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By Rick Mullen
Broom, Brush & Mop

Associate Editor

Moving toward the latter part of 2010, the U.S. econo-
my has shown some signs of recovering from the dol-
drums of the past couple of years. According to exec-

utives from four manufacturers/suppliers of wire products inter-
viewed recently by Broom, Brush & Mop Magazine, a sense of
uncertainty is still part of the business landscape.

While business, in many cases, has been up and down, the
companies featured in this issue have all successfully navigated
the down economy by becoming more efficient and by finding
ways to help their customers remain competitive as well.

While the slumping economy in 2009 made it a gloomy
year for sales for many U.S. companies, thus far in
2010, many companies are reporting that things are

looking up. Such has been the case this year for Stainless Steel
Products, of Deer Park, NY, as sales are on an upswing com-
pared to last year, according to SSP President Ralph
Rosenbaum.

“Business is much better,” Rosenbaum said. “Last year was
pretty bad for many companies, but it has definitely picked up
this year. Many people are saying the economy is still on shaky
ground and there are some concerns about the possibility of a
double-dip recession. Hopefully that won’t happen, and, in con-
trast, what we are seeing is the beginning of a slow climb out of
the recession.”

SSP, a division of RMR International Co., Inc., was established
in 1996 to focus on the sale of wire and value-added wire prod-
ucts to American manufacturers and distributors.

SSP makes wire to customers’ specifications and stocks and
distributes products for quick shipments and just-in-time deliver-
ies.

The company manufactures high-fatigue resistant wire, includ-
ing brush fills, staple wire, scratch brush wire, power brush wire,
crimped wire, retaining wire, straightened and cut-to-length wire,
winding wire, stranded wires and flat wire.

SSP’s wire products are used in such applications as power
brushes, scratch brushes, crimped and crimped wheel brushes
and strip brushes and twisted-in-wire brushes. SSP also offers
stainless steel and galvanized strip.

In 2003, the company expanded by adding wire drawing capa-
bilities. Wire drawing technology allows SSP the flexibility of

offering customized products to meet specific customer needs. In
2006, the company added rolling mills for making flat wire. This
year, the company is focused on expanding its number of crimp-
ing and straightening lines.

“Filament and staple wire are the main types of wire we
sell,” Rosenbaum said. “We have expanded into galvanized
staple wire, and that segment continues to grow. We are also
looking at other types of steel filament wires for the near
future, but galvanized staple wire is the new thing that we
are going with right now. There will be other products
that we will be adding, probably by the end of this
year, such as more carbon steel and high tensile fila-
ment wires.”

On the raw material front, Rosenbaum reported
that steel prices have been much more stable
this year than they were in the recent past.

“Steel prices went up, then came back
down a little, and now they are heading up
again. But these recent fluctuations have
not been drastic,” Rosenbaum said. “In
the past, there were huge fluctua-
tions. I don’t think anyone is going
to have a major problem with
minor increases or minor decreas-
es; it is the major ones that cause
problems. We see some prices in
stainless steel starting to head up
a little, but it is nothing to worry
about.”

When it comes to customer
service, SSP traditionally has had a
“friendly” attitude toward trying
new products, prototyping, innova-
tions and working with customers to
develop new products, which is a
result of its ability to be flexible.
Another aspect of the company’s flexi-
bility is seen in SSP’s effort to quickly
supply its customers with what they need.

SSP specializes in emergency shipments,
as it is willing to do whatever it takes to
accommodate its customers. According to SSP,
the company’s ability to offer quick turnaround
times has proven to be even more important to
customers as many have reduced inventories to
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save money during the recession.
While the company has traditionally made blanket orders avail-

able, this has also proven to be an effective way in helping cus-
tomers gain a hedge on rising costs in this unpredictable economy.
Blanket orders allow a customer to lock in a price for several
months and they also give SSP more opportunity to plan ahead to
keep its machines running. SSP also took advantage of the slow-
down to cross-train employees.

In addition to the brush industry, SSP also services many other
segments, including aircraft maintenance and the manufacturers

of cable, chains, custom specialty products, dental products, fil-
ters, flexible metal hose, jewelry, medical products, pool safety
cover hardware, springs, staples, wire for thread and yarn, wire
braid and wire cloth.

Despite the challenges of doing business in an economy that is
struggling, Rosenbaum remains optimistic.

“I see a bright future. Next year should be better than this year,”
Rosenbaum said. “We have signed on with a Latin American sales
rep, resulting in more sales in Latin America, which is very good.

“We have also improved some of our processes and written proce-
dures. We are currently instigating a productivity improvement pro-
gram to allow us to produce more product and do it more quickly.”

Contact: Stainless Steel Products, 561-T Acorn St., Deer Park,
NY 11729. Phone: 631-243-1500.
Web site: www.stainlesswires.com.
E-mail: sales@stainlesswires.com.

Business at R.E. Caddy & Company, of Greensboro, NC,
has edged up slightly in each of the past two years, report-
ed company President Richard Caddy. The company

offers redrawn galvanized brush staple wire, strip brush channel
wire, mop winding wire, tinned broom winding wire, box stitch-
ing wire and flat anchor wire.

“There are a combination of factors at work in today’s econom-
ic situation,” Caddy said. “The economy is still not back on its

feet. We have experienced ups and downs. Some weeks or months
we are very busy and some a little less, but overall it has been on
an upward trend. 

“We are not increasing the number of brush manufacturers in
the United States, but some of our customers have added locations
and they have remained open during the recession. Our customers
have been able to provide us with steady business. During the past
year, even with all the bad news, we have still had a slight uptick
in sales — it is not all doom and gloom.”

Richard Earl “Tip” Caddy Sr. founded R.E. Caddy & Company
in 1958 and the company has been the exclusive
sales representative for Southern Steel & Wire for
more than 30 years. R.E. Caddy & Company also
supplies processed Mexican broom corn and yucca
fiber; wood broom, brush and mop handles; wet mop
hardware and handles; polyethylene broom sewing
twine; nails, knives and other supplies.

Caddy reported that there is a high demand cur-
rently for broom and mop wire.

“There is also a demand for wire for stapling,
which is used in making push brooms and scrub

brushes,” Caddy said.
Caddy also reported that over the past few years R.E. Caddy &

Company has been able to absorb some increases in steel prices,
but, for now, steel prices are relatively steady.

“Therefore, our price list has not changed this year,” he said.
“While the price of steel is steady now, you just never know. Last
year, and the year before, we had wild variations where there was
huge demand for wire rod and prices shot up, and then there was
no demand because the economy was very weak. This caused
mills and manufacturers to shut down. It has gone back and forth.”

Throughout the company’s history, diversity and flexibility
have allowed R.E. Caddy & Company to offer quality customer
service to both small and large companies. The company’s tradi-
tional ability to quickly turn around orders as become even more
important as customers are seeking to keep inventories low to
combat the down economy.

“It is a partnership effort. For example, a customer needs a cer-
tain amount of product over the next six months. The customer
provides us with the release dates and we make sure we fill those
orders,” Caddy said. “In that respect, it is a kind of JIT (just-in-
time) situation.”

Caddy explained that many times a customer will ultimately
need more product than was originally projected. This scenario is
a plus for R.E. Caddy & Company as it involves more sales. The
situation also arises occasionally where the customer does not
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Ralph Rosenbaum
of Stainless Steel Products

Richard Caddy
of R.E. Caddy & Co.

George Belforti
of Mount Joy Wire Corp.

Kristopher Shaw
of WCJ Pilgrim Wire

“We are also looking at other types of steel filament
wires for the near future, but galvanized staple wire
is the new thing that we are going with right now.

There will be other products that we will be adding,
probably by the end of this year.”

Ralph Rosenbaum, Stainless Steel Products
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need as much product as originally ordered. In both situations,
R.E. Caddy & Company is able to demonstrate its flexibility when
it comes to customer service.

“If a contract indicates a customer needs X amount of pounds,
and the customer ends up needing X plus 10 percent, we will sup-
ply the extra 10 percent. Sometimes it goes the other way and the
customer does not need the full amount. 

“We work with our customers to meet their needs. It helps to
know what kind of application for which the product is going to
be used, whether it is a push broom or a mop, or an outdoor prod-
uct vs. an indoor item. It helps because there are some technical
differences in the wire. It helps us determine which wire makes the
consumer product a better choice for the end-user.”

Another important aspect of R.E. Caddy & Company’s cus-
tomer service commitment is its commitment to quality control.

“From a quality standpoint, we keep our edge and Southern
Steel keeps its edge — both companies always make a good prod-
uct,” Caddy said. “We don’t take anything for granted. Quality
control at the manufacturing site is ongoing. It is a given. You
must have the best product you can have or you are not going to
be competitive.”

While there are signs that a recovery is trying to blossom, the
economy remains a major challenge. Caddy points to an overall
sense of uncertainty and a lack of confidence in the economy as a
primary reason for the nagging high unemployment rate.

“A large number of businesses, in all segments of the market-
place, are not excited about taking on unknown burdens at this
time, such as hiring new people,” Caddy said. “It is a basic busi-
ness principle — when businesses hire, people are working and
are going to feel more confident about spending.

“When hiring picks up, I’m sure some of our customers will feel
more confident about whether they should expand and purchase
more machinery or open another location or do something that
would increase business. This would, of course, have a positive
impact on R.E. Caddy & Company.

“As far as I am concerned, R.E. Caddy & Company is here to

stay. All of us in the industry will feel better once the economy
picks up and people start hiring, or maybe we should say when
people start hiring and then the economy picks up — who knows
what will come first.”

Another reason given for the lack of hiring even as the econo-
my is showing signs of bouncing back, is that many companies
have discovered they can operate just as efficiently, if not more,
with fewer people. To survive the recession, many companies

have been forced to operate “leaner and meaner” than ever before.
Such has been the case at R.E. Caddy & Company.

“You learn how to do something with fewer resources so that
you are more competitive,” Caddy said. “If demand comes back
and there is an overwhelming need for products, we will rehire.”

Caddy explained that any future hiring would be with a view to
maintaining the “lean” efficiency that has been successful during
the down times.

“Our productivity ratio would remain the same with the new
employees,” Caddy said. “In other words, if we hire three people,
it will be because they will bring in the same, if not more, percent-
age of business or productivity as we are currently achieving. This
is an universal concept throughout the business world.

“Our customers that haven’t gone out of business are strong
enough to know how to survive. It would be nice, however, to get
out of ‘survival mode.’ We would all feel a little more relaxed and
a little more confident.”

Contact: R.E. Caddy & Company, Inc., P.O. Box 14634,
Greensboro, NC 27415. 

Phone: 336-273-3609; Fax: 336-378-6047.
E-mail: sales@recaddy.com.
Website: www.recaddy.com.

Mount Joy Wire Corporation, of Mount Joy, PA, serv-
ices the industrial brush industry with a wide variety of
high quality wire products, including high and low car-

bon, regular tempered, high fatigue, scratch, untempered steel,
brass plated and stainless steel.

The company’s motto is “You are never far from our wire.” The
motto reflects the many applications in which Mount Joy Wire
products are found. In addition to brushes, MJW’s wire can be
found in such products as fish hooks, disposable lighters, cable, oil
filters, musical instruments, among others.

“We consider Mount Joy Wire to be a specialty carbon steel
wire manufacturer,” said MJW Director of Marketing George
Belforti. “We manufacture quite a bit of brush wire, which is
mostly tempered wire. We have more square feet in our facility
dedicated to the brush industry than anything else. Brush wire is
the most important product flowing through our mill.”

Tempered wire undergoes a process involving heat treating and
quenching in oil to change the structure of the wire for special
applications. Typical tempered wire types include brush wire,
spring wire, cable core wire, flat wire, shape wire, lay wire and
specialty wire.

“Tempered wire is becoming very strong again in the brush
industry,” Belforti said. “We had installed a new tempering line
just before the economic crash in the latter part of 2008. Our tem-
pering operation came on line in July 2008 and the crash hit us in
October 2008.”

Like many other companies, the recession had a dramatic nega-
tive impact on MJW’s business. The good new is, business has
bounced back nearly as dramatically since the third quarter of
2009.

“We had a tough time after the crash in October 2008. We were
having a great year in 2008 until the bottom fell out on the econ-
omy,” Belforti said. “We kind of just glided through the balance of
2008, as a result of some carry over from our backlog, but it was
pretty bad. It got worse when we hit 2009. The first quarter was

“It is a partnership effort. For example, a
customer needs a certain amount of 

product over the next six months. The 
customer provides us with the release 
dates and we make sure we fill those

orders. In that respect, it is a kind 
of JIT (just-in-time) situation.”

Richard Caddy, R.E. Caddy & Company
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awful. The second quarter was still pretty bad, but at least we
adjusted for the second quarter.”

Some changes in the marketplace in MJW’s sphere of influence,
including the unfortunate demise of a couple of competitors, ush-
ered in a turnaround for MJW.

“We have been very busy since the beginning of the third quar-
ter of 2009,” Belforti said. “The brush wire segment has not come
back 100 percent, but it is coming back pretty strong right now.”

MJW’s brush wire products include tempered high fatigue,
bright/black tempered, scratch, untempered/improved tiger claw,
stainless steel, brass plated, flat tempered, annealed, plated and
patented winding wires.

“We buy carbon steel rod. Normally the sizes are 7/32 inch and
5.5 millimeters. We will go to a quarter inch, but that is about the
largest diameter we will
buy for processing,”
Belforti said. “We can draw
rod down to half the thick-
ness of a human hair. We
have a fully capable wire
mill here where we have all
the heat treating capabilities
that are required.”

Belforti said rod pricing
remained flat during the
brunt of the recession
when companies were also
struggling. That changed in the latter part of 2009.

“We got hit with an increase in August 2009 running into
September 2009. Then in 2010, we got hit with increases in
January, February, March, April and May,” Belforti said. “Some
of the increases recorded during the first part of this year were
small, nonetheless, five consecutive months of hikes had an
impact. Prices have stabilized and have even dipped a little.
However, steel prices are still up for 2010, even though they have
softened the past few months.”

After making a large capital investment in July 2008 for a new
tempering operation, the subsequent economic crash put every-
thing on hold. Now, as business has picked up, MJW is planning
to again make another significant capital investment.

“We have been busy. It has been more than a year that we have
been going ‘gangbusters,’” Belforti said. “As a result, we are
looking at another major capital investment. Some of it is going to
take place this year, but most of it will fall into next year, so we
are not far from pulling the trigger. We are looking at wire drawn
machinery and more equipment for our tempering lines.”

The installation of some other new equipment is also in the
works at MJW, having to do with the company’s efforts to be as
environmentally friendly as possible. Mount Joy, PA, is located in
picturesque Lancaster County, noted for its beautiful farmland and
large Amish population. MJW has received a state grant for $1.2
million toward the future installation of an electric generator.

“It is nice to receive a grant,” Belforti said. “Obviously, an elec-
tric generator will cost more than $1.2 million, but it will save
electricity and natural gas.”

The installation of an electric generator is not the company’s
first effort to help save the environment.

“We are a large user of electricity, natural gas and water,”

Belforti said. “To save electricity, we have installed low energy
lighting in our 220,000 square-foot facility. We have converted
some of our equipment from DC drive to AC drive, which saves
more power. We have drilled wells to get our own water rather
than pulling water from the community. 

“We are located in a small community noted for it beautiful
farmland, so we are trying to be as community friendly as we pos-
sibly can. We have received an award for the green steps that we
have taken.  These efforts have made us more efficient and cut our
costs somewhat. As a result, we have been able to lower prices a
little.

“We are a family-owned company. Currently, in addition to
myself, we have a Midwest sales person and a Northeast sales per-
son selling for the company.”

When it comes to cus-
tomer service, MJW has in
place what it calls an
“advocacy program.” This
program involves MJW
staff members who are
each assigned to be an
“advocate” in the mill for
some of the company’s top
customers.

“Certain ones of us will
have a number of cus-
tomers to look after.

Anytime a customer needs something, an ‘advocate’ will handle
the needs of that customer, almost on a full-time basis,” Belforti
said. “We take care of existing customers in this way. New cus-
tomers are generated through the limited number of sales people
we have out there and by advertising.

“The brush industry is fairly mature and the brush customers
that we have we keep. We are fortunate enough to be a dominant
player in the United States and for a good portion of the world in
the power brush marketplace.

“The brushes that are made with our wire are not the kinds of
brushes the average consumer would purchase at retail to get the
rust of a mailbox before painting, for example. Our wire is typi-
cally found in brushes used in such heavy-duty applications as
ship building and welding.”

While business at MJW has been good as of late, it was the sud-
denness of the recession that still gives Belforti pause.

“I am going into my 40th year in this business. I’ve seen the
highs and the lows. Last year was definitely a bad time for the
country and the entire world, for that matter,” Belforti said. “I
haven’t seen it that bad in my career and I don’t want to see it that
bad again. 

“The recession scared the dickens out of me and the reason it
still scares me is it happened so quickly. We were going around fat
and happy because business was so good, and then it was like
flicking the ‘off’ switch in 2009. Up until that point, I never had a
fear about the economy. There have always been ups and downs
— we’ve always had more ups than downs — but this past reces-
sion was the worst.”

While MJW has been busy the past year or so, the increase in
business has put pressure on the company’s turnaround times. To
help keep product going out the door in a timely manner, MJW

“To save electricity, we have installed low energy
lighting in our 220,000 square-foot facility. 
We have converted some of our equipment

from DC drive to AC drive, which saves more
power. We have drilled wells to get our

own water rather than pulling water
from the community.”

George Belforti, Mount Joy Wire Corp.
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instituted an incentive program, which was underway in August
when Broom, Brush & Mop spoke with Belforti. A similar pro-
gram was successful several years ago when the company was
experiencing a robust business cycle.

“If we reach the goal we have set, we are going to give mone-
tary gifts to our employees and we are going to have a catered din-
ner for each shift,” Belforti said. “Yes, we are doing it for the
employees, but, for the most part, we are doing it for our cus-
tomers.  Our lead times have been increasing because of the influx
of business that we have experienced.”

Belforti said the worry is that if lead times are extended too far,
customers might be tempted to purchase products from elsewhere,
or worse yet, from overseas.

“There is always the challenge of foreign competition to consid-
er,” he said. “It looks like the U.S. dollar is strengthening some-
what against some of the foreign currencies. This opens the door
a little for more imports. Some foreign competitors make very
good products and some are supported by their home countries.
Sometimes it is hard to compete against something like that. We
certainly have our eyes open and we will not go down without a
fight in that area.”

To meet the goal of shortening lead times, MJW is hiring some
new employees. 

“We are going to be very cautious about new hires,” Belforti
said. “We are not where we were in 2008 as far as the number of
employees, but we are putting out as much, if not more wire. So,
we have learned we can efficiently operate with fewer people. I
think a lot of companies have found this to be true, and that is part

of the reason unemployment numbers aren’t dropping as they
should be.”
Contact: Mount Joy Wire Corporation, 1000 E. Main St., Mount

Joy, PA 17552-9505. Phone: 717-653-1461; 
Toll Free: 800-321-2305; Fax: 717-653-0221.

Email: sales@mjwire.com.
Website: www.mjwire.com.

With more than 150 sizes of wire in stock, WCJ Pilgrim
Wire, of Glendale, WI, a manufacturer and distribu-
tor, bills itself as the largest distributor of wire used in

the manufacturing of brushes, brooms and related products in
North America.

In addition to its headquarters in Milwaukee, WCJ Pilgrim Wire
also operates several facilities throughout the country. The compa-
ny recently re-located its headquarters about seven miles from the
old facility.

“Our new location is a larger facility where we previously were
doing some warehousing,” said WCJ Pilgrim Wire Sales
Manager Kristopher Shaw. “We wanted to get everything under
one roof so we could control quality and time management better.”

Shaw also reported the company’s new warehouse in Houston,
TX, is now “in full swing.” Other locations include Toronto and
Montreal, Canada; Seattle, WA; Los Angeles, CA; and
Shelbyville, KY.

WCJ Pilgrim Wire’s products are designed to function efficient-

Continued On Page 18
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By Harrell Kerkhoff
Broom, Brush & Mop Editor

Janitorial/sanitary distributors often
wear many hats. They not only pro-
vide key cleaning-related products

such as mopping equipment, floor
machines, disinfectants, brooms and
brushes, and paper supplies (the list can be
extensive), but many are also considered
experts themselves in the cleaning field —
providing training and consultatory servic-
es for a wide customer base. 

Broom, Brush & Mop Magazine recent-
ly interviewed four jan/san distributors,
located in different regions of North
America, to learn about current trends
and/or customer demands being experi-
enced in the cleaning field, and why the
supply of mops, brushes and brooms
remains an important part of their product
offering. 

Montana, the fourth largest state
in land area, is filled with exten-
sive mountain ranges and mile

upon mile of prairie. Covering The
Treasure State as a jan/san supplier is the
task of Montana Broom & Brush
Company, which for the first 66 years of
its 91-year history was spent as a broom
and brush manufacturer. 

Now a full-line jan/san, paper and food-
service supplier, Montana Broom & Brush
Company is based in Butte, MT, with
regional facilities in the Montana cities of
Helena, Great Falls, Billings and Missoula.

The company boasts a new 32,000-
square-foot distribution center in Butte, as

well as a warehouse currently being
expanded in Helena, the state’s capital. 

“We ship some products out of state, but
mainly our service region is within
Montana. Our trucks cover the entire state,
which can be a challenge due to its large
size,” Montana Broom & Brush
Company President Mike Hitchcock
said. “We are a full-line janitorial and
paper distributor. We also sell candy prod-
ucts and provide a door mat rental service.
We place a clean door mat every week or
two for customers and take the used mat to
be cleaned.” 

Hitchcock is a third-generation family
member at the company, which began in
1919. His grandfather and father, the late
Harry Hitchcock and the late Bill
Hitchcock, respectively, helped grow the
business over the years. Bill Hitchcock
was active in the janitorial supply industry
his entire working life and helped trans-
form Montana Broom & Brush Company
from a manufacturer to jan/san supplier. 

Mike Hitchcock explained that the trans-
formation took place, in part, due to one of
their larger broom customers leaving the
region. 

“We moved from making brooms to sell-
ing sweeping compounds, cleaners, etc.,”
he said. “The business grew as various
opportunities came along. I worked for my
dad all through high school and college,
and it’s been my profession ever since.” 

Today, Hitchcock is co-owner of the
business with his sister, financial manag-
er Liz Hareland, and her husband, opera-
tions manager Greg Hareland.

Hitchcock said his sister and brother-in-

law have been the driving force behind the
company’s restaurant division called
“Kitchen Depot.” It serves as a full-line
restaurant equipment and small wares dis-
tributorship. 

“From what our factory reps tell us, the
Kitchen Depot showroom is one of the best
stocked restaurant supply centers in the
Northwest,” Hitchcock said. 

Along with offering various types of
floor equipment, paper goods, foodservice
supplies, disinfectants and cleaners, offi-
cials at Montana Broom & Brush
Company have not forgotten the compa-
ny’s roots. It remains a supplier as well of
brushes, brooms and mops. 

“In my book, (brushes, brooms and
mops) are mainline janitorial items. These
are the type of products we started with,
and they are still a main focus,” Hitchcock
said. “For example, we offer any type of
mop a customer could need, and I just
placed an order for 360 angle brooms. We
stock and sell a variety of cleaning-related
supplies.

“Our representatives can discuss with a
customer his/her full line of needs, from
door mats to supplying the back room.
They discuss how to properly clean the
entire building. This includes any type of
broom, mop, vacuum, floor finish, cleaner
and/or disinfectant that is required.”

Whether selling mops, brooms, brushes
or other jan/san related products,
Hitchcock said his company places a high
value on building quality relationships
with both customers and suppliers.
Suppliers who are willing to build a part-
nership with a distributorship and exhibit
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loyalty ... these are critical qualities to pos-
sess, he added.

“One of my first questions when meet-
ing a potential supplier is, ‘Who else are
you going to work with in this market-
place?’” Hitchcock said. “I don’t want to
have territorial disputes. I understand that
(suppliers) have to sell their products else-
where, but I want a clear definition of
where they are going to be. It’s important
they are not also selling to the company
across the street (a direct competitor). That
is not good for anybody. 

“I do look for strong alliances. We have
worked with many of our suppliers for
years and have maintained solid relation-
ships. This is important over the long
term.”

Although Montana is the fourth largest
state when it comes to square miles, it’s
also one of the least populated. This
means there are a lot of miles to travel as
a jan/san supplier between towns. Due to

this challenge, a business philosophy
remains in place to call on every type of
business in each community, many of
which are just across the street from one
another.

“We will go through a small town and
call on the convenience store, the school,
the tire shop — everybody. We pretty
much call on the same type of customers
in the larger towns as well,” Hitchcock
said.

Montana Broom & Brush Company has
delivery trucks at each of the company’s
five facilities that travel on scheduled
routes. Despite the long distances that
often must be traversed between stops, the
lack of traffic congestion is a plus. 

“Missoula and Billings are pretty busy
cities, but even there it’s still easy to get
around,” Hitchcock said. 

Drivers play a key role in the company’s
success.

“We have sales people visit the cus-

tomers first, and then one of our trucks will
follow. It’s very much a team process,” he
explained. 

One challenge that continues to face
many types of businesses in the United
States remains the slow economy. Montana
is no different in this regard. 

“Some regions have been hit harder than
others. Overall, the business climate in
Montana has been ‘OK.’ People are hang-
ing in there. It’s not booming, but still
doing OK,” Hitchcock said. “We are out
there calling on every customer with regu-
larity, and introducing as many new pro-
grams as we can. We are also striving to be
the best when it comes to service so our
customers can have faith in us through
thick and thin.”

He credits Montana Broom & Brush
Company’s strong sales force, as well as
being a one-stop supplier for jan/san, paper
and foodservice disposables, to helping the
company grow even during today’s tough

economic condi-
tions. 

“Because of
our service and
deep product
lines, we have
a lot to offer
customers. I
feel we are
easy to do busi-
ness with on an
everyday basis.
We are willing

to do such things as break cases and cus-
tomize programs to fit every customer’s
needs. It’s important to be flexible,”
Hitchcock said. 

Remaining locally owned and a family
business also has helped the distributorship
prosper over the
years. Hitchcock
credits his father,
who died in 2007,
for building upon
the company’s solid
foundation. 

“My dad had a
very strong, ‘well-
thought-of’ reputa-
tion, and I hope I
have the same. We
are known as a
company that is
hard working, hon-
est and maintains a
wide variety of

products,” Hitchcock said. “The customer
can call and talk to an owner — we are
active owners who want to develop long
relationships. This is true whether the cus-
tomer is the corner restaurant or a large
school district. We treat everybody the
same. 

“It helps that our sales people have been
with the organization for years. We (own-
ership) think the world of our sales and
support staff. Everybody holds up their
end. We employ approximately 40 peo-
ple.”

According to Hitchcock, it’s important
to his distributorship’s health that it does-
n’t just become an “order taker,” but
rather helps potential and current cus-
tomers solve problems. The company
also advocates not over-stocking a cus-
tomer’s facility, but rather being there on
a regular basis to make deliveries as
needed.

Introducing new products and technolo-
gy is another way officials at Montana
Broom & Brush Company help its cus-
tomer base. This includes featuring new
foam hand soaps, microfiber cleaning tech-
nology and vacuums that come with three-
year warranties, etc. 

“We look for products that bring value
and help customers to better clean build-
ings, along with good pricing. We try to
come to them with products and systems
that help their business,” he said. 

In looking ahead, the owners and staff of
Montana Broom & Brush Company feel
confident about their abilities to build
strong relationships within the jan/san,
paper and foodservice supply segments. 

“It’s still a relationship business where
you can get to know your customers and
show them you are a good supplier,”
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“It’s still a relationship business where
you can get to know your customers and

show them you are a good supplier. I 
believe most people will work with a 
distributor who is showing them new 
things and trying to help them grow.”

Mike Hitchcock, Montana Broom & Brush Company
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Hitchcock said. “I believe most people will
work with a distributor who is showing
them new things and trying to help them
grow. This is why I feel positive about our
industry.”

Contact: Montana Broom 
& Brush Company, 
1245 Harrison Ave., 

Butte, MT 59701-4866.
Phone: 406-723-6860.

Website: www.mtbroom.com.

Serving today as a full service
jan/san distributorship, the history
of CTL Company, Inc., of

Wausau, WI, is quite interesting. The
“C,” the “T” and the “L” stand for
Charlie Clark, Bob Telder and Ken
Lawson — company founders who decid-
ed in 1954 to start making and selling
KEY-BAK® retractable key rings that are
connected to a chain. It’s a device used to
this day by various professionals such as
janitors, law enforcement officials, vend-
ing machine suppliers — any profession
where frequent access to secured keys,
small tools or ID badges is a must. 

“The three founders assembled (KEY-
BAKs) in their basements and sold them to
area janitors. They then bought a bar sup-
ply company in Wausau after the first year
and soon entered the janitorial supply and
paper products business,” CTL
Company Vice President of
Sales Dan Thompson
explained. 

CTL Company remains a sup-
plier of KEY-BAKs along with
a wide variety of jan/san items
and equipment. It also features a
service department for machin-
ery and a fleet of trucks used for
deliveries. 

“We started a delivery service
with big trucks in the early
1990s. Until then, we had imple-
mented a route service where our sales reps
would personally deliver a lot of the prod-
ucts that they had sold,” Thompson said. 

CTL has also stood for “Call The
Leader” over the years as the central
Wisconsin distributorship has used this
slogan for advertising purposes as well as
for the current address of its website
(www.calltheleader.com).

Today, CTL Company employs eight
outside sales representatives and four
inside sales coordinators. The inside sales
coordinators work closely with the outside

reps, providing much of the needed back-
ground work.

Along with jan/san sales, CTL Company
is also involved in the commercial kitchen
business. It features a department that
designs and consults regarding commercial
kitchen setups, from start to finish.
Thompson said this line of work represents
5 or 10 percent of the company’s overall
business. 

On the jan/san side, CTL serves a
wide range of customers including
school districts, industrial and health
care facilities, restaurants and the local
lodging industry. Among the different
types of products and equipment provid-
ed by the company are such stick goods
as mops and brooms.

“A lot of times stick goods and brushes
provide a good way to get into the door of
a potential customer. If we go in with a
push broom and brush package, it’s some-
thing not everybody talks about when they
make a sales call,” Thompson said. “Profit
margins can be greater because not every-
body is pushing these products. They are
often viewed as specialty items. 

“Our company is trying to focus more on
the jan/san industry, and of course brushes,
brooms and mops fall right into this
focus.” 

He added that the influence microfiber

has brought to the jan/san industry in the
form of mops and other products remains
huge.

“Microfiber helps customers save on
product usage and labor. It can satisfy those
needs for a lot of people,” Thompson said.

Product innovations, industry expertise
and support are three key areas that CTL
Company officials look for when working
with suppliers. 

“We rely on their expertise, especially
when it comes to such products as disinfec-
tants. We are also looking for technical sup-

port and product innovations,” Thompson
said. “Our distributorship has been fortu-
nate in that many companies we work with
have been on the cutting edge of product
development. We look for our suppliers to
help solve new problems that are out there.
They continue to come to bat for us.”

Another key
element of CTL
Company’s cur-
rent business
model is end-
user training. 

“We don’t
just drop the
product off at
the dock and
leave. There is a
real effort on
our part to train
end-users. Customers are invited to come
to our facility for an annual trade show
where most of our major suppliers are in
attendance. We include break-out sessions
throughout the day highlighting different
training issues for customers. Many of our
customers look forward to this event. We
have done it for approximately 12 years,”
Thompson said. “In addition, we provide a
lot of training in the field through factory
reps.

“Without a doubt, we have built this
business on service. It’s
one-on-one service. Our
sales reps will see a lot of
our customers twice a
week. These reps are fre-
quently in their territory to
provide hands-on service
for customers.”

The service region for
CTL Company encom-
passes approximately a
100-mile radius around
Wausau, a city with a pop-
ulation of approximately

39,000. 
“Most of our business is close to home.

We are there to take care of our customers
on a weekly basis,” Thompson said. 

When interviewed in mid-August, he
added that business for the distributor-
ship is holding its own despite some
industries closing or cutting back in the
area.

“All things considered, I think we (at CTL
Company) are doing quite well,” Thompson
explained. “We have noticed with all of the
cutbacks taking place that there are a lot of

Dan Thompson
of CTL Company

“A lot of times stick goods and brushes
provide a good way to get into the door of

a potential customer. If we go in with a
push broom and brush package, it’s 
something not everybody talks about

when they make a sales call.”

Dan Thompson, CTL Company
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customers trying to save even more money.
People are looking for labor-saving prod-
ucts, techniques and/or systems.

“A lot of customers are trying to cover
more ground with fewer people when tak-
ing care of a facility. These customers
come to us looking for solutions.”

Part of this focus is showing these cus-
tomers new products, such as advanced
floor finishes that reduce the need for con-
stant stripping as well as improved chemi-
cal dispensing machinery. 

“There are a lot of things in the industry
right now that we are keying in on — all in
an effort to save customers time and
money,” Thompson said. 

Helping customers combat such bad
bugs as H1N1 and MRSA (methicillin-
resistant Staphylococcus aureus) is another
way CTL Company provides a valuable
service as a jan/san distributorship.  

“With all of these strains and viruses
making news during the past year, this
remains on the minds of a lot of people.
They want to know about proper hand
washing and overall disinfecting. By work-
ing closely with manufacturers, we can
provide some real good solutions for the
end-user,” Thompson said. “This all goes
back to service and training. We feel CTL
is second to none in this area within our
territory. Our employees act as consultants.
Service and training are a big part of our
business.”

Although today’s tough economic times
have provided many challenges, Thompson
said his company remains positive and feels
overall business activity is beginning to
turn around for the better. 

“It really comes down to having good
people in this industry. I feel if you can hire
ethical, honest, hard working people, then
this will make your business. We take pride
is having really good employees,” he said. 

Contact: CTL Company, Inc., 
7713 Bombardier Ct., 

Wausau, WI 54402-0449. 
Phone: 715-845-8281.

Website: www.calltheleader.com. 

Although the company’s history
dates to 1918, there are plenty of
new things going on at Flexo

Products Limited, a Niagara Falls,
Ontario, jan/san distributorship. 

The distribution, equipment service and
showroom portion of Flexo Products has
moved to a new 40,000-square-foot facili-
ty in Niagara Falls. Flexo Products

President Steve Parker said the new facil-
ity features 18-inch walls and a two-tone
brick exterior.

“The heating system that has been
installed has dropped energy consumption
considerably, while  the 25-foot height
gives us flexibility to stock pallets higher.
We have doubled the storage space from
before due to extra square footage,” Parker
said. “Meanwhile, our new inside docks
make it easier to load and unload trucks,
and we can store full truckloads of prod-
ucts inside. As a bonus, we have beautiful
grounds on three acres of property. 

“Since we have been there, we have

brought down our operating costs and
increased our stocking and delivering effi-
ciencies. The new facility comes complete
with a 4,000-square-foot showroom.”

Flexo Products also has an overflow facil-
ity located in Niagara Falls along with
branch locations in Toronto and Cambridge,
Ontario. Meanwhile, the company’s manu-
facturing branch, under the name Parkside
Professional Products, is housed in a sepa-
rate location in Niagara Falls and produces
such items as floor wax, degreasers, liquid
and powder dishwashing and laundry deter-
gents and disinfecting cleaners. 

When it comes to jan/san distribution,

Flexo Products’ main service region
extends north to Toronto and Oshawa,
Ontario, and west to London, Ontario,
forming a triangle that encompasses the
majority of the company’s customer base.
Niagara Falls serves as the southern point
of this service region. 

Among the company’s vast array of
jan/san and paper products are such staple
items as mops, brushes and brooms.
According to Parker, there has been a push
as of late toward higher-end products in
this category, especially when it comes to
mops. 

“I would say a couple of years ago, there

Shown above is the new Flexo Products Limited facility in Niagara Falls, Ontario. 
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was a big push toward cheaper off-shore
mops. These were items that may have
looked the same as higher-end products.
However, many people recognized that
their quality was not as good,” Parker said.
“I would say there is a resurgence of
Canadian/U.S. made products as a greater
number of people are willing to pay a little
more for quality.”

He added it’s better for his distributor-
ship to sell higher-end mops that include
microfiber and are washable. These prod-
ucts are considered a bigger ticket item.

Whether it’s a mop, hand soap, broom,
disinfectant  or any other type of jan/san
supply, working with quality suppliers is a
must for Flexo Products, Parker said. The
distributorship strives to build lasting rela-
tionships with its supplier base. 

“It’s not just about working with suppli-
ers that have nice representatives, it’s
more about how they perform when need-
ed. It’s important they can react to the
marketplace,” Parker said. “This is essen-
tial for us due to where we are located.
Although similar in many ways to the
United States, there are also differences
that must be overcome when working in
Canada. For example, sizes for some paper
products are different. There are those sup-
pliers that make a commitment to the
Canadian marketplace and some that
don’t.”

Regarding the overall economic state of
southern Ontario, Parker said the current
slow automotive manufacturing climate in
the region has begun to liven up some after
a period of major struggles.  

“There is a strong automotive manufac-
turing base here which took a hit the same
way Detroit and other U.S. automotive
areas did in the United States,” Parker said.
“The local automotive industry drives a lot
of other business. I would say this has sta-
bilized for now.

“Overall, our business (at Flexo
Products) is very solid. We sell a lot of
different types of products, which helps.
We supply over 6,500 items, and work
with a lot of government-related clients.
This is pretty steady work during hard
times.”

Of course, the Niagara Falls area, both in
Ontario and New York, is known for its
tourism and hospitality interests. In
response, Flexo Products provides many
types of items for this business segment,
including hotel/motel amenities and dish-
washing and laundry products.

Parker said the 2010 tourism season in
the region is being described as “an aver-
age year.” 

“‘Average’ is what the area hotel repre-
sentatives are telling us. Niagara Falls is a
big destination place, particularly for those
people living in the United States. Right
now, however, the value of the Canadian
and U.S. dollars is fairly close. Because of
this, it’s not quite as attractive for those in
the United States to come here (in
Ontario),” he explained. “A couple of years
ago, the U.S. dollar was worth 30 to 40
percent more than the Canadian dollar. A
hotel room that was going for $100 (in
Canada) would cost someone from the
United States the equivalent of $60. That
was very attractive. Now, the currencies
are about even.”

Another challenge to attracting more vis-
itors to the Canadian side of Niagara Falls
has been brought about by the relatively
recent passport requirement, Parker said. 

As of June 1, 2009, peo-
ple from the United States
and other countries arriv-
ing in Canada by air, land
and sea must possess a
passport or equivalent trav-
el document. According to
Parker, this impacted travel
somewhat to the Canadian
side of Niagara Falls as a
lot of Americans did not
already possess a passport. 

There has been an effort,
however, during that past 10 to 15 years to
attract more visitors to the region. Parker
said bigger hotels and a couple of casinos
have been built with the goal that more vis-
itors will stay longer.

“One issue for Niagara Falls over the
years has been the amount of time people
actually stay here. A lot of tourists will
come for a day, stay overnight, and then
leave. There has been an effort to try to get
these people to extend their stay,” he said. 

Due to today’s security issues when
crossing borders, Flexo Products has been
limited to the amount of business it con-
ducts in the United States. Parker said the
Canadian/U.S. border has become much
more difficult to cross in a timely fashion
when driving a truck full of different types
of products. 

One area that has helped Flexo Products
grow in recent years has been the increased
supply of products regarded as environ-
mentally friendly.

“We feature a lot of innovative and new
items,” Parker said. “Flexo Products also
has a strong computer and logistics pro-
gram in place. We focus on minimizing
back-orders and maximizing customer
service. We are a high service company. In
tough times, people want to do business
with companies that excel in these areas.”

The distributorship features an integrat-
ed online catalog as well as a printed ver-
sion. Parker said approximately 16 percent
of the company’s business is conducted
through an Internet program called
“Customer EasyOrder.”  

“We have been doing this since 1999 and
are now on our fourth version. It’s totally
integrated with our main server. A cus-
tomer can get a user-ID and password to
use this system,” Parker said. 

Along with ordering products, customers
can view past work histories with Flexo
Products, such as invoices, pricing, etc. 

“I feel customers like to work with us.

We try to make is easy for our customers to
buy. That is where the Customer
EasyOrder systems comes into play.
People can go in and place an order in 30
seconds,” Parker said. “For example, a
restaurant manager can place an order after
closing down for the night and receive
delivery in a timely fashion.” 

Customer training is another key ele-
ment to Flexo Products’ success. In
response to this demand, company officials
are in the process of creating a training
room at its new distributorship facility.

“We find it’s a great way to bring cus-
tomers into our place of business.
Sometimes we even offer them the oppor-
tunity to have their own meetings at our
facility,” he said. “For example, a cleaning
contractor can bring his supervisors to our
place. We will spend time showcasing our
products, and then we leave them alone so
they can conduct their own meeting. It’s all
about getting closer to customers.”

“I would say there is a resurgence
of Canadian/U.S. made products 

as a greater number of people 
are willing to pay a little 

more for quality.”

Steve Parker, Flexo Products Limited
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In business for 92 years, Parker’s great-
grandfather, Sam Seigel, started the com-
pany. Steve Parker pur-
chased Flexo Products in
1988 from his father, the
late Earl Parker.

“I’m a mechanical engi-
neer and used to work in
the aerospace industry. I
also have an MBA in mar-
keting and finance, and just
recently received a master’s
certificate in supply chain
logistics management,”
Parker said. “I have found
that all of these things are
very important for running a business in
2010. Business is getting more sophisticat-
ed. You have to stay on top of it to suc-
ceed.”

Contact: Flexo Products Limited, 
4777 Kent Ave., 

Niagara Falls, ON L2H 1J5. 
Phone: 905-354-2723.

Website: www.flexoproducts.com. 

With two locations in western
Arkansas, Acme Janitor &
Chemical Supply, Inc., is a

third generation, family-owned jan/san dis-
tributorship that also serves eastern
Oklahoma and southern Missouri. The
company is headquartered in Forth Smith,
AR, with a branch location 60 miles to the
north in Fayetteville, AR. Each facility has
its own staff including a full-time equip-
ment service employee. 

“Geographically, we serve a larger area
in Oklahoma than in Arkansas. We are very
near the Arkansas-Oklahoma border,”
Acme Janitor & Chemical Supply
President Bill W. Gordon Jr., said.  

Gordon is a third generation member of
his family to operate the business, which
began in 1953. The distributorship has
found success over the years supplying the
jan/san needs of many public schools in the
region as well as other types of customers. 

“We have pretty much built our business
on supplying schools. We also do well
within the medical industry and industrial
manufacturing,” Gordon said. “There is a
lot of food processing conducted in this
part of the country as well, which has
added to our customer base.”

One major challenge for Acme Janitor &
Chemical Supply, along with many other
businesses during the past couple of years,
has been that of surviving and thriving dur-

ing a slow economy. This has especially
been troublesome for those companies that

service public schools. Many states have
found it difficult to keep up with school
funding obligations. 

“Sales have been flat due to general eco-
nomic conditions. The recession has hit
here just like everywhere else,” Gordon
said. “A lot of public schools have had
their state funding cut back. This is occur-
ring in both Arkansas and Oklahoma. All
of our schools have been hit hard this sum-
mer as far as funding is concerned.

“We are finding that there are schools
not cleaning the same way as before. In
response, our equipment sales are not quite
as strong. Some schools have decided to
put off buying new floor machines.
However, sometimes we find that our serv-
ice department picks up business during
these times. More people want their older
equipment repaired rather than purchasing
new machines.”

Despite current economic challenges,
Gordon said Acme Janitor & Chemical
Supply has been able to maintain prof-
itability by carefully watching costs. 

“We remind our sales people about mar-
gins and controlling costs. We have been
able to maintain our company’s profits
even though sales are relatively flat from
last year,” he said. 

Developing strong customer relation-
ships has also helped the Arkansas’ distrib-
utorship. Gordon said it’s essential to pro-
vide quick delivery, which includes same-
day service when possible. 

“Maintaining good relationships gives
us an edge. We have been able to provide
this type of service for years and it will
continue,” he explained. “I feel right now
the biggest thing that separates us from
most of our competition is customer serv-
ice. We can provide proper product and
general cleaning knowledge.

“When it comes to training, our business
does whatever is asked for by the cus-

tomer. We can train on a one-
on-one basis or in a classroom-
type setting.”

Gordon also reported seeing
a greater influx of other types
of industries entering the
jan/san supply world. This, in
turn, means more competition
for traditional jan/san suppli-
ers. 

“The office supply people are
getting more involved in the
jan/san industry. We are even
seeing industrial supply houses

trying to get into this business,” he said.
“However, many of these companies don’t
really know too much about cleaning.”

Although officials at  Acme Janitor &
Chemical Supply focus mainly on the sale
of such jan/san products as chemicals and
floorcare items, the company also sells
other mainstays like brooms, mops and
brushes. Many of these latter items at the
distributorship are sold in association with
higher-ticket goods. 

“There is more demand right now for
microfiber. This is what a lot of customers
are heading toward these days. We proba-
bly sell a greater number of conventional
(mopping) items, but microfiber is a grow-
ing part of the market,” Gordon said. 

Working with quality suppliers is anoth-
er key to the distributorship’s success.
Gordon said his company has found value
by joining a buying group. This has helped
his business with developing stronger rela-
tionships with suppliers. 

“What we are finding is that our buying
group suppliers are becoming more impor-
tant to us. It seems harder to maintain a
relationship with suppliers without a buy-
ing group,” Gordon said. “Over the last
several years we have also developed bet-
ter sources of paper and have expanded
this market.” 

However, Gordon doesn’t consider his
distributorship to be a niche supplier
despite its growing success in the away-
from-home paper segment. 

“We try to be a good overall supplier. I
consider our company a true jan/san
house,” he said. 

Contact: Acme Janitor & Chemical
Supply, Inc., 

6209 S. 29th St., Fort Smith, 
AR 72908-7529. 

Phone: 479-646-8956. 

“Maintaining good relationships gives us
an edge. We have been able to provide this

type of service for years and it will 
continue. I feel right now the biggest

thing that separates us from most of our
competition is customer service.”

Bill W. Gordon Jr., Acme Janitor & Chemical Supply
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Effective July 31, 2010, Allan K. Rodd
retired as president and treasurer of The
Wooster Brush Company. Rodd has more
than 42 years of service with Wooster
Brush, 12 years as president. In retirement,
he will continue to serve the company as
vice chairman of the board of directors.  

The board of directors has elected
William S. Fagert as the new president of
The Wooster Brush Company, effective
August 1.  Fagert joined Wooster Brush in
1985. He will be the ninth president in the
160-year history of the company.  

Fagert is a native of Nova, OH, and a
graduate of Mount Union College in
Alliance, OH. During his 25 years of serv-
ice with Wooster Brush, he has held vari-

ous finance positions
including accounting
manager, assistant
treasurer, and con-
troller. He most
recently served as
vice president of
finance. Prior to joining The Wooster
Brush Company, Fagert was a certified
public accountant (CPA) with Ernst &
Whinney (now Ernst & Young) in
Youngstown, OH.  

He and his wife, Vickie, live in Wooster
and have been married 30 years.  They
have two sons. Fagert is active in the com-
munity, and serves as president of the
Wooster Salvation Army advisory board. 
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ly with every type of brush, broom or mop application on the mar-
ket. The company’s offerings include galvanized high and low
carbon, stainless steel, nickel silver, brass coated, regular tem-
pered, untempered steel, high fatigue and annealed wires. The
company offers many different sizes of wire and packages includ-
ing custom applications. For broom, brush and mop applications,
wire products come in the size range of .003 inches to .25 inches.”

WCJ Pilgrim Wire packages wire in straight hanks, crimped in
hanks, crimped in coils or spools, straight in coils or spools,
straight and crimped multi-stranded, and on stems and reels.

WCJ Pilgrim Wire also offers stitching and baling wire products
and is a leader in the stitching, baling and binding wire industry.
The company also sells raw materials for applications such as

paper clips, industrial clamps, wire cables, clothes pins, bicycle
spokes, springs, rivets, welding, weaving and more.

Shaw described business during the past year as “up and down.”
He added: “We find that it is day-to-day and sometimes week-

to-week, alternating between busy and slow. Currently raw mate-
rial costs are on an upswing and shipping costs have increased as
well. It seems that during the times when raw material prices do
go down somewhat, shipping costs tend to offset any price reduc-
tions.”

One effective way some manufacturers have partnered with
their customers to cut costs is by helping them keep their invento-
ries low or nearly non-existent.

WCJ Pilgrim Wire is able and willing to manufacture a product
for a customer and then hold it. This allows WCJ Pilgrim Wire to
ship to the customer with just two-day’s notice.

In today’s business environment, just-in-time delivery has been
perfected, in many cases, to the point where companies keep vir-
tually no inventory. Accomplishing WCJ Pilgrim Wire’s success-
ful effort to facilitate just-in-time deliveries takes much planning
and coordination with the companies it serves.

“We are trying to make it easier for the customer by relieving any
type of lead time situation,” Shaw said. “We are manufacturing
product and putting it on our floor. Customers are then able to take
product from this stockpile. This makes the experience easier for
our customers. In the past, we had  two- to eight-week lead times.
Now, we are at a two-day lead time for most standard products.”

Shorter lead times are a way onshore companies can differenti-
ate themselves from overseas competition. As Shaw explained,
onshore prices may be a little higher, but customers receive prod-
ucts quicker.

“We also have the capabilities to manufacture offshore as well,”
Shaw said. “If a customer has the time, we can accomplish cheap-
er sourcing to take advantage of the low cost of labor elsewhere.”

While WCJ Pilgrim Wire and the companies it serves are wait-
ing for the economy to move forward in a significant way, Shaw
remains optimistic that the upturn will come eventually. It is
Shaw’s belief that when the economy bounces back, WCJ Pilgrim
Wire and many of the companies it serves will emerge stronger,
having met the challenges the recession presented.

For now, Shaw said, one of the company’s priorities is, “Making
sure customers are happy. We are doing everything that we can in
order to have product on the floor to ship right away. Keeping our
costs down is also a priority to allow us to continue to prosper in
today’s business world.”

Contact: WCJ Pilgrim Wire, 4180 N. Port Washington Road,
Glendale, WI 53212. Phone: 414-291-9566; 
Toll free: 888-672-2503; Fax: 414-291-9555.

Website: www.wcjwire.com.

Wire Suppliers
Continued From Page 11

“We are trying to make it easier for the
customer by relieving any type of lead time

situation. We are manufacturing product
and putting it on our floor. Customers are

then able to take product from this 
stockpile. This makes the experience 

easier for our customers.”

Kristopher Shaw, WCJ Pilgrim Wire

Wooster Brush Names New President

William S. Fagert

Nexstep Commercial Products (exclu-
sive licensee of O-Cedar) has announced
the hiring of Erin E.
Martin as sales &
marketing administra-
tor.

Martin joins the
company with over 10
years experience in
sales, marketing and
administration. She
also has a bachelor of
science degree in marketing from Wright
State University in Dayton, OH. Visit
www.ocedarcommercial.com for more
information about the company.

Erin E. Martin

Martin Joins Nexstep
Commercial Products
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Imports, Exports Are Generally Up After 5 Months
By Rick Mullen

Broom, Brush & Mop
Associate Editor

U.S. government trade figures for the first five months of 2010
indicate raw material imports were up in two of the four categories
outlined in this issue, compared to the first five months of  2009.
For May 2010, raw material imports were also up in two of the
four categories outlined, compared to May 2009.

Import totals for the first five months of 2010 were up in six of
the seven finished goods categories outlined from the same time
period in 2009. In May 2010, five of the seven categories outlined
also recorded increases, compared to May 2009.

RAW MATERIAL IMPORTS
Hog Bristle

The United States imported 21,574 kilograms of hog bristle in
May 2010, down about 35 percent from 33,153 kilograms imported
in May 2009. During the first five months of 2010, 69,748 kilograms
of hog bristle were imported, about a 43 percent decrease from
123,237 kilograms imported during the first five months of 2009.

China sent all of the hog bristle to the United States during the
first five months of 2010.

The average price per kilogram for May 2010 was $19.06, up
about 210 percent from the average price per kilogram for May
2009 of $6.14. The average price per kilogram for the first five
months of 2010 was $13.79, up about 27 percent from the average
price per kilogram of $10.85 for the first five months of 2009.

Broom And Mop Handles
The import total of broom and mop handles during May 2010

was 1.8 million, down about 5 percent from 1.9 million during
May 2009. During the first five months of 2010, 7.4 million
broom and mop handles were imported, compared to 8.8 million
for the first five months of 2009, a decrease of about 16 percent.

During the first five months of 2010, the United States received
3.1 million broom and mop handles from Brazil, 2.1 million from
Honduras and 1 million from China.

The average price per handle for May 2010 was 72 cents, up
about 13 percent from 64 cents for May 2009. The average price
for the first five months of 2010 was 70 cents, down 1 cent from
the average price recorded for the first five months of 2009.

Brush Backs
May 2010 imports of brush backs totaled 1 million, up signifi-

cantly from the May 2009 total of 272,987 brush backs. During
the first five months of 2010, 3.5 million brush backs were import-
ed, up about 218 percent from 1.1 million for the first five months
of 2009.

Canada shipped 1.4 million brush backs to the United States
during the first five months of 2010, while China shipped 1.2 mil-
lion and Brazil sent 541,709.

The average price per brush back was 41 cents during May
2010, down about 39 percent from the average price for May 2009
of 67 cents. For the first five months of 2010, the average price per
brush back was 47 cents, down about 4 percent from the average
price of 49 cents for the first five months of 2009.

Metal Handles
The import total of metal handles during May 2010 was 3.4 mil-

lion, up about 26 percent from 2.7 million for May 2009. During
the first five months of 2010, 14.8 million metal handles were
imported, up about 31 percent from 11.3 million for the first five
months of 2009.

During the first five months of 2010, Italy shipped 7.3 million
metal handles to the United States, while China sent 5.3 million
and Spain exported 2.1 million.

The average price per handle for May 2010 was 46 cents, down
about 31 percent from 67 cents for May 2009. The average price
for the first five months of 2010 was 49 cents, down about 22 per-
cent from 63 cents for the first five months of 2009.

FINISHED GOODS IMPORTS
Brooms Of Broom Corn

Valued At Less Than 96 Cents
Imports of brooms of broom corn valued at less than 96 cents per

broom during May 2010 totaled 18,780, up about 29 percent from
14,508broomsimportedduringMay2009.Duringthefirstfivemonths
of2010,47,520broomsofbroomcornwere imported,upabout52per-
cent from 31,176 imported during the first five months of 2009.

All the brooms were imported from Mexico.
The average price per broom in May 2010 was 77 cents, up

about 7 percent from 72 cents for May 2009. The average price per
broom for the first five months of 2010 was 84 cents, up about 12
percent from 75 cents for the first five months of 2009.

Brooms Of Broom Corn
Valued At More Than 96 Cents

The United States imported 903,283 brooms of broom corn val-
ued at more than 96 cents per broom during May 2010, compared
to 711,166 in May 2009, an increase of about 27 percent. During
the first five months of 2010, 3.9 million brooms of broom corn
were imported, up about 15 percent from 3.4 million imported
during the first five months of 2009. 

Mexico shipped 3.8 million brooms to the United States during
the first five months of 2010.

The average price per broom for May 2010 was $2.40, down
about 2 percent from $2.45 for May 2009. The average price per
broom for the first five months of 2010 was $2.46, the same as for
the first five months of 2009.

Brooms & Brushes Of Vegetable Material
The import total of brooms and brushes of vegetable material

during May 2010 was 264,022, up about 119 percent from
120,574 brooms and brushes imported during May 2009. During
the first five months of 2010, 1.2 million brooms and brushes were
imported, up about 90 percent from 632,778 imported during the
first five months of 2009.

Sri Lanka exported 801,222 brooms and brushes to the United
States during the first five months of 2010, while Vietnam sent
138,900 and China shipped 91,848.

The average price per unit for May 2010 was $1.20, down about
34 percent from $1.82 for May 2009. The average price for the first
five months of 2010 was $1.47, a decrease of about 23 percent from
the average price recorded for the first five months of 2009 of $1.91.
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Toothbrushes
The United States imported 81.2 million toothbrushes in May

2010, up about 6 percent from 76.4 million imported in May 2009.
During the first five months of 2010, 358.1 million toothbrushes
were imported, an increase of about 6 percent from 338.3 million
imported during the first five months of 2009.

China sent 245.5 million toothbrushes to the United States dur-
ing the first five months of 2010, while Switzerland sent 45.9 mil-
lion and India shipped 14.1 million.

The average price per toothbrush for May 2010 was 20 cents, up
1 cent from the average price for May 2009. The average price for
the first five months of 2010 was also 20 cents, down 1 cent from
the first five months of 2009.

Shaving Brushes
The United States imported 11.3 million shaving brushes in

May 2010, down about 27 percent from 15.4 million imported in
May 2009. During the first five months of 2010, 45.6 million
shaving brushes were imported, a decrease of about 26 percent
from 61.9 million imported during the first five months of 2009.

China sent 20.8 million shaving brushes to the United States
during the first five months of 2010, while Mexico sent 13.1 mil-
lion and Germany shipped 7.9 million.

The average price per shaving brush for May 2010 was 10 cents,
down 1 cent from the average price for May 2009. The average
price for the first five months of 2010 was 12 cents, down about
14 percent from 14 cents for the first five months of 2009.

Paint Rollers
The United States imported 5.2 million paint rollers in May

2010, down about 16 percent from 6.2 million imported in May
2009. During the first five months of 2010, 24.2 million paint
rollers were imported, an increase of about 10 percent from 22.1
million imported during the first five months of 2009.

China sent 16.8 million paint rollers to the United States during
the first five months of 2010, while Mexico sent 5.6 million.

The average price per paint roller for May 2010 was 46 cents,
down about 25 percent from 61 cents for May 2009. The average
price for the first five months of 2010 was 42 cents, down about
25 percent from 56 cents for the first five months of 2009.

Paintbrushes
U.S. companies imported 20 million paintbrushes during May

2010, up about 2 percent from 19.6 million paintbrushes imported
during May 2009. Paintbrush imports for the first five months of
2010 were 101.6 million, up about 20 percent from 84.6 million
recorded for the first five months of 2009.

China shipped 89.1 million paintbrushes and Indonesia shipped
11.1 million to the United States during the first five months of 2010.

The average price per paintbrush for May 2010 was 32 cents,
down 1 cent from the average price for May 2009. The average
price for the first five months of 2010 was 26 cents, down about
24 percent from the average price of 34 cents for the first five
months of 2009.

EXPORTS
Export totals for the first five months of 2010 were up in all four

categories outlined, compared to the first five months of 2009. In
May 2010, three of the four categories also reported increases in

exports, compared to May 2009.

Brooms & Brushes Of Vegetable Materials
The United States exported 7,605 dozen brooms and brushes of

vegetable materials during May 2010, up about 6 percent from the
May 2009 total of 7,146 dozen. Exports of brooms and brushes of
vegetable materials during the first five months of 2010 were
46,021 dozen, up about 56 percent from 29,414 dozen for the first
five months of 2009.

The United States shipped 15,762 dozen brooms and brushes to
Canada during the first five months of 2010. Meanwhile, France
received 9,377 dozen and Mexico imported 7,836 dozen. 

The average price per dozen brooms and brushes was $40.15 in
May 2010, down slightly from $40.23 for May 2009. The average
price per dozen brooms and brushes for the first five months of
2010 was $33.30, a decrease of about 22 percent from the average
price per dozen for the first five months of 2009 of $42.87.

Toothbrushes
During May 2010, the United States exported 9.4 million tooth-

brushes, down about 5 percent from the total recorded in May
2009 of 9.9 million. During the first five months of 2010, 43.6
million toothbrushes were exported, up about 10 percent from
39.6 million exported during the first five months of 2009.

The United States exported 15.2 million toothbrushes to Canada
during the first five months of 2010, while sending 12.2 million
toothbrushes to Mexico and 4.1 million to South Korea. 

The average price per toothbrush for May 2010 was 73 cents, up
1 cent from the average price for May 2009. The average price per
toothbrush for the first five months of 2010 was 74 cents, up about
7 percent from 69 cents for the first five months of 2009.

Shaving Brushes
The export total of shaving brushes during May 2010 was

942,430, up about 66 percent from 566,473 recorded for May
2009. During the first five months of 2010, 5.3 million shaving
brushes were exported, compared to 3.3 million during the first
five months of 2009, an increase of about 61 percent.

During the first five months of 2010, Canada imported 1.5 mil-
lion brushes from the United States, while Brazil imported 1.4
million and Mexico received 953,021.

Theaveragepriceper shavingbrush forMay2010was$1.09,down
about 47 percent from $2.05 for May 2009. The average price for the
first five months of 2010 was $1.13, down about 39 percent from the
average price recorded for the first five months of 2009 of $1.84.

Paintbrushes
The export total of paintbrushes during May 2010 was 169,674,

up about 99 percent from 85,079 paintbrush exports recorded for
May 2009. During the first five months of 2010, 802,267 paint-
brushes were exported, up about 101 percent from 399,776 during
the first five months of 2009.

Canada imported 507,776 paintbrushes from the United States
during the first five months of 2010, while The Netherlands
received 102,960.

The average price per paintbrush for May 2010 was $10.59,
down about 29 percent from $14.82 for May 2009. The average
price for the first five months of 2010 was $12.13, down about 25
percent from $16.20 recorded for the first five months of 2009.
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Foreign Merchandise
1404902000 Broomcorn (Sorghum Vulgare Var. Technicum)
Used Primarily In Brooms Or In Brushes, Whether or Not

In Hanks or Bundles
May Year To Date

Country Net Q/Ton Value Net Q/Ton Value
Canada 1 3,623 9 22,868
Hondura 7 27,527
Austral 4 19,167
TOTAL 1 3,623 20 69,562

9603100000 Brooms & Brushes, Consisting of Twigs or Other
Vegetable Materials Bound Together, With or Without Handles

May Year To Date
Country Net Q/Dozen Value Net Q/No. Value
Canada 2,227 70,791 3,307 127,702
Mexico 224 7,384 811 26,747
Austral 91 19,600
TOTAL 2,451 78,175 4,209 174,049

9603210000 Toothbrushes, Incl. Dental-Plate Brushes
May Year To Date

Country Net Q/No. Value Net Q/No. Value
Canada 1,061,491 1,179,637 5,899,425 5,112,181
Mexico 18,293 22,836 87,091 221,237
Guatmal 3,456 2,845 3,456 2,845
C Rica 5,184 4,267
Colomb 12,192 5,235 12,192 5,235
Brazil 25,920 15,552
U King 145,616 103,860 224,305 141,327
France 754 7,711 1,450 14,839
Fr Germ 2,732 8,859
Turkey 211 5,016
Singapr 26,352 7,631 177,349 80,008
Kor Rep 1,170 11,975 32,418 27,691
Hg Kong 6,336 3,546
Taiwan 82,248 44,908 116,952 63,075
Austral 8,640 6,872 124,008 85,552
TOTAL 1,360,212 1,393,510 6,719,029 5,791,230

9603290000 Shaving Brushes, Hairbrushes, Nail Brushes,
Eyelash Brushes & Other Toilet Brushes For Use On The Person

May Year To Date
Country Net Q/No. Value Net Q/No. Value
Canada 126,761 198,331 545,728 781,821
Mexico 31,632 30,419 417,916 364,898
Ecuador 6,480 9,541
U King 252 2,856 11,018 104,316
Nethlds 547 5,000
Belgium 18 3,430
France 1,445 78,004 4,984 269,044
Fr Germ 1,216 65,641 13,715 147,663
Switzld 46 8,740
Russia 15,360 7,271 128,157 58,744
Ukraine 20,736 7,788
Kazakhs 15,360 6,850
Spain 15,360 5,465
Italy 1,658 15,164 4,116 37,637
Thailnd 20,000 4,030
Phil R 2,880 4,673 20,400 31,462
Japan 165,738 44,860 587,231 155,526
Austral 11,129 6,783
Senegal 9,216 5,733
TOTAL 346,942 447,219 1,832,157 2,014,471

9603300000 Artists Brushes, Writing Brushes and Similar Brushes
for the Application of Cosmetics

May Year To Date
Country Net Q/No. Value Net Q/No. Value
Canada 328,070 1,096,325 1,618,810 5,326,631
Mexico 50,387 150,418 197,042 469,788
Dom Rep 396 5,655
Trinid 3,185 11,751
Colomb 7,766 57,212
Ecuador 1,456 5,372
Brazil 16,672 36,116 91,933 188,417
Sweden 3,284 16,153 14,463 53,754
Norway 100 4,828
Finland 1,012 3,734
Denmark 620 3,412
U King 21,815 87,775 136,264 489,361
Nethlds 2,365 8,725 4,374 20,514
Belgium 27,066 99,862 107,146 400,089
France 741 8,464 30,360 99,903
Fr Germ 1,308 4,827 26,351 57,966
Czech 4,786 9,253
Switzld 23,848 87,989 48,108 177,498
Estonia 138 3,107
Poland 2,340 2,502 4,212 13,691
Russia 7,911 40,652 252,202 536,394
Ukraine 4,334 12,794 37,649 95,475
Kazakhs 20,784 46,908
Moldova 1,450 2,657 1,450 2,657
Spain 5,160 13,044 20,560 44,649
Italy 49,548 241,633
Greece 3,321 10,115
Israel 2,028 7,486
Arab Em 2,635 10,106
Thailnd 1,577 9,335 7,930 28,526
Malaysa 1,524 5,624
Singapr 2,819 10,400 4,490 16,567
Phil R 8,063 29,749
China 21,065 42,721 51,381 126,270
Kor Rep 13,805 18,127 41,729 109,147
Hg Kong 4,874 17,981 78,590 289,968
Taiwan 5,403 19,937 7,247 29,266
Japan 17,779 73,987 76,995 418,691
Austral 6,268 20,946 41,491 156,883
Rep Saf 4,057 14,970
TOTAL 570,341 1,881,737 3,012,196 9,623,020

9603402000 Paint Rollers
May Year To Date

Country Net Q/No. Value Net Q/No. Value
Canada 44,835 55,845 728,156 879,248
Mexico 33,081 34,574 153,093 221,315
Fr Germ 221 3,881 221 3,881
China 820 14,400 820 14,400
Hg Kong 157 2,764
Mayotte 375 6,577
TOTAL 78,957 108,700 882,822 1,128,185

9603404020 Paint Pads
May Year To Date

Country Net Q/No. Value Net Q/No. Value
Mexico 13,606 14,722 111,941 210,499
Switzld 1,125 7,987
TOTAL 13,606 14,722 113,066 218,486

9603404050 Paint, Distemper, Varnish or Similar Brushes
(Except Brushes of 9603.30)
May Year To Date

Country Net Q/No. Value Net Q/No. Value
Canada 9,115 125,197 29,813 398,053
Mexico 1,524 34,585
Salvadr 281 5,825 281 5,825
Chile 874 10,101

EXPORTS
May Exports By Country
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Sweden 133 2,751
Norway 1,042 21,616
U King 1,098 22,775 1,570 32,550
Israel 178 3,695
Vietnam 770 15,960
Hg Kong 700 4,589
TOTAL 10,494 153,797 36,885 529,725

9603900000 Hand-Operated Mechanical Floor Sweepers,
Not Motorized, Mops & Feather Dusters; Prepared Knots & Tufts

For Broom or Brush Making, NESOI
May Year To Date

Country Net Q/No. Value Net Q/No. Value
Canada 28,189 368,608 308,158 3,307,287
Mexico 5,854 94,997 37,115 555,383
C Rica 2,865 46,472 9,004 146,034
Panama 1,308 21,216 6,865 83,119
Bermuda 994 3,426
Trinid 157 2,547 626 10,158
Chile 352 5,702 2,306 28,486
Brazil 740 12,000 1,480 24,000
Iceland 55 2,774
Sweden 178 2,886
Finland 699 11,336
Denmark 334 5,415 877 14,227
U King 1,144 21,715 1,910 43,007
Ireland 914 31,117
Nethlds 68 18,491 1,068 31,813
France 3,619 58,705
Fr Germ 477 7,746 6,231 97,696
Czech 385 6,250
Russia 82 8,844
Spain 482 7,815
Italy 181 2,941
Kuwait 700 12,447
S Arab 603 9,780 769 12,473
Afghan 550 5,351
Thailnd 296 4,801
Phil R 235 5,438
China 952 15,440 1,568 25,439
Kor Rep 296 4,800
Hg Kong 13,545 35,217 14,057 47,186
Japan 2,367 29,090
Austral 3,065 48,102
N Zeal 435 7,056 1,160 18,816
Rep Saf 107 6,047
TOTAL 57,023 672,402 408,399 4,697,294

Domestic Merchandise
1404902000 Broomcorn (Sorghum Vulgare Var. Technicum)
Used Primarily In Brooms Or In Brushes, Whether or Not

In Hanks or Bundles
May Year To Date

Country Net Q/Ton Value Net Q/Ton Value
Mexico 2 8,130
Chile 1 8,250 1 8,250
France 3 12,096 18 63,936
Portugl 1 2,756
TOTAL 4 20,346 22 83,072

9603100000 Brooms & Brushes, Consisting of Twigs or Other
Vegetable Materials Bound Together, With or Without Handles

May Year To Date
Country Net Q/Dozen Value Net Q/Dozen Value
Canada 4,539 130,713 15,762 548,456
Mexico 7,836 155,247
Belize 66 5,056
C Rica 179 3,275
Panama 443 5,898 443 5,898
Bahamas 563 32,826 1,574 76,898
Jamaica 293 8,098
Dom Rep 21 6,260 21 6,260

B Virgn 12 3,121
S Lucia 99 2,877
Barbado 100 3,397 100 3,397
Trinid 701 23,115
N Antil 146 4,800
Aruba 147 4,850
Guadlpe 146 3,374 146 3,374
Brazil 749 26,413
U King 83 3,820 2,690 154,390
Ireland 392 21,012 392 21,012
Belgium 196 6,463
France 524 17,280 9,377 224,150
Fr Germ 25 3,840
Czech 6 2,502
Poland 84 3,460
Portugl 14 7,108
Israel 5 2,825 80 9,557
S Arab 104 41,522 2,339 122,908
Afghan 33 7,664 33 7,664
Singapr 42 2,650 773 26,756
Phil R 401 4,761
Kor Rep 83 4,770
Japan 548 12,628 1,192 38,644
Austral 62 13,482 62 13,482
TOTAL 7,605 305,351 46,021 1,532,602

9603210000 Toothbrushes
May Year To Date

Country Net Q/No. Value Net Q/No. Value
Canada 3,024,221 2,156,230 15,169,941 9,768,647
Mexico 2,368,097 765,849 12,207,110 4,424,443
Guatmal 3,456 2,845
Belize 77,472 24,731
Salvadr 22,242 58,997
Hondura 18,144 15,836
C Rica 672 6,874 12,122 26,476
Panama 9,792 5,350
Bermuda 7,214 7,559
Jamaica 25,773 10,842
Haiti 40,444 18,192 50,444 23,392
Dom Rep 92,784 34,178 298,180 110,935
Antigua 9,720 9,398 15,120 14,620
Barbado 1,156 9,008 10,288 11,859
Trinid 20,592 9,416 71,849 61,809
N Antil 14,154 26,393
Colomb 28,762 25,399 55,107 130,546
Venez 1,263 12,918 292,035 175,987
Guyana 300 2,804
Ecuador 19,872 6,620 52,272 17,883
Peru 62,640 26,308 133,632 53,007
Chile 89,834 43,135 295,538 125,925
Brazil 108,576 39,556 447,100 442,608
Paragua 1,307 13,375 2,000 16,993
Argent 94,984 106,165 828,474 357,082
Finland 6,576 6,212
Denmark 27,936 29,030
U King 31,739 92,960 134,396 810,605
Ireland 432,000 125,310 432,000 125,310
Nethlds 114,512 669,510 297,990 2,201,619
France 960 5,981 10,487 27,532
Fr Germ 26,091 241,839 518,124 3,005,494
Austria 463 8,400
Switzld 676 6,912
Russia 2,453 20,643
Spain 960 5,972 960 5,972
Italy 4,163 36,020
Lebanon 977 10,000
S Arab 18,932 19,871
Arab Em 22,915 234,441 230,687 333,572
India 132,480 252,140 749,778 1,452,978
Thailnd 9,325 95,404 92,667 128,414
Vietnam 250,000 37,500
Malaysa 8,784 2,749
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Singapr 57,927 33,973 206,851 129,505
Phil R 7,120 9,673
China 610,946 264,557 1,244,913 865,041
Kor Rep 378,821 212,986 4,127,706 2,098,188
Hg Kong 637,621 489,974 1,639,091 1,241,396
Taiwan 600,512 258,640 1,098,936 526,332
Japan 90,723 357,919 421,898 2,094,479
Austral 292,952 201,745 1,927,415 1,119,848
N Zeal 1,999 20,453 16,239 24,862
Rep Saf 1,200 10,129
TOTAL 9,407,407 6,846,425 43,599,177 32,305,855

9603290000 Shaving Brushes, Hairbrushes, Nail Brushes,
Eyelash Brushes & Other Toilet Brushes For Use on the Person

May Year To Date
Country Net Q/No. Value Net Q./No. Value
Canada 234,024 237,528 1,473,889 1,409,285
Mexico 33,412 224,835 953,021 1,337,629
Guatmal 59 3,128 3,059 12,089
Salvadr 1,440 10,483
C Rica 8,000 2,880
Bahamas 2,040 5,575 21,340 24,090
Turk Is 600 2,556
Cayman 137 10,395
Dom Rep 1,274 11,648 2,358 23,372
Barbado 1,658 6,822
Trinid 1,954 9,000 6,792 55,565
N Antil 10,152 13,427
Colomb 36,352 11,952 229,480 66,429
Venez 101,831 33,221 204,065 64,544
Ecuador 1,002 7,014 1,002 7,014
Peru 1,312 7,240 2,598 20,287
Chile 8,459 68,201
Brazil 212,004 91,011 1,401,969 393,298
Argent 252,450 53,519 257,667 101,229
Sweden 105 5,250 5,598 45,545
Norway 374 6,657
U King 1,154 13,000 35,697 261,178
Nethlds 3,426 18,368
Belgium 6,048 4,536 26,276 53,950
France 18,816 84,476 42,579 280,815
Fr Germ 19,642 44,000 62,846 206,774
Czech 15 3,085
Poland 1,875 17,150
Russia 2,040 7,060
Spain 100 2,790 100 2,790
Italy 2,461 28,600 11,815 118,492
S Arab 2,620 6,727
Arab Em 2,246 58,453
Bngldsh 437 4,000 437 4,000
Thailnd 9,610 87,885
Singapr 650 4,225 4,670 22,682
Indnsia 2,848 5,924
China 10,952 103,272 31,330 292,402
Kor Rep 1,428 15,357 3,116 30,686
Hg Kong 251 6,399 369,678 524,940
Japan 2,652 16,673 98,262 199,240
Austral 8,377 32,079
N Zeal 20 3,042 140 7,686
Egypt 720 3,492
Gabon 551 5,040
Rep Saf 2,647 55,195
TOTAL 942,430 1,031,291 5,317,579 5,987,890

9603300000 Artists Brushes, Writing Brushes and Similar Brushes
for the Application of Cosmetics

May Year To Date
Country Net Q/No. Value Net Q/No. Value
Canada 386,669 1,034,622 1,866,951 4,619,612
Mexico 41,216 154,787 196,534 657,619
Salvadr 3,014 11,122
C Rica 206 2,819 782 9,763
Panama 1,118 4,125 3,807 15,296

Jamaica 1,266 4,672
Dom Rep 4,688 25,797
Trinid 106 4,058
Colomb 33,115 63,622 35,573 72,690
Venez 1,608 5,934
Ecuador 2,524 9,314 2,854 11,909
Peru 916 3,379 2,867 11,263
Chile 3,840 9,513
Brazil 1,442 4,756 80,343 311,095
Argent 1,962 3,630
Sweden 14,611 63,735
Norway 4,123 23,420 30,830 172,817
Finland 5,364 24,353 7,329 32,368
Denmark 2,500 13,550
U King 25,717 166,199 178,943 1,242,308
Ireland 1,642 10,789 9,401 48,206
Nethlds 4,591 13,529
Belgium 1,634 6,026 10,685 39,420
France 2,267 8,365 51,488 190,726
Fr Germ 12,330 49,373
Austria 1,864 6,878 9,917 36,590
Switzld 1,514 16,869
Estonia 633 9,600
Poland 10,447 38,545 19,899 73,421
Russia 1,475 5,444
Spain 1,980 2,791
Italy 6,950 24,067 17,255 64,748
Greece 1,329 4,904
Turkey 692 2,552
Israel 5,132 18,935
Arab Em 1,066 3,933 3,400 14,059
Thailnd 2,580 9,516
Malaysa 2,998 11,061
Singapr 10,408 38,404
Phil R 5,464 20,160
China 38,964 143,764
Kor Rep 2,717 6,327 47,434 602,100
Hg Kong 1,000 6,865 152,423 339,051
Taiwan 2,554 9,424
Japan 4,334 15,991 44,744 148,081
Austral 32,328 110,481 106,408 435,987
B Ind O 3,206 11,304
Tnzania 4,605 46,000
Rep Saf 4,995 18,430 7,877 29,063
TOTAL 573,654 1,748,093 3,021,794 9,733,833

9603402000 Paint Rollers
May Year To Date

Country Net Q/No. Value Net Q/No. Value
Canada 166,397 514,363 900,598 2,591,307
Mexico 15,651 47,651 164,952 406,921
Guatmal 5,616 4,960
C Rica 2,768 35,776
Panama 3,215 17,316
Bermuda 1,028 2,561 14,355 47,273
Bahamas 1,916 4,586
Jamaica 3,750 9,567
Dom Rep 2,610 27,391 9,203 103,358
Aruba 2,181 38,279
Colomb 7,380 5,048 7,563 8,257
Venez 3,625 55,034
Peru 1,000 4,900
Chile 9,250 13,745
Argent 85 3,242 165 14,907
Finland 7,000 14,180
U King 4,875 9,360 8,411 33,225
Ireland 2,081 11,601 2,081 11,601
Nethlds 151 2,650
Belgium 10,811 52,401
France 447 7,852
Fr Germ 188 3,300 22,234 54,335
Switzld 3,040 12,661
Italy 500 8,780
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Israel 700 12,289
Jordan 491 4,745
Kuwait 498 8,750 498 8,750
S Arab 41,218 39,434
Arab Em 14,764 26,048 14,764 26,048
India 3,853 28,620
Vietnam 912 16,000
Malaysa 595 8,953
Singapr 242 4,250
Indnsia 2,640 8,395 2,640 8,395
China 3,336 5,871 13,906 31,199
Kor Rep 430 14,185 430 14,185
Hg Kong 136,505 98,863 226,957 251,366
Japan 804 2,674 2,557 20,137
Austral 1,539 4,141 3,908 45,046
N Zeal 1,368 5,043
Egypt 1,980 4,060
Nigeria 4,320 4,295 4,320 4,295
Rep Saf 236 4,473 117,832 85,614
TOTAL 365,367 802,212 1,624,003 4,172,300

9603404020 Paint Pads
May Year To Date

Country Net Q/No. Value Net Q/No. Value
Mexico 3,350 26,258 38,120 107,791
Dom Rep 300 3,948
N Antil 350 2,673 350 2,673
Ecuador 399 2,830
Peru 2,898 26,850
Argent 906 9,072 906 9,072
Finland 2,000 3,320
U King 625 9,960
Russia 440 5,263 440 5,263
Israel 1,267 42,575
Singapr 515 3,653
China 498 5,976
Kor Rep 3,680 26,117
Hg Kong 4,500 15,390
Austral 6,440 4,352 10,060 37,462
Rep Saf 200 4,580
TOTAL 11,486 47,618 66,758 307,460

9603404050 Paint, Distemper, Varnish or Similar Brushes
(Except Brushes of 9603.30)
May Year To Date

Country Net Q/No. Value Net Q/No. Value
Canada 132,240 1,099,861 507,776 4,365,395
Mexico 5,337 94,348
Salvadr 822 17,056
Hondura 418 6,931 2,140 42,206
Nicarag 612 2,735
C Rica 3,623 89,099
Panama 740 18,692 6,060 150,149
Bermuda 137 2,850 4,901 49,494
Bahamas 1,476 15,826 7,464 164,449
Jamaica 386 8,000
Cayman 36 2,881 5,130 63,621
Dom Rep 147 3,059
Antigua 472 16,163
Monsrat 65 6,941 342 22,549
S Lucia 235 6,522
Barbado 412 11,333
Trinid 171 3,556 1,164 12,271
N Antil 222 4,613 346 13,695
Aruba 469 9,733
Colomb 627 13,000 5,509 108,291
Surinam 127 2,638
Ecuador 579 12,000 579 12,000
Peru 806 25,648
Chile 8,601 178,407
Brazil 238 4,930 4,305 85,898
Argent 3,473 58,475
Sweden 1,040 13,000 5,200 72,800

Norway 248 5,142
Finland 838 4,925
Denmark 11,978 66,534
U King 5,312 87,961 50,130 933,623
Ireland 2,228 18,074 4,430 27,606
Nethlds 18,107 384,792 102,960 2,078,888
France 3,540 83,159
Fr Germ 9,094 90,184
Poland 209 9,028 2,260 48,765
Israel 382 7,917 5,076 105,281
S Arab 155 3,210 155 3,210
Arab Em 2,053 22,791
Bahrain 178 3,687
Vietnam 1,508 31,288 4,382 90,904
Malaysa 124 2,582 1,981 16,026
Singapr 26 5,681 2,764 40,472
Indnsia 1,372 28,464
China 1,075 20,973 2,634 73,658
Kor Rep 1,331 27,622
Hg Kong 8,561 159,744
Japan 1,000 4,080 2,741 27,036
Austral 429 15,402
N Zeal 1,559 15,528 6,175 78,305
Moroc 213 4,415
Nigeria 306 7,564
TOTAL 169,674 1,796,195 802,267 9,729,441

9603900000 Hand-Operated Mechanical Floor Sweepers,
Not Motorized, Mops & Feather Dusters; Prepared Knots & Tufts

for Broom or Brush Making, NESOI
May Year To Date

Country Net Q/No. Value Net Q/No. Value
Canada 241,071 2,322,375 1,316,352 12,162,116
Mexico 55,164 790,799 304,866 4,168,638
Guatmal 316 5,121
Salvadr 30 2,910
Hondura 3,097 50,232
C Rica 1,079 17,506 4,629 62,111
Panama 869 14,101 14,395 217,516
Bermuda 2,123 22,370
Jamaica 1,404 22,000
Haiti 390 4,600 390 4,600
Dom Rep 1,129 18,301 2,949 47,817
Barbado 160 2,598
Trinid 3,134 31,762
N Antil 255 4,143 255 4,143
Aruba 2,225 32,369
Colomb 1,340 16,404 7,642 70,467
Venez 3,594 58,288 4,493 75,134
Ecuador 12 2,697 892 19,391
Peru 2,042 35,694 2,517 49,042
Chile 3,580 15,657 13,583 75,609
Brazil 638 12,339 10,513 199,452
Uruguay 3,613 16,965
Argent 762 11,069
Sweden 470 7,628 470 7,628
Norway 1,154 18,717
Finland 856 13,878
Denmark 237 16,392 711 44,379
U King 4,041 46,493 23,289 290,806
Ireland 674 3,444 2,769 51,152
Nethlds 2,354 25,064 25,924 230,221
Belgium 1,129 14,900 4,152 54,139
Luxmbrg 83 3,780 418 20,041
France 4,366 70,818
Fr Germ 892 22,019 7,430 136,834
Czech 2,747 44,556
Switzld 2,772 18,301 5,236 39,197
Estonia 48 5,046
Lithuan 26 6,671
Poland 97 3,721 119 8,856
Russia 1,366 22,158 4,801 77,870
Spain 1,671 21,338
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Italy 1,699 26,745 8,060 113,147
Romania 449 7,278 449 7,278
Cyprus 1,932 11,183
Lebanon 720 4,737 3,468 15,591
Iraq 740 12,005
Israel 30 3,928 1,181 26,491
Kuwait 298 4,832
S Arab 2,920 67,696 9,359 137,708
Qatar 100 4,044 5,702 94,913
Arab Em 928 9,901 3,060 40,192
Afghan 2,517 40,837 4,949 80,290
India 3,498 29,866
Pakistn 19,438 43,275 22,302 89,735
Thailnd 684 11,100 893 23,573
Vietnam 903 14,644
Malaysa 398 6,453 2,129 16,123
Singapr 716 14,230 1,558 36,036
Indnsia 996 11,522
Brunei 170 2,763
Phil R 2,818 14,293
China 5,373 91,167 27,472 378,317
Mongola 163 2,641
Kor Rep 5,223 50,370 18,236 168,883
Hg Kong 2,307 37,412 15,320 226,388
Taiwan 2,650 23,121 7,915 120,667
Japan 8,760 84,102 30,796 243,453
Austral 2,806 30,681 19,809 260,612
N Zeal 3,714 18,257 9,006 62,056
N Caldn 235 3,816
Tonga 950 7,831
Nigeria 200 2,933 356 5,528
Ethiop 513 8,315 513 8,315
Reunion 194 3,150
Rep Saf 1,930 23,547
TOTAL 387,423 4,083,386 1,993,887 20,792,968

0502100000 Pigs’, Hogs’ or Boars’ Bristles
and Hair and Waste Thereof
May Year To Date

Country Net Q/KG Value Net Q/KG Value
China 21,574 411,221 69,748 961,711
TOTAL 21,574 411,221 69,748 961,711

0502900000 Badger Hair and Other
Brushmaking Hair and Waste Thereof

May Year To Date
Country Net Q/KG Value Net Q/KG Value
China 442 46,935 20,232 411,931
TOTAL 442 46,935 20,232 411,931

0511993300 Horsehair and Horsehair Waste, Whether or Not
Put Up As A Layer With or Without Supporting Material

May Year To Date
Country Net Q/KG Value Net Q/KG Value
Paragua 165 4,501 531 14,013
Nethlds 255 2,460
China 38,727 299,179 129,775 1,084,097
TOTAL 38,892 303,680 130,561 1,100,570

1404903000 Istle Used Primarily In Brooms or In Brushes,
Whether or Not In Hanks or Bundles

May Year To Date
Country Net Q/KG Value Net Q/KG Value
Mexico 35,291 176,522 164,774 810,146

TOTAL 35,291 176,522 164,774 810,146

4417002000 Broom and Mop Handles, 1.9 CM or More In
Diameter and 97 CM or More In Length, Of Wood

May Year To Date
Country Net Q/No. Value Net Q/No. Value
Canada 26,748 40,369
Mexico 50,900 13,286 144,900 24,495
Hondura 463,164 231,858 2,083,128 1,024,841
Panama 2,232 3,487
Colomb 42,804 27,750
Brazil 946,430 880,335 3,109,598 2,816,271
Argent 36,000 20,546 36,000 20,546
Sri Lka 41,474 38,826 41,474 38,826
Indnsia 64,508 44,625 941,713 735,693
China 186,476 61,770 1,014,951 503,184
TOTAL 1,788,952 1,291,246 7,443,548 5,235,462

4417004000 Paint Brush and Paint Roller Handles, Of Wood
May Year To Date

Country Net Q/Variable Value Net Q/Variable Value
Nethlds 251,878 251,878
Fr Germ 5,510 5,510
Czech 12,799 34,981
Poland 103,178
Italy 352,599 2,811,789
Thailnd 22,745
Indnsia 152,566 539,593
China 255,629 775,164
Taiwan 28,259 48,468
TOTAL 1,059,240 4,593,306

4417006000 Brush Backs, Of Wood
May Year To Date

Country Net Q/No. Value Net Q/No. Value
Canada 207,685 73,645 1,406,373 483,652
Brazil 195,709 151,289 541,709 547,201
Sri Lka 70,760 65,056 301,500 285,056
Vietnam 7,350 6,160 13,350 13,428
China 549,335 127,089 1,196,873 293,424
TOTAL 1,030,839 423,239 3,459,805 1,622,761

4417008010 Tool Handles of Wood
May Year To Date

Country Net Q/Variable Value Net Q/Variable Value
Canada 26,377
Mexico 48,997
Brazil 307,142 1,122,190
Nethlds 5,772
India 3,036 3,036
Vietnam 2,730 2,730
Indnsia 16,369
China 88,830 231,609
Taiwan 13,680 58,528
TOTAL 415,418 1,515,608

4417008090 Tools, Tool Bodies, Broom or Brush Bodies,
Shoe Lasts and Trees, of Wood

May Year To Date
Country Net Q/Variable Value Net Q/Variable Value
Canada 96,917 430,874
Mexico 7,706 20,780
Hondura 12,751
Chile 576,411 2,436,569
Sweden 4,115
U King 9,419 24,483
France 10,444
Fr Germ 5,335
Switzld 2,983
Russia 3,201
Spain 20,146 20,146
Italy 10,070
India 189,165 637,208

IMPORTS
Broom and Brush

May Imports By Country
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Sri Lka 85,467 473,725
Vietnam 8,515 53,228
Indnsia 121,492
China 323,565 989,409
Taiwan 17,715 47,590
Japan 298,258 2,039,731
TOTAL 1,633,284 7,344,134

7326908576 Metal Handles For Brooms, Mops, Paint Applicators
May Year To Date

Country Net Q/No. Value Net Q/No. Value
Canada 50 6,386 3,044 22,187
Mexico 39,091 14,456 110,449 40,442
Brazil 3,390 19,650
Denmark 430 5,489 1,530 16,221
Spain 571,980 233,476 2,098,380 964,194
Italy 1,639,910 688,481 7,272,465 3,076,163
Israel 3,600 4,006
Thailnd 1,200 4,387 1,200 4,387
China 1,117,672 614,149 5,323,125 3,099,917
Hg Kong 2,048 2,257
Taiwan 1,260 7,817
TOTAL 3,370,333 1,566,824 14,820,491 7,257,241

9603100500 Wiskbrooms, of Broom Corn, LT=.96 EA. Prior to Entry
or Withdrawal for Consumption of 61,655 Dozen In Calendar Year

May Year To Date
Country Net Q/No. Value Net Q/No. Value
Mexico 11,340 9,724
China 10,800 7,608
TOTAL 22,140 17,332

9603104000 Other Brooms, of Broomcorn, LT=.96 EA, Prior to Entry or
Withdrawal For Consumption of GT=121,478 Dozen in Calendar Year

May Year To Date
Mexico 6,288 5,345
TOTAL 6,288 5,345

9603105000 Other Brooms, of Broomcorn, LT=.96 EA, at Entry or
Withdrawal For Consumption of GT=121,478 Dozen in Calendar Year

May Year To Date
Country Net Q/No. Value Net Q/No. Value
Mexico 18,780 14,489 47,520 40,107
TOTAL 18,780 14,489 47,520 40,107

9603106000 Other Brooms, Of Broomcorn, Valued Over .96 Each
May Year To Date

Country Net Q/No. Value Net Q/No. Value
Mexico 868,783 2,094,341 3,760,081 9,309,724
Hondura 34,500 70,407 137,244 261,489
TOTAL 903,283 2,164,748 3,897,325 9,571,213

9603109000 Brooms & Brushes, Consisting of Twigs
or Other Vegetable Materials Bound Together,

With or Without Handles, NESOI
May Year To Date

Country Net Q/No. Value Net Q/No. Value
Canada 500 2,991 2,500 16,116
Mexico 46,656 5,198 78,780 68,437
Brazil 79,645 43,505
Estonia 3,800 28,218
Italy 2,156 6,623
Turkey 2,000 5,220
Israel 120 3,434
India 4,993 2,464
Sri Lka 187,690 234,184 801,222 1,185,251
Thailnd 5,600 13,912 23,458 71,069
Vietnam 160 8,339 138,900 120,470
Phil R 3,000 4,894
China 23,416 51,373 91,848 251,703
Kor Rep 600 3,669
TOTAL 264,022 315,997 1,233,022 1,811,073

9603210000 Toothbrushes, Incl. Dental-Plate Brushes
May Year To Date

Country Net Q/No. Value Net Q/No. Value
Canada 12,890 10,435 101,879 60,775
Mexico 832,612 149,366 5,742,385 877,170
Guatmal 149,760 25,941
Brazil 657,144 187,417 3,550,120 952,471
Sweden 9,428 13,794 148,830 67,722
Finland 40,000 179,918
U King 9,648 8,096
Ireland 239,040 106,375 2,782,944 1,072,751
Nethlds 98,545 22,628
France 900 9,531
Fr Germ 2,024,361 1,546,693 8,811,060 6,784,909
Hungary 29,760 44,701 151,344 213,502
Switzld 6,712,464 2,099,610 45,908,377 12,104,770
Italy 199,500 86,233 1,112,800 438,520
Turkey 430 8,741 5,012 64,749
Israel 903,744 119,638
India 2,031,704 624,308 14,142,012 2,857,944
Bngldsh 95,040 7,428
Thailnd 291,560 5,220 4,117,148 478,090
Vietnam 270,440 113,463 9,183,316 1,039,303
Malaysa 4,225,840 110,157 11,174,570 357,779
Indnsia 77,195 24,411 557,195 104,197
China 63,535,145 11,207,803 245,485,891 44,811,352
Kor Rep 14,400 6,990 850,424 104,959
Hg Kong 35,000 9,950 275,140 26,726
Taiwan 24,248 21,085 378,864 219,724
Japan 7,840 29,820 2,098,390 206,521
Austral 266,050 19,322
TOTAL 81,231,001 16,406,572 358,141,388 73,236,436

9603294010 Hairbrushes, Valued Not Over .40 Each
May Year To Date

Country Net Q/No. Value Net Q/No. Value
Fr Germ 11,000 4,341
Thailnd 150,768 62,143
China 3,500,332 981,913 14,952,955 4,130,175
Hg Kong 25,200 10,401 117,300 24,076
Taiwan 30,024 13,564
TOTAL 3,525,532 992,314 15,262,047 4,234,299

9603294090 Shaving Brushes, Nail Brushes,
Eyelash Brushes & Other Toilet Brushes For Use On The Person,

Valued Not Over .40 Each
May Year To Date

Country Net Q/No. Value Net Q/No. Value
Mexico 2,073,000 138,633 13,141,260 878,517
Fr Germ 1,410,080 312,659 7,900,176 1,530,548
Switzld 147 2,892
Italy 152,975 36,544
India 25,000 3,932 705,987 30,746
Vietnam 6,048 2,585
China 5,391,690 674,415 20,843,318 2,653,159
Kor Rep 2,410,000 50,931 2,494,816 70,692
Hg Kong 146,140 20,577
Taiwan 177,300 37,358
Japan 138 2,586
TOTAL 11,309,770 1,180,570 45,568,305 5,266,204

9603302000 Artists Brushes, Writing Brushes & Similar Brushes For
Application Of Cosmetics, Valued Not Over .05 Each

May Year To Date
Country Net Q/No. Value Net Q/No. Value
Canada 150,500 6,578
Mexico 1,226,200 16,329 4,530,400 83,546
Fr Germ 3,300,135 25,774 10,704,193 267,340
Italy 387,000 3,539 16,542,300 188,685
India 1,657,920 28,342
China 18,244,729 478,672 63,799,890 1,552,840
Kor Rep 3,789,000 101,036 8,818,600 286,251
Hg Kong 308,592 5,427 775,344 15,327
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Taiwan 375,000 9,283 956,000 23,268
TOTAL 27,630,656 640,060 107,935,147 2,452,177

9603304000 Artists Brushes, Writing Brushes & Similar Brushes For
Application of Cosmetics, Valued Over .05 But not Over .10 Each

May Year To Date
Country Net Q/No. Value Net Q/No. Value
Mexico 7,435,614 577,328 30,285,635 2,349,017
Brazil 96,000 6,819
Fr Germ 2,144,340 162,631 6,932,030 540,072
Italy 460,800 31,250
India 36,288 2,777
Indnsia 239,808 26,070
China 7,220,736 563,907 63,109,436 4,801,880
Kor Rep 575,000 38,739 3,440,000 237,260
Hg Kong 66,000 6,216 197,062 15,942
Taiwan 200,432 17,974 835,632 65,205
TOTAL 17,642,122 1,366,795 105,632,691 8,076,292

9603306000 Artists Brushes, Writing Brushes & Similar Brushes For
Application Of Cosmetics, Valued Over .10 Each

May Year To Date
Country Net Q/No. Value Net Q/No. Value
Canada 1,346 74,876
Mexico 12,032,299 1,768,424 62,533,995 9,807,683
Dom Rep 101,656 109,530 854,655 896,310
U King 186,796 314,244 854,916 1,430,742
Ireland 112 11,245
Belgium 410 24,133
France 89,599 301,507 449,598 1,371,562
Fr Germ 731,940 252,213 5,537,628 1,659,851
Czech 26,784 47,051 26,784 47,051
Switzld 2,910 57,671
Spain 5,658 55,487 47,897 312,037
Italy 31,940 32,643 265,735 129,450
Israel 957 3,051
India 851,348 302,741 3,639,118 1,408,376
Sri Lka 81,264 40,623 717,480 394,526
Thailnd 249,040 167,355 977,780 630,618
China 19,724,550 10,916,949 77,064,196 45,580,552
Kor Rep 259,828 191,343 1,388,030 1,002,220
Hg Kong 290,362 362,571 2,158,076 1,008,263
Taiwan 181,546 48,770 542,917 224,047
Japan 335,200 1,182,456 1,440,387 5,352,625
Austral 711 5,877
Mauritn 7,804 14,295 14,622 44,435
Maurit 9,300 8,216 15,844 33,329
TOTAL 35,196,914 16,116,418 158,536,104 71,510,530

9603402000 Paint Rollers
May Year To Date

Country Net Q/No. Value Net Q/No. Value
Canada 5,988 9,620 10,804 24,555
Mexico 1,122,213 763,511 5,609,125 2,701,217
Sweden 400 3,421 800 6,427
U King 476 6,769 476 6,769
Nethlds 720 5,347
Fr Germ 521,704 104,526 1,419,963 285,631
China 3,385,995 1,417,572 16,813,957 6,932,073
Hg Kong 200,400 97,212 363,080 179,181
TOTAL 5,237,176 2,402,631 24,218,925 10,141,200

9603404020 Paint Pads (Other Than Of Subheading 9603.30)
May Year To Date

Country Net Q/No. Value Net Q/No. Value
U King 1,500 3,540
Pakistn 53,600 4,942
China 1,444,945 848,160 4,836,429 3,497,153
TOTAL 1,444,945 848,160 4,891,529 3,505,635

9603404040 Natural Bristle Brushes, Other Than Brushes Of
Subheading 9603.30

May Year To Date

Country Net Q/No. Value Net Q/No. Value
Canada 20,521 23,533 73,453 88,793
Mexico 11,576 13,160
Sweden 56,881 15,844
Nethlds 252 2,104
France 63,552 18,150
Fr Germ 5,542 11,861 8,798 28,503
Italy 26,200 138,328
Turkey 24,300 101,505
Israel 19,719 14,535
Thailnd 39,978 43,529
Vietnam 149,988 21,900 892,494 94,809
Indnsia 5,184,002 713,740 24,381,107 3,697,464
China 55,436 64,790 383,554 185,134
Hg Kong 43,200 14,777 43,200 14,777
Taiwan 158,976 43,670 193,580 59,571
Japan 3,438 33,999
Austral 984 2,851
TOTAL 5,617,665 894,271 26,223,066 4,553,056

9603404060 Paint, Distemper, Varnish/Similr Brushes Exc Brushes of
Subheading 9603.30 NESOI
May Year To Date

Country Net Q/No. Value Net Q/No. Value
Canada 2,754 5,246 15,937 29,831
Mexico 362 3,935
Brazil 27,768 8,433
Sweden 25,250 17,397
U King 10,008 16,440 14,022 22,726
France 6 9,765 1,306 16,605
Fr Germ 8,138 20,705 109,339 87,430
Spain 264 4,117
Italy 26,768 24,383
Turkey 12,024 29,867
Israel 913 2,826 913 2,826
India 45,000 5,623 45,000 5,623
Thailnd 49,868 38,325
Vietnam 1,400 3,686
Indnsia 1,787,942 258,915 11,105,348 1,859,202
China 17,820,534 5,908,143 89,155,791 24,014,651
Kor Rep 43,060 12,155
Hg Kong 3,000 3,370 3,000 3,370
Taiwan 166,848 34,107 517,896 206,047
Japan 140,506 44,999 473,926 217,089
Austral 1,095 7,750
TOTAL 19,985,649 6,310,139 101,630,337 26,615,448

9603908010 Wiskbrooms
May Year To Date

Country Net Q/No. Value Net Q/No. Value
Belgium 240 8,495
Switzld 4,722 4,571
China 28,740 41,505 123,593 172,106
TOTAL 28,740 41,505 128,555 185,172

9603908020 Upright Brooms
May Year To Date

Country Net Q/No. Value Net Q/No. Value
Mexico 81,546 73,001 244,179 247,650
Guatmal 49,128 58,290
Colomb 5,160 5,310
Brazil 6,914 51,709 14,798 112,174
Argent 2,672 4,043 8,016 13,954
Spain 21,228 42,943
Italy 37,846 64,133 154,622 260,195
Vietnam 15,400 17,243
Malaysa 1,500 3,145
Phil R 1,500 4,408 1,500 4,408
China 950,277 1,094,907 3,785,027 4,430,131
Hg Kong 12,096 16,303
Taiwan 3,444 18,292
Egypt 5,376 3,986 11,376 8,247
TOTAL 1,086,131 1,296,187 4,327,474 5,238,285
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9603908030 Push Brooms, 41 CM or Less in Width
May Year To Date

Country Net Q/No. Value Net Q/No. Value
Mexico 1,276 4,855
U King 2 4,598
Sri Lka 1,440 5,995
China 36,268 50,107 88,402 122,880
Taiwan 300 2,371
TOTAL 36,268 50,107 91,420 140,699

9603908040 Other Brooms, NESOI
May Year To Date

Country Net Q/No. Value Net Q/No. Value
Canada 57,702 83,264 344,494 582,149
Mexico 360,438 636,011 2,590,621 3,969,985
Guatmal 41,280 40,916
Salvadr 18,240 23,664 95,640 99,104
Panama 11,700 20,281
Colomb 34,320 23,260 118,236 185,464
Brazil 13,860 16,328 51,293 264,377
U King 799 10,313 799 10,313
Czech 41,136 38,269 210,808 186,245
Switzld 3,576 4,682
Russia 4,000 2,553
Spain 7,020 17,246 91,674 143,982
Italy 108,079 208,597 519,868 740,318
Israel 900 4,434
India 17,900 17,826
Sri Lka 37,836 103,982 289,191 719,308
Thailnd 8,500 16,520
Vietnam 2,500 3,701 7,950 11,522
China 538,658 592,109 2,390,027 2,692,240
Kor Rep 600 2,148
Hg Kong 44,880 27,376
Taiwan 4,476 10,385
TOTAL 1,220,588 1,756,744 6,848,413 9,752,128

9603908050 Brooms, Brushes, Sqeegees, Etc., NESOI
May Year To Date

Country Net Q/No. Value Net Q/No. Value
Canada 2,131,874 11,435,775
Mexico 3,151,496 14,793,063
Salvadr 86,888

Hondura 1,478,594 6,554,236
Dom Rep 6,261 115,279
Colomb 50,167 443,873
Brazil 78,034 165,838
Argent 69,248
Sweden 2,610 40,524
Norway 10,125
Finland 11,675
Denmark 216,298 798,129
U King 92,516 371,370
Nethlds 206,022 842,186
Belgium 262,039 626,050
France 17,745 60,190
Fr Germ 213,889 941,203
Austria 2,305 6,912
Czech 124,231 172,499
Hungary 3,462
Switzld 5,097 74,736
Estonia 3,398 14,021
Lithuan 16,597
Poland 11,317 70,781
Spain 71,676 487,498
Italy 556,389 2,076,784
Turkey 11,258 37,239
Israel 8,441 55,925
India 68,477 398,247
Pakistn 409,624 1,950,375
Bngldsh 30,108
Sri Lka 242,131 1,352,693
Thailnd 352,785 2,199,971
Vietnam 15,593 346,781
Malaysa 8,410 82,788
Singapr 5,609
Indnsia 59,838 224,747
Macao 3,602
China 34,309,273 139,621,518
Kor Rep 318,027 993,833
Hg Kong 368,014 1,641,747
Taiwan 1,061,517 4,971,845
Japan 63,880 353,472
Austral 107,269 357,616
Egypt 9,750 95,571
TOTAL 46,096,245 195,012,629

OObbiittuuaarryy

Henry Ellis Bonds Sr., co-owner and
president of Greenwood Mop & Broom,
Inc., located in Greenwood, SC, died Aug.
2, 2010. He was 82. 

Bonds was born in Greenwood on April 28,
1928, the son of Floyd B. and Stopha Smith
Bonds. Survivors include his wife, Freida
Shaw Bonds; a daughter, Jean B. Nelson; a
sister, Frances B. Dobbins; and three grand-
sons, Henry E. “Tripp” Bonds III, Benjamin
Andrew Nelson and Eric Matthew Nelson.

He is preceded in death by a son, Henry
Ellis “Chip” Bonds Jr.; a grandson,
William Christopher Nelson; and a sister,
Annie B. Timms.

Bonds was a U.S. Army Veteran of the
Korean War and co-owner of Greenwood
Mop & Broom with his wife. The business
was founded by his father in 1924. 

Bonds was active
in Boy Scouts for
over 70 years and
was a lifetime mem-
ber of the Scouting
Heritage Society. 

Funeral services
with military honors
were conducted at St. Mark United
Methodist Church in Greenwood. 

Memorials can be made to: Burton
Center Foundation, P.O. Box 3004,
Greenwood, SC 29648; St. Mark United
Methodist Church, 550 Bypass 72 West,
Greenwood, SC 29649; HospiceCare of the
Piedmont, 408 W. Alexander Ave,
Greenwood, SC 29646 or to the Blue Ridge
Council of Boy Scouts of America, 1 Park
Plaza, Greenville, SC 29607.

Henry E. Bonds Sr.

Henry E. Bonds Sr.

Precision Brush
Announces New Hire
Precision Brush Company, of Solon, OH,

a manufacturer of custom and stock indus-
trial brushes since
1951, announced the
addition of Sonja
Dakdduk to its sales
and customer service
team.

Dakdduk brings
over 20 years of cus-
tomer service and

sales experience to Precision Brush. Prior
to joining the company, she worked as a
customer service manager for NEC
Electronics; and most recently, as an out-
side sales person at Resource Incorporated,
a janitorial and maintenance distributor. 

Precision Brush provides custom brush
designs and manufacturing, specializing in
metal channel strip brushes. 

Sonja Dakdduk
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U.S. Imports 108 Short Tons
Of Broom Corn In June

By Harrell Kerkhoff
Broom, Brush & Mop Editor

According to the U.S. Department of Commerce, 108 short tons
of broom corn were imported into the United States during June
2010.  This import was valued at $245,846, with a cost per ton of
$2,276 ($1.14 per pound). 

A large portion of June’s imported broom corn (98 short tons)
arrived from Mexico. Total value of this import was $224,442,
with a cost per ton of $2,290 ($1.15 per pound). The government
also reported that 10 short tons of broom corn came from Indonesia
during the month, with a total value of $21,404. The cost per ton of
this Indonesian import was $2,140 ($1.07 per pound). 

After the first half of 2010, a total of 461 short tons of broom corn
entered the United States. All but 10 short tons of this import came
from Mexico. Total value of the broom corn imported after six
months was $1,284,945, with the cost per ton of $2,787 ($1.39 per
pound).

Tim Monahan, of The Thomas Monahan Co., in Arcola, IL,
described June’s overall import figure of 108 short tons as
“encouraging.” 

“Maybe there is more broom corn being used (in the United
States). The broom business could possibly be getting a little
stronger,” he said. “I am also familiar with Indonesian broom
corn. It’s a legitimate import figure for June.”

When interviewed on August 20, Monahan said the first
Torreon broom corn harvest in Mexico was basically completed.
Attention in the region is now being turned to the second harvest,
which may begin by late September or early October. 

He explained that some of the second crop is actually comprised
of broom corn plants that were harvested earlier in the summer.
After the harvest, the stock of each plant is cut. This leaves the
roots, which are watered to allow the plant to grow again. 

Monahan added that broom corn from the first crop of the year
from Torreon is exhibiting good characteristics such as proper
color. Attaining solid information about Mexican broom corn,
however, remains very difficult. This is due to ongoing security
problems in northern Mexico. 

Regarding yucca fiber, which is also sometimes referred to as
“grass” in the broom industry, Monahan said the majority of this
crop is being used by Mexican broom manufacturers as opposed
to being sent into the United States. 

“You can’t produce a lot of ‘grass’ brooms (in the United States)
and sell them cheaper than the same type of broom being made in
Mexico,” Monahan said. 

Bart Pelton, of PelRay International, LLC, in San Antonio,

TX, felt the 108 short ton mark in June was accurate according to
market conditions. However, he questioned the validity of the
total value for the month.   

“Broom corn prices have become weaker, but they haven’t
dropped 37 cents a pound in a month (from May at $1.51 per
pound to June at $1.14 per pound),” Pelton said. 

When interviewed on August 23, he added that the first Torreon
broom corn harvest of 2010 was basically completed and process-
ing was taking place in Cadereyta. Pelton said he received various
reports on the size of this year’s first crop from the area. The har-
vest itself was a little later than the previous year. Therefore, there
is a good chance the second Torreon harvest will also be later, per-
haps starting in mid-October. 

Meanwhile, he added, demand for broom corn has been weak in
Mexico, while staying about the same in the United States. Pelton
noted that with this weak demand, plus a large carry-over crop of
2009 broom corn still available in Mexico, that prices for Mexican
broom corn have lowered. 

“Broom corn prices are down from last year and from a few
months ago. There are some bargains out there for people looking
to buy a half or a full load,” Pelton said. 

With plenty of carry-over broom corn also available, he added
there is not a lot of difference between the 2009 and 2010 product. 

“The main difference between the two crops is color. The No. 1
broom corn from last year’s crop is not going to be as bright green
as the No. 1 from this year’s crop,” Pelton said. “From what I can
tell, however, the overall quality is just as good.”

He added the Monterrey area of northern Mexico is still recov-
ering from flood damage that took place during Hurricane Alex
earlier this summer. Meanwhile, ongoing issues with violence in
Monterrey, Torreon and other regions of northern Mexico
remains the No. 1 problem. This has not only had a negative
impact on Mexican residents and tourism, but also while trying to
acquire adequate information about broom corn activity in the
country. 

“As far as our trade is concerned, one reason why new crop fig-
ures are so nebulous is nobody is willing to travel to Torreon and
see what is really going on. Even the large broom corn buyers in
Cadereyta don’t want to travel to Torreon,” Pelton said. 

Concerning yucca fiber, he noted on August 23 that prices had
increased by a couple of cents per pound for truckload buyers. He
felt a lower processing level was the main reason for this
increase. Pelton still said that purchasing yucca fiber “remains a
bargain.” 

When asked how overall business had been as of late at PelRay
International, Pelton said summer activity had improved over lev-
els experienced in 2009 and late 2008.  

“Some of our customers have reported during the past few
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weeks, however, that the pace of new orders coming in has slacked
off from earlier this summer,” Pelton said. 

Richard Caddy, of R.E. Caddy & Co., Inc., in Greensboro,
NC, agreed that the reported total value for June’s imported broom
corn was too low. 

“I don’t know if you can even import raw broom corn at that
price ($1.14 per pound),” he said. 

He added that there appears to be a reasonable supply of broom
corn in Mexico. This includes both new Torreon broom corn and
carry-over material. 

“There are processors who I work with who have gone over to
Torreon a few times recently (to look over broom corn crops).
They have done this despite the mayhem,” Caddy said, noting the
danger that continues for those people traveling in northern
Mexico.

Caddy reported on August 26 that he had just received a ship-
ment of first crop Torreon broom corn, stating both the color and
overall quality were good. He noted that there remains quality
carry-over broom corn as well in Mexico. 

“We will occasionally receive some carry-over broom corn that
is on the pale green side, but I haven’t had a situation lately where
I thought I was getting cheated,” he said. 

Caddy also said conditions are favorable for a decent amount of
second crop broom corn to be grown in Torreon. 

“Pricing is still fairly balanced toward farmers and processors.
I’m assuming, therefore, this was an incentive to plant (more
broom corn for the second crop),” he said.

In another bit of good news, Caddy reported that he has seen a
decrease in problems lately pertaining to broom corn inspections
taking place at the U.S.-Mexican border. 

Commenting on recent yucca fiber activity, Caddy said on
August 24 that lead times have increased somewhat, but that fiber
is still readily available. Meanwhile, quality remains good while
prices have firmed up by a small amount. 

When it comes of overall business, Caddy said his company has
been busy as of late with customers of all sizes. However, there
remains a concern about the U.S. economy. 

“We are all looking for improvement in the unemployment out-
look. When jobs come back, then I think a lot of other problems
will take care of themselves,” he said. “Unemployment is still
around 10 percent (in North Carolina) and has been this way for
over a year.”

INDEX OF ADVERTISERS
ABMA ......................................................................31

Caddy & Co., Inc., R.E.............................................11

Carlson Tool .............................................................11

Crystal Lake................................................................7

Jones Companies ........................................................1

Line Manufacturing, Inc. ..........................................15

Manufacturers Resource .............................................3

Monahan Co., The Thomas .......................................5

PelRay International ...................................................2

Shanghai Aubi Metals Co. ........................................32

St. Nick Brush Co.....................................................13

Zahoransky Develops Machinery
For Automatic Packaging 

Of Interdental Brushes

The Zahoransky Blister Packaging Machine Model B18

The latest development in the Zahoransky product range is
machinery for the production of clamshell packages. A recent
example comes for a German brush manufacturer that packages
interdental brushes automatically with Zahoransky’s Blister
Packaging Machine Model B18. The reusable clamshell pack is
designed so that is can also be used as a storage box. 

In this instance, according to Zahoransky, the customer required
a packaging solution from one source with various integrated mod-
ules in a single production line. The Zahoransky B18 is an automat-
ic in-line form, fill, cut and close (seal) machine with a capacity of
20 clamshell blisters per minute. Furthermore, its 2-up forming tool
can process either PET or PVC film from .01 mm to 0.5 mm thick.

Film is transported through each of the processing stations with
the highest positioning accuracy, according to Zahoransky. This is
accomplished by use of dual servo driven gripper chains, which
ensure optimal operation by exactly matching film position to the
forming, cutting, folding and laser stations. In the forming station,
film is heated and deep-drawn into the desired blister shape. 

Because the B18 is modular in design, it is possible to turn on/off
various operation modules depending on production requirements.
It is also possible to produce both clamshell and heat sealed blister
packages. Furthermore, heat sealed packages can be constructed
with either film or card stock backers, according to Zahoransky. 

For the production of clamshells, integrated roller knives in the
cutting station trim the blister film so the formed and filled
clamshell can be closed automatically in sequence. In the inter-
dental brush example, 5-up interdental brushes are automatically
orientated and loaded into the clamshell blister trays. Afterward,
the filling control station checks the presence of good brushes in
the blister tray, and then before closing the box a company flyer is
automatically inserted in the blister by a universal feeding unit. 

Once closed, the clamshell packaged is sealed with an ultrason-
ic-point welder with fine adjustment for achieving desired tear
strengths. The B18 system modules run on Zahoransky’s propri-
etary central machine control system which is an intelligent con-
trol technology, according to the company. The machine also
comes complete with an IPC (Intelligent Process Control). This
provides for comfortable operator guidance that can be adapted to
all situations, no matter how complex the requirements are from
customers, according to the company. 

Zahoransky offers package prototype development; fully inte-
grated blister packaging machines (heat seal and clamshell); and
fully integrated automation, cartoning and palletizing systems. 

Visit www.zahoransky-usa.com or call 1-630-466-1901.
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