neither expedient nor feasible for the FWTM for logistical and
economic reasons. The lack of support from leading associations
for a proposed new location by the FWTM is also a signal from
the industry against the FWTM/Messe Freiburg.
“The FWTM also believes that holding on to Interbrush

2024 without the support of the associations and leading
companies is neither justifiable in terms of content nor
economically for all those involved in this industry.”
“We very much regret this development and the decision of

the associations and a few, but in terms of external impact, very
important exhibitors. In our opinion, values and competencies
such as experience, quality, industry knowledge and also the
partnership that has existed for over four decades were not
included in the evaluation and result determination — but which
are an essential pillar of the event,” said FWTM Managing
Director Daniel Strowitzki. “We wish the entire industry, of
which we were able to be a part for many years, all the best for
the future, and thank everyone who has accompanied the
Interbrush format over many decades.”

The American Brush Manufacturers Association
(ABMA) and the European Brushware Federation
(FEIBP) are working together to create a joint
association-owned and coordinated exhibition
trade show for the international brush community.
Key leaders in the industry agree that an
international show is vital to the integrity and
growth of the industry and serves to benefit the
entire brush community.
The World Brush Expo will be launched in the

spring of 2024 — a show for the industry, by the
industry. Planning is currently underway with
target destinations in Italy under consideration.
Additional details including show dates and
location are being finalized and will be released as
soon as they are available. 
Visit www.worldbrushexpo.com for updates.

About ABMA: The American Brush Manu -
facturers Association (ABMA) was founded in 1917
to assist North American Brush Manufacturers and
their suppliers by enhancing industry knowledge,
providing a variety of networking opportunities, and
promoting sustainability for its members. For more
information, visit abma.org.

About FEIBP: The European Brushware Fed -
eration (FEIBP) is the representative EU trade
federation in the field of the brushware industry, a
traditional but very innovative sub-sector, pro -
viding an impressive variety of brush products,
both for professional and consumer markets. For
more information, visit eurobrush.com.

New International Brush
Industry Trade Show
Planned For 2024

Joint Announcement From ABMA And FEIBP
From: FWTM Managing Director Daniel Strowitzki

Freiburg Interbrush Trade Fair To 
Be Discontinued After 45 Years



Imports/Exports 
The First 6 Months

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

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

U.S. government trade figures for the first six months of 2022
concerning the import/export categories typically highlighted in the
monthly eNews reports, indicated both raw material and finished goods
imports were up, as well as exports, compared to the first half of 2021. 

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

Export categories highlighted in the monthly reports include brooms
and brushes of vegetable material, toothbrushes, shaving brushes, artist
brushes and paintbrushes. Following are some statistics for the first half
of 2022 for each import and export category:

IMPORTS
Hog Bristle

n Highest monthly total: 24,150 kilograms in February;
n Lowest monthly total: 5,175 kilograms in April;
n Highest monthly average price: $49.33 in April; 
n Lowest monthly average price: $11.18 in February;
n Six-month total: 94,565 kilograms, up 47 percent from

2021; and,
n Average price for first six months: $33.21 per kilogram,

down 32 percent from 2021.

Broom And Mop Handles 
n Highest monthly total: 2.3 million in January;
n Lowest monthly total: 1.1 million in April;
n Highest monthly average price: 91 cents in May; 
n Lowest monthly average price: 54 cents in February;
n Six-month total: 9.7 million, up 37 percent from 2021; and,
n Average price for first six months: 72 cents, up 6 percent

from 2021.
Brush Backs 

n Highest monthly total: 639,839 in May;
n Lowest monthly total: 288,279 in June;
n Highest monthly average price: 64 cents in April; 
n Lowest monthly average price: 38 cents in February;
n Six-month total: 3 million, up 25 percent from 2021; and,
n Average price for first six months: 56 cents, up 17 percent

from 2021.

Metal Handles 
n Highest monthly total: 3.5 million in May;
n Lowest monthly total: 708,070 in January;
n Highest monthly average price: $1.18 in January; 
n Lowest monthly average price: $1.01 in March;
n Six-month total: 14.1 million, up 18 percent from 2021; and,
n Average price for first six months: $1.06, up 18 percent

from 2021.
Brooms Of Broom Corn Over 96 Cents 

n Highest monthly total: 394,327 in March;
n Lowest monthly total: 237,084 in February;
n Highest monthly average price: $2.61 in March; 
n Lowest monthly average price: $2.41 in January;
n Six-month total: 2 million, down 13 percent from 2021; and,
n Average price for first six months: $2.50, up 13 percent

from 2021.
Brooms And Brushes Of Vegetable Material 

n Highest monthly total: 441,432 in March;
n Lowest monthly total: 79,006 in June;
n Highest monthly average price: $2.38 in February; 
n Lowest monthly average price: 83 cents in March;
n Six-month total: 1.1 million, the same as for 2021; and,
n Average price for first six months: $1.45, up 22 percent

from 2021.
Toothbrushes 

n Highest monthly total: 140.2 million in May;
n Lowest monthly total: 91.5 million in February;
n Highest monthly average price: 28 cents in April; 
n Lowest monthly average price: 22 cents in May;
n Six-month total: 654.2 million, up 48 percent from 2021; and,
n Average price for first six months: 25 cents, down 11

percent from 2021.
Hairbrushes 

n Highest monthly total: 7.9 million in March;
n Lowest monthly total: 4.6 million in April;
n Highest monthly average price: 22 cents in April; 
n Lowest monthly average price: 18 cents in February, June;
n Six-month total: 37.3 million, up 28 percent from 2021; and,
n Average price for first six months: 19 cents, down 14

percent from 2021.
Shaving Brushes 

n Highest monthly total: 10 million in February;
n Lowest monthly total: 4.5 million in April;
n Highest monthly average price: 12 cents in June; 
n Lowest monthly average price: 8 cents in March, May;
n Six-month total: 46.9 million, up 76 percent from 2021; and,
n Average price for first six months: 9 cents, down 36

percent from 2021.

By Rick Mullen |  Broom, Brush & Mop Associate Editor

During The First Half Of 2022, Raw Material Imports, 
Finished Imports And Exports Up, Compared To The First Half Of 2021
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Paint Rollers 
n Highest monthly total: 9.1 million in May;
n Lowest monthly total: 6.3 million in June;
n Highest monthly average price: 54 cents in June; 
n Lowest monthly average price: 35 cents in February;
n Six-month total: 46 million, down 9 percent from 2021; and,
n Average price for first six months: 45 cents, up 2 percent

from 2021.
Paintbrushes 

n Highest monthly total: 29.5 million in February;
n Lowest monthly total: 17.9 million in June;
n Highest monthly average price: 39 cents in June; 
n Lowest monthly average price: 29 cents in January;
n Six-month total: 151.2 million, down 17 percent from 2021; and,
n Average price for first six months: 33 cents, up 3 percent

from 2021.
Upright Brooms 

n Highest monthly total: 2 million in January, April;
n Lowest monthly total: 1.7 million in March, June;
n Highest monthly average price: $1.58 in June; 
n Lowest monthly average price: $1.42 in February, April;
n Six-month total: 11.1 million, up 4 percent from 2021; and,
n Average price for first six months: $1.48, up 8 percent

from 2021.

EXPORTS
Brooms And Brushes Of Vegetable Material 

n Highest monthly total: 11,939 dozen in April;
n Lowest monthly total: 4,303 dozen in February;
n Highest monthly average price: $54.62 per dozen in June; 
n Lowest monthly average price: $31.29 per dozen in April;
n Six-month total: 43,652 dozen, up 16 percent from 2021; and,
n Average price for first six months: $41.16 per dozen, up 27

percent from 2021.

Toothbrushes 
n Highest monthly total: 7.9 million in March;
n Lowest monthly total: 6.1 million in January;
n Highest monthly average price: $1.25 in June; 
n Lowest monthly average price: 80 cents in February;
n Six-month total: 40.8 million, down 14 percent from 2021; and,
n Average price for first six months: 99 cents, up 24 percent

from 2021.
Shaving Brushes 

n Highest monthly total: 2.2 million in March;
n Lowest monthly total: 867,140 in January;
n Highest monthly average price: $1.40 in January; 
n Lowest monthly average price: 63 cents in March;
n Six-month total: 9.6 million, up 1 percent from 2021; and,
n Average price for first six months: 88 cents, the same as

for 2021.
Artist Brushes 

n Highest monthly total: 1.3 million in May;
n Lowest monthly total: 354,909 in January;
n Highest monthly average price: $4.26 in March; 
n Lowest monthly average price: $1.76 in May;
n Six-month total: 3.6 million, up 29 percent from 2021; and,
n Average price for first six months: $3.01, down 17 percent

from 2021.
Paintbrushes 

n Highest monthly total: 378,654 in February;
n Lowest monthly total: 114,954 in January;
n Highest monthly average price: $8.17 in April; 
n Lowest monthly average price: $4.24 in June;
n Six-month total: 1.4 million, up 8 percent from 2021; and,
n Average price for first six months: $6.07, down 12 percent

from 2021.
Year-end totals for 2023 will appear in the March/April 2023

print issue of Broom, Brush & Mop Magazine.

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

FIRST HALF 2022 IMPORT
STATISTICS BY MONTH

(Totals of 1 million and above are 
rounded to the nearest 0.1 million)

RAW MATERIALS
Hog Bristle

January                                              Average Price
17,900 kilograms                                  $47.28 per kg
February                                            Average Price
24,150 kg                                              $11.18 per kg
March                                                 Average Price
11,350 kg                                              $41.75 per kg
April                                                   Average Price
5,175 kg                                                $49.33 per kg
May                                                    Average Price
23,825 kg                                              $40.29 per kg
June                                                    Average Price
12,165 kg                                              $27.54 per kg
6-Month Total                    Average price
94,565 kg                                              $33.21 per kg

Broom/mop handles
January                                              Average Price
2.3 million                                                     66 cents
February                                            Average Price
1.2 million                                                     54 cents
March                                                 Average Price
1.5 million                                                     84 cents
April                                                   Average Price
1.1 million                                                     68 cents
May                                                    Average Price
1.8 million                                                     91 cents
June                                                    Average Price
1.9 million                                                     66 cents
6-Month Total                    Average price
9.7 million                                                     72 cents

Brush backs
January                                              Average Price
461,024                                                          62 cents
February                                            Average Price
502,439                                                          38 cents
March                                                 Average Price
499,907                                                          59 cents

April                                                   Average Price
599,493                                                          64 cents
May                                                    Average Price
639,839                                                          59 cents
June                                                    Average Price
288,279                                                          54 cents
6-Month Total                    Average price
3 million                                                        56 cents                                                                                   

Metal handles
January                                              Average Price
708,070                                                              $1.18
February                                            Average Price
2.2 million                                                         $1.15
March                                                 Average Price
2.6 million                                                         $1.01
April                                                   Average Price
2.3 million                                                         $1.02
May                                                    Average Price
3.5 million                                                         $1.02
June                                                    Average Price
2.8 million                                                         $1.09
6-Month Total                    Average price
14.1 million                                                        $1.06



BBM MAGAZINE | May/June 2022                                                                                                                                                                                   PG 59

FINISHED GOODS
Brooms of broom corn over 96 cents

January                                              Average Price
341,571                                                          $2.41

February                                            Average Price
237,084                                                              $2.52
March                                                 Average Price
394,327                                                              $2.61
April                                                   Average Price
343,902                                                              $2.43
May                                                    Average Price
364,854                                                              $2.51
June                                                    Average Price
328,146                                                              $2.52
6-Month Total                    Average price
2 million                                                             $2.50

Brooms/brushes of vegetable material
January                                              Average Price
99,183                                                                $2.38
February                                            Average Price
134,606                                                              $1.96
March                                                 Average Price
441,432                                                          83 cents
April                                                   Average Price
148,615                                                              $1.57
May                                                    Average Price
214,055                                                              $1.57
June                                                    Average Price
79,006                                                                $2.35
6-Month Total                    Average price
1.1 million                                                          $1.45

Toothbrushes
January                                              Average Price
104.4 million                                                 23 cents
February                                            Average Price
91.5 million                                                   25 cents
March                                                 Average Price
105.8 million                                                 27 cents
April                                                   Average Price
100 million                                                    28 cents
May                                                    Average Price
140.2 million                                                 22 cents
June                                                    Average Price
112.2 million                                                 25 cents
6-Month Total                    Average price
654.2 million                                                 25 cents

Hairbrushes
January                                              Average Price
6.2 million                                                     20 cents
February                                            Average Price
5.9 million                                                     18 cents
March                                                 Average Price
7.9 million                                                     19 cents
April                                                   Average Price
4.9 million                                                     22 cents
May                                                    Average Price
7.2 million                                                     19 cents
June                                                    Average Price
5.1 million                                                     18 cents
6-Month Total                    Average price
37.3 million                                                   19 cents

Shaving brushes
January                                              Average Price
8 million                                                          9 cents
February                                            Average Price
10 million                                                        9 cents
March                                                 Average Price
9.9 million                                                       8 cents

April                                                   Average Price
4.5 million                                                     12 cents
May                                                    Average Price
9.4 million                                                      8 cents
June                                                    Average Price
5.2 million                                                     12 cents
6-Month Total                    Average price
46.9 million                                                     9 cents
                                                                                   

Paint rollers
January                                              Average Price
7.8 million                                                     49 cents
February                                            Average Price
7.7 million                                                     35 cents
March                                                 Average Price
8.7 million                                                     46 cents
April                                                   Average Price
6.4 million                                                     47 cents
May                                                    Average Price
9.1 million                                                     40 cents
June                                                    Average Price
6.3 million                                                     54 cents
6-Month Total                    Average price
46 million                                                      45 cents
                                                                                   

Paintbrushes
January                                              Average Price
24.5 million                                                   29 cents
February                                            Average Price
29.5 million                                                   32 cents
March                                                 Average Price
27.7 million                                                   37 cents
April                                                   Average Price
28 million                                                      34 cents
May                                                    Average Price
23.7 million                                                   30 cents
June                                                    Average Price
17.9 million                                                   39 cents
6-Month Total                    Average price
151.4 million                                                 33 cents

Upright brooms
January                                              Average Price
2 million                                                            $1.48
February                                            Average Price
1.9 million                                                         $1.42
March                                                 Average Price
1.7 million                                                         $1.49
April                                                   Average Price
2 million                                                            $1.42
May                                                    Average Price
1.9 million                                                         $1.47
June                                                    Average Price
1.7 million                                                         $1.58
6-Month Total                    Average price
11.1 million                                                        $1.48

FIRST HALF 2022 EXPORT 
STATISTICS BY MONTH

Brooms/brushes of vegetable material
January                                              Average Price
7,245 dozen                                     $49.48 per dozen
February                                            Average Price
4,303 dozen                                          $51 per dozen
March                                                 Average Price
7,136 dozen                                     $31.36 per dozen
April                                                   Average Price
11,939 dozen                                   $31.29 per dozen

May                                                    Average Price
6,084 dozen                                     $39.79 per dozen
June                                                    Average Price
6,945 dozen                                     $54.62 per dozen
6-Month Total                    Average price
43,652 dozen                                    $41.16 per dozen

Toothbrushes
January                                              Average Price
6.1 million                                                     96 cents
February                                            Average Price
6.4 million                                                     80 cents
March                                                 Average Price
7.9 million                                                     89 cents
April                                                   Average Price
6.8 million                                                         $1.02
May                                                    Average Price
6.9 million                                                         $1.04
June                                                    Average Price
6.7 million                                                         $1.25
6-Month Total                    Average price
40.8 million                                                   99 cents
                                                                                   

Shaving brushes
January                                              Average Price
867,140                                                              $1.40
February                                            Average Price
1.1 million                                                         $1.29
March                                                 Average Price
2.2 million                                                     63 cents
April                                                   Average Price
2 million                                                        70 cents
May                                                    Average Price
1.4 million                                                         $1.21
June                                                    Average Price
2.1 million                                                     63 cents
6-Month Total                    Average price
9.6 million                                                     88 cents
    

Artist brushes
January                                              Average Price
354,909                                                              $4.22
February                                            Average Price
653,976                                                              $2.68
March                                                 Average Price
484,257                                                              $4.26
April                                                   Average Price
484,778                                                              $3.86
May                                                    Average Price
1.3 million                                                         $1.76
June                                                    Average Price
409,752                                                              $3.81
6-Month Total                    Average price
3.6 million                                                         $3.01
    

Paintbrushes
January                                              Average Price
114,954                                                              $7.25
February                                            Average Price
378,654                                                              $4.67
March                                                 Average Price
226,894                                                              $7.70
April                                                   Average Price
219,308                                                              $8.17
May                                                    Average Price
179,987                                                              $6.85
June                                                    Average Price
311,518                                                              $4.24
6-Month Total                    Average price
1.4 million                                                          $6.07
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