
MAY/JUNE 2020

With this year’s NeoCon canceled 
we take a look at some of the latest 

offerings available from office 
furniture and accessories vendors  

https://www.idealercentral.com/Home


MAY/JUNE 2020 INDEPENDENT DEALER PAGE 2

Winner’s Circle CONTINUED FROM PAGE 4

Rowan McIntyre
rowanrowan@idealercentral.com

EDITORIAL

While Rhyme 
Office Products 
is celebrating its 
75th anniversary 
as a successful 
family business, 
its roots go back 
to the previous 
century—1886, 
to be exact. 
That is when 
Frank Rhyme 
founded Rhyme 
Drug in Portage, 
Wisconsin.

In addition to drugs, the company sold cigars, stationary products 
and typewriters. In 1945, as the office supply side of the business 
began to bloom, it was moved into a separate building and named 
Rhyme Supply. At the time, the company had three employees and 
sales of about $100,000.

Today, the business remains family owned—but that family is now 
the Steinhoffs, led by Michael (Mike) Steinhoff, who has served as 
president since 1999. It boasts 90 employees across 10 locations, 
with annual sales of $21 million. The company’s products have also 
expanded beyond office supplies to include multifunctional printers/
copiers, IT services and more. In fact, although Rhyme no longer 
carries typewriters or cigars, if a customer really wanted either one, 
according to Mike, the company would deliver. 

“The number of product lines we sell today seems infinite,” says 
Mike. “We think it’s more important than ever to be diversified and be 
able to serve all customer needs. So if customers want something, 
we’ll find it somewhere and get it to them.”

As I write this, it seems that parts of the country are 
beginning to reopen. That is likely to be a long, far from 
straightforward process, but there are already signs that 
the IDC is keen to help the process happen.

While we hope that those who were unable to remain 
open can return to work as soon as possible, there were 
many independent dealers who carried on working 
throughout the current crisis, providing essential supplies 
in their communities and beyond with the usual high 
standards of customer service people have come to 
expect from the IDC.

It’s also evident that that level of service is continuing 
throughout the reopening process, not only with the 
provision of the necessary equipment, such as jan/san 
supplies, PPE and signage, but also with advice and 
guidance about how businesses can reopen in safety. 

I hope you have been reading and enjoying the weekly 
updates we have been sending out, which have carried 
news about the work being done by NOPA, ISG, the 
wholesalers and other to help dealers get through the 
crisis (if you haven’t you can subscribe here).

A summary of NOPA’s recent efforts, including links to 
its handy Resource Center, is on page 24 of this issue. 
There you will also find more on the fantastic work done 
by the association and its legal counsel Paul Miller in 
the crafting of the Small Business Jump-Start America 
Act. This is a piece of legislation that could, hopefully, 
become part of a future stimulus package that will help 
small businesses across the country survive the financial 
hardship caused by this pandemic. It is an effort for which 
we should be truly proud of our trade body. 

 Finally, I’d like to end on a message of personal thanks 
to our writer Michael Chazin who has had to retire for 
health reasons. Michael was a truly dedicated member of 
the INDEPENDENT DEALER team for many years and his 
knowledge and passion for the IDC will be sorely missed. 
We wish him all the best for the future.

Wisconsin dealer Rhyme turns 75
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75YEARS
A magazine in celebration of 75 years in 
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Inspire Business 
Interiors, Johnson 
City, Tennessee, 
used the lull in 
business caused 
by the COVID-19 
pandemic to help 
its community.

An Inspire team 
member came 
up with the idea 
of making masks from the company’s fabric samples 
for the Johnson City Fire Department (JCFD). The 
fact that no one at Inspire knew how to sew, or that 
commercial furniture doesn’t use much 100 percent 
cotton (the material recommended for masks by the 
CDC), didn’t dissuade them.

Instead, they reached out to high-school senior Hailey 
Smith, who owns her own small business, The Lucky 
Scrunchie, and happens to be the daughter of one of 
Inspire’s designers. Funded by Inspire, Hailey was able 
to make 50 CDC-approved, washable, reusable masks 
to send the JCDF.

“Inspire’s mission is to be a positive and productive 
part of the community,” said company principal Tracy 
Johnson. “With projects lagging due to the COVID-19 
pandemic shutdown, we started to think of ways we 
could support our community and the creativity of 
making masks for our local fire department seemed to 
be a perfect fit. We are extremely thankful for our first 
responders and are thrilled we were able to help our 
community in this small way.”

Tennessee dealer is Inspired 
to help

Obviously, some things have 
changed over Rhyme’s 75 years in 
business; for example, today nearly 
50 percent of its office product sales 
are online. Yet Mike believes these 
differences are only superficial: “In 
the most important ways, there’s 
been no change. The business hasn’t 
changed in the fact that people want 
to be served by people they trust and 
that will do most anything for them. 
We’re seeing this now more than ever 
and we feel the same way about our 
vendor partners. Our key to success 
has always been, and still is, our 

commitment to being a family-owned 
business and taking care of our 
employees, vendors and customers.”

What suggestions does Mike have 
for other dealers aiming for similar 
longevity? “You have to be fully 
committed to wanting to be in this 
business forever,” he says. “You can’t 
even play with the idea of selling 
out. Get your children involved in the 
business at a young age and hope 
it gets in their blood. Then, have a 
business continuation plan that further 
commits to the legacy of the company. 
Finally, work hard to develop 

relationships with key vendor partners, 
because they have so much to offer if 
given the chance and the respect.”

To celebrate its 75 years in business, 
the company had planned four 
regional celebrations and a larger 
affair at its company headquarters, 
all of which had to be canceled due 
to the COVID-19 shutdown. However, 
that didn’t stop Rhyme from posting 
anniversary billboards and producing 
an impressive magazine outlining its 
past, present and the future goals that 
will surely see it safely down the path 
to 100.

Porter’s Office Products, Rexburg, Idaho, was looking for a 
way to help first responders to the COVID-19 pandemic.

“Hand sanitizer is in short supply, but we were able to 
source some from a local brewery that converted from 
manufacturing vodka to making hand sanitizer,” explained 
company president Mark Porter. “We wanted to give back to 
all the first responders, so we decided to donate up to a carton 
of the sanitizers to all sheriff, police and fire departments within 
our local area.” 

In total, the company donated sanitizer to more than 26 
first-responding agencies throughout Eastern Idaho and 
Western Wyoming.

“We are thankful for the opportunity to donate to our first 
responders,” said Mark. “They are vital to our communities 
and we wanted to show them our appreciation for all they do, 
even though it’s small compared to what they do every day.”

According to Alex Emler, Porter’s brand director, 
the company’s generosity did not go unnoticed: “The 
departments we donated to were grateful that we could 
provide them with this much-needed resource and we were 
happy to do it. It’s always a good feeling to help out those 
who serve our community.”

Porter’s lends a hand to first 
responders in Idaho
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Wisconsin dealer saves the day
When an elderly man came into Office 
Outfitters in Waupaca, Wisconsin, to ship 
a package overnight, Mary Zimmerman 
became suspicious. Upon asking him a 
few questions, she discovered he was 
overnighting money to a person he had 
never met and was being scammed. She 
ended up saving him $8,000 in cash. 

The man was so thankful he brought her 
flowers the next day.

Co-owner Bill Zimmerman confirmed 
that there has been a significant 
increase in scams targeting the elderly 
since they first stepped in to help 
almost 10 years ago.

“The first time we stopped a scam, it 
was a woman who brought in a stack of 
magazines to ship overnight to British 
Columbia,” he recalled. “We thought 
it seemed a little strange, since it was 
expensive to send;but we sent them. 
Then she came in the next day and 
wanted to do the same. Because we 
are shippers, we have a right to inspect 
the packages we ship, because we 
could lose our license for shipping, say, 
alcohol or firearms. We opened the 
package and there was $5,000 in cash 
stuck between the pages. The woman 
said she had been told she’d won the 

Publisher’s Clearing House and had to 
pay the taxes before she could collect.”

Bill said his wife has a knack for 
spotting possible victims and first asks 
them if they know the person they are 
shipping to. If they say yes, she asks 
if they have met the person; if they say 
no, but they received a phone call, that 
raises a red flag. According to Bill, in 
the latest case the elderly gentleman 
was told to send the $8,000 to get his 
grandson out of jail.

“I wish I could say this was a rare 
occurrence, but sadly it happens almost 
monthly,” Mary Zimmermann wrote 
on social media. “I feel terrible for our 
elderly friends and family at this time; the 
loneliness has to be crushing, and the 
predators are taking advantage of their 
isolation... Also, thank you to this lovely 
man and his beautiful gift. There is still 
beauty in the world.”

Corporate Interiors, New Castle, Delaware, was recently 
featured in Vista Today for its innovative solutions designed 
to help hospitals cope with the COVID-19 pandemic. To 
support its local hospital clients, the company began offering 
off-site medical equipment assembly and deployment, 
including a line of protective screens, space dividers and 
temporary partitions for patient spaces. 

“With 200-plus lines, and with a 40,000 square foot facility 
and a 100,000 square foot one across the street, we are a 
very diversified company and heavily into manufacturing,” 
said Corporate Interiors principal Janice Leone. “We have 
the creativity and all the resources right here to take an idea 
from concept to engineering to software to assembling. We 
are also very agile; part of the recovery process is getting 
over being stunned. Some companies can’t. They look up 
ahead and can’t move. But we are built on the premise of 
going off-road. We have built our diversity not by buying 
companies, but as start-ups, so we have the creativity; and 
we are not like many major manufacturers, which have to go 
through toll booths to bring ideas to market. Our pace from 
concept to engineer to production is lightning speed. As in 
the case of COVID-19, we see a need and figure out what 
products are going to fill it. Then we manufacture them and 
bring them to market.”

One need Corporate Interiors pounced on was the desire 

of most businesses to get back to work safely. In response, 
it designed a broad array of static and mobile products to 
divide spaces and create boundaries where they are needed 
beyond healthcare. “We have a lot of thermal equipment, 
so we can bend plexiglass,” Janice said. “Today we are 
shipping 400 plexiglass screens to a bank. Our restaurant 
portfolio includes dividers to separate bar stools and divide 
booths, so the establishments can keep occupancy up, but 
shield patrons.” 

Of course, Corporate Interiors is not ignoring its office space 
customers. Instead, it is busy planning for employees’ return 
to work by offering office reconfiguration services that allow for 
social distancing as well as providing physical barrier screens 
at key locations. It is also manufacturing surfaces using 
seamless materials that are both easier to clean and more 
resistant to the frequent use of cleaning chemicals. 

Corporate Interiors builds and divides
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Blaisdell’s Business Products teamed up with its friends at 
Ghirardelli Chocolate Co. to deliver a tasty treat to a host of 
nonprofits, foodbanks and first responders. 

Michael Witt, Blaisdell’s chief operations officer, explained: 
“Because of the timing of the pandemic shutdown, which 
took effect on March 16, Ghirardelli had already produced its 
Easter chocolates. But because of COVID-19, the company 
had to shut all of its retail stores and didn’t want tens of 
thousands of chocolates to go to waste. Ghirardelli has been 
a longstanding customer of Blaisdell’s for the better part 
of 15 years. We’ve developed a great friendship and have 
helped them with various charity events over the years as 
well. And since Blaisdell’s services so many nonprofits, first 
responders, hospitals, etc., Ghirardelli reached out to our 
CEO Margee Witt and asked for help donating more than 30 
pallets of chocolates.”

The pallets were delivered over the course of a month 
with the help of six Blaisdell’s employees, including 
Michael and Margee. One recipient of the donations was 
Alameda Co. Food Bank. “Blaisdell’s has been partnering 
up with the food bank for years and it just made sense to 
include them, as they are now dealing with food lines that 
have in excess of 2,500 meals a day at three locations,” 
Michael said.

Other recipients included Muir Hospital, San Leandro 
Hospital, Children’s Hospital Oakland, Kaiser Livermore, 
St Rose Hospital Hayward, Stanford Hospital Palo Alto, 
Oakland and Berkeley police departments, City of 
Berkeley, County of Alameda Social Services, the Alameda 
fire and police departments, Family Paths, and other 
charity and first responders.

Nutzy, the mascot for minor league baseball team The 
Flying Squirrels, helped deliver a much-appreciated 
donation from The Supply Room, Ashland, VA, to Ronald 
McDonald House Charities of Richmond. The charity 
provides resources and care to children and their families 
being served by local hospitals.

“The Flying Squirrels have been local partners of ours for 
several years, exchanging their products for advertising and 
promotional opportunities, both in the baseball diamond and 
online,” said Dutch Jones, The Supply Room’s executive 
vice president of sales. “Due to the current situation, without 
any games running due to COVID-19, we have had to 
come up with creative ways to make good on some of our 
lost opportunities. The Supply Room has always been a 
company that cares deeply about the communities that 
support us. That’s where the donation came in.”

According to Conor McGeehin, The Supply Room’s 
marketing and communications coordinator, Nutzy is 
already a popular figure in the area: “Previously, Nutzy has 
joined one of our delivery drivers for surprise visits along 
our downtown Richmond route, and we saw how much his 
presence was appreciated by our customers. With that in 
mind, having him join us to make this donation seemed like 
a great way to use both organizations’ collective influence 
to highlight the importance of giving back during these 
challenging times.”

When The Supply Room reached out to see how it could 
help and asked what the charity needed most, the answer 
came as something of a surprise. “We expected to hear the 
biggest need was cleaning supplies or hygiene products,” 
said Conor. “Instead, they exclusively requested basic 
office and art supplies, since those products don’t typically 
get donated.” The Supply Room responded by donating 
$500 worth of paper, pens, colored pencils, printer toner, 
sticky notes and similar products.

California dealer Blaisdell’s make a 
sweet team with Ghirardeli Chocolate

Supply Room hits a homerun  
in Virginia

»
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Pay-LESS Office Products, Omaha, 
Nebraska, wanted to do something 
to help first responders and others 
in need of supplies during the 
COVID-19 shutdown. During a sales 
meeting, the team determined that 
hand sanitizer was the product in 
shortest supply. “Unfortunately, we 
are at the mercy of the manufacturers, 
which are doing their best to keep up 
with demand,” said Pay-LESS vice 
president Keith Powell. “A couple of 
the salespeople mentioned Brickway 
Brewery & Distillery and its production 
of sanitizer that was available to the 
public. I reached out to the owner 
and discussed the hospitals, nursing 
homes, non-profits, schools, homeless 
shelters and first responder customers 
we serve, and the impact this free 
sanitizer would have on them. My 
partner, Jim Matgen, and I agreed 
to donate to the brewery and started 
receiving 55 gallon drums of the 
sanitizer.” 

The Pay-LESS crew transfers the 
sanitizer into four-ounce, one-gallon 
and five-gallon bottles, and delivers 
the appropriate size depending on the 
recipient. 

“Our intent is not to profit from 
the product at all,” Keith said. “The 
impact it’s had on our team has 
been unbelievable. What a sense 
of satisfaction we’ve had during the 
process.” 

Nebraska dealer pays to 
help first responders When customers who have stayed away due to COVID-19 return to 

Hoppstetter’s Office Supply, Yuma, Arizona, they will be welcomed with an 
updated look.

While thankful to have been able to stay open throughout the shutdown, 
business was slower, said owner Chris Hoppstetter. The dealer decided to take 
advantage of this opportunity to make some upgrades.

The exterior improvements include signage featuring the company’s new 
logo. “In preparation for workers retuning to work, the showroom was also 
updated with a fresh coat of paint and 
new furniture, to reflect all the new 
furniture lines we are offering,” said 
Chris. “We took the opportunity to get 
things done that I have been wanting to 
do for several months.”

The company has also implemented 
COVID-19-related recommendations 
aimed at keeping employees and 
customers safe. “We have all our 
workspaces a minimum of six feet 
apart; customers have a choice of 
whether to wear masks, but our staff 
wear them,” explained Chris.

Arizona dealer sports a new look

»

Creative Office Pavilion account executive Jennifer Zomer runs a small side 
business called Zomer’s Sweets. To thank the nurses at the local Long Island 
Jewish Medical Center (LIJ) in Long Island, New York, she and her spouse 
designed an array of decorative cookies and delivered them to the hospital.

“We decided that there was not much we could do to help, but we figured 
everyone likes cookies and that we could help to bring smiles to some faces with 
baked goods,” said Jennifer. “We are in awe of all the nurses on the frontline 
who risk their personal safety every day to help others fight through this virus.”

According to Jennifer, the LIJ staff were “super-thankful. We received a ton of 
great thank-you pictures, which we didn’t expect. We were just bringing a little 
sunshine to a gloomy situation.” 

New York dealer offers RNs a sweet thank-you
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After schools closed in March due 
to COVID-19, the Billings, Montana, 
School District No. 2 wanted to continue 
to promote its summer program called 
“Reading Rocks.”

 “Reading Rocks provides reading 
activities during the summer in 
conjunction with the school district’s 
Free Lunch in the Parks program,” 
says Kathy Pierce, 360 Office Supply’s 
marketing director. “It is designed to 
help low-income students continue 
reading over the summer when reading 
levels are known to drop. Students 
enjoy guest storytellers from around 
our community. Students are invited to 
read with adult or teen volunteers, and 
all participants select a book of their 
choice and a prize to take home.”

However, this year, with schools and 
park districts closed, there was no 
place to drop the books off, which is 
where 360 Office Supply stepped in.

 “360 has always had a great 
partnership with the school districts 

in Billings and across our state,” said 
Kathy. “The Billings district reached 
out to us, since we were deemed an 
essential business and asked if we 
would allow people in the community 
to drop off books at our location. 
We are big supporters of the youth 
in our community and are keen to 
foster positive development and 
relationships.”

To help the drive gain more traction, 
360 Office Supply posted information 
about the donation program on its 
Facebook page, encouraging people 
to donate. 

“This was really a community drive,” 
Kathy said. “Every day, we had bags 
and boxes dropped off by the public 
or our employees. We easily collected 
over 500 books.”

360 Office Supply in Montana knows Reading Rocks

Guernsey, Inc office supply, headquartered in Sterling, 
Virginia, thinks seven-year-old Cavanaugh Bell’s charity, 
Cool and Dope, more than lives up to its name. Established 
when Cavanaugh was just five years old, after he had been 
told too often he was too young to donate or volunteer, the 
charity has grown and supports a variety of community 

causes, from bullying prevention to suicide awareness.
When the COVID-19 pandemic hit, requiring senior citizens 

to stay at home, Cavanaugh used his savings to make 
care packages for the elderly. The packages include food, 
household items, hygiene products and cleaning supplies. 
What he didn’t have, however, was a way to package the 
supplies for easy delivery. So Cool and Dope approached 
Guernsey to buy reusable bags.

“Cool and Dope wanted to purchase bags from Guernsey; 
but I have a customer who is very good friends with Llacey 
Simmons, Cavanaugh’s mother, so I had heard of the charity,” 
said Guernsey national account rep Chuck Schwam. “I 
suggested Guernsey donate food, supplies and the bags.”

That is exactly what the company did. So far, Cool and 
Dope has delivered 500 care packages and more than 
$2,000 in food.

“It was easy to be inspired by Cool and Dope’s mission, 
since it was derived by a thoughtful seven-year-old boy 
wanting to help his community,” said Chuck. “Cavanaugh 
and his parents consider Guernsey as a partner and ally 
in this effort, to make sure nobody is left out during the 
current pandemic.”

Virginia dealer helps Cool and Dope bag supplies
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SECRETS of success
Strive Workplace Solutions,  
Portland, Oregon
Jeff Lurcook, president of the 
conglomerate of companies that will 
rebrand as Strive Workplace Solutions 
on June 1, suggests the key to success 
is straightforward. “It’s not a secret,” 
he says. “It is a lot of hard work, 
business integrity and solid business 
practices”—and sometimes fruit.

Fruit? “A year or two ago, we had a 
big corporate company move into the 
Boise area that had been on our radar 
for a while,” he explains. “It takes a 
long time for a company that size to go 
from prospect to customer; changing 
where it buys office products is not a 
high priority. One day, the buyer told 
me, ‘Now if you sold fruit, I’d switch to 
you.’ She explained how every Sunday 
night, she had to drive to Costco to 
get fresh fruit for the breakroom and 
haul it home, then drive to work early 
Monday mornings to get it there on 
time. So I said, ‘We can do that.’ At first, 
she didn’t believe me; but I told her we 
would go to Costco and buy the fruit 
and deliver it for her every Monday 
morning—and that’s what we did.”

Not only did Strive land the account, 
but word got around. Now, every 
Monday morning, Strive employees 
shop for fruit at Costco and deliver it 
and other breakroom foods to about 
10 large customers. The service has 
proved so lucrative that Lurcook 
estimates food and breakroom-related 
products now account for about 50 
percent of the company’s business.

Fruit delivery is just one example of 
Strive’s willingness to go above and 
beyond. (“We tell our employees to find 
a way to say yes to our customers,” 
Lurcook says.) It also illustrates what 
Lurcook believes is essential for 
success in the IDC: diversification. 

“In addition to office products, we 
sell janitorial and printing supplies, 

specialty items such as spa and pool 
items, LED lights, our breakroom 
snacks, and—yes, fruit!” he says. “You 
can’t make a living anymore just selling 
binder clips and staples. If you don’t 
diversify, you will die.”

Four of the companies owned by the 
Savory brothers—Southwest Office 
Supply and Interiors, Portland, Oregon; 
Office Value Supplies and Interiors, 
Meridian, Idaho; Cascades Office 
Supply, Bend, Oregon; and ROSI 
Workplace Solutions, Salt Lake City, 
Utah—are under the new Strive brand. 
Layton Office Supply, Layton, Utah, 
and its subsidiary, Platinum Office 
Products, Provo, Utah, which were 
acquired in March, will join the Strive 
brand later this year.

“We went through a laborious 
rebranding process,” Lurcook says. 
“We couldn’t use the owners’ name, 
because the first thing everyone thinks 
of when they hear Savory is food. And 
we didn’t want ‘office products.’ Inside 
all our facilities, we have signs that 
read, ‘Strive to Delight Our Customers 
Every Day.’ Ultimately, this seemed 
the best choice because it also makes 
people curious. If you pull up to a van 

Year founded: 1966
Key management team: Paul 
Savory (owner), Jeff Lurcook 
(president), Phil Savory (vice 
president), Lance Wolfley (sales 
manager) 
Key business partners: 
Essendant, S.P. Richards, ISG
Employees: 50+ 
Percent of sales from online: 
70-80 percent

that says, ‘Bob’s Office Products,’ you 
don’t think any more about it. But if you 
see a van that says ‘Strive’ with just a 
website, you might be curious enough 
to go to the site, and that’s what we 
want.”

With nearly 70-80 percent of 
Strive’s business coming online, the 
rebrand included creating a single 
Strive website to replace the multiple 
sites and upgrading the company’s 
e-commerce system.

But for all that has changed at Strive, 
according to Lurcook, the important 
things remain the same. “We treat our 
internal customers, our staff, the same 
way we do our external customers—
with respect,” Lurcook says. “And 
family always comes first. We sell office 
supplies; it’s not rocket science. If an 
employee has a family crisis, we do 
all we can to provide support. We tell 
them, ‘Take care of family first; your job 
will still be here.’” 
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If you have news to share - email it to  
news@IDealerCentral.com

»

In recent weeks, NOPA legislative 
counsel Paul Miller has been working 
tirelessly with members of the industry 
and Congress to craft a piece of 
legislation that will help core sectors 
in the economy get access to the 
capital they need in order to continue 
operating during these troubled times. 

He has also been presenting the 
resulting Small Business Jump-start 
America Act to representatives from 
Congress and getting very positive 
reviews from both sides of the aisle. 

A draft bill is apparently imminent 
according to Miller, who claims to have 
also received a very positive response 
from the Administration to the approach.

“The Small Business Jump-Start 
America Act is an essential piece of 
any stimulus package moving forward,” 
said Miller. “Our legislation offers small 
businesses access to capital at a 
long-term repayment period and an 
interest rate that will make these loans 

attractive to small businesses of all sizes.”
The next step is to begin talks with the 

banking industry. In order for the program 
to be succeed, support from banks of 
all sizes will be needed. “We know the 
Paycheck Protection Program loans 
program had some real challenges and 
problems when it came to the banks,” 
Miller continued. “We are confident the 
way our plan is drafted that we will avoid 
those problems going forward. This won’t 
be big business versus small business. 
This is a program designed by small 

businesses for small businesses with 
something in it for the banks.”

The NOPA campaign for its Small 
Business Jump-start Act has been 
supported by 20 groups and 175 
companies, over 39 states. In total, that 
support represents 310,000 companies 
and affects 8 million jobs.

See NOPA News on p24 for more and 
for regular updates on this story and 
other news related to the COVID-19 
pandemic subscribe to our weekly 
newsletter here. 

NOPA leads the way in new stimulus package

Following the cancellation of this year’s event, NeoCon 
organizers are to launch NeoConnect 2020, a series of online 
resources, programming, and events, hosted on neocon.
com, to virtually connect the NeoCon community.

For the full month of June, NeoConnect will feature product 
and company details from NeoCon 2020 tenants and exhibitors 
as well as a full roster of complimentary NeoCon CEU webinars, 
online panel discussions and virtual social events.

Also serving as a community portal, NeoConnect will share 

editorial features, digital issues and special online programming 
from NeoCon partners, and host a From the Community blog 
series. A robust social media program will complement the 
NeoConnect hub and feature product spotlights, exhibitor 
takeovers and engaging interviews on Instagram TV. 

“NeoCon has brought the commercial design industry 
together every June since 1969,” said Byron Morton, VP 
of Sales for NeoCon. “Even though we can’t be together 
physically this year, it remains important for us to continue to 
conduct our businesses, share ideas, introduce new product 
concepts, learn from one another, support our community 
and celebrate when and where possible. We hope the 
industry will join us this year via NeoConnect.” 

NeoCon 2021 will run June 14-16, 2021 at theMART in 
Chicago.

NeoCon replaces live event with digital hub 

mailto:news%40IDealerCentral.com?subject=
mailto:news%40IDealerCentral.com?subject=
https://idealercentral.us9.list-manage.com/subscribe?u=1a4d343778162bd7c1448af6c&id=da42e4186b
https://neocon.com
https://neocon.com
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Independent Suppliers Group (ISG) has released a 
playbook designed to help members selling in the 
post-COVID environment.

The guide includes vendor marketing materials, new 
product introductions, dealer best practices, industry 
trend information and other information, collated to assist 
ISG members in guiding their customers returning to the 
workplace safely, efficiently and effectively.

Topics covered in the Back to Work Sales Playbook:
• Supplier updates, products and overview
• Marketing materials
• Dealer best practices and success stories
• Selling strategies
• Technology supplier WFH updates and opportunities
• Purchasing strategies and carton programs
• Regulations
• Additional COVID-19 resources available

ISG members can view the playbook here.
Meanwhile, in the last issue of INDEPENDENT DEALER, 

ISG launches back to work 
selling playbook as more 
details emerge on EPIC 2.0

we reported that ISG announced the launch of EPIC 2.0, the 
next stage of development in its EPIC Business Essentials 
national accounts programme.

Since then, EPIC managing director Scott Zintz has confirmed 
how the new loom EPIC improves on the original model.

“Several dealers said we had a great programme, but that 
our fees were too high, and that they would lose margin by 
converting their business to our programmes or platform,” he 
explained.

“We understood that, and our vision over the past couple 
of years has been to remedy the situation. Now, thanks to 
a combination of sales growth, vendor funding – that we 
were able to attract following the dealer group merger – and 
a reduction in our operating costs, we are very excited to 
announce that we have been able to dramatically cut our fee 
structure for new and existing business.”

EPIC 2.0 also includes a degree of flexibility in terms of the 
web platform that didn’t exist before. Previously, dealers were 
required to run business through EPIC’s Order Point system, 
while that is no longer the case. 

Following a “wildly successful” pilot phase with selected 
dealers last year, EPIC 2.0 had originally been planned to 
launch later in 2020. However, it was brought forward due 
to the COVID-19 crisis as an opportunity for members to win 
incremental business in a very challenging trading environment. 
It also reduces fees at a time when every last cent counts.

C-Line Products Inc., headquartered in Mount Prospect, Illinois, has 
launched a program to help dealers during the current coronavirus 
pandemic, by offering savings on a range of products. 

The program offers a ten percent discount on one back-to-school 
order placed between April 1, 2020 and August 28, 2020. Also for a 
limited time, dealers can save 20 percent on all new items. Click here 
for a complete list of C-Line’s new items for 2020.

To qualify for the discount, dealers should put together their 
back-to-school order, marked BTS2020, and it send to C-Line via 
email at customerservice@c-line.com, fax 847-827-3329, or phone 
800-323-6084. For full terms and conditions contact C-Line  
Customer Services.

C-Line helps dealers with back-to-school promotion 
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C 1
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3
Back-To-School Headquarters !

Chalk Up Savings With C-Line
MUST HAVE SCHOOL SUPPLIES:Today’s 

Lesson:

WHAT TIME IS IT?
DRAW in the hour and minute hands of the clock to show what time it is.
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Label size: 3" x 2.5" R 0.188"

backpack
expanding file

7 Pocket/6 Tab
• Extra Storage Pocket

• Holds 400 Sheets

NO. 58700
02

Mount Prospect, IL 60056
Toll Free 1-888-860-9120
©2019 C-Line Products, Inc. 
All Rights Reserved. 
C-Line.com • MADE IN CHINA

PMS 2655 C PMS 425 C

Lucy

 Two-Pocket Folders
 Pencil Cases
 Expanding Files

 Ring Binders
 Index Card Cases
 Report Covers

Take an extra 10% off all 2020 New Items!

10%
Off

https://www.isg.coop/Members/Member-Info/ISG-COVID-19-Updates-Resources?
https://www.c-lineproducts.com/dealerliterature/LS2020NEW.pdf
mailto:customerservice%40c-line.com?subject=Indepenent%20Dealer%20referal
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Office Depot Inc has revealed 
that it is slashing its workforce 
by one-third.

In a May 14 regulatory filing 
with the US Securities and 
Exchange Commission (SEC), 
the big-box reseller said it 
was implementing the plan “to 
realign its operational focus to 
support its B2B solutions and 
IT services business units, and 
improve costs”.

Limited details of the 
programme were provided in 
the SEC document, but Office 
Depot said it would involve 
“closing and/or consolidating 
distribution facilities and retail 
stores and the reduction 
of approximately 13,100 
employee positions by the 
end of 2023.”

The plan will also cost a 
lot: incremental restructuring 
charges are estimated at 
more than $540 million, with 
much of that going toward 
the closures and head-count 
reductions, including $55 
million in cash for employee 
severance. Depot expects 
to achieve net savings of 
around $860 million by the 
end of 2023.

These latest developments 
will no doubt be a body blow 
to the firm’s retail staff who 
were on the front line as the 
COVID-19 pandemic swept 
across the US. As we reported 
in last month’s INDEPENDENT 
DEALER, the retail giant 
attracted criticism online over 
staff safety.

Office Depot 
sheds staff

Worldwide cleaning trade association 
ISSA has confirmed that its North America 
2020 show is still scheduled to take place 
in Chicago from October 26-29.

ISSA says it has been working with the 
City of Chicago to establish a plan to safely 
and effectively produce a privately held 
B2B event in the city, following the advice 
of public health and local authorities.

“As it stands, ISSA Show North America is continuing to move ahead as scheduled 
and we are working diligently behind the scenes to bring you a world-class event,” the 
association stated.

The show’s location, McCormick Place, is one of the pioneers on a new 
accreditation scheme that has been launched by the Global BioRisk Advisory Council 
(GBAC), a division of ISSA. The GBAC STAR Facility Accreditation Program is a 
performance-based scheme that enables facilities to create and maintain an effective 
cleaning, disinfection and infectious disease prevention program.

By establishing these requirements, ISSA says facilities—such as offices, restaurants, 
hotels, airports, convention centers, stadiums and other public venues—will be 
equipped with better working practices, protocols, procedures and systems to control 
risks associated with infectious agents, such as SARS-CoV-2, the virus responsible for 
COVID-19.

“Now is the time for businesses of every size to be transparent about the measures 
they’re taking to protect customers and employees, including proper cleaning and 
disinfection,” said ISSA Executive Director John Barrett. “GBAC STAR program 
participants demonstrate their commitment to going the extra mile by implementing 
prevention and response best practices that support health and safety.”

More information about the GBAC STAR program can be found here.

October ISSA show currently still happening, 
accreditation program announced

Laser printer parts manufacturer Metrofuser has launched an initiative called 
Protect the Tech, which sees the company provide a simple glove and mask kit that 
ships free with orders of $250 or more. Now and while supplies last, customers can 
request Metrofuser to ship the disposable Protect The Tech kit with its laser printer 
parts orders. 

The part number for the Protect The Tech kit is RM1-X20. It includes one 
Disposable Face Mask, one pair of disposable safety gloves and one set of user 
instructions. One kit will be available per order with the following product lines:

• Remanufactured fusers
• Remanufactured maintenance kits
• Remanufactured transfer belts
• Nextgenn aftermarket replacement service parts
• Remanufactured logic/formatter boards
• Remanufactured power supplies
• Remanufactured laser printers
• Remanufactured paper trays and handling assembly

Metrofuser introduces Protect the Tech program

https://gbac.issa.com/issa-gbac-star-facility-accreditation/


APRIL 2020 INDEPENDENT DEALER PAGE 21

http://www.zebrapen.com


MAY/JUNE 2020 INDEPENDENT DEALER PAGE 22

Industry News CONTINUED FROM PAGE 20

IP to donate 2 
million boxes
International Paper (IP) has 
committed to donating  
2 million corrugated boxes to 
hunger-relief organizations 
such as Feeding America 
and The Global FoodBanking 
Network.

Feeding America, the U.S.’s 
largest domestic hunger-relief 
organization, estimates that 
an additional 17.1 million 
Americans could face hunger in 
the next six months as a result 
of the COVID-19 pandemic.

IP has also launched 
a social media 
campaign—#HelpFillTheBoxes—
to encourage those who are able 
to donate to food banks in their 
communities.

Yulio Technologies, a leader in VR 
presentation software for commercial 
furniture, has announced the full 
launch of its new “Jump” subscription, 
which allows users to access 
high-performance cloud-based 
rendering services and create virtual 
reality (VR) presentations and 2D 
renderings directly from CET Designer.

Users can download Yulio’s CET Designer plugin, which includes the Yulio 
toolbar, and with a few clicks send the project to a high-speed rendering cloud, 
automatically create navigation between scenes and a floorplan to show clients 
how it all fits together. The project is returned in minutes and can be viewed in any 
browser, or with VR goggles.

“This is a game-changer for contract furniture dealerships”, said Rob Kendal, 
managing director at Yulio Technologies, “because before this, creating VR 
projects cost significant design and machine rendering time. Now with Jump, 
anyone can have a multi-scene, stunning VR project in minutes using the 
wonderful CET Designer tools they already know from Configura”.

To find out more click here.

Yulio Technologies announces VR 
projects directly from CET Designer

https://www.yulio.com/yulio-jump-for-cet-cloud-rendering/
http://www.gopd.com
mailto:sales%40gopd.com?subject=
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NOPA 
NewsNATIONAL OFFICE PRODUCTS ALLIANCE (NOPA) 

3601 East Joppa Road, Baltimore, MD 21234 n info@iopfda.org n 410-931-8100

DEFEND THE FUTURE  
OF THE INDEPENDENT DEALER INDUSTRY
At the 2018 Small Business Advocacy Fly-In 
JOIN US THIS YEAR as representatives 
from the National Office Products Alliance (NOPA) 
and the Office Furniture Dealers Alliance (OFDA) 
converge upon the nation’s capital to lobby on 
behalf of the industry’s needs. It places members 
directly across the table from their legislators 
and forces the lawmakers to hear the concerns 
of leading business operators in their districts. 
The event gives us an opportunity to play a role in 
shaping business friendly solutions. 

TUESDAY – WEDNESDAY 
May 15 – 16, 2018
WASHINGTON, D.C.

For registration, hotel, and fly-in information, visit 

www.nopanet.org.

TUESDAY, MAY 15
• Industry attendees will receive  

a legislative update from  
Paul Miller, NOPA Director  
of Small Business Advocacy  

• Attendee Dinner

WEDNESDAY, MAY 16
• Capitol Hill visits

• Lunch and Debrief

It’s hard to believe it’s been 10 weeks 
since we started doing weekly calls 
and email alerts on the COVID-19 
pandemic. Many of you have seen 
radical changes to your daily lives, 
professionally as well as personally:
• difficult staffing/HR decisions to 

adjust your workforce in response to 
the slowdown in business;

• challenges sourcing the products 
your customers want to buy;

• increased demand for residential 
delivery; and

• Small Business Administration (SBA) 
loan applications with confusing 
instructions that keep being revised.

Not to mention:
• learning how to homeschool your 

children;
• closed parks and beaches; and
• canceled sports programs, proms, 

graduations, etc..

During all this, NOPA has been doing 
its best to keep you informed on the 
avalanche of programs and regulations 
being issued by the federal and state 
governments. For example, we have:
• hosted weekly calls with Paul Miller, 

NOPA’s legislative counsel, who 
has updated members on the latest 
developments impacting your 
businesses;

• created a COVID-19 Resource 
Center on our website, with links to:

- Latest COVID-19 News
- IOPFDA Weekly COVID-19 

Legislative Update Presentations
- State Resources
- Federal Resources
- CARES Act
- SBA Loans Available to Small 

Businesses
- Families and Workers Resources
- Health Care Resources
- Social Media Links; 

• hosted presentations by experts from 
the banking industry;

• organized open line sessions where 
dealers can talk with each other 
about their experiences; and

• provided information on how to 
recognize and protect your business 
from scams and frauds.

Now that most of you have received 
your loans and we are on the verge of 
reopening much of the economy, NOPA 
will shift its attention to:
• guidelines for loan repayment;
• IRS and state tax issues affecting 

loan repayment;
• liability issues; and
• NOPA’s Small Business Jump-Start 

America Act (see below). 

NOPA’s Small Business 
Jumpstart America Act
NOPA has been meeting with its 
dealers and asking about their needs 
going forward, and has crafted this 
input into what we call the Small 
Business Jump-Start America Act. This 
legislation would provide you with the 
direct and immediate access to the 
capital you need. During our talks with 
key members of Congress, we learned 
that Congress is not inclined to provide 
more forgivable loans to all small 
businesses. The Paycheck Protection 
Program loans were a nice concept, 
but one that we found out quickly was 
flawed and created too many loopholes 
for people who didn’t need the money 
to qualify.

NOPA’s plan is focused on core 
sectors we believe are needed today 

to “jump-start” the economy. Our 
focus is on manufacturers who make 
critical goods; on resellers who get 
products to consumers; on the critical 
transportation that delivers the goods 
consumers want and need; and on 
critical sectors like chemicals, energy, 
healthcare and construction. These 
are the areas that will get us moving 
immediately. The rest of us will benefit 
from the trickle-down effect from people 
going back to work, getting paychecks 
and visiting restaurants, bowling alleys, 
bars and barber shops.

Click here to view the details of the 
Small Business Jump-start America Act.

By helping you today, we are moving 
the economy for all small businesses. 
The Small Business Jump-Start 
America Act is a real plan, getting 
high marks in Congress. You know the 
pressure to balance budgets, meet 
payroll and grow a business. The 
federal government isn’t in a position 
to fund all businesses going forward; 
but by implementing our plan, it will 
fund the critical pieces of the economy, 
which then pull along the rest. It’s small 
businesses moving small businesses 
together to stimulate the economy.

We will keep you advised on the 
progress of our bill. Please let us know 
if you have questions or we can help in 
any other way. Stay strong, stay well and 
thank you for your support of NOPA.

Mike Tucker, president and CEO, 
info@iopfda.org

Paul Miller, legislative counsel, 
pmiller@mwcapitol.com

NOPA News

https://nopa.memberclicks.net/latest-covid-19-news
https://www.nopanet.org/coronavirus--covid-19--resource-center#updates
https://www.nopanet.org/coronavirus--covid-19--resource-center#updates
https://www.nopanet.org/coronavirus--covid-19--resource-center#state
https://www.nopanet.org/coronavirus--covid-19--resource-center#federal
https://www.nopanet.org/coronavirus--covid-19--resource-center#cares
https://www.nopanet.org/coronavirus--covid-19--resource-center#loans
https://www.nopanet.org/coronavirus--covid-19--resource-center#loans
https://www.nopanet.org/coronavirus--covid-19--resource-center#families
https://www.nopanet.org/coronavirus--covid-19--resource-center#health
https://www.nopanet.org/coronavirus--covid-19--resource-center#social
https://www.nopanet.org/small-business-jump-start-america-act
https://www.nopanet.org/small-business-jump-start-america-act
mailto:info@iopfda.org
mailto:pmiller@mwcapitol.com
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SpecialT.net 888-705-0777

CLOSER Special-T’s powerful combination of outstanding product quality, affordable 
prices and a vast range of design options can help you close projects no matter how tough the 
budget or how demanding the client. With over 300,000 bases and hundreds of Quick Ship tops 
in stock, you can meet your deadline, no matter how tight! When time is a factor, choose from 
1-Day, 5-Day or 15-Day shipping programs and meet or exceed your client’s expectations. Special-
T’s tables and bases are backed up with a 10-year parts and labor warranty.

More than
        a table...

http://www.specialt.net
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As mentioned in our news pages, the NeoCon organizers have 
made the best of a bad lot by putting together NeoConnect, 
a series of online resources, programming and events, in 
an attempt to give the show’s community a chance to come 
together online.

At INDEPENDENT DEALER, we thought it might be useful to 
showcase some of the products you might have seen had the 
show gone ahead, and indeed some products that might not 
have been there. So, given the extraordinary circumstances, 
we reached out to a number of office furniture and accessories 
vendors, offering them the chance to provide details of their 
latest products in the magazine free of charge, whether 
they would have been exhibiting in Chicago or not. Here is a 
selection of products from those that responded. Hopefully 
we’ll all be looking at cutting-edge industrial design for real in 
Chicago next year… 

Massachusetts-based AIS has introduced enhancements to three of its product lines: the Upton Fixed Aluminum Arm Chair, 
Devens Side Chair and Calibrate Series Telescoping Height Adjustable Table.  

Upton seating provides users a variety of aesthetic and well-being choices, with an expanded line now featuring a fixed 
aluminum arm conference chair that provides a streamlined aesthetic for users. 

The Devens Side Chair is a cantilevered stacking chair, with a mesh, curved back that mimics the contour of the spine for 
added comfort. To accommodate the shifting needs of space planning, the Devens side chair can be stacked up to four high 
when not in use. It is available on a three-day ship program.

The Calibrate Telescoping Height Adjustable Table allows workers to change positions and move throughout their day at 
the touch of button. The worksurface has height adjustability from 27.5 to 48.5 inches, delivered through an easy-to-use LED 
programmable hand switch with four memory presets.

The streamlined aesthetic of this fully enclosed worksurface integrates height adjustability into private and executive 
offices. TheCalibrate Series Telescoping Height Adjustable Table with rectilinear dimensions and standard laminates and 
finishes fits seamlessly into any AIS environment.  For further information, click here.

This June, The Mart in Chicago 
was due to host the 52nd annual 
NeoCon event—a veritable who’s 
who of the office furniture world, 
as dealers, vendors, designers and 
many more gathered in the Windy 
City. Unfortunately, as with so many 
events this year, the COVID-19 
pandemic led to the meeting being 
canceled.

AIS

https://neocon.com/
https://www.ais-inc.com/
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The TrendSetter Designer Chair 
Mat from ES Robbins offers 
expertly crafted floor protection 
with a smooth rolling surface for 
increased ergonomic comfort. 
It is available in three colors: 
Pewter, Driftwood and Dark 
Cherry.

Meanwhile, the Sit or Stand 
Mat provides two mats in one for 
active, sit-to-stand workspaces. 
It combines anti-fatigue 
support with floor protection. 
Dual operation is quite 
straightforward: simply fold for 
a supportive foam cushion, then 
unfold for a full-size chair mat.

ES ROBBINS 

To help with concerns about the current 
COVID-19 situation, Indianapolis-based Deflecto 
offers a wide range of cashier shields and 
commercial sneeze guards to provide a layer 
of defense against airborne viruses and other 
pathogens. The acrylic sneeze guards and other 
types of shield come in a variety of sizes and 
orientations to fit virtually any space.

Similarly, retail stores and other gathering 
places have realized the need to help remind 
guests of new standards of safety-related 
etiquette when out in public. Deflecto has 
therefore produced a line of repositionable 
social distancing floor markers. These 
20-inch-diameter personal spacing discs feature 
a non-slip coating that keeps them in place when 
used on tile and other hard flooring. They come 
in a variety of designs, or you can add your own 
custom graphics.

Deflecto

https://esrchairmats.com/products/chairmats/trendsetter-2/
https://esrchairmats.com/products/chairmats/trendsetter-2/
https://esrchairmats.com/products/chairmats/sit-or-stand-mat/
https://esrchairmats.com/products/chairmats/sit-or-stand-mat/
https://www.deflecto.com/products/personal-protection-equipment/personal-protection-barriers
https://www.deflecto.com/products/personal-protection-equipment/personal-protection-barriers
https://www.deflecto.com/products/personal-protection-equipment/social-distancing-floor-graphics
https://www.deflecto.com/products/personal-protection-equipment/social-distancing-floor-graphics
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The Kata monitor arm series by ESI was announced as a winner of an acclaimed Red Dot Award for top quality and 
ground-breaking design. The series includes more than 100 configurations in three colors – silver, black and white – which 
are all available to ship in 48 hours. With add-on components available, a user can customize from one to six monitor setups 
to perfectly fit any workstation.

The Red Dot Product Design Award has been recognized internationally as a seal of quality since 1955. This year, Kata It 
was selected out of a record-breaking 6,500 products from 60 countries. For more information, contact your ESI rep or visit 
the website. Click here to watch the Kata design story video

ESI

Quality Built Since 1962

Organized 
Environments

Made 
EASY.

Cabinets  • Bookcases • F i l ing • Shelving • Lockers

http://esiergo.com/series/Kata/


(800) 323-6084 www.c-line.com

Composition
Books

Filler
Paper

1-Subject
Notebooks

Inspiring Organization Since 1949

CLI22022 College Ruled, 100 CT, Black
CLI22024 Wide Ruled, 100 CT, Black

CLI22035 College Ruled, 70 CT, Assorted
CLI22065 Wide Ruled, 70 CT, Assorted
CLI22038 Wide Ruled, 70 CT, Blue
CLI22039 Wide Ruled, 70 CT, Purple
CLI22040 Wide Ruled, 70 CT, Yellow

CLI22041 Wide Ruled, 70 CT, Black
CLI22042 Wide Ruled, 70 CT, Orange
CLI22043 Wide Ruled, 70 CT, Green
CLI22044 Wide Ruled, 70 CT, Red

CLI22031 College Ruled, 100 CT
CLI22032 Wide Ruled, 100 CT

Now offering 
the paper essentials 
everyone needs !

Order Today!
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Eurotech’s new Elevate chair fuses cutting-edge design 
with materials that deliver superior comfort. The frame is 
available in black or white, while its back is upholstered with 
a thin, padded mesh fabric, shaped to provide support and 
comfort. The chair also features an adjustable lumbar panel 
and easy-to-activate controls. The seat is comprised of a 
contoured, molded foam cushion with designer grade fabric. 
For more information click here. 

Meanwhile, the new Exchange chair combines a 
sleek frame with integrated controls for a full-function 
solution without the heavy look and feel of many 
high-end office chairs. Available with a charcoal 
gray or white frame, Exchange’s backrest uses a 

designer grade, two-tone, woven mesh, 
with a built-in lumbar curve mesh. The 

molded foam seat cushion has waterfall 
contour for added comfort. For more 
information click here.

Eurotech Seating

https://www.eurotechseating.com/home-page
http://www.eurotechseating.com/products/professional/task/elevate
https://www.eurotechseating.com/products/professional/mesh/exchange-coming-soon
http://www.c-line.com
https://www.c-lineproducts.com/product_category.php?cat_id=notebooks-filler-paper
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HAT Contract and SiS Ergo, brands owned by 
Pennsylvania-based Innovative Office Products, 
are launching a new program called Safe 
Spaces, designed to meet the evolving needs of 
both office and work-from-home workspaces.

 The program consists of two distinct parts: 
the Office Collection and the Home Collection. 
Curated from HAT Contract and SiS Ergo’s range 
of product offerings, solutions in each collection 
directly address the elevated need for safety, 
wellness, human connectivity and productivity.

Both the home and office product solutions 
were selected for their quick delivery, easy 
set-up, simple cleanabilty and immediate use. 
The launch marks the beginning of an ongoing 
effort to meet workplace and home office 
needs. Additional products will be added to 
each collection frequently. For more information 
click here

 
 

HAT Contract

Communication tool maker Ghent has developed 
a number of custom, creative solutions for 
dealing with the COVID-19 pandemic. These 
include a double-sided whiteboard divider 
partition that is easily transportable and can be 
used to create private work areas in offices or 
in healthcare environments. The company also 
boasts extensions to its Hex and Pallet lines. For 
more information visit its website. Meanwhile, 
parent company GMi has created a virtual tour 
of its showroom at The Mart in Chicago, for all 
those who are missing out on this year’s NeoCon 
experience.

Ghent

https://www.hatcontract.com/
https://www.sisergo.com/
https://www.hatcontract.com/downloads/HAT-SIS-Safe-Spaces-Office&Home.pdf
https://ghent.com/blog/2020/04/07/creative-solutions-from-ghent/
https://ghent.com/
https://ghent.com/resources/showroom/
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The Voodoo range of stools and tables are 
inspired by a timber loft aesthetic, mixing 
wood with touches of metal. The modern stool 
has tapered wood legs, a metal footrest and 
organically curved felt shell. Intended for both 
open plan and meeting / huddle spaces, the 
Voodoo Stool collection includes three different 
shell options (Almond, Cool Gray and Dark Gray), 
as well as two wood stains (Umber and Latte). The 
Voodoo table also lends itself to use in open-plan 
settings, meeting rooms, co-work areas or break 
spaces. The round, square, rectangle and playful 
ping-pong options are available in dozens of 
Wilsonart and Formica laminates.

Other seating options from KFI include the 
Roqa chair collection, featuring a poly shell and 
bent steel frame; and Express Yourself, suitable 
for use indoors or out, with a polypropylene seat, 
back and frame.

The Midtown table series, built on a 
black-powdercoat, 16-gauge steel frame, 
is durable and available in a wide variety of 
heights and top dimensions. The line has been 
so popular, KFI has expanded it to include the 
brand-new Midtown bench.

KFI Studios

Georgia-based Special-T’s new line of social distancing products 
features a broad array of screens and workplace barriers that offer 
flexibility when it comes to safeguarding office staff. They have been 
specifically designed to be easily retrofitted into existing cubicles, 
open-plan work areas and collaboration areas. Options include:
• Desk mounted: Protect people working in close proximity by  

adding screens permanently attached to the work surfaces. 
Removable C-clamps with adjustable, under-table hand screws  
can be used on the edges.

• Cubicle panel mounted: Safeguard teams by extending the height  
of existing cubicles with screens mounted on top of panels.

• Desk divider: Separate individual workstations in open-plan offices 
with desking systems. The desk divider slots into place and grips  
the work surface, creating a wellness barrier, privacy protection  
and sound reduction.

• Free standing: Create a separation barrier on counters, desks and work 
surfaces with free-standing divider panels. No installation required.

The screens are available in PET, Acrylite and Plexiglass and come 
in various heights, including custom options. All panel options feature 
naturally anti-microbial materials that can be easily and repeatedly 
disinfected without damaging the screens. Panels can be safely 
cleaned with most non-abrasive cleaners, such as disinfecting wipes 
and sprays, mild soap and a bleach solution (1/3 cup of bleach per 1 
gallon of water).

For more information click here.

Special -T

https://www.kfistudios.com/Collection/Voodoo
https://www.kfistudios.com/Collection/VoodooTables
https://www.kfistudios.com/Collection/Roqa
https://www.kfistudios.com/Collection/ExpressYourself
https://www.kfistudios.com/Collection/Midtown
https://www.kfistudios.com/Product?prodId=3116
http://www.specialt.net/post-covid-workplace
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(800) 636.0778 | WWW.PHOENIXSAFEUSA.COM

IT’S LIKE HAVING 
THIS GUY
Okay, maybe not your every need, but definitely all your 
customer service needs. If you call our customer support, 
you won’t speak to an automated recording, but a real 
person who knows our products inside and out. We hope 
the personal touch of our stress-free customer support – 
combined with the extra care of our white glove delivery 
service – helps you make a safe decision.

SERVE YOUR EVERY NEED.

http://www.gopd.com
mailto:sales%40gopd.com?subject=
http://www.bit.ly/your_gopd
http://www.phoenixsafeusa.com
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When you talk with Brian Bowerfind 
(and we caught up with Brian just prior 
to the COVID-19 shutdown)—ECi 
Software Solutions’ president of global 
office products, contract furniture 
and NET1 division—you wonder why 
anyone is concerned about the future of 
the IDC. 

Having spent 25 years in the 
technology industry and just over three 
years with ECi, he is adamant that what 
the IDC has going for it comes down 
to one simple-sounding, if at times 
harder-to-deliver concept: “service.” 

“The IDC is instrumental in the value 
chain we serve and independent 
dealers will continue to gain 
momentum by providing the service 
they have been providing for years,” 
he asserts. 

Dealer’s choice
ECi creates cloud-based enterprise 
resource pricing (ERP) software for 
small to medium-sized businesses 
across a host of industries, including 
lumber/building materials, hardware, 
contract furniture—and office 
products, where the company 
started out.

“About 30 years ago, ECi was 
founded to help facilitate selling office 
products online,” Bowerfind explains. 
“Our system allowed independent 
office product dealers to offer 
e-commerce long before it became 
popular.”

Today, independent office product 
dealers remain an ECi mainstay—so 
much so that the company now offers 
the IDC a choice of software packages.

Red Falcon is a fully customizable 
business management and 
e-commerce solution that works with 
existing accounting programs to 
help dealers automate their business 
processes, stay current on technology, 
build their brands and grow their 
businesses. It is aimed at dealers who 
want to remain primarily focused on 
selling traditional office supply product 
lines, jan/san and breakroom items 

By Lisa Veeck

IT ALL COMES DOWN TO

»

Supply Side

SERVICE
Why ECi Software’s Brian Bowerfind 
believes the IDC will last forever

Brian 
Bowerfind
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using a fully integrated system.
DDMSPlus is a complete ERP 

software for the IDC that enables 
dealers worldwide to access 
information, analyze operations 
from multiple locations, improve 
efficiencies and grow their businesses 
both in brick-and-mortar locations 
and through e-commerce. In addition 
to office supplies, jan/san and 
breakroom, DDMSPlus allows dealers 
to further diversify into additional 
channels, such as office furniture and 
promotional products.

Bowerfind favors the DDMSPlus 
option, especially in today’s often 
volatile market: “I think it is very 
important for all businesses to 
diversify. There are times when 
certain segments of the market are 
bullish and some are bearish. Right 
now, with the coronavirus threat, the 
jan/san industry is growing; and in 
booming times, contract furniture 
also experiences great growth. As 
a dealer, the more you can offer by 
diversifying, the healthier the business 
you have.”

ECi knows a lot about operating 
a well-run business, having won 
numerous awards over the years—
including an Achievers 50 Most 
Engaged Workplaces Award four years 
in a row, as well as a Great Place to 
Work Award 2019–20; a finalist position 
in the Cloud Awards 2019; the Frost 
and Sullivan Best Practices Award; 
and both Gold and Bronze 2019 Stevie 
American Business Awards. 

Can’t we all just get along?
So how does Bowerfind believe the IDC 
can best compete with the Amazons of 
today’s marketplace? You’ve probably 
guessed the answer.

“Where the IDC wins—where it 
differentiates itself—is with service,” 
he says. “We all compete with Amazon 
and no one has the dollars to not be 
involved with the online retailer one way 
or another. So independent dealers 
need to figure a way to co-exist; they 
need to differentiate themselves 
through service. There is more to 
office supplies than just ordering 
and there is more to the IDC than 
just a website. Independent dealers 
provide end-to-end solutions: they 
deliver; they maintain; they provide 
service. It’s relationships versus just an 
e-commerce website.”

In this together 
While Bowerfind is convinced that the 
dealers who build these relationships 
will not only maintain, but also grow their 
businesses, he admits the IDC faces 
its share of challenges. “One challenge 
is what ECi brings to the table to help 
dealers do, and that is streamlining 
processes; having electronic systems 
be more collaborative with central 
data,” he says. “The IDC needs 
more integration of technology to 
automate processes to be more 
efficient to compete with the big-box 
retailers. Today’s supply chain is more 
complex, and B2B and B2C customer 
expectations have never been higher.”

Bowerfind also highlights the need to 
strengthen vendor/dealer relationships 
and take a long-term view: “Suppliers and 
dealers need to work together, and this 
takes open communication. The IDC is 
very focused on running the day to day, 
which is understandable. It’s a challenge 
to carve out time to develop long-term 
strategies. But dealers really need to 
focus on doing that. They also need to 
voice their opinions to their suppliers; to 
tell the vendors where, as dealers, they 
think their businesses should be in six 
to 12 months. Some dealers do this and 
some vendors are great at listening; but 
others need to do a better job of this. It 
calls for more collaboration.”

This touches on other issues that 
Bowerfind believes the whole supply 
chain must focus on to remain 
successful moving forward. “The cost 
of goods is another challenge,” he 
suggests. “Suppliers, wholesalers and 
manufacturers need to work together to 
do what we all can to control it.” 

Despite the challenges, however, 
Bowerfind is firm in his conviction that the 
IDC will thrive as long as independent 
dealers push their main advantage: 
“Continuing to deliver service needs to 
be the IDC’s fundamental focus moving 
forward. Those dealers that have a 
360-degree view of customer service 
and that sell relationships—those 
are the dealers that will expand their 
geographic footprint and that I see doing 
very well. I see dealers that stress price 
being acquired by the dealers who are 
providing good service.” 
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By now you have received, and 
hopefully properly used, most of 
your Paycheck Protection Program 
(PPP) money. You and your team 
have painted everything; cleaned 
your facility multiple times; learned 
what the acronym “PPE” stands for 
(“personal protection equipment”); 
scoured every possible source to 
purchase masks, gloves and similar; 
and generally done your best to hold 
your company together.

Now what? How are you supposed 
to know what to do next? Will there be 
customers for the pens and paper that 
you used to sell in bulk? Do you need 
to morph into a janitorial house away 
from lines of business like managed 
print services (MPS), office supplies 
and furniture? If you are an owner or 
manager, these questions and more 
have probably been on your mind 
when you are awake and caused you 
to lose sleep at night. So what do you 
do next?

By Tom Buxton

a few major leaks that will sink the ship 
if left unaddressed. They include the 
following:

• Ownership paying themselves too 
much, including billing the company 
for personal expenses.

• Relatives with poor work habits or 
weak qualifications being overpaid.

• Remaining overstaffed in customer 
service, while refusing to invest 
in marketing and other growth 
opportunities.

• Sales reps who have little or no 
motivation or actual sales growth 
being allowed to remain because 
the company fears losing the small 
amount of margin they produce.

• The absence of a budget or any sort 
of sales/cost projection.

• Expectations by part or all of the 
management team that “things will 
get back to normal soon.”

• The rejection of organizational and 
technical tools that could make 

Warning! Some of these 
suggestions may seem 
cold-hearted or unkind…
For those of you who don’t know, 
before I spent more than 30 years 
in the office products/furniture 
business as an owner, executive 
and consultant, I was a Christian 
youth worker and seminary graduate. 
Therefore, some of the opinions I am 
about to provide may seem especially 
shocking. I apologize if they offend 
anyone; but please remember 
that I am not suggesting you harm 
anyone—I simply want your company 
to have the best chance of survival.

First, you must ensure that your 
“boat continues to float.” If you 
are the owner or manager of an 
organization, you are like the captain 
of a ship. So, have you considered 
how best to keep your ship afloat? 
In my experience working with more 
than 100 separate dealers to address 
financial challenges, I have identified 

WHAT DO WE 
DO NEXT?

Tom Buxton

»
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your company more organized and 
efficient, because “They cost too 
much and my employees don’t like 
learning new processes.”

• The dismissal of new lines of 
business, because they are seen as 
too difficult to learn or too costly.

If your company has any of the 
characteristics listed above, it must 
change now! The “new normal” for 
dealers will not be focused on just 
selling office products and furniture for 
large office buildings. Therefore, the 
following are some recommendations 
on how to fix your company’s leaks and 
continue to survive. 

Before the PPP money 
runs out, move toward 
restructuring your 
company:
• Plan a reduction in force of any 

underperforming or under-utilized 
employees or relatives, while doing 
your best to maintain the salaries of 
your most vital people. 

• Review your data management tool 
(e.g. Acsellerate) daily and touch 

your 100 best customers on a regular 
basis to understand their challenges 
and their reopening plans.

• Seek customers’ assistance to 
determine if products like Fellowes 
air purifiers, BIC anti-microbial 
pens, hand sanitizers of every sort 
and other types of PPE will be of 
benefit to their companies for the 
foreseeable future. (I understand 
that you can’t access many of those 
things now; but you could place 
orders directly or through your 
wholesaler for products that might 
help them in a few months when they 
actually reopen.)

• Strengthen your marketing presence 
by investing some of the money you 
save from firing underperforming 
reps. In the modern business world, 
marketing will always be at least as, 
if not more important to your future 
growth than a sales rep. And it kills 
me as a salesperson to say that. 
Your sales folks may or may not be 
able to visit current customers for the 
foreseeable future, and in-person 
cold calling might die forever; so 
touching prospects/customers 
through Facebook, customized 
flyers and educational webinars can 
broaden your connections.

• Manage your products and pricing 
by creating your own matrices 
and/or outsourcing them where 
possible. Review your custom 
contracts monthly, not yearly, as so 
many do, because your costs will 
probably continually fluctuate. Don’t 
just match up your pricing against 
Staples or Depot—all that will ensure 
is that you lose lots of money on 
products that they buy direct and 
you don’t.

• Add new lines of business, including 
promotional products and jan/san 
products. Three months ago, we all 
thought that MPS was the “missing 
link” to growing our businesses, and 
it still may be important in the long 
term; but PPE and jan/san products 
have just been anointed “king”.

The next few years will be hard 
and—as those of you who remember 
working during 9/11 or at the beginning 
of the Great Recession of 2008 will 
know—it will be a struggle. However, 
many businesses thrived while 20 to 30 
percent of the rest declared bankruptcy 
or simply gave up. Which type will you 
be? The good news is that your buying 
group, wholesaler, national account 
group, enterprise resource planning 
provider and even your customers 
want and need you to survive. Ask for 
guidance from those folks, as well as 
other dealers, and even consultants, 
about how to restructure and grow in 
this brand-new world that COVID-19 has 
created. You are the captain of a ship 
that needs to protect its crew and its 
cargo in order to reach port. Make the 
tough decisions to stay afloat now!

In addition to serving as national 
sales manager for AOPD, Tom Buxton, 
founder and CEO of the InterBizGroup 
consulting organization, works with 
independent office products dealers 
to help increase sales and profitability. 
Tom is also the author of a book on 
effective business development, Dating 
the Gatekeeper. For more information, 
visit www.interbizgroup.com.

http://www.interbizgroup.com
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Troy Harrison

Experts suggest that if there is to be 
a recovery post-COVID-19, it will be a 
V-shaped recovery. We are currently 
at or near the bottom of the V, which 
leaves us no place to go but up. Well 
then—let’s start going up. Certain 
aspects of our industry will have 
changed both in the short term and 
permanently; but these changes are 
not necessarily bad—as long as we 
embrace them.

1.Video substituting for phone and 
in-person activity: Right now, if you’re 
selling, you are probably doing a lot 
of it by video conference—via Zoom, 
Teams, Skype and other platforms. 
You might consider this a temporary 

By Troy Harrison

FIVE SALES TRENDS TO 
EMBRACE AFTER COVID-19

substitute for “real” selling; but you may 
find that some of your customers prefer 
this type of interaction to face-to-face 
meetings or phone sales calls. This 
needn’t be a bad thing. Alan Weiss 
likes to say, “Email is one-dimensional; 
phone is two-dimensional; face to 
face is three-dimensional.” Let’s 
call a video conference two and a 
half dimensions—it’s somewhere in 
between phone and face to face. 

It’s true that when a video conference 
substitutes for face to face, you 
lose half a dimension. But when you 
substitute a video call for a phone 
call, you GAIN half a dimension! And 
if you can substitute video calls for 
more phone calls than face-to-face 

meetings, the result is a net gain in 
your sales activity. This is a good 
thing—so get comfortable with video 
conferencing. This will definitely 
influence, if not drive, the next trend…

2. More efficient sales calls: One 
side effect of the increase in video 
conferencing is that your sales calls 
will become more compressed. Sales 
dialogues are typically shorter because 
a lot of the “fluff” of conversations 
is pared back on the phone or 
video—you won’t talk as much about 
the weather, the game last night or 
other extraneous “stuff.” Instead, your 
customer will want you to focus on 
the matter at hand. You’ll find yourself »
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covering the same or more ground in 
30 minutes (or less) than you used to 
cover in an hour. One positive result 
of this could be an increase in sales 
calls; if more of your appointments are 
video appointments than face-to-face 
meetings, they will be shorter 
and you won’t have to spend time 
driving between them. Hence, more 
appointments per day.

This also means that if you’re not 
good at the meat of sales calls right 
now (asking great questions and 
making great presentations), you need 
to GET good at it. Otherwise, you won’t 
get customer time. And on that note, 
if you’re not tracking and recording 
your customer time, you’re going to 
lose out to people who are. To do this, 
you need to consider the next trend as 
mandatory (although too many don’t)…

3. Customer relationship 
management (CRM): Don’t get me 
wrong—CRM systems have been out 
there for decades; but I’m still shocked 
at how many companies aren’t using 
them, or aren’t using them well. It’s long 
past time to do so—so if you haven’t 
yet, start now. CRM systems facilitate 
communication among all people 
in-house who can affect the customer 
experience. If you depend on in-person 
communication to make this experience 
a positive one, you’ll likely find yourself 
in trouble right now. Your customer 
information is the most critical and 
valuable asset you have—beyond your 
products and even beyond your people.

The key is not to let the perfect be 
the enemy of the good. I see small 
companies spend months or even a 
year or more finding “the right” CRM 
system; but in the process, you’re 
losing precious customer data. There 
are many systems out there that are 
cheap or even free, and will allow 
you to get up and running with all 
your salespeople within days. I use 
HubSpot: it’s free, it’s online and it has 
a really nice mobile app. You don’t 
have to use it—but you should use 

something. If you decide to switch later, 
you can always port your data over. 
But if you don’t have any data, you’ll 
be losing out to sales teams that do. 
Falling behind is bad for you, because 
the speed of the sales world is picking 
up—which accentuates another trend 
that has been evident for a while…

4. The end of the “Good-Time 
Charlie”: There are some salespeople 
out there—I call them “Good-Time 
Charlies”—whose sales techniques 
consist of telling jokes, laughing and 
buying things like lunches, football 
tickets and so on. Those salespeople 
are handcuffed right now—it’s hard to 
buy lunch when you can’t get face to 
face with your customers; and tickets 
to sporting events don’t matter much 
when you can’t go to sporting events. 

The truth is that we have been 
moving toward more substantive, 
value-based selling for years, and 
the “Good Time Charlies” have been 
losing ground for a while—but now 
they’re dead in the water. If you’re one 
of them, or if you employ one of them, 

it’s time to change. And speaking of 
change—embrace it. That brings us to 
our final trend…

5. Agility. Know what? I think the above 
four trends will be evergreen after 
COVID-19. It’s possible that I could 
be wrong—that one or more of them 
will change (I don’t see it happening, 
however). Or it could be possible that 
new trends and tech emerge. So the 
most important trend going forward is 
agility. Don’t get locked into a single 
approach; one of the great things 
about selling is the constant change. 

We will be in a Brave New World of 
selling once we come out of this. The 
key is to be bold and embrace the new. 

Troy Harrison is the author of Sell Like 
You Mean It! and The Pocket Sales 
Manager, and a speaker, consultant 
and sales navigator. He helps 
companies build more profitable and 
productive sales forces. To schedule 
a free 45-minute sales strategy review, 
call 913-645-3603 or e-mail Troy@
TroyHarrison.com.

mailto:Troy%40TroyHarrison.com?subject=
mailto:Troy%40TroyHarrison.com?subject=
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Marisa Pensa

In the past few weeks, many statements have been made 
on the subject of prospecting.  Some of the most popular 
include the following: 
• “No one is answering the phone.” 
• “People are just not in the mood for sales calls. It’s 

insensitive right now.”
• “Our pipeline is frozen and we’re starting over.” 

While there may be some truth to these statements, there 
are myths we tell ourselves as well. We can also get caught 
up in fear, uncertainty and doubt. If call reluctance were 
ever real (and yes, it is very real—even for me!), it is even 
more prevalent today, as we second-guess every call, 
email, LinkedIn touch point, etc.   

By Marisa Pensa

PANDEMIC 
PROSPECTING 

Let’s take a closer look at these popular statements, or 
what I call “myths.” 
MYTH “No one is answering the phone.”  
TRUTH Actually, we are finding the opposite to be true. 
People are craving connections—and especially connections 
when they are not on camera for a change! 
MYTH “People are just not in the mood for sales calls. It’s 
insensitive right now.”  
TRUTH Empathy is key. Yes, it’s insensitive if you don’t have 
the right opening and you don’t have a solution that will truly 
help your customers right now. But if you do, remove the fear, 
uncertainty and doubt, and pick up the phone. 
MYTH “Our pipeline is frozen and we’re starting over.” 
TRUTH Yes, pipelines froze a few weeks ago. It’s our job now 
to thaw those frozen pipelines, re-engage past prospects with 
new and helpful ideas, and reinvigorate our pipelines. 

Having exploded the myths, let’s now look at three key tips 
for prospecting through the pandemic. 

1.Do your pre-call planning. 
In order to combat call reluctance, pre-call plan before 
dialing—think about who you are calling and how their 
world has potentially changed.  Start with this critical 
question: “What can I and my dealership do right now, in 
the midst of today’s environment, to truly help current and 
new customers?” 

Everyone’s priorities have shifted and getting headspace 
and calendar space is challenging, for sure. Naturally, if 
there were plenty of sanitation products in the supply chain, 
this question would be easier to answer. But what else can 
you do to help? 

Do you have ideas on how offices can reopen safely, to 
give employees and customers confidence to return? Nail 
down your messaging for why a prospect should take the 
time to meet with you virtually, to combat that voice in your 
head telling you not to make the call. 

2. Send personalized videos and snail mail to stay 
connected. 
• Everyone is doing Zoom calls. And you should be, too. 
• Everyone is sending emails. Yes, there is value to email 

communication. 
• Not everyone is dialing. 
• Not everyone is using snail mail to have a handwritten 

card waiting when people return to their offices. 
• Not everyone is using personalized videos to stay 

connected. »
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Elevate your team’s skills selling virtually utilizing the phone, video calls, 
and creating personalized videos to stay connected.  

Bringing Creativity to Virtual Sales!

Three-Part Virtual Selling Webinar Series & Accountability Partner Challenges
Delivered to over 1400 salespeople in the past 8 weeks, from North and 
South America, Europe and in Asia-Pacific Regions

Learn more at www.methodsnmotion.com

Dare to be different. You can use video to engage 
with others and gain appointments. (Tip: use this after 
two unanswered voicemails.) You can also use video to 
communicate proactively about supply levels and inventory. 

If you copy and paste your video into the body of an email, 
your prospect can see it was made just for them. (See the 
example below.) Videos can be created to send personalized 
messages to an individual or to groups of customers. 55 
percent of communication is body language and in this 
virtual world, it is important to retain this key element of 
communication! 

3. Thaw those frozen pipelines.
It’s our job to thaw those frozen pipelines and re-engage 
past prospects with new and helpful ideas. By answering 
the important question about what you can do to truly help 
customers and prospects right now, you can reinvigorate 
frozen opportunities. 

Let prospects know how about the new ways in which 
you are helping other customers. Focus on simply setting 
an appointment—either a phone appointment or a virtual 
appointment. A lot has probably changed since you last spoke! 
75 percent of the sales process is taking the time to learn and 
ask questions—which might perhaps include the following:

• How has their workforce been affected? 
• How are they doing business differently since COVID-19 

began? 
• What are they already doing to update workstations to 

increase confidence as employees return to work?
• How have their restrooms been updated to increase 

safety in the workplace? 

Whatever the questions may be, things will have changed. 
Find out what those changes are and reposition how you 
can help right now in the midst of today’s environment. 

Have these prospecting tips got your creative juices 
flowing? I hope so! Go make a couple of calls before call 
reluctance sets in again. It can be a daily grind, for sure; but 
there is still reward for those who work hard and approach 
sales in the right way.  Selling is helping. Wishing you much 
success in helping your customers in the weeks and months 
to come! 

Marisa Pensa is founder of Methods in Motion, a sales 
training company that helps dealers execute training 
concepts and create accountability to see both inside and 
outside sales initiatives through to success. For more 
information, visit www.methodsnmotion.com.

http://www.methodsnmotion.com
http://www.methodsnmotion.com
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Kevin Rehberger

As COVID-19 continues to impact the 
world, businesses are scrambling 
to maintain their customer bases. 
As a result, some are scaling back 
marketing plans in order to save 
money. But others are refocusing on 
their social media plans instead. Why is 
this happening?

LET’S TAKE A MOMENT TO 
DISCUSS IT.
More people are using 
social media
With so many people staying inside 
right now, social media usage is 
skyrocketing. Statistica, a website 
that collects statistics on a variety of 
topics, has reported on this. According 
to recent figures, social media usage 
around the world had increased 44 
percent as of March 2020. 

Since people can’t go outside, 
they’re using social media to stay 
connected to the world. As a result, 
there are many more eyes on social 
channels right now. Failing to update 
your pages will be costly, so focus 
on putting out engaging content on a 
regular basis.

Maintaining customer 
relationships is crucial
Social media channels also help you 
stay connected with your customers. 
During this period of uncertainty, you 
need to let customers know that you’re 
sticking around. Many businesses 

by Kevin Rehberger

WHY MAINTAINING 
YOUR SOCIAL 
MEDIA PRESENCE 
DURING COVID-19 
IS CRUCIAL

post frequent updates on social media 
to do this.

If you don’t update your pages on 
a consistent basis, users will assume 
you’re not open right now. If you go 
too long without an update, they might 
assume you’ve closed for good and 
may un-follow your channels. Even if 
you can’t guarantee that people will 
work with you now, you want them to 
stay engaged with your brand.

Focus on creating social media 
content that people will find valuable. 
That way, when things get back to 
normal, your customers will still be 
around.

People want information 
and health tips
People are also turning to social media 
to do research. They want to know if 
businesses are open and if they have 
the products they need in stock.

Companies can use social 
channels to provide important 
updates for their customers. For 
example, restaurant owners are using 
them to notify customers about their 
operating hours. Keeping customers 
in the loop about information like this 
is crucial.

People are also looking for content 
that will help them unwind and 
destress. Others are trying to find 
entertaining posts that will give them 
a good laugh. Providing this type of 
content is just as important.

By sharing information about stress 
relief and mental health, you’re letting 
customers know that you’re thinking 
about them. This will help you build 
a stronger relationship with your 
customer base. Treat customers right 
and they’ll want to work with you long 
after the pandemic is over.

It’s a cost-effective strategy
Most businesses are straining right 
now, so it’s understandable that they 
might want to cut back in certain areas. 
But social media isn’t something that 
you should be cutting back on. 

Compared to other content 
marketing strategies, a social media 
strategy is more cost effective; yet it is 
no less effective in spreading brand 
awareness.

Even if you must scale back in other 
areas, don’t cut your social media 
strategy. By building a plan now, you’ll 
have a great marketing strategy in 
place that you can use after the virus 
has been dealt with.

Social media marketing has always 
been an important part of online 
business. But today, with the level of 
uncertainty caused by COVID-19, it 
has become one of the best tools at 
your disposal.

Kevin Rehberger is a content strategist 
at Fortune Web Marketing. To learn more, 
visit www.fortunewebmarketing.com.

https://www.fortunewebmarketing.com
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