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Many breakrooms remain closed as companies struggle to get employees 
to return to the office full time after the pandemic shutdown. However, 
those that are open are not the same places they once were and reflect 

renewed efforts to appeal to the next generations. Lisa Veeck explains…
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EDITORIAL
As Mike Tucker points out (page 28) and several 
of our news stories suggest, we are entering 
something of a hot period for industry shows and 
get-togethers.

As I type this, the great and good of the jan/
san industry (and plenty of members of the IDC) 
are meeting in Chicago at the ISSA Show North 
America 2022, and the early chatter seems to 
suggest it has been a good, lively and thoroughly 
useful show with plenty of energy.

Attendance may be down slightly on previous 
years but that is only to be expected and is in line 
with events in most other industries around the world.

Of course, as Lisa Veeck’s cover story on page 
32 reveals, it will take a while before we fully regain 
the confidence of pre-pandemic times, when 
people dared to go into the company breakroom 
and eat fruit from a fruit bowl and take a spoon from 
the drawer without reaching for the hand sanitizer! 
But, as she also points out, we are getting back to 
some kind of normal.

That’s why I am particularly looking forward to 
traveling to two shows in the next month. The first is 
the Office Partners Gathering in the Gulf in Tampa, 
Florida, which is always a welcoming and enjoyable 
experience at which one is always made to feel part 
of the family.

Then we move on to Las Vegas for Industry 
Week, powered by ISG, a very different, but just 
as enjoyable affair, with lots of opportunities to 
learn, discover new products and practices, and of 
course meet up with old and new friends. 

Speaking of which, thank you to all those who 
reached out offering their support to our new 
Advisory Group. I will be in touch very soon with 
further details, and we are hoping to have our first 
get-together in Las Vegas! »

115 years so far for 
Muncie, Indiana dealer

WINNER’S
CIRCLE

When you’re a family-owned and operated office equipment company 
that has been in business for 115 years, two things are certain. One, 
several generations will have been involved. Two, you must have 
worked hard not only to keep your doors open, but also to keep up with 
over a century of change.

Both are true of Weber Office Equipment, headquartered in Muncie, 
Indiana.

Before discussing anything else, however, Weber Office Equipment 
president and co-partner David Burgauer wants to clarify that his 
company is not in the office products industry. “We don’t sell office 
products; we sell office equipment,” he explains. “That includes 
copiers, fax machines, cash registers, printers and paper, shredders, 
even oil for shredders: any supplies for office equipment, but not office 
products.”

As David recalls, the company’s name wasn’t always Weber Office 
Equipment and during the company’s 115-year history, the family 
took a three-year hiatus: “My grandfather started Muncie Typewriter 
because that is what he sold—manual typewriters and adding 
machines. Then, we started another division, so we had Muncie 
Typewriter and Muncie Office Equipment. Later, we consolidated 
these into Muncie Office Equipment. But when we bought a company 

http://cityofhope.org/nbpi
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called Weber Office Equipment that 
also had a long history, we took that 
name. Then we sold the business to 
U.S. Office Products, which was buying 
up a lot of smaller dealers at the time. 
Three years later, the company went 
bankrupt, so we repurchased the assets 
and reinstated the Weber name. That 
was about 15 years ago. About seven 
or eight years ago, we bought and 
remodeled a building of our own.”

As with the name, there have been 
a few twists and turns in the family 
business ownership. “My grandfather 
started the business and his two 
sons—my dad, Alan, and his brother 
Robert—joined the business,” explains 
David. “But it didn’t work out so well, so 
they left and formed Burgauer Business 
Machines. But that didn’t work out 
so well with the two brothers either. 
Eventually, my dad bought Muncie 
Office Equipment from my grandfather.” 
Today, the company is run by David 
and his co-partner Allen Bowdell.

While the company’s history may 
be slightly less than straightforward, 
according to David, the reason for the 
company’s continued success is not. 
“We work our butts off!” he says. “We 
have good equipment and have a 
reputation for good service. For years 
we were open Saturdays, and I rarely 
leave the office before 7:00 p.m. I do my 
paperwork at night, so I don’t have to 

go through it in the morning and can do 
other things in the office. I make notes 
of what I need to do and put them on 
my typewriter: ‘Wednesday office’ and 
‘Wednesday home.’”

When it comes to companies like 
Amazon, Staples and Costco, David 
is equally forthright in his belief that 
they aren’t competitors. “People who 
buy office equipment from Amazon or 
those big stores have got to be nuts!” he 
exclaims. “They have no service. People 
will call us and ask if we can service a 
machine they bought there. I say, ‘Yes; 
but since you didn’t buy it from us, we 
have to charge you.’ They’ll tell me it’s 
still under warranty, so I ask them if 

»

Denny Sponsel, CEO and owner of RJE Business Interiors, Indianapolis, 
Indiana, and his wife, Cathy, were honored with a plaque from the Indiana 
University (IU) Health Foundation in recognition of their community 
leadership and support.

Throughout his career, Denny has served on the boards of numerous 
organizations, including IU, United Way of Central Indiana, Indiana 
University-Purdue University Indianapolis, the Indiana Historical Society, 
Downtown Indy, Inc., the Rotary Club of Indianapolis and the Girl Scouts of 
Central Indiana. The IU Health Foundation recognition is not the first time 
his contributions to the community have been honored: other accolades 
include the John A. Purdie Innovator Award; the IUPUI Spirit of Philanthropy 
Award; the IU Partners in Philanthropy Keystone Award; and the Foundation 
President’s Award. He also was a finalist for the Ernst & Young Entrepreneur 
of the Year Award and the American Business Ethics Award. 

Indiana dealer and wife recognized for outstanding local support

they saved the box. ‘Why would we do 
that?’ they ask. I tell them it’s because 
you have to send it in. Do they think 
Amazon is going to send someone out 
to service the equipment? Do they think 
we are going to service it for free when 
they didn’t buy it from us? Crazy. Why 
are they not buying local to begin with? 
When something happens to one of 
our machines, or with the supply chain 
issues we are experiencing now, where 
a copier might take three to four months 
to come in, we give them a loan. It’s not 
a new one, but we have a lot of good 
used ones. When companies need to 
make copies, they can’t wait months.”

Ask David about his plans for the 
future and he admits the idea of selling 
the business has crossed his mind more 
than once. In fact, he came close to 
doing so in the past. “We got a phone 
call from a guy who asked us how 
much we would be willing to sell the 
business for,” he recalls. “My son-in-law 
is an attorney and asked the potential 
buyer how much he was willing to pay 
for it. The guy was trying to steal the 
business.”

At some point, to the right people 
at the right price, David will consider 
selling Weber Office Equipment. In the 
meantime, he’ll continue to post his 
home and office “to-dos”, taking great 
satisfaction each time he crosses one 
off the list.

Denny Sponsel and Heather Perdue  
IU Health Foundation vice president, 
campaigns and philanthropy
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Technology logo is a registered trademark and MultiPurpose20, Office20, 
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is used by Sylvamo Corporation on license from HP Inc.

100%
Performance Guarantee

Official sponsor of making you look good
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Perry Office Plus, Temple, Texas, has acquired Georgetown, 
Texas-based V-Quest Office Machines & Supplies.

V-Quest started as a printer supplies dealer in 1996 in 
Belton, Texas and later expanded into printing hardware 
and service. In 2000, the company moved to Georgetown 
and began selling office supplies. Perry Office Plus began in 
Temple in 1920 as American Printing and is now owned by 
Lynnsay and H.B. Macey of Temple.

“Jim and Tara Brown owned v-Quest,” says Bonnie 
Johnson, Perry Office Plus marketing manager. “Jim is retiring, 
so the timing was good. Tara is going to join Perry as an 
account executive.” 

Johnson believes the acquisition was good timing for the 
Browns and an intelligent move for Perry. “We are always 
looking for growth opportunities,” she says. “V-Quest was also 
close geographically and services an area we already cover, 
so it helps us expand our customer base there. Also, they do 
a lot of business on the technology side—an area in which we 
weren’t as strong—so it’s a win/win.” 

According to Bonnie, V-Quest will operate under the Perry 
Office Plus name and all V-Quest employees except Jim have 
joined the Perry team. 

“We could not be happier to have chosen them and 
their team to serve our customers,” the Browns shared in a 
message to V-Quest clients. “We believe Perry’s stability, 
buying power and values made them the right choice for this 

next step in the V-Quest story.”
Lynnsay Macey was equally enthusiastic about the sale. 

“All of us at Perry are eager to welcome the V-Quest team 
as we learn from each other and create a positive, seamless 
experience for our new customers,” she said in a press 
release. “This move also allows us to offer our services to even 
more workplaces throughout the Georgetown, Round Rock, 
Austin and Marble Falls areas.”

This is the third acquisition for Perry since 2020: it previously 
acquired the Austin, Texas, branch of Tejas Office Products 
and the office supply division of Mackie’s in Waco, Texas.

“Growth continues to be a focus for us,” says H.B. Macey. 
“It helps us stay competitive and continue providing our 
customers with good value and outstanding service.”

Perry Office Plus acquires V-Quest 

»

In the past, BOS Business Office Systems, Chicago, Illinois, 
has sponsored various local youth sports teams. The 
company’s most recent $500 sponsorship helped Wakulla 
Middle School’s Wildcats football team purchase new 
uniforms.

“The team members were very happy,” says Drew 
Rowan, BOS’s new business development and workplace 
consultant. “The team badly needed new uniforms and we 
were happy to help them out. At BOS, we like to give back 
to the community and get involved with community-related 
events whenever possible. We were very pleased to be able 
to help Wakulla Middle School in their time of need. I was 
also able to get the local Wakulla County Sheriff’s Office to 
donate to the cause and sponsor the team as well. I love 
being able to help the local youth organizations that my 
kids are involved in raise money for their causes. It’s the 
least I can do. I was extremely proud that my company BOS 
agreed to sponsor the team.” 

Drew says BOS has sponsored local youth sports teams in 
the past and looks forward to supporting others in the future. 

Wildcats are wild about BOS Business Office Systems
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Custer, Inc., Grand Rapids, Michigan, 
has been named a finalist in the 
Family-Owned Business of the Year 
category at the Grand Rapids 
Chamber’s 12th Annual EPIC Awards. 
The annual award recognizes 25 
outstanding businesses in West 
Michigan that foster community growth, 
demonstrate innovation and champion 
others as mentors and collaborators. 
The winners in each category will be 
announced live at the EPIC Gala, which 
will be held on October 19.

“It’s a great honor to be thought 
of as one of the best family-owned 
companies in the area,” says chairman 

Grand Rapids 
dealer finalist 
for family-owned 
business of year

Order Today!                     (800) 323-6084                      c-line.com   

C-Line offers a full line of 
paper products for school, 

home and business!
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new digital new digital 
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and CEO Dave Custer. The company 
has been serving Grand Rapids for 
40 years and employs approximately 
180 people in the area. And according 
to Dave, the support goes both ways: 
“We practice tithe; it’s a biblical term 
that means we slate a certain amount 
of our profits to support the community. 
This is important because it’s the 
right thing to do. Many community 
organizations—such as hospitals, 
schools, healthcare facilities and 

others—need support. Also, these 
same entities are our customers. They 
support us, so we want to support 
them.”

In separate charitable news, several 
Custer employees recently participated 
in the annual Habitat for Humanity 
of Greater Fort Wayne golf outing. 
The event raised more than $54,000, 
which will be spent on providing safe, 
affordable housing for families in the 
Greater Fort Wayne area.

https://www.c-lineproducts.com/shop-by-product/paper/composition-books.html
https://www.c-lineproducts.com/shop-by-product/paper/notebooks.html
https://www.c-lineproducts.com/shop-by-product/paper/filler-paper.html
https://www.c-lineproducts.com/3-x-5-index-cards-white-100-pk-48pk-bx-2-bx-96pk-ct-48807.html
https://www.c-lineproducts.com/shop-by-product/paper.html
https://www.c-lineproducts.com/
https://www.c-lineproducts.com/catalog.html
https://www.c-lineproducts.com/
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FEATURING AVERY PRODUCTS WITH SURE FEED® TECHNOLOGY

Get more done during the busy holiday season with Avery. We make our products with unique 
attributes like Sure Feed, Easy Peel® and TrueBlock® technologies. Not to mention our free 
online software for customizing printable labels, cards and more.

Reduce misalignments and paper jams with Sure Feed 

Peel and apply labels faster with Easy Peel pop-up edges

Block out dark text, images and barcodes with TrueBlock

Add custom logos, text, images and more online, for free!
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Blaisdell’s Business Products, 
Richmond, California, has been at it 
again … helping out local charities, 
that is. Company employees recently 
participated in Project Open Hand, 
assembling meal packages for more 
than 2,500 sick and elderly individuals 
across San Francisco and the Bay Area. 
The project works with local restaurants 
and, in addition to delivering meals, a 

percentage of sales from participating 
restaurants goes to support HIV 
services.

“Project Open Hand reached out to 
us, knowing we historically focus on the 
Bay Area, which is really in need,” says 
Michael Witt, Blaisdell’s chief operating 
officer. “Since COVID-19, that need has 
exploded. We’ve donated to about 22 
charities this year. Donating hasn’t been 

easy: our sales have been down due to 
the pandemic since 60 percent of Bay 
Area offices are still empty. But in 2020, 
we were still able to donate $40,000 
and $50,000 in 2021. And business is 
picking up; so far this year, in hard cash 
and in addition to labor and product, 
we’ve been able to donate $68,000.”

One of the company’s most significant 
recent donations was to the Lend a 
Hand Foundation—a charity that helps 
schools in the Bay Area. This year marks 
the foundation’s 25th anniversary.

“Blaisdell’s donated 25,000 
backpacks to all the Oakland Unified 
school districts, all our team’s labor to 
pack them and $20,000 in hard cash,” 
Michael says. “Oakland schools were 
some of the hardest hit by the pandemic 
shutdown. Many of the residents are 
low income; the kids had no internet, no 
laptops and were left behind.”

Blaisdell’s Business Products lends more than one hand

This is how work now works
Your customers’ needs have changed – less printing, more digital-and-paper 
workflows, more employees working remotely, and new document security 
concerns.

Brother printers and all-in-ones are built for how work now works, scalable to the 
unique demands of each workgroup. With pre- and post-sales specialists and 
some of the industry’s most attractive partner programs, Brother can help you 
serve companies more effectively, and more profitably.

Your customers are re-thinking their approach to document technology. Are you?

Learn more about how work now works @ TeamWithBrother.com.

©
 2021 Brother International C

orporation  

»

http://www.gopd.com
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SECRETS of success
Blaisdell’s Business Products, 
Richmond, California
It’s always good to “do the right thing”; 
but for most businesses, that’s easiest 
when sales are booming. Yet according 
to Michael Witt, chief operating officer 
at Blaisdell’s Business Products, doing 
right when times are hard—even if it 
means accepting some lost revenue—
will pay off in the long run.

Witt’s wife Margee’s family started 
Blaisdell’s Business Products in 1950. 
In 2003, when she took over as CEO, 
the company’s sales had reached $2.5 
million. According to Witt, the company 
has experienced double-digit growth 
yearly since, reaching $40 million in 
2019. But then came the pandemic.

“In 2020, our sales dropped to 
$26 million; and in 2021, they fell to 
$22 million,” reports Witt. “We are 
projecting $30 million in 2022, although 
office spaces here are still only at 
about 40 percent occupancy.”

According to Witt, Blaisdell’s is a 
“very employee-focused company,” 
with an impressive 95 percent 
employee retention rate. In fact, during 
the pandemic, when sales fell by nearly 
50 percent, the company wanted to do 
right by its employees—a move which 
proved astute in the long run. “We 
didn’t want to lay off any employees or 
furlough them during COVID-19, which 
meant we lost substantial money,” 
explains Witt. “However, the move has 
kept us in the driver’s seat. We have 
employees while others are struggling 
with labor shortages.”

And today, the company continues 
to watch out for its staff. “Here in the 
Bay Area, inflation is awful; everything 
has gone way up,” says Witt, going on 
to give an example. “Gas has come 
down, but employees are still paying 
$6.50-$7 a gallon. We had to do 
something to help, so we gave all our 
office workers a $500 a month raise 

and our warehouse workers about 
$250 more per month.”

According to Witt, Blaisdell’s is just 
as eager to help the local community, 
again putting its money where its 
mouth is—despite the drop in sales 
during the pandemic: “In 2020, we 
were still able to donate $40,000 
to various charities in the Bay Area 
and we donated $50,000 in 2021.” 
In addition to product and labor, the 
company has donated $68,000 so far 
this year to local charities (see Winners, 
page 10).

So what does Witt think has 
made Blaisdell’s so successful?
“One, we are very customer-centric,” 
says Witt. “The customer is always 
right, even when they’re not. Another 
reason is that most of our employees 
have been with us a long time, and 
our customers and employees build 
nice long-term relationships. A third 
reason is our drivers: we don’t believe 
in turnover, so we pay them well, and 
many of them have  
had the same route 
for five to 15 years. 
They also deliver 
to wherever the 
customer wants 
the product. And 
a fourth thing 
we do well is 
new customer 
acquisition. Our 
general sales 
manager has 
focused on that. 
With so many 
people working 
from home, we 
can’t just sit and 
wait until our 
customers come 

Headquarters: Richmond, 
California
Top management: Margee Witt, 
CEO; Michael Witt, chief operating 
officer; John Banholzer, general 
sales manager
Online business: 76%
Main wholesaler: S.P. Richards
Average sales: $40 million

back to the office. We have 68 new 
customers so far this year—some 
small, some medium and a few really 
large ones.”

Where do they find new customers? 
“Most of them come from the big box 
stores,” reports Witt. “The independent 
dealers in the area pretty much leave 
each other’s customers alone. We 
focus on the big boxes because 
so many of them have gutted their 
salesforces. It comes down to service.”

Witt’s advice for other independent 
dealers looking for success is succinct: 
“You have to be able to bob and 
weave; to turn on a dime and make a 
decision. There’s no time to ponder. 
Things are constantly changing: price 
increases, inflation working from 
home; and who knows when there’ll 
be another pandemic. You need to be 
nimble and adjust quickly.”

Margee and Michael Witt
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For more information, visit CityofHope.org/nbpi or contact Matt Dodd at mdodd@coh.org.

Up close and
personal giving.
THE GEHR FAMILY CENTER FOR LEU K EMIA RE SE ARCH

CityofHope.org

D O N AT I O N 
M AT C H I N G
Hammermill will match 
your gift up to $75,000.

U P C O M I N G  E V E N T S
THE SPIRIT OF LIFE® GALA (October 13) Honoring Peter Scala 
of Staples at the Navy Pier, Chicago, Illinois

SPINITAR ANNUAL GOLF FOR HOPE (November 7) hosted by Spinitar 
at Yorba Linda Country Club – Orange County, California

 2023 TOUR & HALL OF FAME DINNER (February 20-21, 2023)  
at City of Hope – Duarte, California

D O N AT E N OW 

Finding a cure is close. Make your donation personal. For 40 years, the National Business Products Industry (NBPI) 
has championed City of Hope’s mission to fi nd cures to cancer, diabetes, HIV/AIDS and other life-threatening illnesses. 

This year, the NBPI continues its personal giving support with a new e� ort to support the Gehr Family Center for Leukemia 
Research—the Accelerator Fund. 

City of Hope is committed to making even the deadliest forms of leukemia entirely treatable. 
The Accelerator Fund helps provide resources for the work of leukemia research luminary Guido 
Marcucci, M.D. Under Marcucci’s leadership, doctors and researchers are actively developing 
next-generation therapeutics for all leukemias, with a special focus on acute myeloid leukemia 
(AML). 

The goal of the Accelerator Fund is to raise $1 million. Your personal investment in the Accelerator 
Fund will give our scientists the tools they need to scale up the creation of novel therapeutics and 
swiftly move forward with clinical trials of our most promising new treatments for AML.

87 iDealer NBPI ad OCT.indd   187 iDealer NBPI ad OCT.indd   1 9/27/22   10:15 AM9/27/22   10:15 AM
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If you have news to share - email it to  
rowan@IDealerCentral.com

»

Your trade association the IOPFDA 
has confirmed the make-up of its 2023 
board of directors.

Current president, Charlie Kennedy of 
Kennedy Office Supply, will remain in the 
role, while the following individuals have 
been elected to serve on the board:
• Daniel Benjamin, Benjamin Office 

Supply
• Chris Crumpton, Business Essentials
• Mike Flaherty, Great Falls Paper & 

Supply
• Scott Hart, Greenville Office Supply
• Kendall Smith, Workplace Solutions
• Elena Wuchner, EON Office

These new members will officially 

take office at the upcoming IOPFDA 
board meeting on October 26 in 
Tampa, Florida.

“We are pleased to welcome these 
dedicated industry leaders to the 
2023 board,” said Kennedy. “This 
group brings a tremendous amount of 
industry experience, and we will work 
together closely to develop initiatives 
that support IOPFDA goals and drive 
the industry forward.”

In addition, the following 2022 
board members are returning next 
year (those marked with an asterisk 
also serve as members of the IOPFDA 
advisory board):

• Melissa Ball, Ball Office Products
• Beth Freeman, FSIOffice
• Chip Jones, Minton Jones
• Joe Krelle, Accurate Office Supply
• Steve Nuelle, ABM Federal Sales
• Mark Porter, Porter’s Office Products
• Gordon Thrall, Guernsey
• Miles Young, On Time Supplies
• JD Ewing, COE Distributing*
• Charles Forman, Independent 

Suppliers Group*
• Kim Fulford, S.P. Richards*
• Matthew Hebert, Office Partners*
• Mark Leazer, AOPD*
• Terri Mayes, Essendant*
• Steve Noyes, Clover Imaging Group*

IOPFDA announces board make-up for 2023

www.ssiop.com | 905–939–1080 | sales@ssiop.com

Because the Faster You Get Product In,

The Faster You Get It Out!

In business, time is money.
That's why you need…

It's simple: the faster you can process orders and purchase and
deliver products, the higher your profits. Regardless of whether
you're drop-shipping from a wholesaler or pulling from your
own warehouse, no dealer software makes distribution faster
and easier than SSI Edge.

Streamlining distribution is just the beginning. SSI Edge
reduces costs throughout your business, including your
monthly IT expenses, so it not only speeds up your order
flow but the growth of your bank balance!

mailto:rowan%40IDealerCentral.com?subject=
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No Time to Manage Pricing 
Changes? No Problem.

Want to learn more? Read the informative ebook now.

GET EBOOK

Stay Competitive With Margin Accelerator
Why manage wholesaler pricing changes manually when Margin Accelerator 
can do it for you? Margin Accelerator is a comprehensive margin management 
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Independent Suppliers Group (ISG) 
has confirmed the keynote speakers 
and sponsors for its Industry Week ’22 
powered by ISG event taking place next 
month at Caesars Palace, Las Vegas.

This year’s general session will focus 
on the crucial aspect of understanding 
the future of work and the workplace: 
how and where people work, changes 
in B2B consumer purchasing behavior 
and the types of products and services 
now required in the workplace. While 
recent disruptions to the business 
environment have brought many 
challenges, they have also presented 
many opportunities. The keynote 
speaker at the session—Phil Kirschner, 
senior expert at McKinsey—will break 
down what these opportunities are and 
how to make the most of them.

Kirschner will explain how to create 
both a physical and virtual workplace 
that will not only attract and retain 
top talent, but also foster a sense of 
community within an organization. 
His talk will inspire listeners to expand 
their views on the different ways of 
working and encourage employees 
to see the humanity in each other. He 
will also provide recommendations 
on how to rethink sales and 
marketing approaches to adapt to a 
work-from-anywhere society.

In addition, OPI CEO Steve Hilleard 
will lead a series of conversations 
designed to give attendees an inside 
look at the workplace of the future and 
the trends, products and services 
that will determine the success of the 
IDC. Featuring external and industry 
experts hand-picked for each topic of 
conversation, these one-on-ones will 
explore how to navigate the challenges 
caused by COVID-19 as well as how to 
maximize the opportunities that have 
been created. The speakers and the 
topics they will address include:
• Jon Adkins, SVP, ISSA: Facilities 

Supplies
• Ric Andersen, VP & General 

Manager, The HON Company: 
Furniture

• Philip Drapeau, SVP & General 
Manager, Keurig Dr. Pepper: 
Breakroom

• Roxanne Bernstein, EVP & President 
North America, ACCO Brands: OP/
Advances in Tech
The general session will also feature 

the North American Office Products 
Awards—hosted by OPI Director 
Janet Bell—celebrating the successes 
of 2022 (see page 40); while ISG 
Chairman Jordan Kudler will make his 
annual Industry Week address.

ISG will also announce the first 
winners of its new program to honor 
members and their employees who 
make contributions to their local 
communities at breakfast on Thursday, 
November 10. The Outstanding 
Commitment to Your Community Award 
aims to celebrate the many selfless 
acts of ISG members and their staff and 
bring to life the group’s 
mission to “think outside 
the big box and start 
thinking inside, about 
your community.”

Other aspects of 
Industry Week ’22 
include Pinnacle/AOPD 
one-on-one meetings, 
the BSA Forum and 
Awards, an Essendant 

General Session and a full seminar 
program. There will also be number 
of social events, including a poolside 
welcome reception and fun-paced 
closing party hosted at Caesars 
Palace’s OMNIA nightclub.

ISG has also announced the official 
sponsors of the event. They are:
• Premier Sponsor: The HON 

Company
• Diamond Sponsor: ACCO Brands
• Gold Sponsors: 3M, Avery, ECI 

Solutions, Energizer, Flash Furniture, 
Global, Newell Brands, Smead, 
TOPS

• Silver Sponsor: IOPFDA
• Bronze Sponsors: FireKing, Pentel of 

America, SSI, Safco

Industry Week ’22 is taking place in 
Las Vegas, Nevada, November 6-11.

ISG announces Industry Week speakers and sponsors

Steve Hilleard
Phil Kirschner

https://industryweek22.cventevents.com/event/87be34cc-3778-4d0d-b70a-f7b70dfe2ab2/summary
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Buying group Office Partners’ Annual 
Gathering returns to the Tampa Airport 
Marriot, Florida this year and will take 
place between October 23-25. The 
event promises to be a yet another 
great success, with dealer numbers 
up on last year and the addition of new 
vendor partners into the mix. 

On October 23 there will be a meeting 
for Office Partners members with an 
interest in the organization’s GSA, 

followed by the traditional opening 
night welcome reception.

Monday morning will see Office 
Partners president Matthew Hebert 
address the dealer attendees, together 
with a speech by Harbinger National 
CEO/managing director Mike Rowsey. 
After lunch, the traditional dealer/
vendor one-to-one sessions begin 
in the afternoon. A gala dinner on 
Monday evening will then be followed 

on Tuesday morning by the remaining 
one-to-one meetings, and an early 
finish is planned so dealers and 
vendors can get home easily.

Office Partners gather in Gulf once more 

»

2022 marks Essendant’s 100th year in 
business, with celebrations hosted at 
the end of August at the wholesaler’s 
headquarters in Deerfield, Illinois, and at 
distribution centers across the country.

With roots firmly planted in office 
products, the company began as 
retailer Utility Supply Company in 1922, 
launching its first catalog in 1937. 
Wholesale operations were introduced 
in 1960, when it adopted the name 
United Stationers Supply Co—and 
the company moved exclusively to a 
wholesale business in 1978.

In 1981, United Stationers became 
a public company, changing its name 
to Essendant in 2015 and forming 
the foundation of the company we 
know today. There have been several 
milestones over the years, including:

• Key acquisitions like Azerty in 1996 
and Lagasse in 2000 to help dealers 
diversify beyond office products into 
technology accessories and jan/san.

• The introduction of next-day delivery, 
which is now available to 98 percent 
of the US population, allowing 
dealers to meet one of the top 
demands of today’s customers.

• Essendant’s acquisition in 2019 by 
an affiliate of Staples’ owner, private 
equity firm Sycamore Partners.

• The development of and investment 
in a suite of digital marketing 
capabilities, including product 
content, search, email and analytics, 
to support dealers in their transition to 
e-commerce.

• The introduction in 2021 of Fulfillment 
Services, leveraging its best-in-class 

distribution capabilities as a solution 
for manufacturers to address supply 
chain challenges.

Consistent with the company’s 
values, Essendant used its centenary 
celebrations as an opportunity to raise 
funds for City of Hope—receiving 
contributions from associates which 
were matched by Essendant’s 
Charitable Foundation.

“To be leading Essendant at this 
moment and celebrating 100 years is a 
great honor. I’m proud of our past and 
the hard work of our associates to get us 
here. I’m grateful for our customers and 
the trust they’ve placed in us to serve 
them. And now, I look confidently to our 
future and what’s to come,” commented 
Essendant CEO Harry Dochelli.

Essendant celebrates centenary milestone

Matthew Hebert
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The Business Solutions Association 
(BSA) has selected Barry Lane as the 
recipient of its 2022 Leadership Award 
and named James Fellowes as the 
2022 Legend of the Industry.

Fellowes began working in the 
family business while in high school in 
1964, became a full-time employee in 
1969, and devoted his entire career 
to Fellowes Inc. He was motivated 
to join the company by the business 
ethic established by his grandfather, 
Harry Fellowes, and then refined by 
his father and uncle. James served 
in various management positions at 
Fellowes, leading to president in 1983 
and later CEO in 1997. He became 
non-executive chairman of the board in 
2014. His son John joined the business 
as the fourth generation in 2001 and 
became CEO in 2014.

“BSA is indeed pleased to honor 
James ‘Jamie’ Fellowes as the 
2022 Legend of the Industry,” said 
BSA president Travis Kaste of 3M 
Corporation. “Jamie Fellowes is truly 
an icon in our industry, where he has 
worked for five decades.”

Fellowes headed the manufacturer’s 
division for the National Office Products 
Association, the Wholesale Stationers 
Association and the Business Products 
Manufacturers Association. He also 
served as chairman of the City of Hope—
National Business Products Council.

In 2013, Fellowes received the 
BSA Leadership Award. He was the 
recipient of the City of Hope Spirit of Life 
Award in 1997 and the Lifetime Industry 
Achievement Award from Office 
Products International in 2012. He was 
honored with the Torch of Liberty Award 
from the Anti-Defamation League in 
1994; and the UJA Foundation honored 
him in 2002 with the Richard Karasik 
Humanitarian Award.

Barry Lane began his career in the 
commercial office products industry in 
1978 and joined Avery in 1982, where 
he has remained for the past 44 years. 
He has held various sales leadership 
roles in the commercial, superstore 
and retail channels throughout North 
America and is currently Avery’s VP of 
commercial sales.

Lane has devoted time and energy to 
building strong customer relationships, 
promoting manufacturer peer group 
exchanges and supporting the 
industry’s charitable efforts. He has 
always been actively involved in the 
industry and has participated in many 
trade associations, particularly BSA 
and AOPD.

From 2016-2019, Lane was president 
of BSA, having previously been VP and 
a board member. He also served on the 
AOPD advisory board from 2013-2019 
and is a member of a variety of different 
customer supplier councils. In 2015, he 

was the recipient of the prestigious City 
of Hope Hall of Fame Award.

“Barry Lane has made an outstanding 
contribution to our industry. He has 
inspired and mentored many people 
over the years by setting the industry 
standard for managing and maintaining 
excellent customer relationships,” said 
BSA president Travis Kaste.

Both Fellowes and Lane will receive 
their awards at the Industry Awards 
Luncheon on November 10 during 
Industry Week, which takes place 6-11 
in Las Vegas, Nevada.

BSA honors Lane and Fellowes

Katun Corporation has announced 
the introduction of several new toner 
products and 3D filaments.

The Katun Performance color toner 
set for use in Konica Minolta Bizhub 
C330i/C4000i/C3320i/C3350i/C4050i 
applications aims to help Konica 
dealers reduce their supply costs 
and—because it is a universal toner 
that works in multiple applications—
potentially help reduce their inventory 
costs.

Meanwhile, the Katun Performance 
monochrome toner for use in Konica 
Minolta Bizhub 300i/360i applications 
and Katun PLA+ filaments for use in 
3D printers are now available. Katun 
offers 10 popular color options for these 
1.75mm diameter filaments. 

These Katun products, along with 
many other new products, may be 
ordered by phone, fax or email, or via 
the Katun Online Catalog at  
www.katun.com.

Katun North America introduces toners and 3d filaments

Jamie Fellowes

Barry Lane

Industry News CONTINUED FROM PAGE 18
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GSA moves ahead with online marketplace project
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The US General Services 
Administration (GSA) recently issued 
a request for proposal (RFP) for its 
potentially multibillion-dollar online 
Commercial Platforms (CP) initiative.

The GSA has been working on an 
e-marketplace concept for almost five 
years as it seeks to gain efficiencies 
in ad hoc spending for commercial 
off-the-shelf items. In August 2020, 
a proof-of-concept phase began 
involving three contractors: Amazon 
Business, Overstock Government and 
Fisher Scientific.

Earlier this year, the GSA provided 
an update on this pilot stage of the 
program, revealing that in the 12 months 
to September 30, 2021, 20 federal 
government agencies had placed 
45,000 orders through the marketplace, 
spending a total of $11.7 million.

Following a request for feedback 
on the proof of concept, the GSA is 
now preparing to award full-blown CP 
contracts. Last week, it issued an RFP 
for operators of “commercially available 
online platforms that can provide the 

government with B2B online shopping 
capabilities.”

A list of requirements that must be 
met for successful bidders includes the 
following criteria:
• Currently owns, operates and 

manages an online commercial 
platform that is widely used in 
the private sector and has sales 
with multiple federal government 
agencies and their cardholders.

• Has the ability to identify, highlight 
and promote products that are 
offered by AbilityOne and National 
Industries for the Blind.

• Conducts the checkout process 
within the platform, not as a punchout 
or through a third-party payment 
processor.

• Can highlight, filter and/or promote 
in search results product attributes 
such as green items and the 
socioeconomic status of the reseller.

• Is capable of blocking or restricting 
individual or multiple product 
categories at the administrator level.
The GSA said it now has 25 agencies 

taking part in the CP program, but 
intends to further promote the initiative 
and add more participants. It estimates 
that the potential addressable market 
for the commercial online space is 
between $1-$2 billion a year.

Interested parties had until 
September 30 to submit their 
proposals. They will then be 
judged according to four factors: 
platform capabilities, prior 
experience, a performance work 
statement document and a live test 
demonstration. Those that fail on the 
first factor or do not have relevant prior 
experience will be eliminated from 
further evaluation.

The GSA is planning to award 
multiple contracts. Each will be for a 
minimum period of 12 months, with four 
further one-year extension options.

National office furnishings distributor COE Distributing 
has been awarded a 2022 Top Workplaces honor by the 
Pittsburgh Post-Gazette, ranking 27 of 70 small companies 
recognized on the list. This is COE’s third consecutive 
appearance in the Top Workplaces rankings.

Altogether, the Post-Gazette spotlighted 105 
Pittsburgh-area companies of various sizes and industries 
in the rankings, which are based solely on feedback from 

employees who rate their workplace culture through a 
third-party survey administered by the Post-Gazette’s Top 
Workplaces research partner Energage LLC. 

The anonymous survey measures 15 drivers of engaged 
cultures critical to the success of any organization. The 
data collected addresses employee satisfaction with the 
basics like pay, benefits and training; and shines a light on 
the importance employees place on issues such as their 
alignment with their company’s values and direction, doing 
meaningful work and feeling appreciated.

 “The Top Workplaces award is incredibly important to our 
leadership team because the engagement and satisfaction 
of our most vital asset—our people—are what drives our 
actions and our culture every day,” said COE Distributing 
Chairman and CEO J.D. Ewing. 

“Our team never ceases to amaze us, exceeding 
expectations and working together to overcome challenges 
and shatter records.  We’re grateful for their efforts and proud 
of all we’re able to accomplish together.” 

COE Distributing honored for third consecutive year with Top Workplaces award
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ECI Software Solutions has announced 
the acquisition of leading office 
products e-commerce and product 
data company ES Tech Group.

ES Tech has developed the highly 
respected EvolutionX e-commerce 
platform which has made big inroads 
into the UK office products channel. 
In the US, the strategy has been 
somewhat different, mostly targeting 
other verticals under the leadership of 
North American president Dave Bent.

The FusionPlus content platform 
has also been a great success in 
the UK. It will be interesting to see 
what develops in the US now this 
solution is under the ownership of 
ECI—with dealers increasingly keen 
on wholesaler-agnostic content 
propositions.

This acquisition expands ECI’s existing 
e-commerce portfolio and furthers ECI’s 
investments in the digital economy and 
e-commerce, allowing ECI to expand into 
markets not served today. Terms of the 
deal were not disclosed.

“At ES Tech Group, our mission 
is to provide SME businesses with 
world-class technology and services, 
allowing them to protect their businesses 
and compete head on, and win, against 
the biggest competitors—a similar 

mission to that of ECI,” said Paddy 
Donnelly, CEO of ES Tech Group. “We 
have the team, the technology and now 
the firepower of ECI behind us. We see 
limitless opportunities for our customers 
and our team.”

“Every industry we serve needs an 
e-commerce strategy to meet customer 
expectations and support growth,” 
said Trevor Gruenewald, CEO of ECI. 
“Offering our collective customers 
the ability to run a superior online 
presence while driving data-driven 
decisions through their back-end ERP 
solution strengthens ECI’s position 
as a one-stop shop for all business 
management needs. We look forward 
to welcoming Paddy and his team to 
the ECI family and working together to 
grow our business applications suite.” 

The purchase follows ECI’s recent 
announcement of a new Private Supply 
Network (PSN) integration that will allow 
users of its Red Falcon platform to send 
purchase orders to LD Products—one 
of the largest distributors of printer 
supplies to dealers in the US office 
products channel.

This integration will enable business 
supplies resellers to connect with 
LD Products through a unified, 
easy-to-use platform, allowing them 

to submit error-free orders to the 
supplier electronically, receive digital 
acknowledgments in return and provide 
all the information needed to manage 
jobs of any size.

Users will also be able to validate 
orders with detailed specifications, 
as well as retrieve lists of business 
partners, price agreements and dealer 
salespersons prior to sending a final 
purchase order. Once the purchase 
order is finalised in Red Falcon, the 
updated information—including 
acknowledgment number(s) and 
shipping dates—is automatically sent 
back from LD Products.

Meanwhile, ECI Software Solutions 
has hired Chip Coyle as its new chief 
marketing officer.

Coyle will be responsible for 
building on ECI’s global marketing 
and demand generation strategy, 
overseeing its execution across the 
Americas, EMEA and APAC, and 
reinvigorating the ECI brand.

Before joining ECI, he spent two 
years as chief marketing officer for Blue 
Prism, leading global marketing for the 
enterprise intelligent automation and 
RPA software firm.

He also served as SVP and chief 
marketing officer at Infor, a privately 
held global enterprise software 
provider. Prior to this, he spent 18 years 
with Oracle in progressively expanding 
marketing leadership roles.

Commenting on the appointment, ECI 
CEO Trevor Gruenewald said: “Chip 
brings years of strategic experience 
in driving global expansion and 
positioning companies for growth, with 
a broad understanding of what it takes 
to build successful, market-leading 
SaaS organizations at scale.”

Coyle added: “ECI has established 
itself as a leading global business 
software provider across many 
vertical markets, and I look forward 
to collaborating with the entire ECI 
organization to achieve their goals.”

ECI buys ES Tech Group, names new CMO
Industry News CONTINUED FROM PAGE 20
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(l-r) Paddy Donnelly  
and Dave Bent
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Highlands makes new appointments and promotions

Sales and marketing services agency 
Highlands has made two new 
appointments and one promotion 
as it strengthens its North American 
workforce.

In late September, Nick Shireman 
joined as an e-commerce account 
manager to help develop digital 
strategies to increase brand 
awareness and convert prospects 
across platforms.

“Nick’s experience in operations, 
sales and marketing, as well as project 
management, will assist in driving 
success for Highlands’ clients,” said 
Kristin Stevens, VP of Highlands Digital.  

Shireman added: “I was drawn to 
Highlands because of their core values, 
and I am excited to nurture and develop 

my career with this team. My objective is 
to effectively collaborate with and work 
alongside brands to drive profits.”

Previously, Highlands announced that 
L.J. Nelson had joined the company as a 
business development manager.

Nelson will work to drive sales for 
Highlands’ clients by engaging with 
significant end users in the Michigan, 
Ohio, and West Virginia territories. 
He will manage the end user selling 
processes, develop relationships with 
distributors’ strategic account teams 
and ensure clients’ products are sold 
through aligned distribution partners. 

“L.J.’s expansive experience in sales 
enables him to navigate the complex 
distributor landscape and effectively 
utilize new business prospecting and 

networking skills,” noted Highlands 
president Seth Raley.

Nelson added: “I’m excited for what’s 
to come at Highlands; we have an 
awesome opportunity to increase the 
standard at which our clients expect 
their business partners to operate on 
their behalf.”

Meanwhile, in August, Highlands 
promoted Charles Koslowsky to 
director of strategic accounts, jan/san.

Koslowsky has spent his entire career 
in the cleaning sector in various sales, 
sales management and distribution 
leadership roles with companies such 
as Georgia-Pacific and WAXIE. He 
joined Highlands in 2015 as a regional 
business development director and was 
most recently director of facilities sales.

Technology distribution giant TD SYNNEX will plant trees on behalf of all 
global coworkers.

As part of the company’s first anniversary celebrations, it has partnered 
with Treedom, a tree-planting platform that funds agroforestry projects, 
to create a TD SYNNEX forest.

Treedom will plant a tree for each of TD SYNNEX’s 22,000-plus 
employees around the world and will add to the forest one new tree for 
each coworker who joins the business. At the outset, the forest will offset 
close to 5,000 tons of carbon dioxide throughout the trees’ lifespan.

The partnership with Treedom is part of the TD SYNNEX Corporate 
Citizenship Program, which the company announced in March, along 
with its global environmental, social and governance targets. As part of 
its commitment to sustainability, TD SYNNEX also signed the Business 
Ambition for 1.5°C pledge, which means the company intends to achieve 
net-zero global emissions by 2050 or sooner.

TD SYNNEX partners with Treedom

Industry News CONTINUED FROM PAGE 21
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As INDEPENDENT DEALER went to 
press, worldwide cleaning association 
ISSA was holding its 2022 North 
America show in Chicago, which 
focused heavily on the theme of 
sustainability.

The trade association said it is 
committed to “inspiring sustainable 
product development and business 
practices”. This includes powering the 
event using 100% renewable energy.

“The show will also prioritize 
sustainability by featuring an 
environmental, social and governance 
(ESG) educational track with a 
multitude of sessions,” noted ISSA 
executive director John Barrett.

The show featured an array of 
ESG sessions designed to spark 
meaningful discussions around current, 
trending topics such as cleaning for 
health; driving value through healthy 
buildings; environmental responsibility; 
and diversity, equity and inclusion. 
Additionally, the ISSA Sustainability 
Committee hosted a panel discussion, 
“The Future of Sustainability for the 
Cleaning Industry,” to reflect on the 
cleaning industry’s sustainability needs 
and how the association can deliver 
accessible, credible and enduring 
programs to fit. 

The ISSA Show North America 
2022 partnered with GES, its official 
general services contractor, to reduce 
its carbon footprint through energy 
efficiency, consideration of energy 

use, waste reduction and procurement 
choices. This included using 100 
percent renewable electricity, reducing 
waste by donating usable leftover 
materials and placing additional 
recycling bins in all official show 
management meeting spaces. 

To encourage social responsibility, 
ISSA Show North America 2022 
partnered with ISSA Charities, the 
charitable and philanthropic arm 
of ISSA, sponsoring, funding and 
operating charitable and social 
programs directly connected to the 
cleaning industry. In addition, the event 
offered the chance to donate all leftover 
materials to Opportunity Village, a 
non-profit organization that serves 

people in the Las Vegas community 
with intellectual disabilities for training 
purposes to help place participants in 
cleaning industry positions.

“Together with ISSA, we have 
prioritized sustainability and have 
focused on opportunities to significantly 
reduce our carbon footprint in order to 
host an environmentally conscious and 
socially responsible event,” said Amie 
Gilmore, director, Informa Markets. 
“McCormick Place is a venue dedicated 
to conservation and ecologically 
sustainable initiatives, and we are 
thrilled to partner together to power the 
event using renewable energy and help 
inspire sustainable initiatives throughout 
the cleaning industry.”

ISSA show prioritizes sustainability

NOT A SUBSCRIBER? 
Sign Up Now

NOT AN ADVERTISER? 
Start Next Month

GOT AN ARTICLE IDEA? 
We Want To Hear About It.

Call Rowan 
(703) 531-8507
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With 75 years  experience in the
School ,  Home and Off ice

markets ,  
Charles Leonard,  Inc.  

has al l  the Must Haves for  a  great
School  Year !

 

T E A C H E R  M U S T
H A V E S !

S T U D E N T  M U S T
H A V E S !

There has been yet another spate of acquisitions among 
facilities products resellers, with Imperial Dade and Envoy 
Solutions announcing further purchases.

Imperial Dade recently announced two add-ons in the 
state of Alabama in the space of a few days: Mobile Janitorial 
& Paper, a local facilities products supplier based, as the 
name suggests, in Mobile and run by Ray Fillingim; and Dees 
Paper, run by Monty Dees.

These followed the firm’s second Canadian purchase: 
Boudreault Packaging, a Quebec-based distributor of 
packaging, sanitation and foodservice products run by CEO 
Luc Boudreault and other family members.

Imperial Dade also added scale in Puerto Rico with 
the acquisition of International Sales & Marketing (ISM), 
which specializes in foodservice packaging and janitorial 
supplies. ISM will continue to be run by CEO Eduardo 
Lopez.

Meanwhile, Envoy Solutions has announced a major 
acquisition in the Great Lakes region. Joining the Envoy 
family is Enterprises Group, a Michigan-based organization 
that comprises seven companies: KSS Enterprises, Sideline 
Sports, BBC Distributing, Energyst Solutions, Rapid Supply & 
Sales, EMack Manufacturing and Star Flooring.

These companies specialize in facility supplies, 
foodservice and commercial flooring. The largest entity, KSS 
Enterprises, has 11 locations across the Great Lakes region 
in Michigan, Indiana and Ohio.

The transaction, which is pending customary regulatory 
approvals and is expected to close during the current 
quarter, marks Envoy’s expansion into Michigan.

At the beginning of September, Envoy also announced 
the acquisition of Knight Marketing, which it described 
as “one of the fastest-growing distributors in the jan/san 
industry.” In addition to janitorial products, Queens, New 
York-based Knight Marketing sells a range of foodservice, 
facilities, maintenance, repair and operating, hospitality and 
office supplies.

“By joining forces with Knight Marketing, we are able to 
better serve our clients in the New York metropolitan area,” 
said Envoy Solutions CEO Mark Fisher.

Meanwhile, on September 6, Envoy confirmed it had 
purchased HT Berry, a Massachusetts-based distributor 
of janitorial and foodservice products founded in 1964. 
Clients include restaurant chains, large high-rise office 
towers, schools, manufacturers and commercial cleaning 
businesses.

Jan/san giants acquire again and again and again…
Industry News CONTINUED FROM PAGE 23
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INDEPENDENT DEALER was 
saddened to learn that US office 
products industry veteran Mike 
Foster passed away at the end of 
September.

Mike, who was just 62, was involved 
in the office products sector for almost 
50 years and will perhaps be best 
remembered by many as the director 
of merchandising at Independent 
Stationers and then Independent 
Suppliers Group (ISG), where he 
spent 28 years. While at ISG, Mike 
was on the purchasing council at 
BPGI for 15 years.

Mike started in the industry stocking 
shelves at Park Office Supply in 
Indianapolis when he was just 14 
years old. After graduating from 
Decatur Central High School in 
1978, he took a job as a sales rep for 
Southside Office Supply in Indiana 
and later moved on to a management 
position with Action Office Supply, 
which he referred to as the first office 
products superstore. This was also 
where he first became involved with 
Independent Stationers. “Action 
would buy in bulk and wholesale it to 
the IS members around the state,” 
recalls long-time friend and colleague 
John Reiter

Mike started at Independent 
Stationers in June 1990, where he 
established a formidable—and 
much respected—reputation in 
merchandising.

“Mike was a businessman who 
knew how to help small businesses 
become successful,” explains John 
Hauptstueck, with whom Mike worked 
after he left ISG. “He knew how to cut 
through the red tape and the issues 
and provide advice and support to 
those who sought his guidance.

“[He was] one of the best 
merchandisers in the office products 

industry. He understood the whys, hows 
and results. He was not bashful about 
stating what he saw was right and good, 
or sharing with you the opposite—what 
wasn’t going to work and why. Of 
course, anyone who met with Mike 
found out quickly that he knew how to 
negotiate. Negotiations were a passion 
for him. And once settled, he was loyal 
to the agreement—in many cases, loyal 
for years on end.”

After leaving ISG in 2018, Mike 
partnered with Hauptstueck on a 
project for Office Ventures, which 
was a software based clearing house 
for verified government requests for 
proposals. After that, Mike contracted 
with John Reiter at OneSource 
Marketing to manage customer portals 
and maintain real-time web audits and 
competitive analysis for vendors. 

“Mike became so efficient in the 
process that last year he set up his 
own company, In-Site Marketing, and 
brought on Matt Maller’s company, 
Coriden, Inc., to perform the same 

services for Matt,” adds Reiter.
For Coriden, Mike provided support 

in managing the pricing, programs 
and assortment for key customers 
including Grainger, Essendant, S.P. 
Richards and Global. 

“He was gracious, both in 
business and personally. Willing 
to help. His advice was treasured 
and appreciated,” remembers 
Hauptstueck. “He was a mentor to 
me. A leader and visionary in the 
office products industry. A friend to all 
of us.”

Mike was survived by his father 
David Foster; his children Zachary 
Foster and Diana Foster; and his 
brother Steven Foster. He was 
preceded in death by his mother 
Carolyn Foster.

Mike was an avid golfer and the 
family has asked for donations to be 
made to the GCSAA Foundation or 
the American Heart Association.

INDEPENDENT DEALER extends 
its deepest sympathies to Mike’s 

In memoriam: 
Mike Foster 
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How will you handle 
your hybrid?

IOPFDA News

»

For years now, office products dealers have been adapting 
and adjusting to declining sales of traditional office products by 
expanding into other categories such as breakroom, jan/san, 
furniture, promotional products and so on. This is no small task, as 
all of these categories require an investment of time and capital to 
properly learn and develop as business sectors—either from scratch 
or through an acquisition or the hiring of a specialist/champion to 
manage the new category.

Now our industry is faced with the new challenge of hybrid working. 
In an effort to hire and keep good employees, our customers are 
dealing with a workforce that wants to work remotely much, if not all 
of the time. Of course, this varies depending on your geography and 
whether you’re in a rural or metro market. But either way, you need a 
plan; and you need it now.

The good news is there are a number of great places to go for help. 
I recently attended the ISSA Show North America, which took place 
at the McCormick Place Convention Center in Chicago from October 
10-13. And coming up over the next month, I will also visit two more 
key industry events: the Office Partners Gathering at the Tampa 
Airport Marriott, October 24-25; and Industry Week, powered by ISG, 
at Caesars Palace Las Vegas, November 6-11.

All these events offer tremendous opportunities to meet with 
manufacturers, service providers and subject-matter experts 
who can help you make informed decisions on “how to handle 
your hybrid.” Whether it’s doing a better job in a current category 
or branching into something new, knowledge is power. Just as 
important is the opportunity to network and learn from your industry 
friends and hear what has and hasn’t worked for them. Either way, 
staying home is not your best option.

Lastly, be on the lookout for new education programs being launched 
by IOPFDA in 2023. These new programs, offered in partnership with 
Solomon Coyle, will help today’s hybrid dealers perform better, profit 
more and prepare for a sustainable future. Topics will include:
• project management training for mid-market furniture dealers;
• compensation benchmarking; and
• market outlook surveys.

The data provided by these programs will be a big help in your 
decision-making process.

I look forward to seeing you at the shows and helping you “handle 
your hybrid”!

Mike Tucker 
Executive director 
Independent Office Products and Furniture Dealers Association

By: Mike Tucker



®/™ Trademarks of Kimberly-Clark Worldwide, Inc. or its affiliates. Marques de commerce de Kimberly-Clark Worldwide, Inc. ou de ses sociétés affiliées. © KCWW.  T221 MZ   5/22

It’s time to add style  
to hygiene.

Reimagine the look and feel of your restrooms with  
Kimberly-Clark Professional™ ICON™ Faceplates.

To learn more, please contact your Kimberly-Clark Professional  

Sales Representative or visit marketplace.kcprofessional.com. 

Contact Customer Service: 1-800-241-3146

Create and order 

custom faceplates

Customize your  
own faceplates

Six designer 
faceplate options

http://marketplace.kcprofessional.com


SEPTEMBER/OCTOBER 2022 INDEPENDENT DEALER PAGE 30

Government bait 
and switch

IOPFDA News CONTINUED FROM PAGE 28

Government has always been a complex maze to navigate—
especially for small businesses that rely on the government 
as a partner. 

During the pandemic, we watched the country shut down. 
This is the first time in my career that I truly saw government 
jump in to help save small businesses. The Paycheck 
Protection Program (PPP) was by no means efficient or the 
perfect solution to what small businesses needed, but it was 
a start. Congress did its part; but getting the government to 
implement the will and intent of Congress has always been 
challenging. How many of you waited longer than normal 
to get your PPP checks? How many of you struggled to get 
your economic injury disaster loans? How many of you are 
still having issues with these programs? How many of you 
struggled to understand, qualify for, or even take advantage 
of the employee retention tax credit (ERTC)? 

The ERTC was one of the biggest slaps in the face to 
small businesses. One minute this legislation was sailing 

through Congress and being signed into law by the 
president; the next, both Congress and the president 
were taking this critical benefit away at a time it was 
needed most.

I share these stories with you because its not just 
Congress and the president who are talking out of 
both sides of their mouths when it comes to support 
for small businesses; it’s also the agencies. In the 
case of the agencies, I think the problem is twofold. 
First, you have a massive government dominated by 
a workforce that has never held a private sector job; 
so all they know is what government policy or some 
department manual tells them about how to handle 
a situation. This isn’t a cheap shot at government 
employees; it’s a fact of life today. Small businesses 
don’t get the same kind of personalized help and 
support from most agencies that the Amazons of the 
world do. Why? Simple: big companies have money, 
and they have juice to squeeze departments with. 

Today, small businesses face another shortcoming 
of the federal government as inflation continues to 
rise (currently 8.3 percent, down from an August 
high of 8.5 percent). To help its selling partners deal 

By: Paul A. Miller, IOPFDA legislative counsel
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with inflation, the General Services Administration (GSA) 
issued a letter to all its partners on March 17 informing 
them that for a short period, it would put a temporary 
moratorium on the enforcement of certain limitations 
contained in specific GSA economic price adjustment 
(EPA) contract clauses.

The letter aimed to establish temporary flexibility for 
limitations on price increases. It also provided for a 
temporary moratorium on the enforcement of a number of 
limitations contained in certain GSA EPA contract clauses. 
According to the GSA, these steps were taken to address 
the impact of inflation on GSA contractors and their ability 
to support federal agencies. This was music to our ears, 
so to speak; but with the government, the devil is always 
in the detail and this situation was and continues to be no 
different.

The letter makes clear the GSA’s intent to let partners 
raise their prices to help offset the impacts of inflation. It 
states: 

While EPA clauses normally act to protect GSA’s 
interests, in the current marketplace they make it harder 
for Federal agencies to acquire needed goods, services 
and solutions. Contractors are removing items from the 
Federal Supply Schedules contracts to avoid selling at 
a loss. This particularly hurts new entrants and small 
businesses, the very firms the President’s initiatives 
around procurement equity are designed to support. 
To ensure that GSA is able to continue offering a full 
range of products, services and solutions, GSA must be 
flexible in how it applies these EPA contract clauses.

In the letter, GSA identifies four changes to its current 
policy:
• The process of approving price increases above the 

EPA clause ceiling in 552.216-70 has been lowered 
from the contracting director to one level above the 
contracting officer;

• The time limitations on EPA increases have been 
relaxed;

• The limitations on the number of EPA increases a 
contractor may request have been relaxed; and

• If a contractor has removed an item from its schedule 
contract, the GSA will not enforce the limitation on 
adding the same item back at a higher price.

However, the GSA also made clear in the letter that 
even with this added flexibility, contracting officers remain 
responsible for evaluating price increases and may 
accept them, negotiate them or remove items from the 
underlying contract. Again, the devil is in the detail and 
this is where the problems lie.

A subsequent letter issued on September 12, 2022 

extended the policy changes until March 2023. But it’s 
now October 2022 and independent dealers are having 
limited success at best getting the GSA to live up to this 
policy. There clearly is a disconnect between the top level 
at the GSA and those responsible for implementing the 
policy at the contract officer level. Our dealers continue 
to run around in circles because GSA contracting officers 
are refusing to implement the price increases submitted 
or are keeping dealers playing the waiting game until they 
can get to them.

Policies like these are only helpful if they can be 
implemented immediately. IOPFDA has met with the 
GSA several times and has sent a letter outlining its 
concerns and ways the process could be streamlined 
and accelerated so that small businesses can get back to 
selling to the government without having to lose money. 
We all know the government doesn’t necessarily care 
about running deficits; but small businesses do. We do 
not have unlimited spending authority like the federal 
government. We actually have to make money to stay in 
business, so that we can pay for their unlimited spending.

So, if you hear how the GSA and others are working 
hard to ensure small businesses continue to grow and 
thrive during these challenging times, remind them of the 
above and let them know that just because they publish a 
new policy doesn’t mean it’s being implemented. 

IOPFDA is working with key members of Congress on 
an immediate solution to this problem. It will also continue 
to voice its concerns to the GSA until this issue is resolved 
in a way that meets the spirit of the memos issued in 
March and September.
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By Lisa Veeck

Many breakrooms remain closed as companies struggle to get employees 
to return to the office full time after the pandemic shutdown. However, 
those that are open are not the same places they once were and reflect 

renewed efforts to appeal to the next generations. Lisa Veeck explains…
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“At this point, we have not seen a 
measurable increase in our breakroom 
category,” says Jeff Lurcook, president 
of Strive Workplace Solutions based 
in Portland, Oregon. “Most of our 
customers are in hybrid mode and 
haven’t opened their breakrooms back 
up since the pandemic.”

David Guernsey, president of 
Guernsey, Inc. in Dulles, Virginia, says 
breakroom supplies used to account 
for as much as 30 percent of the 
company’s sales. “Breakroom business 
was destroyed by the pandemic so 
that at one point it was 5 percent of our 
business,” he reports. “It is clawing its 
way back, but the hybrid work model 
is still sorting itself out. I am not 100 
percent sure our breakroom business 
will be increasing immediately. But 
while the hybrid model is in vogue, I 
think it will become less popular as 
employers start measuring productivity 
and creativity, which usually involves 
in-person interaction. I also think there 
will be cultural bias issues, since not 
everyone can work from home.”

According to Guernsey, he’s not the 
only one banking on a return to the 
office. Increasingly, companies are 
spending money on breakrooms to 
make them more appealing in hopes 
of accelerating employees’ return 
to the office and attracting younger 
professionals in today’s tight labor 
market.

“There are big changes in the 
breakroom, with employers increasingly 
looking to upgrade them—not just 
with new equipment, but also by 
making furnishings more attractive and 
versatile,” explains Guernsey. “The 
days of the watercooler and coffee pot 
are gone; we get no orders for them. 
It used to be single-serve Keurig cups 
that were the desired model, but no 
one is asking for single-serve cups 
today. I’m a simple guy—a cup of black 
coffee and two sugars—but not today’s 
young professionals. Now, it’s specialty 
everything. Companies want machines 
with a variety of buttons and features 
that make what people usually buy at 
Starbucks. We are selling machines 

that make cappuccinos and frozen 
frappés like crazy. The old watercoolers 
are also gone. Employees want 
sparkling water; coolers that feature 
lime and strawberry water. For the 
younger workers, it’s all about choices.”

Guernsey believes that larger 
companies that once had cafeterias will 
begin offering these choices through 
micromarkets.

“Companies with 500 employees 
could economically support a 
cafeteria,” he explains. “But now, 
with so many working from home, 
they may only have 250 workers in 
the office, which is not enough to 
sustain a cafeteria. Instead, some 
of these companies are turning to 
micromarkets: small 7-11 type places 
where employees can get coffee, tea, 
sandwiches, salads and cold drinks. 
Some more advanced ones have a 
microwave for cooking frozen food like 
pizza. Companies with 200 people in a 
single facility can justify a micromarket.”

Randy Dixon, vice president of 
Charlotte Office Supply, Inc., Charlotte, 

»
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North Carolina, says he has started 
seeing a significant increase in 
breakroom orders. “A lot of big 
companies are just opening up from 
the pandemic,” he says. “So in the 
past 90 days, there’s been a big uptick 
in breakroom sales, with companies 
wanting to improve and enhance their 
offerings to get employees back in 
the office. Some are also expanding 
their offerings to show appreciation for 
the employees who worked with them 
throughout the pandemic.”

Dixon also believes today’s 
breakroom is all about choice. 
“Companies are looking at higher-end 
coffee K-cups and pouches, and 
asking for more information on 
high-end coffee machines that make 
espresso and other hot and cold 
drinks,” he says. “In the last two 
months, there’s been an increase in 
soda; although the ratio of water—
spring and purified—we sell compared 
to soda is 10:1. We’ve also seen an 
increase in crackers and Nutri-Grain 
bars, and a big increase in candy.”

Recycling and beyond
According to Guernsey, the 
environment is another major 
breakroom supply driver: “A big part of 
breakroom supplies is aimed toward 
green and recyclable, whatever it can 
be. There’s no demand for the old white 
Styrofoam cups.”

Greg McLeod, president and CEO 
of 1st Source Business Supplies, 
Minneapolis, Minnesota, says 
breakroom supplies—especially 
foodservice disposables—accounted 
for 10 percent of the company’s 
overall business until the recent win 
of a casino boosted this to about 15 
percent. “If other opportunities we are 
pursuing work out, that number could 
go to 20 percent and even as high as 
25 percent,” he predicts. 

He agrees the environment is a 
driving source for breakroom products, 
but says it goes beyond recycling: 
“On the foodservice side, it’s no 
longer recyclable or even green; it’s 
everything compostable, which means 
you can bury it and a year from now, 

it will have returned to soil. A year 
ago, I would not have guessed this; 
but the compostable solutions are 
accelerating. Companies are asking 
for compostable everything: straws, 
eating utensils, cups.” He believes 
this trend is fueled by the younger 
generations, who are “more in tune with 
the environment,” as well as product 
improvements and greater availability.

“Many compostable products are 
made out of sugar cane and bamboo, 
which are sustainable sources,” he 
continues. “But many contain PFAS, 
which is used to coat products to make 
the sugar cane and bamboo hold 
up to things like grease. PFAS has 
been called ‘the forever chemical.’ It 
has been banned in five or six states, 
and I think it might be headed toward 
a federal ban. But manufacturer 
Naturezway doesn’t use PFAS and 
the products hold up well. Plus, the 
company has been willing to work with 
us and has a much better price point, 
which has increased our sales.”

Brian R. Peters is president of 
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Peters Supply, Inc., Horseheads, 
New York—a jan/san dealer that has 
expanded into other categories over 
the years. He says breakroom products 
now account for 25 percent of the 
company’s business. He, too, has seen 
some changes in the category due to 
environmental concerns. “We’re based 
in New York, and we’ve seen plastic 
and foam bans over the past years,” he 
says. “That’s giving us an opportunity 
to help customers make changes that 
are better for the environment in all the 
categories, including breakroom.”

Dixon believes recycled breakroom 
sales are beginning to return to 
pre-pandemic levels: “We were selling 
a lot of recycled products before the 
pandemic; but during it, even the 
price of Styrofoam cups doubled and 
tripled. Dart, Dixie and other big cup 
manufacturers had big shortages, so 
people were buying whatever they 
could get. Now, cups and other paper 
products are still high. We have to 
keep an eye on prices day to day, to 
try to maintain our margins; but we are 
hoping to see the prices drop.” 

Cover Story CONTINUED FROM PAGE 34

Safe and healthy
According to Dixon, other breakroom 
trends include individually wrapped 
utensils and touchless items due to the 
continued focus on health and safety.

Peters agrees this is driving 
increases in certain breakroom 
products and equipment, including 
foam soap, hands-free towel 
dispensing and right-sized can liners. 
“Health and safety are top of mind of 
many customers,” he says. “Dealers 
need to educate customers about 
things that can make facilities healthier, 
such as touch-free systems.”

Meanwhile, McLeod notices changes 
in some of the food companies are 
ordering: “We are seeing more water 
than soda and a lot more options such 
as gluten-free and vegan, although 
there aren’t a lot of older employees in 
those lines.” 

Guernsey notes that while many 
employers would like their workers to 
eat more healthily, that isn’t always 
how it works: “Employers want their 
employees to eat fruits and healthier 
food choices, and employees say yes, 

but then they end up eating the candy 
bars.” But that’s not always as unhealthy 
as it sounds: “The candy bars aren’t 
the Hershey’s or Three Musketeers 
they used to be. The Kind bar brands 
that contain fruit like cranberries, nuts 
and dark chocolate are healthier and 
very popular. Gluten-free cookies are 
ordered more frequently, and non- 
genetically modified is a big deal.”

Furniture
Another area where change is afoot in 
breakrooms is furniture.

“It’s all over the place!” remarks 
Guernsey. “We have a large 
showroom—two-thirds is furniture 
and one-third is a café—and we have 
everything there: chairs, booths, 
sit-down tables; although today, I’d 
say the most popular are stand-up 
everything. We sell a ton of stand-up 
desks because they’ve found it’s not 
healthy for people to sit for eight hours. 
We sell a lot of stand-up breakroom 
tables for that reason. As for materials, 
there is greater awareness and interest 
in cleanliness and materials that can 

»
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be wiped down easily with a cloth. We 
hardly sell any fabric sofas anymore. 
Society is more aware of cleanliness 
and it begins in the restroom. But 
breakrooms are right behind them 
because it is critical for breakrooms 
to be clean. We sell a lot of microbial 
products that can be easily cleaned 
and resist bacteria.”

While Dixon reports his company 
hasn’t experienced a boom in furniture 
sales thus far, that’s not to say this isn’t 
coming: “We haven’t seen an increase 
yet, but many companies are still trying 
to get a handle on who will be back and 
what space they will need. I think we 
might see an increase when companies 
are doing their 2023 budgets.”

Breaking into breakrooms
For dealers looking to establish or 
expand their breakroom offerings, 
Peters suggests: “Customers want 
help solving problems. Focus on the 
customer problems you’re able to 
solve—lead time on shipments, cost, 

productivity, health/hygiene and 
environmental sustainability.”

Guernsey’s advice for expansion 
in the category is innovative, but 
comes with a warning: “There’s much 
more interest in micromarkets today 
and dealers can do well if there is 
a sufficient number of people to 
consume food. If there are not enough 
people, it can cost dealers; so they 
need to be sure the economics make 
sense.”

Dixon sees breakroom supplies as 
an area of growth, but only for those 
dealers who pursue it. “You just need to 
ask your customers what they provide 
in their breakroom and don’t be afraid 
to ask about providing it,” he advises. 
“This area is expanding, and it will 
continue to expand. The new norm will 
be more perks in the breakroom.”

McLeod also sees breakrooms as a 
lucrative category for dealers willing to 
do what he believes is necessary for 
success. “Raise your hand,” he urges. 
“One year ago, we did that with casinos 

and got our first one; and as you get 
your second and third win, it gives you 
a higher level of confidence. Also, be 
willing to educate yourself. A year ago, 
I wouldn’t have known the first thing 
about compostable products. Also, be 
eager to get the business. It used to be 
relying on the fundamentals—being 
real, being honest, returning calls 
and being willing to respond—didn’t 
differentiate you. It was common. But 
now, fewer are doing it. Finally, don’t 
be intimidated by your big competition. 
When it comes to providing good 
service, to a large extent, the big 
companies are asleep at the wheel.”

Lisa Veeck is associate editor of 
INDEPENDENT DEALER and 
owner of Clean Communications, a 
full-service content-generating firm 
specializing in office products, cleaning 
and maintenance, and healthcare 
industries. She can be reached at 
lisa@cleancommunications.biz or 
773-484-7412.
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For the second year in a row, the annual North American 
Office Products Awards (NAOPA) are being hosted by OPI 
in association with Independent Suppliers Group (ISG). The 
awards – now in their 12th year – will be presented live at the 
hugely anticipated Industry Week ’22 powered by ISG, which 
will take place in Las Vegas, Nevada, from November 6-11. 

The NAOPA judges were once again impressed by the 
high caliber of entries across the five product categories. 
Innovation as well as consumer and independent dealer 
benefits were key criteria. 

Here’s the shortlist for the Best Product and Innovation of 
the Year categories:

BEST PRODUCT – CORE BUSINESS PRODUCT
3M – Scotch Cushion Lock Protective Wrap
ACCO Brands – GBC AutoFeed+ 
Shredder Line
ACCO Brands – Quartet Agile Glass Dry-Erase Easel
Avery – Avery Marks A Lot UltraDuty Markers
Deflecto – Standing Desk Accessories

BEST PRODUCT – FACILITIES, BREAKROOM, SAFETY & 
INFECTION CONTROL
Avery – Avery UltraDuty Printable Safety & Lockout Tags
Fellowes Brands – Fellowes AeraMax Pro AM4 FLEX
OttLite Technologies – OttLite Wellness Series SanitizingPro 
LED Desk Lamp and UV Air Purifier
Reckitt – Lysol 800ct Surface Disinfecting Wipes
TruSens – TruSens Performance Series Air Purifier, Z-6000 
and Z-7000

BEST PRODUCT – FURNITURE & DESIGN
Dorel Home Furnishings – COSCO SmartFold Portable 
Workbench/Folding Utility Table 
Ghent – Coda Circle Glassboard
Ghent – Pattern Glass
The HON Company – Cofi
The HON Company – Workwall
Victor Technology – Victor DC175A Acacia Wood Laptop 
Stand with Keyboard Tray

AND THE AWARD 
GOES TO...

»
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Whether maintaining a fast-paced,
high-volume printing environment, 
beginning your next strategic endeavor
or capturing a creative idea, trust the 
options in the Lettermark™ brand as
your everyday paper of choice.

Lettermark™ helps you make your mark
on the world. Where you take it from
there is up to you.

Elevate Your
Everyday Printing

Visit domtar.com for more information.

http://domtar.com
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BEST PRODUCT – TECHNOLOGY
Kensington – SmartView Organizing Laptop Riser 
Kensington – Universal 3-in-1 Pro Audio Headset Switch
Kensington – W1050 1080p Fixed Focus Wide Angle 
Webcam + Konnect 2.0 Software
Proximity – Workplace Management Technology
TruSens – TruSens Performance Series Air Purifier, Z-6000 
and Z-7000

INNOVATION OF THE YEAR
3M – Scotch Cushion Lock Protective Wrap
ECI Software Solutions – Cognytics: Business Intelligence 
Dashboards for Multi-Industry Growth
Ghent – Preserve Outdoor Collaboration
Kensington – Universal 3-in-1 Pro Audio Headset Switch
Kensington – W1050 1080p Fixed Focus Wide Angle 
Webcam + Konnect 2.0 Software
TruSens – TruSens Performance Series Air Purifier, Z-6000 
and Z-7000

HIGHLIGHTING YOUNG EXECS
For the first time, OPI is pleased to reveal a shortlist for Young 
Executive of the Year to honor these budding leaders of the 
future.

YOUNG EXECUTIVE OF THE YEAR
Kelly Ennis-Senato – Director of E-commerce & Analytics, 
JAM BNC 
Adam Fox – Director of Marketing, S.P. Richards
Barry Honore – Owner/CEO, Honore  
Office Products 
Alicia Kolbus – Analytics Specialist, Stinson’s
H.B.  Macey IV – President, Perry Office Plus

As always, there will also be the popular People’s Choice 
award—with full details on all the nominees and how to vote 
for them on the following pages—and two further individual 
awards: Professional of the Year and Industry Achievement, 
the winners of which announced in Las Vegas.

»
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The Fastest Way to
Perfect Lamination

Fellowes’s new LX Series office laminators have faster than ever document  

finishing speeds. These innovative machines are thoughtfully designed and have  

patented technology to produce perfect and hassle-free results from start to finish.

InstaHeat AutoSense Jam Free
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3M – SCOTCH CUSHION LOCK PROTECTIVE WRAP 
3M’s Scotch Cushion Lock Protective Wrap offers a sustainable alternative to 
plastic. The durable all-in-one expanding paper wrap cushions, immobilizes 
and conforms to items for proven protection. With a pull, it expands up to 60 

times its original volume while eliminating the need for additional void fill. 
Cushion Lock uses an advanced self-locking technology to remove the 

need for tape, is made with 100% recycled paper and is curbside recyclable.
ACCO BRANDS – 
QUARTET AGILE GLASS 
DRY-ERASE EASEL
The Quartet Agile Easel has an 
adjustable glass surface that can be 
raised to create a writing area of 60.5” 
during use or be collapsed to 41” for 
easy storage. The smaller form factor 
also makes this product effortless to 
store or nest. 

The durable double-sided 
tempered glass and premium felt 
base differentiate it from other 
dry-erase easels. Although intended 
for collaboration, it can be used in 
individual settings as well, next to a 
desk or as a partition.

Now is your chance to nominate your top product(s) in the People’s Choice category of this year’s 
North American Office Products Awards.

You have two votes to help select the People’s Choice winner from the following 22 shortlisted 
products. Online voting opened at the beginning of September and closes on October 28, and 
couldn’t be easier—just visit www.opi.net/peopleschoice2022. The winner will be announced during 
Industry Week ’22 powered by ISG, to be held in Las Vegas from November 6-11.

CHOOSE THE MOST OUTSTANDING...

ACCO BRANDS – GBC AUTOFEED+ 
SHREDDER LINE
The GBC AutoFeed+ full line of shredders 
consists of 13 models and ranges from 
solutions for the home that shred up to 60 
sheets at once to large office models for 
multiple users that can shred 750 sheets at  
one time. 

All GBC AutoFeed+ shredders offer P-4 or 
P-5 level security, meaning the documents 
cannot be restored. The 300-750 versions 
are equipped with lockable trays preventing 
others from viewing documents during the 
shredding process. 

DOREL HOME FURNISHINGS – COSCO SMARTFOLD 
PORTABLE WORKBENCH/ FOLDING UTILITY TABLE 

Designed to be used in the home, office and shop, the SmartFold 
portable workbench and folding utility table saves time and 

storage space. Made with industrial-strength steel, there is a 
choice of multiple surfaces. 

Locking casters keep the table in place while working. 
»

XOXO

Dear Plastic,

Sorry to burst your bubble.

Vote Now

*to fill a cubic foot box with 3/16” plastic bubble

FILL A BOX USING UP TO

60% LESS* 
VS. PLASTIC BUBBLE.

http://www.opi.net/peopleschoice2022
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XOXO

Dear Plastic,

Sorry to burst your bubble.

Vote Now

*to fill a cubic foot box with 3/16” plastic bubble

FILL A BOX USING UP TO

60% LESS* 
VS. PLASTIC BUBBLE.

http://www.opi.net/peopleschoice2022.
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AVERY – AVERY MARKS A LOT ULTRADUTY 
MARKERS 
Marks A Lot UltraDuty permanent markers 
feature an industrial ink formulation that is water, 
abrasion and smear resistant and won’t dry out 
when the cap is left off for up to 72 hours. 

Durable chisel or bullet tips can write on 
abrasive, wet, dusty or oily surfaces without 
getting clogged – perfect for bins, metal, wood, 
concrete, corrugated materials and more.

AVERY – AVERY ULTRADUTY PRINTABLE 
SAFETY & LOCKOUT TAGS 

Avery UltraDuty Printable Safety & Lockout 
Tags enable users to customize and print durable 

safety, inspection and lockout tags – all on-site 
with a standard laser printer. UltraDuty tags are 

engineered for heavy-duty environments, and are 
waterproof and resistant to chemicals, abrasion, 

tearing and UV fading. They also meet OSHA’s 
50lb pull-strength requirement for lockout/tagout. 

DEFLECTO – STANDING DESK 
ACCESSORIES
Deflecto’s line of patent-pending standing 
desk accessories include a cup holder, 
a small and large desk organizer, file 
organizer and 24-inch privacy panel. 

The organizers can be attached to 
a seated or standing desk and each 
accessory includes details to maximize 
space and hide unsightly cords. Plus, the 
spring-loaded clamp attachment means a 
quick set-up and ensures accessories are 
portable so locations can be switched easily. »

Contains an antimicrobial agent incorporated into the plastic that protects the pen or pencil 
(excludes eraser, metal plated nose cone and pusher) by suppressing the growth of bacteria. 

Item # Description Point Size Ink Color Qty.
Stick Ballpoint penS    
BICGSAMP81BK BIC® PrevAGuArd™ round StIC® BAll Pen 1.0MM BlACK 8 Ct
BICGSAMP81Be BIC® PrevAGuArd™ round StIC® BAll Pen 1.0MM Blue 8 Ct
BICGSAM11BK BIC® PrevAGuArd™ round StIC® BAll Pen 1.0MM BlACK dZ
BICGSAM11Be BIC® PrevAGuArd™ round StIC® BAll Pen 1.0MM Blue dZ
BICGSAM60BK BIC® PrevAGuArd™ round StIC® BAll Pen 1.0MM BlACK 60 Ct
RetRactaBle Ballpoint penS    
BICCSA11BK BIC® PrevAGuArd™ ClIC StIC® retrACtABle BAll Pen 1.0MM BlACK dZ
BICCSA11Be BIC® PrevAGuArd™ ClIC StIC® retrACtABle BAll Pen 1.0MM Blue dZ
BICCSAP60eCBK BIC® PrevAGuArd™ ClIC StIC® retrACtABle BAll Pen 1.0MM BlACK 60 Ct
BICCSAP60eCBe BIC® PrevAGuArd™ ClIC StIC® retrACtABle BAll Pen 1.0MM Blue 60 Ct
RetRactaBle StyluS/Ballpoint penS    
BICCSSA11BK BIC® PrevAGuArd™ ClIC StIC® StyluS retrACtABle BAll Pen 1.0MM BlACK dZ
BICCSSA11Be BIC® PrevAGuArd™ ClIC StIC® StyluS retrACtABle BAll Pen 1.0MM Blue dZ
Gel penS    
BICrGGAP4BK BIC® PrevAGuArd™ Gel-oCIty® Gel Pen 0.7MM BlACK 4 Ct
BICrGGAP4Be BIC® PrevAGuArd™ Gel-oCIty® Gel Pen 0.7MM Blue 4 Ct
BICrGGA11BK BIC® PrevAGuArd™ Gel-oCIty® Gel Pen 0.7MM BlACK dZ
BICrGGA11Be BIC® PrevAGuArd™ Gel-oCIty® Gel Pen 0.7MM Blue dZ
Mechanical pencilS    
BICMPCMAP4 BIC® PrevAGuArd™ MedIA ClIC™ MeChAnICAl PenCIl 0.7MM  4 Ct
BICMPCMA11 BIC® PrevAGuArd™ MedIA ClIC™ MeChAnICAl PenCIl 0.7MM  dZ

Treated To Help Protect the Pen/Pencil 
Against Bacteria Growth

PrevaGuard is a registered trademark of Koozie Group.  
©2022 BIC USA Inc.

OPI_Prevfam_122.indd   1OPI_Prevfam_122.indd   1 1/7/22   10:33 AM1/7/22   10:33 AM

http://deflecto.com
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Contains an antimicrobial agent incorporated into the plastic that protects the pen or pencil 
(excludes eraser, metal plated nose cone and pusher) by suppressing the growth of bacteria. 
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Stick Ballpoint penS    
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BICGSAMP81Be BIC® PrevAGuArd™ round StIC® BAll Pen 1.0MM Blue 8 Ct
BICGSAM11BK BIC® PrevAGuArd™ round StIC® BAll Pen 1.0MM BlACK dZ
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RetRactaBle Ballpoint penS    
BICCSA11BK BIC® PrevAGuArd™ ClIC StIC® retrACtABle BAll Pen 1.0MM BlACK dZ
BICCSA11Be BIC® PrevAGuArd™ ClIC StIC® retrACtABle BAll Pen 1.0MM Blue dZ
BICCSAP60eCBK BIC® PrevAGuArd™ ClIC StIC® retrACtABle BAll Pen 1.0MM BlACK 60 Ct
BICCSAP60eCBe BIC® PrevAGuArd™ ClIC StIC® retrACtABle BAll Pen 1.0MM Blue 60 Ct
RetRactaBle StyluS/Ballpoint penS    
BICCSSA11BK BIC® PrevAGuArd™ ClIC StIC® StyluS retrACtABle BAll Pen 1.0MM BlACK dZ
BICCSSA11Be BIC® PrevAGuArd™ ClIC StIC® StyluS retrACtABle BAll Pen 1.0MM Blue dZ
Gel penS    
BICrGGAP4BK BIC® PrevAGuArd™ Gel-oCIty® Gel Pen 0.7MM BlACK 4 Ct
BICrGGAP4Be BIC® PrevAGuArd™ Gel-oCIty® Gel Pen 0.7MM Blue 4 Ct
BICrGGA11BK BIC® PrevAGuArd™ Gel-oCIty® Gel Pen 0.7MM BlACK dZ
BICrGGA11Be BIC® PrevAGuArd™ Gel-oCIty® Gel Pen 0.7MM Blue dZ
Mechanical pencilS    
BICMPCMAP4 BIC® PrevAGuArd™ MedIA ClIC™ MeChAnICAl PenCIl 0.7MM  4 Ct
BICMPCMA11 BIC® PrevAGuArd™ MedIA ClIC™ MeChAnICAl PenCIl 0.7MM  dZ

Treated To Help Protect the Pen/Pencil 
Against Bacteria Growth

PrevaGuard is a registered trademark of Koozie Group.  
©2022 BIC USA Inc.

OPI_Prevfam_122.indd   1OPI_Prevfam_122.indd   1 1/7/22   10:33 AM1/7/22   10:33 AM
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FELLOWES BRANDS – FELLOWES AERAMAX  
PRO AM4 FLEX
The AeraMax Pro AM4 FLEX is Fellowes Brands’ 
first air purifier on casters. The portable unit 
provides flexibility for the user and requires no 
installation. It includes a custom-casted side 
stand, heavy-duty silicone casters, and cable 
management for the power cord. 

It has dual 4-Stage H13 True HEPA Filtration 
and features active air quality monitoring using 
EnviroSmart Technology. PureView Technology 
provides real-time status updates as the air is cleaned. 

GHENT – CODA CIRCLE GLASSBOARD
Coda Circle Glassboards are designed as functional art and 
are a great alternative to the traditional square or rectangular 
whiteboard. 

The shape and variety of color options and sizes allow 
consumers to install one or many Codas to create an 
attention-grabbing visual communication tool. 

GHENT – PATTERN GLASS
Pattern Glass features seven different patterns derived from nature 
or geometry and crafted using the pointillism technique. The 
artwork is printed below the glass surface, ensuring it will never 
smudge or fade regardless of repeated use. 

In line with the natural imagery it is portraying, the glassboard is 
made from recycled glass. 

GHENT – PRESERVE OUTDOOR COLLABORATION
Preserve is a permanent outdoor meeting spot designed to 
withstand a multitude of weather conditions. Reinforced steel 
columns support a vertically mounted laminated tempered 
glassboard.

Preserve can be configured as singles or paired as multiple 
units for maximum use of space.

ECI SOFTWARE SOLUTIONS – COGNYTICS: 
BUSINESS INTELLIGENCE DASHBOARDS FOR 
MULTI-INDUSTRY GROWTH 
Cognytics is a proprietary business intelligence 
technology platform that connects and compiles 
infinite data sets to display compelling role-based 
dashboards and data visualizations within ECI ERP 
business applications. 

The platform aids users in their digital 
transformation and enables them to identify 
problems and find opportunities to grow their 
businesses. Cognytics helps transform companies 
from being reactive to predictive.

»
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http://www.xstamper.net
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THE HON COMPANY – COFI 
HON’s Cofi executive chair is 
customizable, supportive and built to 
last. It has three user-friendly control 
mechanisms and supports different 
positions and postures. The thin, 
tapered back is available in managerial 
or executive heights and, in addition 
to back heights and stitching options, 
comes in multiple fabrics with a choice 
of bases and arms. 

THE HON COMPANY – WORKWALL 
Workwall is a customizable and 
easy-to-install engineered tile system that 
mixes and matches fabric, metal, glass 
and laminate materials with smart tools and 
accessories. 

Options include shelves, single tool 
rails, bins and trays, hanging file folders, 
magnetic picture holders and cups, plus 
hooks for bags, headphones and more.

KENSINGTON – SMARTVIEW  
ORGANIZING LAPTOP RISER 
Kensington’s SmartView Organizing Laptop 
Riser incorporates its proprietary SmartFit height 
adjustment system. 

Constructed of aluminum alloy and steel for 
maximum stability and heat dissipation, the riser not 
only creates a sleek, contemporary focal point for the 
work area, but also incorporates a headset hanger and cable management system. 

An integrated fabric-covered storage area provides a convenient location to 
store and connect a docking station. »

http://ghent.com/preserve
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http://www.zebrapen.com
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KENSINGTON – W1050 1080P FIXED FOCUS 
WIDE ANGLE WEBCAM + KONNECT 2.0 
SOFTWARE
Kensington’s W1050 1080p Fixed Focus Wide 
Angle USB-A Webcam is a professional yet 
cost-effective webcam. It delivers high-quality 
video with omnidirectional microphones and has 
unique features for privacy, camera placement 
and improved low-light imaging. 

OTTLITE TECHNOLOGIES – OTTLITE WELLNESS 
SERIES SANITIZINGPRO LED DESK LAMP AND UV AIR 
PURIFIER 
The OttLite SanitizingPro LED Desk Lamp and UV Air 
Purifier utilizes three different technologies to sanitize a 
workspace. First, patented SpectraClean visible light 
disinfection technology reduces bacteria and other 
organisms. Second, a powerful HEPA air filter traps 
allergens including pollen, mold spores, pet dander and 
dust mites. Third, the air passes through enclosed UVC 
LEDs to kill up to 99.9% of viruses and bacteria. 

The lamp offers ClearSun LED technology which 
has been shown to reduce eyestrain by 51%. It also 
has the best Color Rendering Index available to 
show colors with incredible accuracy.

KENSINGTON – UNIVERSAL 3-IN-1 PRO 
AUDIO HEADSET SWITCH
The Universal 3-in-1 Pro Audio Headset Switch 
allows professionals to use their favorite wired 
or wireless headset, headphones or earbuds 
as they switch between different devices. It 
accommodates up to three audio sources, 
automatically remembers the last paired 
devices, eliminates the need for multiple 
headsets and works with Microsoft Teams, 
Google Meet, Zoom, Spotify and Apple Music, 
among others.

The overall design encompasses a minimal 
esthetic with a compact structure to help 
maximize desk space. Dedicated buttons help 
to easily transition between audio sources, 
with intuitive LEDs indicating the 
channel connected 
and the 
type of 
device.

»
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STANDING DESK ACCESSORIES

SIT OR STAND.
YOUR DESK SETUP
MOVES WITH YOU.

Cup Holder Small Desk Organizer Large Desk Organizer

File Organizer Privacy Panel

Functional desk organizers clamp onto seated or standing desks to hold supplies securely in place 
all day long. Boost productivity and streamline your routine without taking up valuable desk space.

h�ps://bit.ly/DEFVOTE22

de�ecto.com

h�ps://bit.ly/DEFSitStand

http://deflecto.com
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PROXIMITY – 
WORKPLACE 
MANAGEMENT 
TECHNOLOGY 
The Proximity workspace 
management platform is 
designed for the coworking 
and hybrid world. The 
software manages digital 
door access, desk and 
meeting room reservations 
and wifi control, and can 
track office building usage. 

The Proximity Network serves as a hub for collaboration 
and entrepreneurial activity.

RECKITT – LYSOL 
800CT SURFACE 
DISINFECTING WIPES
The Lysol 800ct Surface 
Disinfection 
Wipes bucket 
has been 
optimized for 
businesses 
with 10x 
more wipes 
to reduce 
refill time. The 
resealable lid 
helps protect unused wipes from contamination and drying 
out, while also dispensing just one at a time. 

The bucket is made from 50% post-consumer recycled 
material and can be reused and refilled with 800ct packs. 
The wipes kill 99.9% of viruses and bacteria on surfaces.

TRUSENS – TRUSENS PERFORMANCE SERIES AIR 
PURIFIER, Z-6000 AND Z-7000
TruSens Performance Series Air 
Purifiers are recommended for large 
professional spaces and include a 
remote SensorPod air quality monitor 
and TRU-BEAM UVC light system. 

The SensorPod measures airborne 
pollutants and delivers real-time 
feedback to the air purifier. The 
TRU-BEAM UVC system provides 
exceptional coverage of the True 
HEPA filter, using an engineered array 
of optical reflectors and UVC lights. 

VICTOR TECHNOLOGY – VICTOR DC175A ACACIA 
WOOD LAPTOP STAND WITH KEYBOARD TRAY
Crafted from high-density acacia wood, the Victor DC175A 
is a lightweight laptop standing desk that is portable and 
easy to store. 

It features a 10-slot ladder design for enhanced height 
adjustability and assembles and disassembles in less than 
60 seconds.

http://www.proximity.space/audit
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High-Capacity
Solution for
High-Volume
Needs
Provides easy access to 
germ protection, designed 
to help increase confidence 
and reduce costs

**When used as directed *Compared to Lysol® Disinfecting Wipes 80 ct. Canister 
†Results based on Top-1 box, Suzy Custom Survey on Offices for Reckitt, March 2022.
††58% of employees want employers to provide access to disinfection products (wipes and sprays), higher than those who expect face masks. Results based on Suzy Customer Survey on Offices for Reckitt, March 2022.
^Suzy Oct 2021. Among those who expressed a preference in a nationwide October 2021 consumer preference survey

OPTIMIZED FOR 
BUSINESSES 
10x more wipes* reduce refill 
time and improve productivity

Resealable bucket lid helps 
protect unused wipes from 
contamination and dry-out

Bucket dispenses one wipe
at a time to help reduce 
product pilferage

PROVEN
PROTECTION 
Kills 99.9% of viruses and 
bacteria** on surfaces 

Meets OSHA’s Bloodborne 
Pathogens Standard

Bleach free formula does 
not require the use of PPE

**

EMPLOYEE
CONFIDENCE 
Only 32% of employees rate their 
office protocols as excellent†

58% of employees want 
employers to provide access to 
disinfection products††

Help increase guest and 
employee confidence with Lysol®, 
the #1 trusted disinfection brand^
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You may be aware that YouTube has 
become the go-to place for video; 
but did you know over 300 hours (the 
equivalent of approximately two weeks) 
of video are uploaded every minute, 
with 1 billion viewers every month? 
While you may think your audience is 
more likely to click on a link to an article 
or to share your LinkedIn status, you’re 
actually more likely to reach a larger 
audience and generate more leads if 
you make videos instead. 

Companies need to recognize that 
these days, consumers use several 
types of technology that must be 
accounted for when it comes to 
marketing strategies. Instagram Reels 
and TikTok offer brands the chance to 
engage with consumers in a fun, quick 
way without much time investment, 
whether by those who view them or by 
the company creating them. 

Here are three ways video 
marketing—specifically promo 
videos—can help get your business off 
the ground and keep it growing. 

Brand awareness
Video marketing helps create 
awareness and recognition for a brand. 
It is a way to represent your products 
in a memorable, easy-to-identify 
manner, which aids in the promotion 
of your business. It also offers you the 
opportunity to reach a diverse range 
of potential customers because it can 
be accessed on a variety of devices, 
including smartphones, tablets and 
computers. 

Video marketing provides more 
opportunities than traditional forms of 
advertising because video content can 
be shared through video streaming 
apps like TikTok and YouTube, as 
well as other social media sites like 
Instagram and Facebook. Videos are 
short enough that they allow viewers to 
consume them while multitasking. They 
are also interactive, giving viewers the 
chance to comment and react.

One of the easiest and most effective 
ways to create videos for brand 
awareness is through vlogging. A vlog, 

or video log, records a day in your life 
while sharing information about your 
business. These kinds of videos have 
become immensely popular as an 
effective way to promote products and 
services while building trust.

Building trust
A promo video can be a great way to 
build trust with your audience. It not 
only gives them an idea of who you 
are, but also shows them what you do 
and the benefits they will get from your 
service or product. Showing people 
how your business helps them can go 
a long way in creating a relationship 
between yourself, your company and 
your customers. 

Instagram Reels and TikToks are like 
mini-promo videos that focus on the 
culture and lifestyle your company is 
portraying. They work well for brands 
because they allow for more personal 
connections to be made with followers, 
which furthers brand loyalty. These 
connections with followers build trust 

Mara Gannon

IS KEY TO PROMOTING 
YOUR BUSINESS

THREE WAYS

VIDEO 
MARKETING

»
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and forge relationships between 
followers and the business, while 
earning the company credibility. 

Earn credibility
Video marketing is a powerful tool 
that can help you earn credibility 
and promote brand awareness and 
recognition. A promo video will help 
you build your personal brand while 
showcasing your best work. You’ll also 
have a fantastic way to share your story 
with potential customers and partners. 

Create a video reel of your 
professional work on Instagram for 
potential clients who may not know who 
you are or what you offer. You can even 
include a link in the caption so people 
can check out more of your work if 
they’re interested.

Promo videos are great for sharing 
on social media because they are 
short enough that people will watch the 
entire thing, but long enough to provide 
context.

Use what you have
We are living in a world where people 
have cellphones with incredible 
cameras and the ability to upload their 

videos instantly. This means you can 
get many more video views on social 
media sites that promote and boost 
videos than you would with still pictures. 
With video marketing, you can get your 
message out without having to wait for 
someone else to create or publish it for 
you, allowing you to jump on a trend as 
it’s happening so you can benefit from 
the social media algorithms. 

You can create a promotional video, 
send it off and then start working on 
your next project while people are 
watching that promo video. And you 
don’t always need fancy equipment to 
create one: take your cellphone, make 
a video with your staff, post it online 
and watch your viewership rise. From 
those promo videos, your leads will 
increase, which will improve your gains 
and profit. 

While you’re able to use a phone 
to shoot a quick video, say, for social 
media, go professional when you need 
to showcase your company on your 
website, in a larger promotional video 
or as a sales tool. 

Some videos that would be better 
served by using a professional video 
production team include:

• owner-operator interviews;
• company history;
• company mission statement; and
• sales videos. 

Make video work for you
Video marketing has become a terrific 
way for all businesses and startups 
to get their message out there. With 
the rise of social media, videos are 
being shared on every major platform: 
Facebook, Twitter, Instagram, YouTube 
and TikTok. A promo video—whether 
on TikTok, Instagram or another social 
media site—is a great way to create 
relationships with potential customers 
by showing them what your company 
does and who you are. 

In the age of social media, where 
so many companies focus on the 
visual aspect of their business, 
video marketing is imperative for any 
company’s success.

Mara Gannon is content marketing 
manager at Fortune Web Marketing. 
To learn more,visit  
www.fortunewebmarketing.com.

http://www.fortunewebmarketing.com
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The pandemic was a challenging 
time for dealers in our industry and 
for everyone else involved with the 
distribution of office products, janitorial 
supplies, promotional products and 
furniture. Overall, it is amazing that so 
many in our channel made it through 
the past few years and many are 
thriving in ways they never dreamed of 
before the advent of the lockdowns.

Dealers partnered together more 
than any time in my experience and 
the independent side of the office 
solutions business grew while our big 
box competitors shrank. Yet there 
have been an inordinate number 
of complaints about many of the 
companies that helped us survive. It 
has almost become a sport to criticize 
the wholesalers.

To some degree, it is human nature 
to find fault with others and we do it 
all the time with friends and business 
partners too. But when speaking 

of the wholesalers, many dealers’ 
unhappiness has been ratcheted up 
to a level I have never seen before. I 
hear complaints all the time, including 
“They don’t seem to care about us like 
they used to,” They are trying to make 
too much money from us” and “Does 
anyone work over there anymore?”

There is no doubt things have 
changed over the past few years, with 
our two largest wholesalers being sold 
and other vendors needing to change 
their business model in order to 
survive. But let me ask you a question: 
could you survive without them?

Crazy things used to happen 
between dealers and wholesalers. 
I know dealers that would switch 
wholesalers every three years just 
for the conversion allowance. Some 
dealers couldn’t survive without that 
money and the wholesalers fed the 
impression that it was more or less 
“free.” However, have you considered 

how many full line wholesalers are left 
from the old days, when there were at 
least five (Boise Cascade, Champion, 
McKesson, S.P. Richards and 
Stationers)? Would companies have 
been so eager to get out of our industry 
if it actually made them a ton of money?

The world has changed, and we 
need to deal with things as they 
are. During the pandemic, we all 
became experts in personal protective 
equipment almost overnight; but 
without specialty wholesalers like 
Certain Supply and Golden Global 
Sales, many dealers would have failed 
to fulfill orders for desperately needed 
products that in some cases enabled 
them to convert large customers from 
the big boxes. Other dealers became 
experts in janitorial and other cleaning 
products, but weren’t even on many 
manufacturers’ “radar,” so they started 
buying from companies like R.J. 
Schinner.  

By Tom Buxton

»

THANK HEAVEN FOR 
WHOLESALERS
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Supplies Network and Synnex 
continue to provide excellent support, 
services and products to those dealers 
that were able to survive the sudden 
dearth of imaging that resulted from 
the pandemic. They are also leaders 
in helping dealers to assist customers 
in maximizing cloud storage, while 
minimizing imaging.

The aforementioned wholesalers and 
business providers are all there to help 
dealers compete for business that is 
within their reach, due to their ability to 
“touch” customers in ways that the big 
boxes won’t and Amazon can’t. Thanks 
to these wholesalers, the independent 
office solutions dealer has capabilities 
and opportunities to grow business 
in ways larger competitors could only 
dream of. In fact, in the scenario I just 
described, there is only one type of 
wholesaler missing. Wouldn’t it be 
great if there were suppliers that could 
provide many of the products that the 

aforementioned wholesalers can and 
deliver them each night to a dealer’s 
office? That isn’t possible, right?  

Essendant and S.P. Richards 
provide many of the types of services 
and products that other wholesalers 
do and many that they don’t. We are 
all accustomed to buying a dozen 
pens from them, because we don’t 
want to stock multiple gross of any 
writing instruments unless we can 
turn them quickly. However, during 
the pandemic, they helped dealers 
purchase and sell many types of air 
cleaners, specialized furniture and 
other products that we couldn’t afford 
to stock. And it still astounds me that 
they deliver the product right to your 
door, usually overnight.  

No, they didn’t have everything 
your dealership needed at exactly 
the time you needed it; but overall, 
they and the other wholesalers did an 
exceptional job of helping you help 

your customers. Yes, their prices are 
higher than they were; but in case you 
didn’t notice it, your prices are higher 
than they were too.

So, for just one day, could we 
celebrate Thanksgiving early and be 
grateful to our wholesalers? They have 
done so much to help the independent 
dealer grow this channel. And anyway, 
there will always be the opportunity to 
criticize them tomorrow.

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.

Tom Buxton CONTINUED FROM PAGE 58

http://www.interbizgroup.com
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Picture this: you’ve established a great relationship with 
Luke, who you were introduced to as a referral from 
another customer. He is the office manager and can buy 
general office supplies, but the owner makes the decision 
on the furniture and technology needs. You sense Luke is 
becoming a gatekeeper and know you need to skillfully, yet 
respectfully, engage the decision maker without hurting the 
relationship you have with Luke. 

Does this sound familiar?
During the sales process, it’s common to have to talk 
to and get signoff from a few “gatekeepers” first. This is 
especially true when working with larger organizations 
where there are multiple people involved in the 
decision-making process.

You may think these gatekeepers are roadblocks; but 
tread carefully, because if you sabotage this relationship, 
you’ll lose their influence and possibly the sale. 

This is where questioning at the appropriate times 
comes in. Doing this will help you better understand not 
only your contact’s role in the decision-making process, 
but also how the entire organization handles it. 

So, what questions can we ask to uncover the real 
“who” behind the decision?
Here are 17 questions you can use. Read them carefully 
for the word choice and how you would use tone and 
inflection in asking each question. Remember, you are 
the expert and it’s your role to lead the conversation in the 
direction you’d like it to go. 
• “In addition to yourself, is anyone else involved in the 

decision?”
• “With my other customers, it’s typically the case that [X 

professional] likes to share their thoughts. Should we 
invite them on the call?”

• “I’ve found the person with [X responsibility] usually 

By Marisa Pensa

HOW TO GET 
DECISION MAKERS 
INVOLVED EARLY 
IN THE SALES 
PROCESS

»
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wants a say in this decision. Should we bring them into 
this conversation?”

• “In the past, my customers have asked [job title] and 
[job title] to participate in this decision. You know 
your company best—would that make sense for your 
business, too?”

• “How have decisions like this been made previously?”
• “How can I help you get this purchase approved?”
• “How can I help you sell this internally?”
• “What was the last product in this category you bought? 

Who was involved in buying it?”
• “What does the purchase approval process like?”
• “Have you bought a product like this before? Would 

you like my help figuring out who to bring in, based on 
a tag-team of both of our experiences in providing this 
service/product to companies like yours?”

• “Is there anyone else I should be meeting with to get the 
full picture of how you and your employees will be using 
[X product] and the outcomes you are looking for?” 

• “Should I be aware of any priorities or concerns from 
others within your company?

• “Who will review the design/layout/image files? Would 
you like any insights I’ve picked up on for positioning the 
solution to people in [X role]?”

• “How long have you been looking into this type of solution 
and why did you start?” 

• “Is there a committee assigned to choosing the best 
solution?”

• “Do you need any materials from me to present this to your 
team?”

• “Would [likely decision maker] be interested in speaking 
to [person of matching rank at your company]?” (This is a 
great way to enlist help from the team.)

Identifying the decision maker requires strategic planning 
and preparation, along with effective questioning. 

The next time you hear, “I have to run it past my boss” 
or “I’m not the only decision maker,” you’ll be armed with 
questions to ask to get the right people involved to help you 
gain momentum and close the sale.

Good selling out there and hope to see you at the ISG 
Industry Week in Las Vegas! 

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, please visit www.methodsnmotion.com.

Our updated Inside Sales Program will give the tools, tips, and hands-on coaching to
implement the power of both the phone and video throughout your inside sales process.

INSIDE SALES HAS EVOLVED. WHAT ARE YOU DOING TO KEEP UP?

Marisa@methodsnmotion.com www.MethodsnMotion.com (678) 574-6072

http://www.methodsnmotion.com
mailto:marisa%40methodsnmotion.com?subject=
http://www.methodsnmotion.com
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What if you could save 30% on

health insurance for your business?

MAYBE  I T 'S  T IME  FOR  A  CHANGE .

MEMBERS RECIEVED

$750K 

IN PREMIUM REFUNDS

Receive essential benefits at lower cost to you.

Customizable plans that fit your business and employee needs

National guaranteed issue rates with �0 deductible

Receive up to 80% of premium refunds

Virtual medicine program as low as �16 a month

 

"We were pleasantly surprised at how affordable it was, which

made this program a great financial decision for us." 

-Member Company

GET A QUOTE

Visit mdp.issa.com or call 847-982-3455.

http://mdp.issa.com
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NOT A SUBSCRIBER? 
Sign Up Now

NOT AN ADVERTISER? 
Start Next Month

GOT AN ARTICLE IDEA? 
We Want To Hear About It.

Call Rowan 
(703) 531-8507

http://idealercentral.com
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