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Creating value, growing together

Creating value for our suppliers and customers is our mission. Our 
unique go-to-market strategy with local and regional industry experts 
providing maximum coverage and support to help grow your business.

We are Azelis Americas

Azelis Americas • 262 Harbor Drive • Stamford, CT  06902 • T: 203-274-8691 
www.azelisamericas.com
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CASE   GMZ | P.T. Hutchins | E.W. Kaufamnn | Ribelin

HOMECARE & INDUSTRIAL CLEANING  DeWolf | Glenn | GMZ 

CHEMICALS Monson

RUBBER & PLASTIC ADDITIVES  Monson

LUBRICANTS & METALWORKING FLUIDS Monson

PERSONAL CARE  DeWolf | Glenn | GMZ 

SPECIALTY AGRI/HORTI Red River Specialties | Adapco

PHARMA Marcor

CANADA  Azelis CanadaCA
N

Monson 800-235-0957 monsonco.com 
P.T. Hutchins 626-333-3329 pthutchins.com 
Red River Specialties 800-256-3344 rrsi.com
Ribelin 972-535-1242 ribelin.com
Azelis Canada 450-449-6363 azelisamericas.ca

Azelis Americas is a leading global specialty chemicals distributor with a focus and commitment to being 
the #1 specialty chemical distributor in the U.S. and Canada–with superior technical service, quality products 
and end-market expertise. Put the Azelis Americas advantage to work to solve your specialty chemical 
needs and leverage the superior products, value-added technical support and services Azelis Americas 
builds into every aspect of their now global specialty chemical distribution network.

Adapco 407-328-6576 myadapco.com 
DeWolf 800-521-0065 dewolfchem.com
E.W. Kaufmann 800-635-5358 ewkaufmann.com
Glenn 888-453-6267 glenncorp.com 
GMZ 513-860-9300 gmzinc.com 
Marcor Development Corp 201-935-2111 marcordev.com
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© 2016.  “NASi” is a trademark of NACHURS ALPINE SOLUTIONS.

• Ammonium Acetate

• Ammonium Hydroxide 

• Ammonium Sulfate (NSF/ANSI 60) 

• Aqua Ammonia 

• Calcium Nitrate 

• Diammonium Phosphate 

• Dipotassium Phosphate (FCC, OU)

• KGR (Potassium/Sodium Glucoheptonate)

• Monoammonium Phosphate 

• Monopotassium Phosphate

• Phosphoric Acid (Technical, NSF/ANSI 60)

• Potassium Acetate

• Potassium Bicarbonate

• Potassium Carbonate (NSF/ANSI 60)

 - Dry or Liquid

• Potassium Carbonate/Potassium Hydroxide Blends

• Potassium Formate

• Urea Liquors (to 50%)

NASi is a major manufacturer of the following chemicals and solutions in the industrial market:



Welcome
Take CARE of NACD
Over the last two years, I have had the distinct honor of serving as your chairman. 
During that time, we as an industry have accomplished so much: passage of 
CFATS legislation and TSCA reform, the withdrawal of OSHA’s PSM one percent 
memo, the celebration of the 25th anniversary of Responsible Distribution, and so 
much more. 

We should all take pride in our dedication to each other, to our industry, and 
to our communities through continuous improvement and operational 
excellence day in and day out.

During my tenure, you’ve likely heard me talk about my CARE motto – 
Courage, Attitude, Responsibility, Excellence. It serves as the backbone of my 
philosophy as a businessman, one that I’ve tried to share with the many NACD 
members I’ve met and gotten to know during my time as NACD chairman.

A key component of that motto is the idea that we must work together, 
fighting in the arena for what we believe in and working to make things better 

for our industry and those that will carry it forward once we’re gone.
Joining together as an industry – distributors, suppliers, 

warehousers and service providers – we can all agree it’s been a 
tough decade. But even with the challenges, we’ve done more than 
survive, we’ve thrived. Many of our companies have grown. Many of 
our international alliances have flourished. And many of our 
employees have become amazing leaders in their own right. I’m so 
proud of the things we have accomplished over the last 25 years 
under Responsible Distribution, and I know we will shine for the 
next 25 years by keeping our traditions strong with Courage, 

Attitude, Responsibility, and Excellence.
It’s been my pleasure and privilege to represent this industry as 

your chairman of the board, and I know first-hand that because of the 
strength of you all, we will continue to be best in class in the years 

to come.

MAT BRAINERD
Chairman, NACD
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MEMBER NEWS

SEA-LAND CHEMICAL CO. 
GAINS ISO 9001:2015 
CERTIFICATION
Westlake-based specialty chemical 
distributor Sea-Land Chemical Co. 
has been certified as meeting the 
requirements of the ISO 9001:2015 
Standard. The company and its sub-
sidiaries achieved this milestone in 
late June 2016, following the certifi-
cation process of Akron, Ohio-based 
Smithers Quality Assessments. 
Smithers is an ANSI-ASQ National 
Accreditation Board (ANAB) accred-
ited register. “This certification vali-
dates our commitment to quality,” 
says Sea-Land Chemical Co. presi-
dent Joseph Clayton. “It is the result 
of a concentrated effort to con-
stantly review and improve our in-
ternal processes and operate in an 
ethical and responsible manner.”

NEXEO SOLUTIONS 
APPOINTS SENIOR VICE 
PRESIDENT, CHEMICALS
Nexeo Solutions has named Brian 
Herington as senior vice president, 
chemicals. Herington will have re-
sponsibility for all of the chemicals 
sales, marketing and product line 
management team. He will report 
directly to David Bradley, president 
and CEO. Before joining Nexeo Solu-
tions, Herington held leadership 
roles at GE, ABB, and Thomas & 
Betts. He has more than 27 years of 
industrial, commercial, consumer & 
utility experience leading complex, 
technology-driven businesses both 
regionally and globally including in-
ternational assignments in the 
Netherlands and Brazil. He will be 
relocating to The Woodlands, TX. 
“Over his career, Brian has built an 
impressive track record of strategic, 
operational and commercial accom-
plishments,” says Bradley.“His sales 
experience makes him a strong ad-
vocate for our customers and cata-
lyst for growth with our suppliers.”

AZELIS ANNOUNCES NEW 
APPOINTMENT, AND 
ACQUIRES AMETECH 
Azelis has appointed Evy Hellinckx 
as strategy & business develop-
ment director EMEA to drive the 
long term strategies for the Group’s 
markets. He will also further im-

EMCO president and CEO Edward Polen (left) with Speaker Paul Ryan (center) and Sen. Ron Johnson

Speaker of the US House of Representatives Paul Ryan 
(R-WI) and Sen. Ron Johnson (R-WI) visited EMCO 
Chemical Distributors, Inc.’s Pleasant Prairie, Wisconsin 
facility where they met with EMCO president  and CEO 
Edward J. Polen and employees to learn more about 
steps the company is taking to ensure safety and to 
discuss how Congress can increase regulatory certainty.

Chemical distributors account for more than 1,300 
direct jobs and $100m in direct wages in Wisconsin. 
As the industry continues to grow, NACD members 
like EMCO have been encouraging Congress to 
reform the regulatory process and provide chemical 
distributors and other US businesses the regulatory 
certainty needed to continue as economic engines 
and job creators.

“Under Speaker Ryan and Senator Johnson’s 
leadership, the chemical industry in Wisconsin’s First 
District has continued to grow and positively contribute 
to the local economy,” said Polen. 

“EMCO is proud to be one of only three member 

companies of NACD in this district who for the last 25 
years have practiced the premier environment, health 
and safety program called NACD Responsible 
Distribution®.”

Speaker Ryan said, “The foundation of Wisconsin’s 
economy is manufacturers. In Congress, we have our 
‘Better Way’ agenda, which will reform our tax code and 
rule-making process so companies like EMCO can 
continue to create good-paying jobs for hardworking 
Wisconsinites.”

“Manufacturing really is the bedrock of Wisconsin’s 
economy – something I can attest to after 31 years as a 
manufacturer, and something I’m reminded of every 
time I have an opportunity to meet with Wisconsinites 
who work in businesses that support manufacturing,” 
stated Senator Johnson. 

“Our country faces enormous problems, but we can 
solve them. The number one component of a solution is 
growth – growth that will come from great job-creators, 
if only Washington gets out of the way.”

SPEAKER PAUL RYAN AND SEN. RON JOHNSON VISIT EMCO

prove its principal management and 
development in EMEA. Hellinckx will 
report to Anna Bertona, chief oper-
ating officer EMEA. This completes 
the organisational changes that 
were announced earlier this year. 
“We have significantly grown and 
expanded geographically over the 
last few years and we recognized 
the need to realign internally,” says 

Bertona. “As a result, we now have 
principal management and strategy 
development in EMEA centralized in 
one function, ensuring better align-
ment and focus. We are delighted to 
have Evy on board, who brings a 
wealth of experience in both busi-
ness and consultancy.” Hellinckx 
had previously been a strategic ac-
count manager at a leading global 

pharmaceutical producer, responsi-
ble for one of the largest regions in 
Belgium. Azelis has also announced 
the 100% acquisition of Milan-based 
speciality chemical distributor Ame-
tech, its portfolio fitting well with the 
Azelis strategy and allowing expan-
sion into a high performing sub-sec-
tor within the agricultural industry. 
Ametech is a market leader in agro-
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EXECUTIVE EDUCATION
DATACOR SEALS 
SPONSORSHIP
Datacor, Inc., an NACD Platinum 
Corporate Sponsor and spon-
sor of the Duke Executive 
Education Programs, has reaf-
firmed its commitment to the 
initiative by renewing its spon-
sorship of the programs for the 
second consecutive year. This 
partnership furthers NACD’s 
ability to provide superior 
training with tangible take-
home lessons to improve not 
only members’ employees, but 
their organizations as a whole. 

“We are delighted to con-
tinue our partnership again 
this year with the NACD as it 
always provides top quality 
training for its members,” says 
Datacor’s president, Sean 
O’Donnell. “It is a natural fit for 
Datacor to be a part of the 
NACD’s Executive Leadership 
training programs. Through our 
business management soft-
ware, we strive to help compa-
nies utilize technology to solve 
industry challenges, raise pro-
ductivity, and drive profitability 
solutions. We believe the 
Emerging Leaders program 
and the programs offered at 
Duke better prepare the cur-
rent and future leaders of the 
industry for the challenges and 
solutions of the future.”

NACD’s Executive Education 
programs launched in early 
2015 to nurture current and 
future leaders of its member 
companies. Over 30 companies 
have sent their employees to 
the Duke Management and 
Leadership Programs in 
Durham, NC. One participant 
described the program as, “A 
jam-packed week filled with 
the most useful and insightful 
information you may ever re-
ceive in your career.”

Sign up by visiting www.
nacd.com/edu/leadership

chemicals for the distribution of ad-
juvants and surfactants. It offers a 
complementary product basket of 
speciality chemicals for agrochemi-
cal and fertilizer formulations, feed 
and veterinary, polymerisation in 
emulsion, industrial applications 
and other markets. With its EMEA 
coverage and offices in Italy, Spain 
and France, Ametech serves mainly 
small and medium sized formula-
tors, which account for 30% of the 
total market. It has around 30 em-
ployees who have all become part of 
the Azelis Group. 

SOLVCHEM COO GETS 
CORPORATE SPONSOR OF 
THE YEAR AWARD
The South Texas Optimist District 
has awarded Mark Hacas, COO of 
Solvchem Inc. of Pearland, TX, the 
Corporate Sponsor Award of the 
Year. Solvchem was instrumental 
in chartering the Pearland Opti-
mist Club in 2015. The Pearland 
Optimist Club is a community ser-
vice organization made up of vol-
unteers with a mission to improve 
the lives of children in their com-
munity. Hacas and Solvchem con-
tinue to show their support by par-
ticipating in its recent Back to 
School Project, providing 100 back 
packs and supplies for children in 
need in the Pearland area.

CDN AWARD PRESENTED 
TO VIKING CHEMICAL’S 
ANDREW TUTTLE
Andrew Tuttle, director of supply 
chain management at Viking Chem-
ical Company has been unveiled as 
the recipient of the 2016 Chemical 

FITZ CHEM INCREASES 
TERRITORY FOR NUBIOLA 
PRODUCTS ACROSS US
Since September 1, specialty chem-
ical distribution company Fitz Chem 
has been representing Nubiola 
products in the Mid-Central region 
states: ND, SD, NE, KS, MO, IA, MN, 
WI, IL, KY, TN, IN, OH, and MI. Fitz 
Chem now represents Ferro/Nubi-
ola across the entire 21 state cen-
tral US geography.

RIBELIN SALES MARKS ITS 
80TH ANNIVERSARY AT 
COMPANY LUNCHEON
Ribelin Sales, an Azelis Americas 
company, has marked its 80th an-
niversary, recognizing the mile-
stone during its quarterly lunch-
eon in Garland, TX. Among those 
attending was Chuck Ribelin the 
son of founder Roy Ribelin who es-
tablished the company in 1936. 
Other celebrants included the ex-
tended Ribelin family of retirees, 
long time employees and current 
employees. “It has worked for 80 
years and we anticipate it working 
for many more. As a part of Azelis 
Americas, Ribelin has become 
stronger through the added re-
sources we have as the global 
leader in specialty chemical distri-
bution,” says Frank Bergonzi, CEO 
and president of Azelis Americas. 
“Ribelin has been, and continues to 
be, the leader in the SE and SW re-
gions of the CASE market. We rec-
ognize the brand equity that is 
Ribelin.”  

Distribution Network (CDN) Ambas-
sador Award. The award recognizes 
his hard-work and dedication to the 
success of the CDN Chemical Distri-
bution Network initiatives.

VERDEZYNE SIGNS NEWS 
AGREEMENT WITH ACETO 
CORPORATION
Verdezyne Inc., a synthetic biology 
company producing biobased chem-
icals, and Aceto Corporation (ACET) 
have announced an agreement for 
the sales and distribution of Ver-
dezyne’s BIOLON® DDDA (biobased 
dodecanedioic acid). BIOLON DDDA 
will be produced by Verdezyne and 
will be distributed in the US by 
Aceto. Verdezyne’s BIOLON DDDA is 
produced more sustainably than 
traditional petroleum-derived inter-
mediate chemicals and will be used 
to make a variety of end-user prod-
ucts including automotive parts, 
coatings, cosmetics, and fragrances. 
“The market is interested in high-
quality renewable chemicals such as 
our BIOLON, which can be used in 
the production of high-performance 
nylon 6,12, molding resins, lubri-
cants, adhesives and powder coat-
ings,” says E. William Radany, Ph.D., 
president and CEO of Verdezyne. 
“Aceto is very excited to add BIOLON 
to our product offering of polymer 
building blocks,” adds Keith Wilkin-
son, vice president, specialty chemi-
cals Aceto. “We are also excited to 
add a biobased product to our port-
folio that can be offered at competi-
tive prices.”Tuttle (right) collects his award

Solvchem’s Hacas (left) gets the Corporate Sponsor Award of the Year
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MEMBER NEWS

NACD REPORT SHOWS 
SALES AND PROFITABILITY 
FIGURES ARE UP AGAIN
The annual NACD Company Produc-
tivity Report shows a continued ag-
gregate increase in sales in the 
chemical distribution industry. Re-
sults show industry firms saw a dol-
lar sales growth of 2.1% in 2015. 
“With an economic impact of more 
than $14bn annually, chemical dis-
tributors play an important role in the 
American economy,” says NACD 
president Eric R. Byer. “Our members 
continue to feel the effects of slug-
gish economic growth, but are still 
increasing sales growth and profita-
bility in a time when wholesale sales 
growth is seeing an overall decline.” 
While real sales growth measured by 
the physical throughput of pounds of 
chemical products moving through 
non-third-party warehouses was 
lower, the majority of industry seg-
ments experienced higher profitabili-
ty in the products they sold. Those 

NEW APPOINTMENTS FOR TH HILSON
TH Hilson Company of Wheaton, IL, has added to its commercial team, 
hiring Hector Rodriguez and Jay Bracken. Rodriguez (pictured left) joins 
as regional vice president and brings 16 years of experience within the 
specialty chemical industry. He had previously worked for eight years 
at Cabot Corporation as NA distributor manager. Bracken has over 26 
years’ experience in chemical distribution and joins TH Hilson as a ter-
ritory manager for the southern midwest region. He spent the past 14 
years with Nexeo Solutions/Archway managing a regional territory 
showing consistent growth and meeting sales targets.

segments include distributors that 
primarily deal in liquid products, fac-
tory packaged products, or a mix of 
the two. For more details about the 
report – produced by research firm 
Industry Insights – contact Tom Noon 
at tnoon@indins.com. 

RIBELIN MAKES IT 10 
YEARS WITHOUT A LOST 
WORK DAY TO INJURY
Ribelin has set a new safety record – 
a decade without a work day lost to 
injury. In those 10 years, Ribelin has 
shipped millions of pounds of prod-
uct through its Distribution Centers. 
“The guys in the Distribution Centers 
have done an amazing job at paying 
attention to the little things that 
make a record like this possible,” 
says Andy Lovenduski, Ribelin’s dis-
tribution manager. “It is a great ex-
ample of our commitment to NACD 
Responsible Distribution® and our 
accountability to each other pro-
motes a safe work environment.“

Availability | Dependability | Knowledge | Selection | Speed

821 Westpoint Parkway  |  Westlake, OH 44145  USA
440-871-7887  |  www.SeaLandChem.com

 Sea-Land Chemical Company
represents some of the most 

trusted brands and companies in 
the industry to provide you with the 

quality you demand. We stock 
hundreds of products, providing 

you the right chemicals, right away.  
It’s one-stop shopping to meet your 

needs quickly and simply. 

And, with our expanded North 
American and International Sales 
Teams we’re here to meet your 

requirements for local and 
global formulations.

More than a supplier, we are 
a resource for your success. 

 Make Sea-Land Chemical 
Company your first call.



October-December 2016 | CHEMICAL DISTRIBUTOR | 9www.nacd.com

The Food Safety Modernization Act (FSMA) 
was signed into law January 4, 2011, authoriz-
ing the Food and Drug Administration (FDA) to 
overhaul its food safety regulations in order to 
better secure the food supply chain and en-
sure safe foods for consumers. FSMA also 
granted the FDA greater regulatory and en-
forcement capabilities, which FDA has put to 
good use.

The FDA proposed and finalized several 
new rules. Any facility that sells a food, food 
additive, food ingredient, or food contact sub-
stance will be affected by these rules. The 
new regulations are much more prevention-
focused than previous regulations, which pri-
marily reacted to food safety incidents as 
they happened. 

The rules that are expected to impact 
chemical distributors are:
■ Sanitary Transportation of Human and Ani-
mal Food
■ Mitigation Strategies for the Prevention of 
Intentional Adulteration 
■ Current Good Manufacturing Practice, Haz-
ard Analysis and Risk-Based Preventive Con-
trols for Food for Animals
■ Current Good Manufacturing Practice for 
Hazard Analysis and Risk-Based Preventive 
Controls for Human Food
■ Foreign Supplier Verification Program for 
Importers of Food for Humans and Animals
■ Accreditation of Third Party Certification 
Bodies to Conduct Food Safety Audits and to 
Issue Certifications

Among other things, the rules require fa-
cilities to create, maintain, and implement 
several written plans as a way to manage 
their food safety and ensure compliance with 
the rules. 

Some of the plans that FDA expects cov-
ered facilities to have as a result of FSMA are:
■ Food defense plan (required by the Inten-
tional Adulteration rule)
■ Food safety plan
■ Hazard Analysis and Risk Based Preventive 
Controls (HARPC) program.
■ Foreign Supplier Verification Program (Im-
porters Only)

Many businesses may already be regulated 
under the old requirement, a Hazard Analysis 
and Critical Controls Points (HACCP) program, 
which could be modified into the new stand-
ard – a Hazards Analysis and Risk Based Pre-
ventive Controls (HARPC) program. Each com-
pany must also develop a food safety plan 
which explains all of its knowledge of the haz-
ards to its products and how to mitigate those 
hazards. In other words, the food safety plan 
is the sum of all the knowledge a company 

has around food safety issues for its products, 
while the HARPC program is how the compa-
ny plans to implement those prevention 
strategies at its facilities.  

Finally, for the Intentional Adulteration rule, 
FDA mandates facilities to have a written 
analysis of the access points for intentional 
adulteration for each product and a plan for 
preventing that activity. FDA also expects all 
importers of food to have a written Foreign 
Supplier Verification Program to ensure that 
foreign facilities meet the same standards as 
US food facilities. 

Compliance dates for the final rules are still 
phasing in, with the first one having already 
passed in September 2016, and continuing all 
the way until 2021. However, it is important to 
note there are important exemptions to some 
of the requirements of the rules, each of which 
should be carefully reviewed.

The FDA is not waiting until the compliance 
dates to conduct inspections. NACD members 
have reported unscheduled visits from FDA 
inspectors asking for everything from infor-
mation about company structure to railcar 
maintenance. Although FDA cannot cite facili-
ties until the compliance dates have passed, 
the agency may note you are missing items 
that you will need in the future.  

To assist with member compliance, NACD 
has made available on its website Regulatory 
Reports on the Sanitary Transportation Rule 
and the Intentional Adulteration Rule. Addi-
tionally, FDA has significant resources availa-
ble online including summaries, webinars and 
software created to assist owners and opera-
tors of food facilities to develop their food 
safety and food defense plans. 

If you are looking for assistance in prepar-
ing your food safety plan or complying with 
any related requirements, consider contacting 
one of NACD’s Regulatory Compliance Pre-
ferred Providers. These companies have ex-
pertise on many issues and can help your 
company prepare for compliance at any stage.

Now is the time to start preparing. Begin re-
viewing your current resources and any existing 
plans on food safety to ensure they will meet 
the requirements by the compliance dates. 

Finally, FDA has the authority to request 
all records relating to food safety, so it is im-
portant to ensure all of the records main-
tained are ready for inspection along with 
your facility.  ■

THE VIEW FROM
WASHINGTON

Allison Tuszynski Washington DC

“Begin reviewing your current 
resources and any existing plans 
on food safety to ensure they will 

meet the requirements by the 
compliance dates”

FSMA REQUIREMENTS AND RESOURCES
New food safety regulations provide food for thought for the 
chemical distribution sector – and preparation is key
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OUTLOOK

10. Rise in the JP Morgan Global Manufacturing 
Purchasing Managers Index.

We think focusing on the developing period of 
business cycle rise is the right approach at this 
time. Now is the time to be ready for near-term 
opportunities by determining if you have suffi-
cient labor, working capital, equipment, and the 
visceral fortitude that will yield outsized profits 
through 2018. This is particularly true if labor 
costs are well managed. It is for that reason that 
we spend most of our time and energy looking at 
and discussing the coming rise. Please keep in 
mind that the positive outlook for 2017 and 2018 
is predicated on ITR business cycle theory, normal 
cyclical trend behavior, leading indicators, and 
identifiable “causal” factors. 

New orders for US nondefense capital goods 
(excluding aircraft) is an important part of the eco-
nomic outlook. Business-to-business activity in 
general accounts for approximately 16% of GDP 
and some strength here will go a long way toward 
making 2017 a better year than 2016. 

The recession in new orders in 2016 has been 
milder than normal, but it has been a recession 
nonetheless. We are projecting that the new or-
ders annual moving total will begin to move high-

The outlook is positive as 
indicators point to 2017 
being a year of stronger 
growth for the US, says 
president of ITR Economics, 
Alan Beaulieu

Positive times ahead 

The presidential election has a lot of people on 
edge about 2017, owing to what appears to be a 
high level of uncertainty. 

While that is understandable, it is not neces-
sary. We are an apolitical organization, and as 
such, we do not take sides. Our analysis of the 
economy as it relates to political parties is objec-
tive in that it is based solely on what has hap-
pened, not on speculation. 

What has happened is that the economy nor-
mally grows, occasionally contracts, and is agnos-
tic as to which party is in the White House when it 
comes to those changes. The US economy is too 
large to be controlled by one person in one branch 

of the government, and therefore, it responds to 
domestic and global market forces, and not to po-
litical news, opinions, and potential future policies.

 Specifically, the Congress of the United States 
has more to do with the economy than does the ex-
ecutive branch. So relax, the economy is moving for-
ward and the election is not going to change that. 

We are projecting that in general, 2017 will be a 
year of stronger growth for the US. There are the-
oretical and extant reasons for that forecast. The 
overwhelming input from our large stable of lead-
ing indicators supports our forecast of improving 
business cycle conditions in 2017. The list of posi-
tive leading indicators includes: 
1. ITR Leading Indicator 
2. ISM’s Purchasing Managers Index 
3. Wilshire Total Market Cap Index 
4. S&P 500 Index 
5. New homes sold 
6. Housing starts 
7. Corporate profits progressing through a cycli-

cal low 
8. Owner occupied home inventory rising 
9. A better-than-normal August increase in US 

nondefense capital goods new orders (exclud-
ing aircraft) 

The US presidential elections have headlined a year of uncertainty – but indicators suggest that 2017 will be better
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er in the near term, which should result in an in-
creased level of activity for NACD members in the 
coming quarters. 

New orders totaled $764.6bn in the 12 months 
ending in August, down 3.9% from the level one 
year ago. New orders for the month of August in-
creased 9.0% from July, which is at the lowest level 
in over five years. 

This is the sixth best July-to-August percent 
change in the nearly 50-year data history. The 
strong August results also caused the new orders 
12/12 to tick up, signaling a tentative recovery 
trend. We expect new orders for 2016 as a whole 
to be 3.8% below the 2015 level. Plan for 4.6% year-
over-year growth in new orders in 2017. 

Rising rates-of-change within US mining ma-
chinery new orders are a positive sign for overall 
business-to-business activity. Stabilization in 
commodity-dependent areas of nondefense 
capital goods new orders will allow growth in 
areas, such as US material handling equipment 
new orders (up 13.7%), to drive nondefense capi-
tal goods new orders higher. 

The August US chemicals and products produc-
tion 12-month moving average is up 1.0% com-

pared to the year-ago level. We are projecting that 
the annual rate of growth (12/12 rate-of-change) 
will transition to consistent rise by the onset of 
2017, which will signal upside business cycle mo-
mentum for the year and more business for pro-
ducers and distributors in 2017. 

Watch for the onset of rise in this growth 
rate to provide a key signal that you will be bus-
ier in 2017. The general rising trend in chemi-
cals and products production is expected to last 

until late 2018.
Currently, the major compo-

nents of production have gen-
erally falling year-over-year 
growth rates; US organic chem-
icals production (up 2.9%), US 

resin and synthetic rub-
ber production (up 

1.7%), and US paints, soaps and toiletries, and other 
chemical production (up 0.4%) are all decelerating. 
US pharmaceutical and medicine production (down 
0.2%) is dragging on overall production. The sub-
components’ rates of growth will begin to generally 
rise by early 2017, supporting rise in overall produc-
tion in 2017.

General rise in commodity prices is helping the 
industrial economy begin to build upward mo-
mentum. US industrial production is on the verge 
of a cyclical rising trend as the quarterly year-
over-year comparison for mining production and 
utilities production rise. Commodity-dependent 
new orders areas, like US mining machinery new 
orders, are showing nascent recovery trends. 
Wholesale trade of durable and nondurable goods 
are benefitting from general rise in metal prices 
and oil prices, respectively. 

Meanwhile, on the consumer side of the econ-
omy, we are seeing steady growth. Job creation 
averaged 192,000 jobs per month over the last 
three months and wages are rising at 3.3%. A 
tightening labor market is good news for con-
sumers and the overall economy but be prepared 
to compete for skilled labor into 2018. ■

“The overwhelming input from our 
large stable of leading indicators 

supports our forecast of improving 
business cycle conditions in 2017”

Alan Beaulieu
President, ITR Economics

Sales o�ces & warehouses conveniently located around the country
State-of-the-art laboratory for applications & product testing
Regulatory department to assist in customers’ compliance requirements.

Delivering Creative Chemical Solutions™

Toll Free: 888-803-8270   |   Fax: 561-995-0112   |   Website: www.jtechsales.com

National distributor of specialty chemicals - Delivering creative chemical solutions™
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Chemical distributors have endured a difficult period but their business strategies are starting to bear fruit

Elaine Burridge London

This past year has seen distributors grapple with plunging prices and a 
lackluster economy. Nonetheless, a keen concentration on the needs of 
customers and suppliers is keeping the industry active and healthy

Focused on success
portfolios and related expertise as well as opening 
opportunities worldwide.  

Azelis Americas has retained its business model 
of focusing on specific strategic suppliers by market 
segment, which Bergonzi says is a key differentiator 
for the company. “Only in this way can distributors 
offer the technical and specialist expertise that cus-
tomers need in their development and formulation 
work,” he says, adding that Azelis’ technical selling 
capabilities, broad portfolio, multiple chemistries and 
go-to-market strategy through regional niche play-
ers are major factors in its success to date.

Adding to its three existing application laborato-
ries, a personal care R&D facility is scheduled to 
open in January 2017 in Wisconsin, adjacent to its 
coatings, adhesives, sealants and elastomers 
(CASE) laboratory. Other laboratories are located in 
Georgia and Massachusetts.

around €1.5bn. Rebranded as Azelis Americas, 
Frank Bergonzi continues to head the business as 
president and CEO.

BUSINESS AS USUAL
Holding the number five slot in the ICIS Top 100 
North American distributors list with 2015 sales 
of $724m, Azelis Americas has spent the first six 
months of this year integrating with its European 
parent. Bergonzi says there has been hardly any 
change in its operations as a result of the acquisi-
tion; the only minor overlap was with its Unipex 
Solutions Canada business, since rebranded as 
Azelis Canada. 

For Bergonzi, it has been an exciting year so far, 
with the company now being part of a global group 
with complementary cultures. Azelis has given the 
former KODA Distribution Group additional product 

Distributors both large and small have been chal-
lenged by an increasingly tough economic and 
competitive environment in the past 12 months, 
which has forced them to focus on their business 
models and bottom line revenue. 

The difficult economic climate has not stopped 
the industry from investing and acquiring though, 
with some significant changes to company own-
ership this year. Perhaps top of the list is the dis-
appearance in the US of the KODA name follow-
ing its acquisition by Europe’s Azelis Group in 
December 2015. 

The deal has given the Luxembourg-headquar-
tered company its first presence in the Americas, 
at the same time creating a leading global spe-
cialty chemical distributor with annual sales of 
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Bergonzi believes that Azelis Americas’ appli-
cation laboratories are a competitive asset. “A lot 
of distributors do not have their own laboratories 
but we are very self-sufficient. We have our own 
regulatory and safety, health, environment and 
quality (SHEQ) departments and take on those 
responsibilities for our pharmaceuticals and per-
sonal care customers, which is a major commit-
ment,” he says.

The laboratories are used for technical training, 
benchmarking, and application and formulation 
work for its small customer base, which does not 
have access to principal suppliers’ facilities. 

In terms of business performance, the bright 
spots for Azelis Americas so far this year have 
been personal care and specialty agrochemicals. 
CASE is showing signs of improving but revenues 
are fairly flat, notes Bergonzi. He is, however, happy 
with financial results thus far as 
profitability is at budgeted levels 
through September. “We imple-
mented cost efficiency initiatives 
this year which have strength-
ened EBITDA,” Bergonzi says.

On June 9, 2016, Nexeo 
Solutions was acquired by 

WL Ross Holding, a special purpose acquisition 
company, from private equity firm TPG Group for 
nearly $1.58bn. As a result, Nexeo Solutions went 
public, trading on the US stock exchange as of June 
10. TPG has retained a stake of around 35%.

Joey Gullion, vice president for end markets at 
the Texas-headquartered distributor, says the deal 
had a calming effect on both its staff and suppliers. 
It has also had a transformational effect on the 
company which has restructured and created a 
business focused entirely on selling commodities 
and specialty chemicals. 

The two-pronged approach means that cus-
tomers will now have one sales person for com-
modities, and one for specialties, rather than just 
the previous one person covering both market 
segments. The service offering remains the same, 
but the change allows them to create a different 
value proposition for their customers and offer a 
different engine for growth for their suppliers, says 
Gullion. “We have added a significant number of 
new suppliers to our line of commodities and spe-
cialties. Our structure and strategy is resonating in 
the supplier community,” he says.

Gullion explains that both segments are looking 

for different services. He explains that commodity 
suppliers want speed, transparency, reliability and 
demand creation, while specialty chemical suppliers 
are looking for innovation, information on market 
trends, new products and formulations. For com-
modity suppliers, this means catching value 
throughout the pricing cycle and feeding back infor-
mation on swings and market volatility; for special-
ties, it requires technical support and innovation.

Nexeo Solutions is the third largest supplier in 
North America, with 2015 sales of $3.1bn, accord-
ing to the ICIS Top 100 distributor ranking. Invest-
ments this year have centered on fulfilling its prop-
osition of providing on-time delivery in a tough 
economic environment, and reducing its depend-
ence on third-party carriers. Gullion says Nexeo 
has invested $30m this year to upgrade its fleet, 
adding 202 new eco-friendly trucks. 

Other sums continue to be spent on its IT plat-
form and improving the transparency and flow of 
information with its customers and suppliers. Ac-
cording to Gullion, Nexeo Solutions is the only pan-
North American distributor that operates on one 
centralized business platform, with the company’s 
entire data visible across its executive spectrum, as 
well as with its external partners. “The platform 
provides scalability for our growth and ensures a 
seamless integration when we add a new custom-
er or supplier,” Gullion explains. 

For Nexeo, this past year has been one of “defin-
ing distribution”. In Gullion’s words, this means de-
fining what distribution can be in the future by 
going that extra mile to help customers in an emer-
gency or when they are seeking something differ-
ent. He says: “How do we find a way to say yes and 
provide a nimble, fast response in a way that sup-
pliers and customers call Nexeo first? We want to 
focus on saying yes in a way that creates value in 
the market.”

GOING THAT EXTRA MILE
The distributor started Solutions Live Here! – an 
inter-company initiative that started as a grass-
roots effort when leaders began formally recogniz-
ing team members who went the extra mile for a 
customer and created a “solution”.  These “heroic” 
acts ranged from finding a way to make a delivery 
after the last truckload had left, to offering logistics 
and production support for a customer that had a 
facility damaged by fire. 

Gullion says when Nexeo’s employees find 
themselves faced with an unusual situation, they 
are empowered to make decisions. “They under-
stand the business and instinctively think about 
how to find a way to say yes and create a solution 
versus simply saying no. This ‘slogan’ continues to 
grow and better describes our culture today,” Gul-
lion says.

A highlight for the Texas-headquartered distrib-
utor this year has been its personal care business. 

Gullion says its suppliers have responded to mar-
ket needs and taken advantage of the additional 
capabilities that Nexeo has put in place over the 
past two years. He notes that 
Nexeo is now being asked to pro-
vide standard third-party labora-
tory services such as testing, and 
business here is burgeoning with 
growth this year in double-digits. 

Nexeo has laboratory facilities 
in Houston, Texas (for spe-

cialty chemicals); Dublin, Ohio (for commodities); 
and a testing and analytics laboratory in Pasadena, 
California. 

SEAMLESS INTEGRATION
Holding the 13th position in the ICIS North Ameri-
can listing with sales in 2015 of $250m is Detroit, 
Michigan-headquartered PVS, which has the bulk 
of its sales in the upper Midwest. Tim Nicholson, 
president of PVS Distribution Group, says a key 
achievement this year has been the integration of 
two recent acquisitions: Canadian mini-bulk dis-
tributor Benson Chemicals and Sagar Enterprises 
in Pennsylvania. 

Benson Chemicals, located in Freelton, On-
tario, was purchased in February this year by 
PVS Chemicals’ subsidiary Fanchem, while 
Sagar Enterprises, based in McKees Rocks near 
Pittsburgh, was acquired by PVS Nolwood in 
August 2015. Sagar services the heavy indus-
trial, food processing and oil and gas industries 
in western Pennsylvania.

As well as integrating the new businesses, PVS 
has formed a distribution and manufacturing 
group to capture a lot of internal synergies, which 
Nicholson says has been very beneficial. 

A difficult and low-priced commodities market 
has also led PVS to focus on its customers to en-
sure it does not lose market share and remains in a 
good position when the sector starts to recover.

The distributor has made significant invest-
ments this year, adding to its packaging capabili-
ties in Sharonville, near Cincinnati, Ohio, and up-
grading facilities in Detroit and Pittsburgh. 

Nicholson says PVS’ recipe for success is three-
fold: a tremendous focus on customers, being a 
good partner to its suppliers, and putting safety first. 
“We have been around for 70 years and have a rock-
solid reputation with the supplier community and a 

“We have added a significant 
number of new suppliers to our line 
of commodities and specialties. Our 
structure and strategy is resonating 

in the supplier community”
Joey Gullion 

Vice president, Nexeo Solutions

“We implemented cost efficiency 
initiatives this year which have 

strengthened EBITDA”
Frank Bergonzi 

President & CEO, Azelis Americas
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very loyal base of customers that like to do business 
with us,” states Nicholson, adding that a focus on 
responsibility and adhering to NACD Responsible 
Distribution® is what also keeps the company in 
business.

TOUGHER BUSINESS ENVIRONMENT
A challenging market has not deterred Webb 
Chemical Service Corporation. Webb Chemical, with 
locations in Muskegon Heights, Michigan, and Fort 
Wayne, Indiana, has seen its top line revenue pres-
sured by falling prices this year. CEO Brad Hilleary 
says many of the chemicals it sells through distri-
bution have seen prices drop by 50%, mainly as a 
result of falling oil prices, weaker demand and 
ample supply. 

However, on the upside, Hilleary says Webb 
Chemical has continued to grow its volumes as 
well as adding new products and services. The 
company serves the automotive, surface finishing, 
water- and wastewater treatment market seg-
ments in Michigan, Indiana, and part of Ohio. 

Hilleary says a key success factor for the busi-
ness is operating its own fleet of trucks and em-
ploying its own drivers – Webb Chemical runs a 
fleet of 34 tankers, 12 delivery boxes and 16 trac-
tors. “This is a kind of differentiation for us. The dif-
ficulty of dealing with a common carrier can be 
great; their level of service can be poor. We believe 
that a distributor like Webb understands the need 
to take the stress away from our suppliers and 
customers. If you want to fill that gap, you need re-
sources such as warehouses and trucks at your 
fingertips,” Hilleary states.

He adds that as a smaller company, with just 85 
employees, decisions are made quickly “on our 
feet” with himself and president Charlie Stevens 
taking a very active role in the daily business. 

Webb Chemical is positioned at 52 in the ICIS 
North American distributor’s ranking, recording 
sales in 2015 of 67m. In business for 53 years, 
Hilleary is undoubtedly proud that family-owned 
Webb Chemical continues to operate as a success-
ful independent company, particularly given the 
number of mergers and acquisi-
tions taking place in the industry. 

“There is still a space for a 
company like Webb. The whole of 
NACD is filled with companies like 
Webb, which put the customer 
first, rather than the owner 
or shareholder. Con-
solidation will con-

tinue in certain segments but the smaller independ-
ents are not going to go away. We are all still going to 
be successful because we all offer something a little 
bit different. It is about finding a niche,” he says. 

Busy, challenging and competitive is how Kelly 
McCabe, vice president of operations at Ideal 
Chemical & Supply, describes the past 12 months. 
The family-owned distributor has been trying to 
grow its customer base, a feat which McCabe says 
has been challenging and “keeping us on our toes” 
as the market becomes increasingly competitive in 
a shrinking economy.

Ideal Chemical & Supply has made good inroads 
too this year in the area of regulatory compliance, 
says McCabe, as well as developing new security 
plans and improving process efficiencies. A bright 
spot has been its contract packaging business 
which McCabe says has been quite successful with 
good growth. 

Headquartered in Memphis, Tennessee, Ideal 
Chemical & Supply is a distributor and custom 
blender of industrial, water-treatment and textile 
care products, covering primarily the southern 
states of the USA. Family-owned since 1932 and 
with around 100 employees, the distributor had 
sales of $47m in 2015 and ranks as the 64th larg-
est distributor in North America, according to the 
ICIS Top 100. 

ENJOYING RAPID GROWTH
For Avon, Ohio-based Maroon Group, expansion 
has dominated its agenda in recent months, with 
the completion of several strategic acquisitions 
boosting its position to the 22nd largest North 
American distributor, according to ICIS, jumping 
from being number 44 in 2015. The company has 
been one of the fastest-growing distributors, 
having bought D.B. Becker, CNX Distribution and 
U.S. Chemicals in the past 12 months. 

Maroon Group’s vice president of corporate de-
velopment, Pat Massey, says the more difficult 
economic environment has focused all parties to 
take a look at their business models and challenge 
themselves on how to improve.

Its latest acquisition was in May when it bought 
U.S. Chemicals, located in Darien, Connecticut. The 
deal broadened its product portfolio and customer 
base, strengthening its presence in the CASE, lubri-
cants and plastics market segments. Massey says 
U.S. Chemicals’ business was a little further up-
stream than its own product offering, and gave it 
several niche specialty products. 

The purchase of Texas-based CNX Distribution in 
January expanded Maroon’s presence in the south-
west, also adding to its capabilities in the polyure-
thanes market. The addition of key personnel to ex-
pand Maroon’s management talent was also an 
important part of the deal, according to Massey. He 
adds that Maroon will continue to evaluate future 
acquisition opportunities in personal care, food in-

ICIS NORTH AMERICA CHEMICAL 
DISTRIBUTION LEADERS (2015 SALES)* 

Company Sales ($m)

1 Univar 6,728.1

2 Brenntag 3,908.88

3 Nexeo Solutions 3,100

4 Helm 760.06

5 Azelis Americas 724.23

6 Hydrite Chemical 532.6

7 Hawkins 377.74

8 Quadra Chemicals 367.69

9 EMCO Chemical Distributors 338

10 HORN 294

11 CCC 287

12 Agri Trading 255.73

13 PVS Chemicals (Distribution Group) 250

14 L.V. Lomas 234.4

15 Superior Oil 221

16 ICC Chemical 218

17 Wego Chemical Group 201.2

18 Marubeni Specialty Chemicals 176.82

19 ChemGroup 168

20 Caldic 160

21 Barton Solvents 159.12

22 Maroon Group 156

23 The Plaza Group 150

24 IMCD 143.33

25 Pride Solvents & Chemical 130

26 Tanner Industries 130

27 Haviland Enterprises 122.72

28 Omya 119.82

29 Harwick Standard Distribution 114.4

30 HB Chemical 114

31 Tilley Chemical 104.31

32 Sea-Land Chemical 104.25

33 J. Tech Sales 103

34 Charkit Chemical 98

35 Mays Chemical 93.32

36 ClearTech Industries 92.06

37 Lintech International 90

38 Rowell Chemical 85

39 Chemsolv 84

40 Callahan Chemical 83.01
*For the complete global listing go to www.icis.com  
Source: ICIS

gredients, pharmaceuticals and agrochemicals. 
Against a backdrop of a weak economic cli-

mate, falling oil prices and lackluster demand, 
distributors continue to demonstrate their ver-
satility and commitment to operating success-
fully and safely – regardless of size. The year can 
be summed up in one word – focus – whether it 
is on strategy, customers and suppliers, culture 
and competitiveness. That focus will continue to 
drive their businesses forward, no matter what 
the future has in store. ■

“We believe that a distributor
like Webb understands the need

to take the stress away from
our suppliers and customers”

Brad Hilleary 
CEO, Webb Chemical
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Christie Moffat ICIS Houston

Industry welcomes the new US chemical safety legislation and stands ready to work 
with EPA to ensure risk evaluations of high-priority substances are effective

Chemical reform 
shows way forward

cals used in commerce will be subject to a safety 
review by the Environmental Protection Agency 
(EPA), with clear and enforceable deadlines. In ad-
dition, the legislation will expand EPA’s authority 
to require the generation of health and safety 
data for chemicals. Furthermore, EPA is required 
to affirmatively determine that new chemicals 
meet the safety standard before entering the 
market.

Overall, the new law is designed to increase 
public transparency of chemical information.

After LCSA was signed into law, one of EPA’s 

delay spanning several years.
Through bipartisan efforts, The Frank R Laut-

enberg Chemical Safety for the 21st Century Act 
(LCSA) bill passed both the House and Senate ear-
lier this year and was then signed into law by 
President Barack Obama on June 22.

This historic legislation is designed to overhaul 
TSCA, a 40-year-old regulatory structure for en-
suring the safety of chemicals in commerce. The 
new legislation is the first major environmental 
bill to pass Congress since 1990. 

Under the new law, all new and existing chemi-

It has been a year of change for the US chemical 
industry. At long last, new legislation on chemical 
safety has been passed and regulators and the 
industry are coming to terms with the practical 
implications.

Chemical safety reform has been on the agen-
da of lawmakers and industry for decades. How-
ever, disagreements over how to update the na-
tion’s primary chemical management law, the 
Toxic Substances Control Act (TSCA) resulted in a 
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first actions was to evaluate a group of four new 
chemicals submitted for review. Under the new 
process, EPA determined that the chemicals were 
not likely to present an unreasonable risk to 
human health or the environment.

EPA reviews of new chemicals are expected to 
take a maximum of 90 days. By completing these 
first evaluations, EPA showed it could review and 
approve new substances efficiently and in a trans-
parent manner under the new 
law. However, these first reviews 
have not been immune to criti-
cism: for keeping significant 
amounts of information confi-
dential, as well as EPA’s use of 
estimation models, rather than 
firm measurements.

Since the signing of the LCSA bill, EPA has also 
released its First Year Implementation Plan, which 
outlines the agency’s approach to and priorities in 
implementing the new law. EPA is expected to pro-
pose the first set of new rules under the new law in 
December. By December 22, EPA must have risk 
evaluations underway on the first 10 high priority 
chemicals, which will be pulled from an existing 
EPA chemical evaluation program, known as the 
TSCA Chemical Work Plan: 2014 update list.

By June 22, 2017, EPA must require chemical 
manufacturers to report to EPA within 180 days all 
chemicals they are producing or processing, or have 
already produced/processed within the last 10 
years. This is so EPA can focus its regulatory atten-
tion on chemicals in actual use in the market place.

By the same date, EPA must have also estab-
lished a process for designating both high and low 
priority chemicals for risk evaluations, and a pro-
cess for conducting these risk evaluations.

As mandated by the new legislation, EPA must 
conduct a screening-level evaluation of all chemi-
cals that are in commerce, and must conduct a 
risk evaluation for all substances considered to be 
a high priority for additional review.

EPA’s evaluation process is risk-based and 
considers: inherent hazards; uses; typical expo-
sures, including to those potentially susceptible 
to exposures; proximity to drinking water sources; 
and other relevant information.

“LCSA is a historic bipartisan achievement, in a 

“Industry will continue to be a 
constructive partner with EPA as LCSA 

is implemented and will work to 
ensure [it] is carried out in an efficient, 

evidence-based way... consistent 
with congressional intent”

Mike Walls 
Vice president regulatory and technical affairs, ACC

NACD WELCOMES LONG-OVERDUE CHANGE
TSCA has been a key focus for NACD and its members for many years and the new legislation is 
positive, but NACD president Eric Byer says this is only the beginning of the journey.

“We needed to update the 40-year-old law so that it took into account the merits of federal 
preemption and provided all US states with one set of regulations. We saw great collaboration within 
the industry, and NACD played a significant role throughout the reform process. That said, while our 
members are happy we’ve finally got the bill signed into law, there’s still some anxiety as to exactly 
how the new law will be implemented. We are going to be very vigilant watching what happens.” 

“The burden on our members is sometimes perhaps overlooked by EPA and Congress so 
that’s something we’re going to be paying close attention to,” adds senior director, legislative af-
fairs Ben Traynham. “We’ll be watching how EPA carries out its implementation, that it follows 
Congressional intent and doesn’t stray too far from its mandate.”

persistent, bioaccumulative and toxic chemicals; 
we support this carefully crafted, bipartisan com-
promise,” Thompson said.

REGAINING PUBLIC TRUST
The Society of Chemical Manufacturers and Affili-
ates (SOCMA) also supported the passage of the 
new law. SOCMA’s vice president of government 
and public relations Bill Allmond (now president of 
the Adhesive and Sealant Council) said the pass-
ing of the bill ended “many years of elusive bipar-
tisan compromise”, and instead had begun “the 
process of regaining the public’s confidence in 
every product made possible by our industry”.

“SOCMA is eager to work with EPA and all 
stakeholders to ensure that the regulatory pro-
cess reflects Congress’ intent,” Allmond added.

Chemical makers, such as Dow Chemical and 
DuPont, have also voiced support.

The full impact of the reform may not be clear 
for some time; EPA is still in the process of ham-
mering out the details. However, if implemented 
in a manner in line with congressional intent, the 
law should improve public confidence in chemical 
safety, cut the number of inconsistent state-
based chemical initiatives and the confusing 
mixed messages provided to consumers.

From an international perspective, LCSA legis-
lation should not affect chemical imports into the 
US, as importers will continue to be treated the 
same as producers. It is hoped US shale develop-
ment and future petrochemical expansions, such 
as for propylene and ethylene, will see chemical 
exports play a bigger role in future.

Comparisons have been made with the EU’s 
Regulation on Registration, Evaluation, Authori-
sation and Restriction of Chemicals (REACH). 
While both offer a legislative framework to man-
age chemicals, REACH has been criticized as a less 
efficient approach to data collection, manage-
ment and regulation.

Overall, the industry is optimistic about chemi-
cal safety in the US, which is set to benefit both 
the chemical industry and consumers. ■

time when such accomplishments are rare,” says 
Mike Walls, vice president of regulatory and techni-
cal affairs at the American Chemistry Council (ACC). 
ACC was one of 150 diverse business groups from 
across the value chain that supported LCSA.

The bill was also supported by environmental 
groups such as the Environmental Defense Fund, 
public health groups like March of Dimes, animal 
rights groups such as the Humane Society and 
labor organizations like North America’s Building 
Trades Unions.

LCSA will help give consumers greater confi-
dence in the safety of chemicals used in consum-
er products, says Walls. He adds it will provide 
companies with greater regulatory and market-
place certainty and ensure that America remains 
the world’s leading innovator.

INDUSTRY SUPPORTIVE OF CHANGE
“Industry will continue to be a constructive part-
ner with EPA as LCSA is implemented and will 
work to ensure that the reformed chemical regu-
latory program is being carried out in an efficient, 
evidence-based way that is consistent with con-
gressional intent,” Walls says.

ACC has expressed public support for the LCSA 
provision that directs EPA to select the first 10 
chemicals for risk evaluations from the TSCA 
Chemical Work Plan substances.

“ACC is confident that EPA will follow the pro-
cess outlined in the new law to make decisions 
about what substances are evaluated and what 
regulatory action, if any, is needed to protect 
health and the environment,” says Walls.

Groups such as the American Fuel & Petrochemi-
cal Manufacturers (AFPM) also broadly expressed 
support for the LCSA legislation. During the passage 
of the bill through Congress, AFPM president Chet 
Thompson expressed approval for the reform, 
though acknowledged the bill was “not perfect”.

“While AFPM had hoped that some important 
issues were more fully addressed, such as strong-
er federal preemption provisions; the cap on in-
dustry-initiated risk evaluations; and handling of 
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It’s a tricky time to be a leader. With the economy 
so unforgiving right now, making smart business 
decisions is critical. That’s true not just in terms of 
strategy (whether to change your product mix or 

Leading with 
courage

Fear has a huge bearing on your employees, your 
organization, and your entire life. Leadership isn’t for 
cowards, says management consultant Mike Staver
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move into a new marketplace) but also relation-
ships (whether to fire the toxic high performer or 
address a conflict head-on). All actions have con-
sequences. So does lack of action. And with the 

margin for error so slim, you want to make sure 
you’re thinking as coolly and clearly as possible.

My advice? Don’t let fear cloud your decision 
making.

Don’t get me wrong, we all feel fear. What sep-
arates the proverbial men from the boys, and 
women from the girls, is how we respond to that 
fear. Courageous leaders face what needs to be 
faced and do what needs to be done. Cowardly 
leaders make excuses, hide their heads in the 
sand, and generally take the easy way out.

Besides harming your company and crippling 
your career potential, fear centered leadership can 
hurt the very people you are supposed to be guid-
ing and nurturing: your employees.   

By definition, all leaders “mess with people’s 
lives”. That’s why it’s so important to make sure 
you’re leading from a place of clarity and aware-
ness – courage – and not letting fear drive your de-
cisions.

Whether you’re messing with others’ lives in a 
positive, growth-inspiring way or a negative, spir-
it-crushing way depends on the clarity with which 
you make decisions and execute.  Fear obscures 
that clarity – especially fear that masquerades as 
something else.

You don’t have to be an out-and-out coward to 
let fear impact your leadership.

Many people are unaware of how profoundly 
fear influences their decision making. You may be 
leading from a place of fear if the following apply 
to you:

■ YOU FREQUENTLY TAKE THE EASY WAY OUT 
In other words, you avoid taking bold, decisive ac-
tion because it makes you uncomfortable. Then, 
you rationalize why you didn’t do what you really 
needed to do: I wanted to go to the national trade 
show, but we just couldn’t get the prototype ready 
by the deadline… or I’ve always thought we 
should take part in the green initiative, but the 
CEO would just shoot down the suggestion, so 
there was no point in bringing it up.

Generally, such rationalizations boil down to 
fear. What if you unveiled the prototype at the 
trade show and it flopped? What if you ap-
proached the CEO with your green initiative idea 
and he rejected you – or worse, what if he didn’t 
reject you and then you had to make it work? It’s 
easier to avoid taking action (at least in the short 
term), but it’s also a sure path to mediocrity and 
stagnation.  

There is no doubt that action drives results. A 
plan doesn’t drive results, willpower doesn’t drive 
results, and not even goals drive results. Action 
drives results. Period. 

■ YOU PRETEND YOU DON’T KNOW WHAT YOU 
ACTUALLY KNOW
Pretending is common in the workplace. You pre-
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tend you don’t know about opportunities in order 
to avoid risk. You pretend you don’t know that 
high performer is behaving badly and making 
other employees unhappy. You pretend that your 
biggest client isn’t crushing morale and needs to 
be fired. Maybe, you even pretend you don’t know 
it’s time for you to move on. 

All of this pretending allows you to avoid pain 
and feel good in the short term, but it exacts a 
heavy price over time. There is always a price to be 
paid for needed actions not taken. Never doubt it. 
Your job as a leader is to look reality in the face 
and accept it so that you can make the tough de-
cisions that need to be made.

■ YOU FALL VICTIM TO “SHINY BALL” SYNDROME
Can you relate to this scenario? You’re trying to 
focus on a serious project when a “shiny ball” rolls 
by. It may be an email or a phone call or just a less 
urgent task. You break away and chase the shiny 
ball until – well, would you look at that. It’s time to 
go home already.

Most of us can’t say no to such distractions. In 
fact, we don’t want to say no because what we 
should be focusing on is usually difficult, unpleas-
ant, or anxiety producing. Anyone can stay busy. It 
takes real courage to stay focused and on task.

I heard a shocking statistic recently: the aver-
age Sunday edition of the New York Times has 
more information in it than the average human 
being in the 1700s received during his entire life-
time. If we can’t achieve focus and manage the 
deluge of information that comes at us every day, 
we’ll drown in the chaos. We’ll fail to do the impor-
tant things. We’ll fail as leaders.

■ YOU HIDE BEHIND THE “I’M NOT QUITE READY” 
EXCUSE
Leaders and organizations spend too much time 
getting ready to be ready to get ready to almost get 
ready to be ready to get ready. Then they form a 
committee or a task force (which is just a commit-
tee on steroids) to evaluate more and look into the 
situation more so that they can really be ready.

Getting overly ready is a result of fear. You don’t 
want to fail so instead you put off the moment of 
truth by perpetually getting ready. Should you 
prepare? Of course. Do your research? Yes. But 
stop hiding behind the “we aren’t quite ready” cur-
tain. Say, “Enough is enough,” and just do it – even 
if conditions aren’t perfect. 

If you are going to build a culture in which peo-
ple take action and aren’t afraid to boldly step out, 
then you had better be courageous enough to en-
dure a lack of perfection and a dab of chaos. 
Messy and quick is better than perfect and slow.

■ YOU’RE CONSTANTLY BLAMING OTHERS
This is an energy-draining, counterproductive way 
of dealing with difficult circumstances. Blaming 

someone else puts you in the position of a victim, 
like something happened outside your control. 
Therefore, you won’t take action to change your 
circumstances because it’s someone else’s prob-
lem. How convenient, huh? Victim thinking affects 
not just individuals but entire organizations.

Blame-based leadership seeks to find a bad guy 
so that there is someone to absorb the problem, like 
a lightning rod absorbs a bolt of otherwise danger-
ous electricity. If a bad guy can be found, then every-
one else can take a collective sigh of relief. For that 
particular problem, they are off the hook. If it’s mar-
keting’s fault, then operations can’t possibly be re-
sponsible for the train wreck. If it’s operations’ fault, 
management can’t have done anything wrong.

Acknowledging that you are ultimately respon-
sible for the results of your life, thoughts, and ac-
tions creates a level of freedom not experienced 
by those who choose to blame others. It empow-
ers you to act. Courageous leaders are driven by, 
even obsessed with, the imperative to eliminate 
excuse making and blame from themselves and 
their organizations. 

■ YOU’RE TOO HARSH
Do you recognize the achievements of your em-
ployees? If you don’t – or if you 
don’t do it properly – you’ll be 
unable to motivate your 
team. If you find yourself 
withholding recognition until 
the goal is completely accom-
plished, guess what? 
You’re too harsh. If you 

say “good job” but then immediately shift your 
focus to the next goal, you’re too harsh. If you qual-
ify your recognition or take a little back after you’ve 
given it, you’re too harsh.

The idea is to celebrate your employees’ ac-
complishments without compromising their mo-
mentum. That means acknowledging progress 
with full and complete focus on the success of 
what is right here, right now.

Sometimes leaders fear that pouring on the 
recognition before the job is done will demotivate 
followers. Other times, they’re uncomfortable 
with the intimacy and vulnerability it takes to sin-
cerely thank an employee. Sometimes courage 
looks like trusting your employees; sometimes it 
looks like getting out of your comfort zone the 
time and space to do the things that inspire and 
invigorate long enough to provide face-to-face 
recognition that people crave.

■ YOU’RE AN OVER-RECOGNIZER
On the other end of the spectrum from the harsh 
leaders are those who are so ready to praise and 
encourage everybody for anything that their ac-
knowledgment loses all effectiveness. This can 
take the form of gushing (recognizing so much 
and with such flair that it isn’t trustworthy or 
meaningful) or fake recognition (recognizing in a 
way that seems inconsistent with the rest of your 
behavior). Both forms come across as inauthentic 
and actually erode trust. 

If you’re an over-recognizer, ironically, your 
problem might be the same as the harsh leader 
who never recognizes: You fear the intimacy in-
volved in having a heartfelt, honest conversa-
tion. Or maybe at the root of the behavior is a 
fear of the “confrontation” involved in giving 
meaningful critical feedback. Regardless, you 
owe it to your followers to make your acknowl-
edgments trustworthy.

■ MENTAL CLUTTER IS KEEPING YOU FROM 
NOTICING
The more you fear, the more you try to do. The 
more you try to do, the more you have to think 
about. You have more meetings. More calls to 
make. More emails to read and send. More com-
mitments to obsess over. Once you can let go of 
some of the fear, you can turn down some of the 
activities and commitments. This will free up the 
time and space to do the things that inspire and 
invigorate you – that allow you to be fully present 
and quiet in the moment.

Without those moments of peace and clarity, you 
will keep on rushing until you burn out, never realiz-
ing that you could have stopped, adjusted, and con-
tinued with less stress and greater success.

These moments will be the times when you 
notice that your veteran sales rep needs you to 
back off a bit, or that your morning grumpiness is 
affecting everyone’s enthusiasm. These will be 
the moments that show you how to kindle your 
followers and inspire them to greater success. 
These moments will refresh your ability to notice 
the rest of your life. 

The rest of your life... When you think selfishly 
for a moment, you’ll realize this may be the best 
reason of all to confront your hidden fears and, 
ultimately, vanquish your inner coward.

Fear-centered leadership wreaks havoc with 
your entire life. The anxiety that comes from not 
doing what you know deep down needs to be done 
– and from managing the fallout from your poor  
decisions – drains the energy you could be spend-
ing on friends, family, and the outside interests 
that make life worth living. ■

“Courageous leaders face what 
needs to be faced and do what 

needs to be done”
Mike Staver

CEO, The Staver Group

Mike Staver is speaking at the 2016 Annual 
Meeting. For details, visit http://www.nacd.
com/meetings/am/2016-annual-meeting/



Univar is more than a distribution company – we’re a leading, global partner dedicated to improving the 
quality of life through the products, expertise, and relationships that serve the world’s most essential 
industries. With broad market reach, deep technical knowledge, and strong, long-term relationships with 
producers and customers, we're strategically positioned to deliver the tailored and total solutions you 
need to grow your business. Univar is Chemistry DeliveredSM.
For more information, visit www.univar.com. 

It starts with
great chemistry

© 2016. Univar Inc. All rights reserved. AD-1255-1016



22 | CHEMICAL DISTRIBUTOR | October- December 2016 www.nacd.com

ANNUAL MEETING 

Companies must adapt to an increasingly diverse range of challenges that are 
shaping the future of the workforce, says Robert Danna at Deloitte Consulting LLP 

Managing change and 
the future workforce

gies such as smart mobile devices, 3D printing, 
sensors, cognitive computing, and the “internet 
of things” are changing the way companies de-
sign, manufacture, and deliver almost every 
product and service. In parallel, digital disruption 
and social networking have changed the way or-
ganizations hire, manage, and support people. 
Further, the rise of social networking tools and 
apps leave companies more transparent – 
whether they like it or not.

The rate of change has accelerated, requiring 
companies to be more agile. Rapid business-
model innovation from companies such as Uber 
and Airbnb is forcing organizations to respond 
and reposition themselves quickly to meet new 
challenges. In our highly connected, fast changing 
world, “black swan” events (those of low probabil-
ity and high impact) also seem to be more signifi-
cant, reinforcing the need for agility.

Lastly a new social contract is developing be-
tween companies and workers, driving major 
changes in the employer-employee relationship. 
The days when a majority of workers could expect 
to spend a career moving up or across the corpo-
rate ladder at one company are over. Young peo-
ple anticipate working for many employers and 
demand an enriching experience at every stage. 
This leads to expectations for rapid career growth, 
a compelling and flexible workplace, and a sense 
of mission and purpose at work. In addition, con-
tingent, contract, and part-time workers make up 
almost one-third of the workforce, although it is 
worth noting that many companies lack the 
human resource/talent practices, culture, or lead-
ership support to manage this new workforce.

The ramifications of these impacts remain 
somewhat unclear – in particular the technologi-
cal impact. What is becoming clear though, is that 
some workers and economies have fared well and 
others are struggling with these new forces. The 
Organization for Economic Co-operation and De-
velopment (OECD) reports technological change 
drives long-term economic growth, productivity, 

ly one-third of working Americans intend on 
working into their 80s, and a quarter of Australi-
ans (baby boomers). We have also seen a com-
parative increase in women’s participation in the 
labor force. The average gender participation gap 
– which is the difference between male and fe-
male labor force participation rates – has been 
declining since 1990, largely due to a worldwide 
fall in male labor force participation rates. None-
theless diversity has increased.

TECHNOLOGY IS KEY DRIVER
Digital technology is now everywhere. Technolo-

The future of work and the workforce is facing 
dramatic change driven by technology, globaliza-
tion, demographics, social values, and changing 
personal expectations.

The intersection of these forces has already 
had an effusive impact on the talent landscape, 
disrupting business models and radically chang-
ing the workplace – who, where, when, and how 
work is done.

It is also challenging the institutions that 
support the workforce. Data from two of the 
world’s leading economies are indicative of the 
change underway.

According to Deloitte research:
■ Over the last 15 years, the UK has benefited 
from a technology-driven shift from low-skill, rou-
tine jobs to higher-skill, non-routine occupations.
■ 800,000 jobs have been lost, but nearly 3.5m 
new ones have been created.
■ On average, each job created is paid approxi-
mately £10,000/year more than the lower-skilled, 
routine jobs they replace, resulting in a £140bn 
net boost to the economy.
■ In the US, technology can be attributed to a loss 
of more than 6m jobs in the manufacturing sector 
in the last decade, while 600,000 unfilled vacan-
cies exist because of a lack of skills.

Demographic upheavals have made the work-
force both younger and older, as well as more di-
verse. Some 77m Millennials now make up more 
than half the workforce. They expect a mobile 
work environment, are fueling the new “freelance 
economy”, and will spend no longer than 16 
months with any employer on average. This “loy-
alty challenge” is driven by a variety of factors. 
Millennials feel underutilized and believe they are 
not being developed as leaders. They bring high 
expectations for a rewarding, purposeful work ex-
perience, constant learning and development op-
portunities, and dynamic career progression.

At the same time, baby boomers are working 
into their 70s and 80s, which in the main is driven 
by financial necessity and improved health. Near-
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Several factors are affecting the workplace
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learning machines. And yes, some will be re-
placed. Efficiencies are increasing in some areas 
as people with common, low-level skills compete 
for work in a more efficient marketplace as a re-
sult of the gig economy.

These changes are being felt across all organi-
zations, industries, and geographies. According to 
the recent Deloitte Human Capital Trends report 
2016, within the next three years, 42% of execu-
tives surveyed expect to increase the use of ro-
botics and cognitive technologies. 

NEW SKILLS NEEDED
However, contrary to some news headlines, most 
organizations do not expect workers to be re-
placed by machines. In fact, 20% expect automa-
tion to increase hiring levels, while 38% see no im-
pact. Three out of four executives (76%) surveyed 
expect automation will require new skills in the 
workforce in the next one to three years.

One significant change being seen as a result of 
the “internet of everything” is the increased num-
ber and use of contingent freelance workers (peo-
ple who make a living working without any formal 
employment agreement). We are seeing almost 
half of the executives surveyed by Deloitte (42%) 
expect to increase or significantly increase the use 
of contingent workers in the next 3-5 years, while 
only 16% expect a decrease. 

Today, more than one in 
three US workers are free-
lancers – a figure expected 
to grow to 40% by 2020. One 
of the drivers for this is cost 
(with some companies 
opting to pay purchase 
orders instead of sala-

ries), and another is talent supply, with people 
not wanting to relocate or travel for work or sim-
ply preferring to be engaged remotely or tempo-
rarily. There is also a generational shift taking 
shape as the concept of once looking for the ca-
reer ladder or career trajectory is fast giving way 
to the Millennial’s desire for the “career experi-
ence”. Loyalty to one long-term employer is a 
long gone concept. 

Deloitte’s Millennial Survey suggests the ex-
pectations of Millennials who make up the major-
ity of the workforce are major contributors to this 
generational shift. 

“Across all organizations, 
industries, and geographies, a new 

work and social contract is 
emerging”
Robert  Danna

Consulting managing director,
Deloitte Consulting LLP

Robert Danna is consulting managing director, 
organization transformation & talent at Deloitte 
Consulting LLP. He will be speaking at the 2016 
Annual Meeting. For details, visit http://www.
nacd.com/meetings/am/2016-annual-meeting/

and improvement in living standards. It has led to 
net job creation, as new industries replace old 
ones and workers adapt their skills to changing 
and expanding demand.

A report by the World Economic Forum (WEF) 
suggests information and communications tech-
nology (ICT) is not only one of the fastest growing 
industries – directly creating millions of jobs – but 
it is also an important enabler of innovation and 
development. According to the report, “findings 
from various countries confirm the positive effect 
of ICT on growth. For example, a 10% increase in 
broadband penetration is associated with a 1.4% 
increase in GDP growth in emerging markets. In 
China, this number can reach 2.5%. The doubling of 
mobile data use caused by the increase in 3G con-
nections boosts GDP per capita growth rate by 0.5 
% globally. The Internet accounts for 3.4% of overall 
GDP in some economies.”

A recent Deloitte UK report shows a more 
local perspective. Over the past 150 years, while 
the UK has been able to adapt to new technology 
with new jobs that offset jobs losses, the posi-
tive impact has been mainly felt in London. In 
aggregate, across the rest of country, there has 
been a “hollowing out” of the labor market. Over-
all this is leading to a growing inequality in both 
skills and earnings.

CAPABILITIES AND SKILLS
Understanding the impact of the gig economy 
(where positions are short term or temporary), ro-
botics, and cognitive technologies and their im-
pact on education, skills, and career development 
will be crucial to ensuring countries are able to 
manage risks and opportunities presented by 
workforce dynamics for inclusive economic 
growth. Businesses will need to focus on and ar-
ticulate the capabilities and skills they will need, 
now and into the next 5-10 years.

Government, business, and society need to 
work together to support a dynamic workforce 
that is able to constantly reskill and upskill. This 
means revisiting education, career models, and 
approaches to life-long learning and work, re-
gardless of geography, and innovating public-
private partnerships. Policies that underpin the 
basic fundamentals of the workforce, such as 
regulation of the gig economy, need revising in a 
way that provides for inclusive growth and facili-
tates innovation and long-term unemployment 
solutions.

The structure of how labor is accessed by or-
ganizations is moving to include channels beyond 
the balance sheet – the gig economy and crowd-
sourcing are two prevalent examples. 

The nature of jobs and work itself is changing 
at the same time. Robotics and cognitive tech-
nologies are creating a world where many em-
ployees will work and collaborate with robots and 

FOUR MAIN DRIVERS 
OF WORKFORCE 
DISRUPTION
■   Demographic upheaval 
■   Ever-present and changing digital 

technology
■   Accelerated rate of change and 

business-model innovation
■   The rise of a new social contract

This article was first published by Deloitte in July 
2016, and also includes contributions from: Jeff 
Schwartz, Josh Bersin, Juliet Bourke, Madonna 
Jarrett, Angus Knowles-Cutler, Harvey Lewis, and 
Bill Pelster 
© September 2016 Deloitte Touche Tohmatsu 
Limited

According to the survey, Millennials have little 
loyalty to their current employers and many are 
planning near-term exits. This “loyalty challenge” 
is driven by a variety of factors. They continue to 
express positive views of businesses’ role in soci-
ety; they have softened their negative perceptions 
of corporate motivation and ethics and cite a 
strong alignment of values. However, Millennials 
feel that most businesses have no ambition be-
yond profit, and there are distinct differences in 
what they believe the purpose of business should 
be and what they perceive it to currently be. Often 
they put their personal values ahead of organiza-
tional goals, and several have shunned assign-
ments (and potential employers) that conflict with 
their beliefs.

Further, during the next year, if given the 
choice, one in four Millennials would quit his or her 
current employer to join a new organization or to 
do something different. That figure increases to 
44% when the time frame is expanded to two 
years. By the end of 2020, two of every three re-
spondents hope to have moved on, while only 16% 
of Millennials see themselves with their current 
employers a decade from now.

Companies are struggling to understand of 
whom (and what) their workforces are composed 
and how to manage today’s incredibly diverse 
combination of worker types, including workers 
on and off the balance sheet as well as part-time, 
contingent, and virtual workers. Across all organi-
zations, industries, and geographies, a new work 
and social contract is emerging. ■



 
 
 
 
 
 
 
 
 
 
 
 

 
  
 

“Congratulations to the NACD on its 25th Anniversary of 
Responsible Distribution.  Together, we will shine for the 

NEXT 25 years, keeping our traditions strong….with Courage, 
Attitude, Responsibility and Excellence.  Never forget who 

you are and what you represent.” 
 

-Mat Brainerd 
 

The employees at Brainerd would like to say Thank You to Mat Brainerd for his 
dedication and leadership in his role as NACD Chairman. As our leader at Brainerd, we 

know he truly cares about his employees and the chemical industry. All of us at 
Brainerd Chemical remain committed to Responsible Distribution and safety above all 

else. Thanks again Mat, we are honored to be a part of the Brainerd family. 
 

- Brainerd Employees 

www.brainerdchemical.com Toll Free: 800-551-5128 
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Mentoring is a tried and tested way of boosting 
performance, job satisfaction, creativity, and your 
bottom line, according to consultant and Annual 
Meeting speaker Laura Varner

Mentors pave 
path to success

An effective mentor is someone who offers guid-
ance and support, encourages and steers. In to-
day’s increasingly difficult and competitive working 
environment, introducing a mentoring program to 
your business could prove invaluable.

Figures from the University of Miami show that 
71% of the Fortune 500 companies have a men-
toring program within their organization and see 
it as an important development tool. While it is 
certainly not a new phenomenon, mentoring has 
arguably become more pertinent in recent years.

The mentoring process typically assigns a 
senior, experienced staff member to an employ-
ee to offer counsel and help further their career. 
It can have innumerable benefits – from training 
and retaining staff, to improving productivity and 
helping out when times are tough. Successful 
matchups can result in a long-term relationship 
based on mutual trust and respect. Mentors do 
not have to be colleagues but can be from an-
other organization too.

Laura Varner, consultant at AHA Strategic 
Partners, LLC says she first saw the benefits of 
using mentors in the 1980s when she owned her 
own chemical distribution company, Expo, in 
Houston, TX.

“It definitely helped me build my business. Take 
someone under your wing and in the longer term, 
business will benefit,” says Varner. “Mentoring is 
about sharing experience, knowledge and skills 
with someone who has not been exposed to 
them. It’s very different from counselling or 
coaching. When you coach, you don’t share – 
you’re trying to find out what their goals are but 
you’re not sharing experiences or knowledge.” 

BUSINESS CAN BENEFIT
A study conducted by UPS shows that imple-
menting a program is proven to have extremely 
positive results. Around 30% of small businesses 
fail within their first 24 months, rising to 50% after 
five years. Mentoring can help raise the survival 
rate to over 70%. 

“There are multiple studies out there that show 
the return is fantastic,” says Varner. “What other 
single thing could you do in your business to dou-
ble the possibility of your success and provide 
that kind of impact to your business?” 

So why aren’t all companies doing it?  “I think it’s 
partly a lack of knowledge about the benefits,” she 
says, “and there are often concerns – especially 
amongst small businesses – that information will 
leave their organization and head to a competitor.” 

“Mentoring has been around forever. It used to 
be down to our bosses to bring us up through the 
organization but things have changed. Today em-
ployees may be more hesitant about asking for 
help, and with the Millennials changing jobs more 
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Introducing a mentoring program can have a positive effect on you and your business
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Laura Varner is speaking at the 2016 Annual 
Meeting. For details, visit http://www.nacd.com/
meetings/am/2016-annual-meeting/

frequently, their bosses maybe aren’t so inclined 
to spend a lot of time with them if they think 
they’re going to leave.”

Despite these concerns, many companies real-
ize that if they have a mentoring program in place, 
the likelihood of their employees staying with the 
business increases dramatically. 

“The number one reason people used to leave 
their jobs was a lack of friends in the workplace. 
They didn’t have anybody there they socialized 
with or could relate to. With a mentor, you have 
someone who is there to help and has invested 
time in you. And it works with the mentor too; 
often the mentor doesn’t want to leave either 
because they have more of a connection with 
the business.”

Anyone can initiate the mentoring process, 
says Varner, whether they want to guide or be 
guided. However, the two key elements to any 
successful mentoring program are trust and re-
spect, she notes. Careful selection of candi-
dates is essential.

“The mentee has got to want to learn and be 
self-aware enough to recognize some of their 
faults and weaknesses. They need to be comfort-
able enough to ask the questions and realize that 
no question is too stupid to ask.

“There has to be a nice balance and a real syn-
ergy between the mentor and the mentee,” says 
Varner. “You can’t mentor someone if they annoy 
you – you must have trust, respect and the same 

values. If your values about business 
are different from mine then no 

matter what you say to me, it’s 
not going to resonate with me 
the way it would if we had the 
same value system.”

“Mentoring is very much a 
give and take relationship. 

Your mentor should be 

able to give you information but also ask ques-
tions; it makes you both feel valuable and that 
you’re offering something to the business.” 

Besides improving productivity and skills, Var-
ner points out that participating in a program 
could benefit your earnings too. Sun Microsys-
tems conducted a study of 1,000 employees in 
2006 that showed 25% of those who were men-
tored had a salary grade change compared with 
5% of the non-mentored workers. The statistics 
were equally impressive with regards to job mobil-

MENTORING PROGRAM HELPED AVOID PITFALLS
Laura Varner owned Expo, a Houston-based chemical distribution company before selling the 
business in 2012 and becoming a consultant. Over her 30-year tenure she used mentors exten-
sively to help her and her staff. Here she gives a few examples of why that proved to be a 
shrewd move.

“We had become aware that we needed to find a different third party warehouse to handle 
our storage and drumming operations,” she says. “Doug Kutz, a longtime friend and mentor to 
me, had been the operations director for another distributor in the Midwest. I contacted him, 
explained my situation, we established a shortlist of candidates and he came out to visit those 
locations with me. 

“It was during this visit we also recognized it was imperative I move my warehousing imme-
diately; he was gravely concerned about the warehouse I was using at the time. As a mentor, he 
may very well have saved me not only time, effort and expense in possible litigation and govern-
mental fines, but if a major event had occurred, it could have cost me my company.

“On another occasion, we were shipping a tank truck of product into a remote site close to 
Tulsa, Oklahoma when I received a Chemtrec call at 5am telling me I had a leaking tank truck. 
Once I confirmed the driver had mitigated any further issues, I immediately called my friend and 
mentor, Mat Brainerd. By this time, as you can well imagine, I had calls out to several of the pos-
sible recovery teams and had received quotes as low as $25,000 and as high as $250,000. Mat 
immediately gave the name and number of an organization that was close to my customer and 
I completed the cleanup. 

“Due to the rapid response, there was no need to contact any of the governmental agencies 
because the leak had not exceeded any reported quantities limits. Since none of the govern-
mental agencies (aside from the local fire department) had to be involved, I am sure his help and 
advice saved me hundreds of thousands of dollars in time, legal fees and travel expenses.” 
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ity, with mentored employees promoted five 
times more often. Retention rates were also high 
at 72% versus 49% for those who did not partici-
pate in the program.

Mentoring can be a very structured process or it 
can be informal. That is determined by the men-
tor/mentee relationship and the expectations of 
both parties. For inspiration, it is worth talking to 
others or looking online for examples.   

“Talk to your peers and find out what worked 
for them,” she says. “Sometimes people will 
have one-on-one mentoring, others will have a 
couple of mentors as facilitators and then sev-

eral mentees. Again, the outcome and expecta-
tions will determine what works best for your 
organization.”  

Typically there is no real cost involved in set-
ting up the process, she says. There is no need to 
incentivize staff and it is not necessary to offer 
salary increases or bonuses as a lure. Both par-
ties should realize that it is not only positive for 
the business but that they can benefit from the 
experience too.

“Once you’re paying someone to do something, 
it reduces the trust aspect and means they may 
be doing it for the wrong reasons.” 

Varner acknowledges, however, that some 
organizations may set aside a budget to build a 
more structured mentoring program. Their 
human resources teams may get involved and 
carry out personality assessments to match 
mentors and mentees, and allocate time for 
meetings – maybe an hour a week over a de-
fined period. 

“The program at my company didn’t cost me a 
dime but it saved me a lot of money. Just one five 
minute phone call to my mentor saved me a 
quarter of a million dollars,” she says. “Mentoring 
absolutely helped me grow the business to the 
level it was.” ■

“Take someone under your 
wing and in the longer term, 

business will benefit”
Laura Varner 

Consultant, AHA Strategic Partners, LLC 

Trust and respect are vital components
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 General Site Information:

• 6.5 Year Lease, NNN, 1031 Exchange
• 6 Acre Site Zoned Heavy Industrial
• 55,000 Sq. Ft. Manufacturing Facility
• 7,500 Sq. Ft. Blow Molding Facility
• 3,800 Sq. Ft. Administrative Offices
• Rail Spur – Active with Loading and Unloading
• 4 Dock Doors – Truck Loading and Unloading
• 900 Storage Racks for Full Pallets
• EPA Approved Scrubber and Dikes-200,000 Gallons
• Utilities – City Water, Sewer, Compressed Air, 2000 Amp elec.
• Position now for Continued Future Florida Growth.

Chemical Production Bldg. Only for Sale – Palm Coast, FL.

For More Information on Bldg. Only  Contact:
Phone: 904-501-0055  Email: ray@trustedadvisorsflorida.com

NAC.2016.indd   1 27/10/2016   10:56

Celebrating our 
48th Anniversary 
1968-2016

Unsurpassed technical expertise

Best in class suppliers

Keep in touch with ICIS
Access FREE updates across  
the chemical markets:

 Insightful analysis

 News articles on the  
latest developments

 Thought-provoking  
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MARKET UPDATE: 

Global polymers to face 

heightened competition 

The global commodity polymers market 

continues to be under severe pressure 

from challenges such as the European 

debt crisis, slowing emerging market 

growth and increased competition. 

Despite these challenges, overall polymers 

consumption is poised to grow at a 

compounded annual growth rate (CAGR) 

of 4.7%/year through 2015.

After the plunge in global consumption during the 2008-

2009 economic crisis, demand started to recover in the 

following years. Yet, a full recovery to pre-crisis levels is 

still far off in mature economies, and the industry entered 

another difficult period during 2011.

The worsening of the European debt crisis, volatility of 

the capital markets and a faltering economy have all 

destabilized confidence at a global level.

The cumulative global consumption of polyethylene 

(PE), polypropylene (PP), polyvinyl chloride (PVC) and 

polystyrene (PS) excluding expandable PS - in 2011 is 

estimated at 178m tonnes or 4.5% over 2010 levels. The 

largest increases were recorded by PVC at 6.2% and 

linear low density PE (LLDPE) at 5.8%.

However, growth was hampered considerably on the 

widespread slowdown of key end-markets, also in some 

of the fastest-growing economies.

China Impact

China is the largest world market for each of these 

polymers, accounting for 49m tonnes in 2011 or 27% of 

global demand. China’s market recovered quickly after 

2008, thanks to government economic stimulus measures 

and incentives to boost consumption.

PE and PVC demand recorded consecutive double-digit 

annual increases in 2009 and 2010. Overall Chinese 

demand growth in 2011 is estimated at 5.6%, 5.4 

percentage points lower than the 11.0% growth in 2010.

The government’s efforts to curb inflation through 

restrictive monetary policy resulted in a tight credit 

market, which hurt investment and demand. Furthermore, 

China’s exports of finished and semi-finished plastic 

products had to cope with lower demand from recipient 

markets, and with some loss of competitiveness due to 

the stronger yuan.

The electronic and household appliances sectors in 

China slowed down notably during the second and third 

quarters of 2011 on weak domestic sales and exports 

to traditional markets in the West. Later in the year, 

shipments to fast-growing countries such as India and 

Brazil also decelerated.

PS demand grew less in the manufacture of TVs, 

computers and electronic accessories, which resulted 

in a weak peak demand season. PE and PP performed 

relatively better thanks particularly to the packaging 

sector and agriculture applications.

But China’s automotive industry worsened overall with a 

slight increase in the production of passenger cars, and a 

decline in commercial vehicles, which principally impacted 

PP consumption.

The domestic PVC market recorded another year of 

substantial growth, but at a reduced pace. Government 

policies aimed at limiting speculation in the housing 

market and preventing a bubble, such as restrictions on 

mortgages and pre-sales of homes, have cooled down the 

property sector. This has impacted demand for PVC, and 

high density PE (HDPE) to a lesser extent.

Remarkably, the profitability of the polymers sector in 

China worsened on the mounting costs of energy and raw 

materials and volatile downstream demand.

Major PP producers chose to reduce operations in mid-

2011 due to tight margins. 

Many PVC operators reported small profits or losses 

during most of the year. Also, margins over the 

In the first quarter of 2012, the CFR (cost & 

freight) Japan naphtha price has risen to its 

highest level since May 2011 supported by 

strong demand, tight supplies and strong 

crude values.

In recent months the naphtha market has moved into a 

steeper backwardated structure, which underlines demand 

for prompt naphtha supplies from the petrochemical sector in 

Asia amid increased operating rates at crackers in Taiwan and 

full operating rates at crackers in China and South Korea.

Supply for regional cargoes loading and arriving in the first 

half of April continue to be tight, with record premiums 

paid by cracker operators such as South Korea’s Honam 

Petrochemical, LG Chem and Malaysia’s Titan Chemicals.

© Copyright 2012 Reed Business Information Ltd. ICIS is a member of the Reed Elsevier plc group.
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The backwardated structure could ease moving into the next 

few weeks amid reports of an increase in arbitrage cargoes 

into Asia from the West. There were reports that some 

650,000 tonnes of naphtha were expected to arrive in Asia 

during April. Crack spreads between April naphtha and ICE 

Brent crude futures were strong, but have moved off highs 

as market players digested news of possible increased  

spot availability.

The European naphtha cargo market is subdued. With low 

levels of business taking place, the market has lengthened 

slightly, rendering it balanced too long. The arbitrage to Asia 

remains closed, although some believe it viable for heavy 

grades of naphtha to head east.

The arbitrage to the US is also shut. Demand from the 

gasoline sector is described as mediocre, while interest from 

the petrochemical industry is also minimal, despite naphtha 

having a financial advantage over rival feedstock propane. 

A lack of near-term buyers in the US Gulf heavy naphtha 

market has pushed differentials to a deeper discount to 

US Gulf spot gasoline in both the gasoline sector and the 

petrochemical industry.

Energy and feedstocks: 

Asia crackers ramp  

up production,  

boosting naphtha

Natural gas prices, front month

Source: ICIS
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Data Express

Excel Plug-In
Instantly update your worksheets in Excel with 
current, relevant ICIS data, allowing you to:

4   Download up to 250 ICIS data series,  
in one go

4    Integrate data with existing calculations and 
models

4   Update worksheets with a single click

4   Clearly highlight updates, to help you pinpoint 
developments

API
The latest ICIS data, streamed directly to your 
systems, enabling you to:

4   Set up regular queries to stay on top of  
price changes

4   Easily search the ICIS database for relevant 
terms and queries

4    Instantly convert data into your preferred unit 
and currency

4   Effortlessly integrate data into existing models 
and calculations

Introducing two new ways to access your ICIS data

Find out more at www.icis.com/data-express 
or email enquiry@icis.com

An intelligent solution designed to increase productivity 
and enable faster decision making 
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RESPONSIBLE DISTRIBUTION

“Responsible Distribution is 
all about saying what you do, 

and doing what you say”
Caroline Kramer

Manager Responsible Distribution, NACD

Caroline Kramer Washington DC

NACD is aiming for even higher standards with the 
6th cycle of its Responsible Distribution program 
set to get underway in January 2017

Training followed closely behind. Looking at the 
commonly experienced deficiencies from the 5th 
cycle gives the verifiers a better understanding of 
what they might expect to see in the 6th cycle. 

As the new cycle begins, we will raise the bar 
again with deficiency benchmarking. Deficiencies 
will be categorized as either major or minor, not-
ing that a repeat specification deficiency will be 
considered major. 

Identifying lessons learned in the 5th cycle helps 
the verifiers gain a better understanding when it 
comes to the quality of and requirements for cor-
rective actions. Ideally, the corrective actions put 
into place as a result of previous deficiencies 
should prevent the deficiency from occurring again 
in the 6th cycle.  

NACD often reminds members that Responsible 
Distribution is all about saying what you do, and 
doing what you say. Evidence provided through the 
corrective action process helps to reinforce that 
motto by getting members not only to say but also 
demonstrate how they plan to resolve those is-
sues and prevent their recurrence. In the 6th cycle, 
there will also be an increased focus on the evi-
dence and supporting documentation required for 
corrective actions.

Let’s look at Code VII as an example. If a defi-
ciency is cited for Code VII specification due to a 
lack of evidence of training personnel for emer-
gency responses, the verifiers and NACD will ex-
pect to see corrective actions that not only outline 
a plan to complete the emergency response train-
ing, but also provide evidence that the training was 
actually conducted. Using this example, the emer-
gency response training plan to complete the 
missing training is subject to the new 60 day cor-

As we continue to prepare for the transition into 
the 6th cycle of Responsible Distribution, NACD is 
excited about the caliber and experience of our 
verification organizations. 

Compliance Solutions Group (CSG) is continuing 
with NACD for another cycle and we are welcoming 
two new organizations, ABS – Quality Evaluations 
(ABS) and BSI Group America Inc. (BSI). These three 
companies bring the experience of audits and veri-
fications along with a wide range of national and 
international experience on various management 
systems implementation and compliance. 

Along with providing our members access to 
training opportunities and resources, NACD has 
been working with all three verifying organizations 
to ensure a uniform understanding of the Respon-
sible Distribution Codes and Specifications. 

Using the 5th cycle as a guide, we are able to iden-
tify which codes resulted in the most deficiencies. 
Code IV, Handling and Storage and Code X, Internal 

Audits brought about the highest 
number of deficiencies. Mean-

while, Codes VII, Emergency 
Response and Public Prepar-
edness; VIII, Community 
Outreach; XII, Documents 

and Records Control; and II, 
Compliance Review and 

WHO ARE NACD’S 
VERIFIERS?
■   CSG has a long standing relationship 

with NACD and continues to provide a 
full range of environmental, health, 
safety and security services for their 
clients throughout the United States, 
Canada, Mexico and the Caribbean. 

■   ABS brings to NACD a global network of 
verifiers providing extensive knowledge 
of management systems and verifica-
tions processes across industry sec-
tors, local regulations, markets, and 
languages. 

■   BSI has facilitated business improve-
ments across the globe for over 100 
years by helping clients drive perfor-
mance, manage risk, and grow sustain-
ably through the application of national 
and international standards.

rective action turnaround time.
 In addition, if the plan states that first-aid or 

fire extinguisher training will be conducted in the 
third quarter, the training course records, comple-
tion certifications, and supporting documentation 
will need to be submitted as evidence. The certifi-
cate of conformance with Responsible Distribu-
tion may be held until the evidence of the com-
pleted emergency response training is provided. 
Once the corrective action and supporting evi-
dence are submitted to the satisfaction of the 
verifier, the verification is complete. 

As additional oversight and to help ensure that 
verification outcomes are objective, NACD has es-
tablished a new Review Panel for the 6th cycle. 

Comprised of representatives from the Respon-
sible Distribution, Membership Advancement and 
Retention, and Regulatory Committees, the panel 
will review verification reports showing significant 
issues during the verifications. All proprietary infor-
mation will be removed from the report to protect 
the member’s confidentiality prior to being re-
viewed and to allow for an unbiased examination 
and recommendations on how to proceed. The Re-
view Panel can suggest specific corrective actions, 
help determine the weight of the deficiency (major 
versus minor), and work with the verifiers to under-
stand steps needed for a successful verification. 

The verifying organizations are in the process of 
reaching out to their assigned companies to open 
the dialog for scheduling 6th cycle verifications.  

If you have any questions on your assigned veri-
fier or the verification process, please contact Mike 
Lang, vice president, Responsible Distribution, 
(mlang@nacd.com) or myself (ckramer@nacd.
com) for assistance. ■
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Raising the bar
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MEMBERS

As of October 4, NACD is pleased 
to announce the following have 
passed the 5th cycle (2014-2016) 
on-site Responsible Distribution 
verification*:

DISTRIBUTOR MEMBERS
■■ Accron, LP
■■ Aceto Corporation
■■ Acid Products Co., Inc.
■■  Advanced Chemical Concepts, 
Inc.
■■  Advanced Chemical Logistics, 
Ltd.
■■ A.G. Layne, Inc.
■■ Akrochem Corporation
■■  Alexander Chemical & Sierra 
Chemical, Carus Group Companies
■■ Allied Universal Corporation
■■ Amber Chemical, Inc.
■■ Amchem, Inc.
■■  American International 
Chemical, Inc.
■■ Americhem Sales Corporation
■■ Amrex Chemical Co., Inc.
■■ Andes Chemical Corporation
■■ ARC Products, Inc.
■■ Argo Chemical, Inc.
■■ Astro Chemicals, Inc.
■■ Azelis Americas
■■ Barton Solvents, Inc.
■■ Basstech International LLC
■■ Bedford Specialty Sales, Inc.
■■ B.H. Roettker Co., Inc.
■■ BHS Marketing LLC
■■ Bison Laboratories, Inc.
■■  BKM Resources, Inc. - Global 
Chemicals
■■ Boehle Chemicals, Inc.
■■ Borden & Remington Corp.
■■ Bossco Industries, Inc.

■■  Brainerd Chemical Company, 
Inc.
■■ Breckenridge Technologies, LLC
■■ Brenntag North America, Inc.
■■ Brown Chemical Co., Inc.
■■ Buckley Oil Company
■■ Cadence Chemical Corporation
■■ Cal-Chem
■■ Callahan Chemical Company
■■ Cascade Columbia Distribution
■■ CCC
■■ Charkit Chemical Corp.
■■  Chautauqua Metal Finishing 
Supply
■■ CheMarCo, Inc.
■■ ChemCeed LLC
■■ Chemical Distributors Inc.
■■ Chemical Distributors, Inc.
■■  Chemicals, Inc. USA, a 
Chemgroup Co.
■■ Chemical Solvents, Inc.
■■ Chemical Strategies, Inc.
■■ Chemisphere Corporation
■■ Chem-Materials Co., Inc.
■■ Chem One Ltd.
■■ Chem/Serv, Inc.
■■ Chemsolv, Inc.
■■ Chemsynergy Inc.
■■ Chou Enterprises Ltd
■■ Classic Distributing Company
■■ Coast Southwest, Inc.
■■ Colonial Chemical Solutions, Inc.
■■  Columbus Chemical Industries, 
Inc.
■■ Conchemco, Ltd.
■■ Cone Solvents, Inc.
■■ Connell Bros. Company, Ltd.
■■  Custom Chemical Formulators, 
Inc.
■■ Custom Chemical Services LLC
■■ Dakota Distributing, LP
■■ Dar-Tech, Inc.
■■ DAXX
■■ Debro Chemicals
■■ Deeks & Company, Inc. 
■■ D & F Distributing, Inc.
■■ DKSH North America, Inc.
■■ D.N. Lukens, Inc.
■■ Dorsett & Jackson, Inc.
■■  Douglas Products and 
Packaging Company LLC
■■ DPC Industries, Inc.
■■ Dunleary, Inc.
■■  EMCO Chemical Distributors, 
Inc.

■■ E.M. Sullivan Associates, Inc.
■■ Esprix Technologies, LP
■■ Essential Ingredients, Inc.
■■ FBC Chemical Corp.
■■ Fitz Chem Corporation
■■ Florida Chemical Supply, Inc.
■■ Gallade Chemical, Inc.
■■ Gehring-Montgomery, Inc.
■■  George S. Coyne Chemical Co., 
Inc.
■■ Gilbert & Jones Company Inc.
■■ Gillen Company, LLC
■■ G.J. Chemical Co., Inc.
■■ Global Chemical Resources
■■ Gold Shield Distributors
■■ Greenchem Industries LLC
■■ Gulf Coast Chemical, LLC
■■ Hall Technologies, Inc.
■■ Harcros Chemicals, Inc.
■■ Harris & Ford, LLC
■■ Harry W. Gaffney & Co., Inc.
■■  Harwick Standard Distribution 
Corp.
■■ Haviland Products Co.
■■ Hawk Chemical Company LLC
■■ Hawkins, Inc.
■■ H.M. Royal, Inc.
■■ Holland Applied Technologies
■■ Horn
■■  Houghton Chemical 
Corporation
■■ Hubbard-Hall Inc.
■■ Hydrite Chemical Co.
■■ Ideal Chemical & Supply Co.
■■  IMCD US, LLC (fka The M.F. 
Cachat Company)
■■  Independent Chemical 
Corporation
■■ Industrial Chemicals Corp.
■■ Industrial Chemicals, Inc. (AL)
■■ Industrial Chemicals, Inc. (VA)
■■ Intercoastal Trading Inc.
■■ Interstate Chemical Co., Inc.
■■ Jaytick Chemicals Inc.
■■ JR Hess Company
■■ J. Tech Sales, LLC
■■ K.A. Steel Chemicals, Inc.
■■ K.G. International, Inc.
■■ KIC Chemicals, Inc.
■■ Kohl Marketing, Inc.
■■ Kraft Chemical Company
■■ K-Solv, LP
■■ LA Chemicals, Ltd.
■■ Lidochem, Inc.
■■ Lincoln Fine Ingredients

■■ Lintech International
■■ Lowe Chemical Co.
■■ Majemac Enterprises Inc.
■■ Manuchar Inc.
■■ Maroon Group LLC
■■  Marubeni Specialty Chemicals 
Inc.
■■  Maryland Chemical Company, 
Inc.
■■ Matteson-Ridolfi, Inc.
■■ Mays Chemical Company, Inc.
■■ McCullough & Associates
■■ Miami Chemical
■■ Miles Chemical Company
■■ Mobile Solvent & Supply, Inc.
■■  Mutchler Inc., Pharmaceutical 
Ingredients
■■  New England Resins & 
Pigments Corp.
■■ Nexeo Solutions
■■ Norman, Fox & Co.
■■ North Industrial Chemicals, Inc.
■■ Ohio Chemical Services, Inc.
■■ Omya Inc.
■■ Pacific Coast Chemicals Co.
■■ Palmer Holland, Inc.
■■  Parchem - fine & specialty 
chemicals
■■ PhibroChem
■■ PM Group International, Inc.
■■  Pochteca Materias Primas S.A. 
de C.V.
■■  Pride Solvents & Chemical Co., 
Inc.
■■ Primary Chemicals
■■ Producers Chemical Company
■■  PVS Chemicals, Inc. -  
Distribution Group
■■ Quaker City Chemicals, Inc.
■■ Radchem Products, Inc.
■■ Raw Materials Corporation
■■ R.E. Carroll, Inc.
■■ Research Solutions Group, Inc.
■■  Rierden Chemical & Trading 
Company
■■ Riverside Chemical Co., Inc.
■■ Roberts Chemical Co., Inc.
■■ Ross Organic
■■ Rowell Chemical Corp.
■■  Royale Pigments and 
Chemicals, Inc.
■■ Sal Chemical
■■  Schibley Chemical Company, 
Inc.
■■ Sea-Land Chemical Co.
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MEMBERS

The following recently 
contributed to the Responsible 
Distribution PAC*

Douglas Brown
Brown Chemical Co., Inc.
Eric Byer
NACD
Mark Christeon
Sea-Land Chemical Co.
Paul Cochran
Bonded Chemicals, Inc., a Chem-
group Co.
Thomas Coyne
George S. Coyne Chemical Co., Inc.
W. Thomas Crain
Brenntag Southwest, Inc.
Jessica Fegan
Connection Chemical LP
Harry Fischman
Chem/Serv, Inc.
Joseph Fischman
Chem/Serv, Inc.

George Gilbert
Gilbert & Jones Company Inc.
James Holcomb
Brenntag Great Lakes, LLC
Charles Kellogg
Hubbard-Hall Inc.
Markus Klaehn
Brenntag North America, Inc.
Normand LaFontaine
Bedford Specialty Sales, Inc.
Lindsay Logue
Royale Pigments and Chemicals, 
Inc.
Patrick Marantette
Horn
Andrea Nagle
Chem/Serv, Inc.

Timothy Nicholson
PVS Chemicals, Inc. –  Distribution 
Group
Tifini Roberts
Tarr, LLC
Butch Roberts
Tarr, LLC
Jason Scott
Tri-iso Tryline, LLC.
Charlie Stevens
Webb Chemical Service Corp.
Edward Walsh
Barton Solvents, Inc.
Bruce Whetter
Americhem Sales Corporation
Shawn Wiram
Brenntag North America, Inc.

*As of September 30

THANKS TO OUR  
PAC CONTRIBUTORS 

■■ Seeler Industries, Inc.
■■ Shepard Bros. Inc.
■■ Shrieve Specialty Chemical
■■ Silver Fern Chemical Inc.
■■ Slack Chemical Co., Inc.
■■ SolvChem, Inc.
■■  Solvents and Petroleum 
Service, Inc.
■■ Southern Chemical Corporation
■■ Special Materials Company
■■ Specialty Chemical Sales, Inc.
■■ S.P. Morell & Company, Inc.
■■ Superior Materials, Inc.
■■  Superior Solvents and 
Chemicals
■■ Surpass Chemical Co., Inc.
■■ Tanner Industries, Inc.
■■ Tannin Corporation
■■ Tarr, LLC
■■ TCR Industries
■■ Technical Products, Inc.

■■ Technichem, Inc.
■■ Thames River Chemical Corp.
■■ Thatcher Company
■■ The Cary Company
■■ The Chemical Company
■■ The Chidley & Peto Company
■■ The C.I. Thornburg Co., Inc.
■■ The Meadows Group, LLC
■■ The Plaza Group
■■ T.H. Hilson Company
■■ Third Coast Terminals, Inc.
■■ Tilley Chemical Co., Inc.
■■ TLC Ingredients, Inc.
■■ TransChemical Inc.
■■ TransChem, Inc.
■■ Trans Western Chemicals, Inc.
■■ Tri-iso Tryline, LLC
■■ TRInternational, Inc.
■■ T.Z. Group Inc.
■■  Unique Chemical Technologies, 
Inc.

■■ Univar
■■ U.S. Chemicals, LLC
■■ Valley Solvents & Chemicals
■■ Van Horn, Metz & Co., Inc.
■■  Veckridge Chemical Co., Inc.
■■ Viachem, Ltd
■■ Viking Chemical Company
■■ Vivion, Inc.
■■ Walsh & Associates, Inc.
■■ Wausau Chemical Corporation
■■ Webb Chemical Service Corp.
■■ Whitaker Oil Company
■■ William B. Tabler Co., Inc.
■■ Wilson Industrial Sales Co., Inc.
■■  Wintersun International Inc. 
dba Wintersun Chemical
■■ World Metal, LLC

CHEMICAL HANDLER AFFILIATES
■■ Altom Transport, Inc.
■■  Amware Logistics Services dba 

NKM Warehousing
■■ Anchor 3PL, LLC
■■  Anderson All Points Solutions, 
Inc. dba Ennis Logistics
■■ B&J Group
■■ Brook Warehousing Corp.
■■ Crystal Warehouse Corp.
■■  Dominion Warehousing & 
Distribution
■■ HS Services
■■  Jensen-Souders & Associates, 
Inc.
■■ LeSaint Logistics, LLC
■■ Linden Bulk Transportation
■■  Linden Warehouse and 
Distribution Co., Inc.
■■ Pacific Coast Warehouse Co.
■■ Palmer Logistics
■■ Tandet Logistics Inc.
■■ USA Container Co. Inc.
■■ Weber Logistics

*5th cycle verifications are ongoing and some members and Affiliates have not yet been subjected to verification(s), or have not yet completed 
verifications at 15% of their facilities as required under the 5th cycle. They will not be listed as passed until all required sites are done
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NACD members are coming out on top

Jane Gibson London

NACD members continue to win the plaudits and 
have received many awards for excellent 
performance – but what did they do, why were they 
recognized and what does it mean to their business?

 A rewarding  
experience

This year has seen NACD members showered 
with awards and accolades. The recipients have 
plenty in common, reflecting the high standards 
they have helped their relative businesses attain 
and exemplifying excellent practice on a day to 
day basis. Here the winners talk about their 
achievements and work philosophies, and reflect 
on their feelings on being honored by the busi-
ness community and their peers.

ANDES CHEMICAL SCOOPS NACD’S 
RESPONSIBLE DISTRIBUTION AWARD

Andes Chemical Corporation is the latest recipient of 
NACD’s Responsible Distribution Excellence Award, 
an accolade given to the company that best embod-
ies the ideals of its Responsible Distribution pro-
gram. President Fernando Espinosa Jr. believes the 
company won because of its strong commitment to 
safety, sustainability and environmental health. “We 
have taken an innovative and effective approach to 
be able to improve our safety performance. In our 
approach, we have imposed several key practices, 
which have stood out to NACD.” 

The company holds quarterly meetings to 
monitor performance in relation to company 
goals and objectives and conducts performance 
reviews for all employees twice a year. “Andes is a 
very open and flat company, so management and 

60 countries, who demonstrate excellence and ex-
traordinary success in such areas as innovation, fi-
nancial performance, and personal commitment to 
their businesses and communities.

The sisters were recognized as finalists in the 
category of manufacturing and distribution. Lesh-
ney says, “Financial performance is key – we had 
three years in a row of over 25% growth. This was 
after an incredibly smooth and successful transi-
tion of our family business from our very successful 
founder and father, Bill Ross. Our story is unique 
and certainly not the norm – two second generation 

Winning NACD’s 
Responsible 
Distribution 
Excellence Award 
filled Espinosa Jr. 
with pride

Erin Coulter 
(center left) 
with sister 
Stephanie 
Leshney at 
the awards

employees express and share their views and 
values. If it wasn’t for the effort of our entire staff, 
and the way they have made Responsible Dis-
tribution something they live day to day, we 
wouldn’t have accomplished this.”

There was a lot of tough competition. “Many 
companies in NACD are model companies within 
their community,” says Espinosa. “Responsible 
Distribution is understood by NACD members to 
be its most important mission. NACD members 
commit to this mission and just like Andes, 
have tried to continuously improve their 
performance in every phase of their dis-
tribution process. All of these compa-
nies have contributed greatly to improv-
ing the health, safety and security of their 
employees, communities and environment.”

Espinosa says that winning the award is special 
because it means that their peers have singled 
them out. “It is a rewarding feeling to know that our 
efforts achieved us recognition. It also serves as a 
confirmation that we are on the right path with our 
decisions and practices and reflects the team effort 
that exists between all the employees.” 

On a personal level, Espinosa says that he defi-
nitely felt full of pride. “I felt proud of Julie Peter-
son, our code coordinator, and proud of our entire 
company. It is very pleasing to see your employ-
ees working together to achieve a common goal. I 
am glad to know that they can feel proud as well, 
because they see Responsible Distribution not as 
a requirement, but as part of our culture.”

ENTREPRENEURIAL SISTERS AT ROSS 
ORGANIC ARE AWARD FINALISTS
Sisters Stephanie Leshney, president of Ross Or-
ganic, and Erin Coulter, COO, were finalists in the EY 
entrepreneur of the year award 2016 Greater Los 
Angeles Region. Each year the EY awards program 
recognizes entrepreneurs in over 145 cities across 



October-December 2016 | CHEMICAL DISTRIBUTOR | 33www.nacd.com

AWARDS

real estate to a flip flop design company. She was 
humbled by the group of people who were select-
ed along with her, adding that one of the greatest 
benefits of winning the award, is that she is now 
part of a “club” of Honorees.

“I am excited to collaborate with them and talk 
through ideas. We feel we have influence as a 
group. And I love being in a room with people who 
can challenge me.”

SACI AWARD MARKS FOUR DECADES OF 
DEDICATION FOR DAN CANAVAN SR.

Dan Canavan Sr., president of D.B. Becker, A 
Maroon Group LLC company, was this year rec-
ognized for 40 years of membership within the 
SACI organization (Sales Association of the 
Chemical Industry). He served on the board of 
directors for many years, is a past president 
(1990) and was SACI professional of the year 
(1998). During his time as president, he was re-
sponsible for organizing events and helping to 
grow the membership. 

“We had a lot of fun and there was a lot of ca-
maraderie,” says Canavan. “It was important to 
show that becoming a member had great value 
and was an excellent opportunity to network. By 
attending SACI’s educational workshops, mem-
bers gained knowledge for improving their sales 
capabilities from senior members of SACI whose 
sales skills excelled within the industry. In addi-
tion, you learned how to emulate their strengths.”

Becoming a member of NACD has helped Cana-
van and his company understand and recognize the 
best practices of a chemical distributor. “Compliance 
becomes a busy street that you need to understand 
every day, 24 hours a day – NACD helped us recog-
nize and understand the process.” Canavan adds 
that, like SACI, NACD offers great opportunities to 
network. “It’s a great way to find out things that you 
otherwise wouldn’t have time to learn about.”

In terms of his business philosophy, he believes 
that excellence is derived from doing your best 
every day, no matter how small or large that activi-
ty will mean to your business. “It’s the simple 
things that you do every day, they add up, when 
your employees help create the work culture and 
process that you expect for example.” Canavan 
adds that it’s important to keep on educating your-
self. “Never say that you are done – you can keep 
on learning from other people’s best practices.”

sisters who complement each other perfectly, are 
equally committed to the business and to driving 
innovation and growth... all while raising six kids 
under the age of seven.”

She adds that second generation business own-
ers may get treated like second class citizens. “The 
idea that you are simply handed a business and 
don’t deserve it frustrates me. We’ve worked incred-
ibly hard to dispel that myth, if it ever existed. Per-
haps we are too hard on ourselves.”

The competition is tough, says Leshney. Cosmetic 
and personal care industry past winners include Jes-
sica Alba and Honest Company, while this year Mi-
chael Dubin from Dollar Shave Club and Gregg Re-
nifew from BeautyCounter were recognized in the 
consumer goods category. “It was fun getting to 
spend time with them all, and certainly inspiring.

“The nomination alone was really neat but we 
never expected to become a finalist. It’s nice to have 
outside validation that we really are doing the right 
things. Ultimately, it’s not about Erin and me but the 
great team we have at Ross Organic.”

AMERICHEM SALES DUO NAMED 
RECIPIENTS OF MPA PIONEER AWARD

Americhem Sales Corporation president Bruce 
Whetter and purchasing manager Kevin Battle 
were the recipients of the Michigan Petroleum 
Association (MPA) Pioneer award this April. Battle 
says the award is an honor given to individuals 
that have been leaders in the industry and in good 
standing for 40 years. “These individuals have 
proven to be excellent mentors/trainers to others 
in both business practices and ethics. I am very 
proud to say we both fit this category and were 
selected for the award.”

The company has supported the MPA with spon-
sorships for many years, and has a large booth each 
year at the annual convention for advertising and 
educational purposes. Whetter remarks, however, 
“Our latest award was a bit of a surprise, although it 
makes Kevin and I realize we are getting old.” 

Battle and Whetter are also both highly com-
mitted to NACD and consider themselves “vision-
aries” when it comes to operational effectiveness, 
internal safety, customer safety and security sur-
veillance. They believe that this approach led to 
Americhem being named the first ever NACD Re-
sponsible Distribution® Excellence award winner 
in 2006 and NACD Distributor of the Year in 2010. 

Battle and Whetter have jointly gained much 
experience over the years and believe that with 
age and experience comes additional wisdom, 
which they gladly share with others. They have 
assisted companies with facility tours, pointing 
out the many above and beyond safety features 
they have incorporated into their own operation.  

Going green has recently been a key target for the 
pair. Battle points out that Americhem has come full 
circle – from the beginning of a clean-up project 
onsite at its facility, to developing a cost-effective 
product to assist other sites with similar contamina-
tion problems. “This is one hell of a great story es-
tablished at our facility that will greatly assist in the 
environmental remediation field,” says Battle.

TRI CHEMICAL’S GLUTH-BOHAN DUBBED 
A NEW GENERATION OF LEADER

The Seattle Puget Sound Business Journal cap-
tured the achievement nicely: “Four hundred were 
nominated, 40 were selected. They’re driven. 
They’re powerful. They’re all under 40 years old.” It 
was describing its 2016 40 Under 40 Honorees, of 
which Megan Gluth-Bohan, president and general 
counsel at TRI Chemicals, was one.

Gluth-Bohan says she got the sense the judg-
es were looking for a new generation of business 
leaders, people who are innovative and also risk 
takers. “A lot of us have been living in the shadow 
of the 2008-2009 collapse – we have had to be 
shrewd and creative to be successful.”

In terms of own business philosophy, Gluth-
Bohan places an emphasis on stewardship (which 
she sees as a responsibility), hard work and hon-
esty. “I do love success, but I won’t change my 
character or honesty to get it”.

Some 13 out of the 40 Honorees were women. 
“The workforce as a whole is made up of 50% 
women, but they are under-represented in execu-
tive positions. Having women in a position of 
power means that they can be role models.”

Gluth-Bohan, who is on the NACD board of di-
rectors, says that a number of the female NACD 
members got together to see how they can help 
female members progress. “Everyone can find a 
mentor in the NACD. Developing professionals all 
begins with people mentoring.”

Gluth-Bohan says the award has shone a posi-
tive light on the company, with the Honorees 
coming from a diverse range of businesses, from 

Megan Gluth-
Bohan has been 
named as one of 
40 influential 
young business 
leaders

Bruce Whetter 
(left) and Kevin 
Battle (right) 
picked up this 
year’s MPA 
Pioneer Award

Dan Canavan Sr. 
has been an SACI 
member for 40 
years and was 
praised for his 
contribution
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MEMBERS

NACD welcomes the following companies as members and 
Affiliates

 New members 
and Affiliates

Chemical Handler Affiliates
BULK EXPRESS LOGISTICS
332 Applegarth Rd.
Monroe Township, NJ 08831
Tel: (732) 698-2998
Primary Contact: Robert MacPherson, vice presi-
dent development/operations
Email: rm@bulkexpresslogistics.com
Product Codes: LL MM

IOSCO WAREHOUSING & 
DISTRIBUTION LLC
28299 SW Boberg Rd.
Wilsonville, OR 97070
Tel: (503) 570-3301
Primary Contact: Jason Iosco, member
Email: jason@iosco.biz
Product Codes: LL MM

JIMMY’S TRUCKING INC.
140 South Ave.
South Plainfield, NJ 07080
Tel: (908) 753-1770
Primary Contact: Tod Stockton, general manager
Email: tstockton@jimmystrucking.com
Product Codes: LL MM

LAW WAREHOUSE, INC.
59 Daniel Webster Highway
Suite 110
Merrimack, NH 03054
Tel: (603) 883-5531
Primary Contact: Brian Law, president
Email: brianlaw@lawlogistics.com
Product Codes: LL 

Distributor Candidate Members
BIESTERFELD INTERNATIONAL 
GMBH LLC
1814 Nicholson St.
Houston, TX 77008
Tel: (713) 807-0500
Primary Contact: Erik Homan, business manager
Email: e.homan@biesterfeld.com
Primary Code Coordinator: Courtney Gallucci
Product Codes: E P R 

KETSIN DE COSTA RICA LTD
Forum 2 Edificio, Piso 5
Santa Ana, San Jose, Costa Rica
Tel: 00506 71056733
Primary Contact: Cesar G. Marin
Email: ketsincr.cm@gmail.com
Primary Code Coordinator: Cesar G. Marin
Product Codes: M O T 

Chemical Supplier Affiliate
NIACET CORPORATION
400 47th St.
Niagara Falls, NY 14304
Tel: (716) 285-1474
Primary Contact: Michael Bowers, director, sales 
and marketing
Email: mbowers@niacet.com
Product Codes: F H S

Non-Chemical Handler Affiliates
ABS - QE
16855 Northchase Dr.
Houston, TX 77060
Tel: (281) 673-2829
Primary Contact: Ben Peleg, key account - sales 
specialist
Email: bpeleg@abs-qe.com

AMS ENVIRONMENTAL, INC.
2010 Algonquin Rd.
Suite 210
Schaumburg, IL 60173
Tel: (847) 705-0125
Primary Contact: Jon McPherson, sales manager
Email: jon@amsenvironmental.com

BSI GROUP AMERICA INC.
12950 Worldgate Dr.
Suite 800
Herndon, VA 20170
Tel: (703) 437-9000
Primary Contact: Katie Warlick, account manager, 
business solutions
Email: katie.warlick@bsigroup.com

See NACD Membership Directory for Product Code definitions.
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Equip your team with the knowledge  
to make better informed decisions

In the current economic climate, the speed of 
decision-making depends on having access to 
quality information you can trust.

Now you can equip your entire team with trusted, 
quality content from ICIS Chemical Business, 
giving them the knowledge they need to make 
better informed decisions.

Subscribe to the ICIS Chemical Business
corporate digital package today and get:
 
4   Trusted content, you already value

4   Volume discounts for multiple 
readers

4   Read it anytime, anywhere on 
your PC or iPad®

4   Shared knowledge across your 
teams 

How does it work?
We will arrange access for your team to read 
ICIS Chemical Business magazine via 
their tablet (iPad® only) or PC with individual 
passwords.

How much does it cost?
We can offer you volume discounts for 2+ 
readers, the cost reduces the more you add. 

What do I do next?
Contact us at icbcorpsubs@icis.com 

Subscribe to the ICIS Chemical Business corporate digital package

®

iPad® is a trademark of Apple Inc., registered in the U.S. and other countries
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OUR PEOPLE

OPERATE 
AS EXTENSION 
OF CLIENT’S TEAM

PREVENTING 
FUTURE PROBLEMS 
AS WELL AS SOLVING 
EXISTING ONES

SENIOR INDUSTRY 
EXPERTS, 
NOT ‘GENERIC’ 
CONSULTANTS 20 YEARS 

INDUSTRY EXPERTISE 
ON AVERAGE

Tailored consultancy services to support your business goals 

BUDGETING AND 
FORECASTING
We can support you 
throughout the budgeting 
process from historical 
analysis to long-term 
forecasting, helping your 
organisation remain 
competitive, ef cient and 
pro table.

STRATEGIC 
PLANNING
Whether you are 
benchmarking performance, 
adopting new delivery models 
or planning a speci c project, 
ICIS Consulting can provide 
the strategic direction to 
strengthen your business 
case.

MARKET ADVISORY
Our consultant’s industry 
knowledge, coupled with our 
wealth of market data makes 
ICIS Consulting uniquely 
placed to offer crucial insight 
into the markets that matter 
most to your organization.

COST AND VALUE 
MODELLING
Valuations, cost modelling, 
ef ciency evaluation and 
capital and resource 
planning. When you are 
making major changes 
to your current business, 
ICIS Consulting offers the 
guidance and practical 
support needed for a 
smooth transition with 
minimal risk.

LET’S TALK
Contact ICIS Consulting today for a con dential discussion 
on how we can help you address your business challenges 
and support your decision-making.

www.icis.com/consulting enquiry@icis.com 
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CHEMICAL EDUCATIONAL FOUNDATION®

blood of Illinoisans; Jevin is the seventh Challenge 
champion from Illinois since the challenge began 
12 years ago.

The Chemical Educational Foundation’s (CEF) 
Challenge is an academic competition that moti-
vates students in grades 5–8 to learn about high 
school level chemistry concepts and their real 
world applications. 

Through the thrill of competition, the Challenge 
aims to make chemistry and science accessible, 
exciting, and fun for students. The Challenge also 
builds partnerships among industry, educators, 

EDUCATIONAL

FOUNDATION

CHEMICAL 

®

“There must be chemistry in 
the blood of Illinoisans; Jevin is 

the seventh Challenge champion 
from Illinois since the challenge 

began 12 years ago”

Emily Belson Washington DC

Science competition concludes with 13-year-old 
from Illinois crowned champion of this year’s 
You Be The Chemist Challenge

 CEF celebrates 
in Philadelphia

A crowd of nearly 400 attendees exploded with 
excitement after Jevin Liu answered the final 
question correctly and claimed his victory at this 
year’s National You Be The Chemist Challenge®. 
“Science is all about curiosity and discovering new 
things,” said Liu. “I try to discover the unknown.” 

In addition to being crowned the 2016 champi-
on, the 13 year-old is an accomplished violinist, 
community volunteer, member of The Julian C. 
Stanley Study of Exceptional Talent at Johns Hop-

kins University, and skipping eighth grade to begin 
high school early this fall. 

Liu of Naperville, IL. won the quiz-bowl-style 
Challenge after eleven rounds of increasingly 
tough competition in a thrilling Championship Tie-
breaker Round. There must be chemistry in the 

CHEMISTRY STUDENTS COMPETE FROM ACROSS THE US 
The 2016 National Challenge participants represented the following states and territories: Ala-
bama, Arizona, Arkansas, California, Connecticut, Delaware, District of Columbia, Florida, Georgia, 
Illinois, Indiana, Iowa, Kentucky, Louisiana, Maine, Maryland, Massachusetts, Michigan, Minnesota, 
Mississippi, Missouri, New Hampshire, New Jersey, New York, North Carolina, Ohio, Oklahoma, 
Oregon, Pennsylvania, Puerto Rico, Rhode Island, South Carolina, Tennessee, Texas, Utah, Virginia, 
Washington, West Virginia, and Wisconsin. 

The National Challenge and all of its surrounding events are organized by CEF and sponsored 
by members of scientific industries and educational organizations.
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and other individuals and organizations to im-
prove science education in schools and communi-
ties across the country. 

During the 2015-2016 school year, over 50,000 
students participated in the local and state levels 
of the Challenge program. Each of the 39 partici-
pating states and territories qualified to compete 
at the national level. 

This was the final year that Philadelphia will 
host the national level of the competition. In 2017, 
the event will be held at the Omni Shoreham 
Hotel in Washington, DC on June 19. CEF is excited 
to bring the challenge to our nation’s capital and 
crown the next Challenge champion.

EXPLORING CHEMISTRY AROUND THE WORLD
The 2016 National Challenge theme, “Around the 
World of Chemistry”, highlighted the central role 

For more information about CEF and the You Be 
The Chemist® programs, visit www.chemed.org or 
contact CEF at comments@chemed.org, or (703) 
527-6223

THE 2016 NATIONAL 
CHALLENGE SPONSORS
Diamond Sponsor: The Dow Chemical 
Company 
Platinum Sponsors: BASF Corporation, 
Brenntag North America, Inc., Colgate-
Palmolive Company, ICL Performance 
Products LP, LyondellBasell, Shell 
Chemical Company, Turning Technologies 
Gold Sponsors: Horn, Monument 
Chemical, Science Buddies, Thames & 
Kosmos 
Silver Sponsors: National Association of 
Chemical Distributors (NACD), PVS 
Chemicals, Inc., Univar
Bronze Sponsors: Apex Distribution 
Consulting, Chemical Distribution 
Network, R.E. Carroll, Superior Oil 
Company 

of chemistry in all the sciences and everyday life. 
“Chemists around the globe are conducting re-

search that will drive innovation and advance 
human potential,” said John Rice, executive direc-
tor of CEF. “When you introduce students to the 
life-changing impact of chemistry at a young age, 
they are able to connect the concepts they are 
studying to the world around them, and they are 
inspired to get involved. We designed the Chal-
lenge program to motivate students to explore 
their world through chemistry, and we are excited 
to see the many places where their passion and 
dedication will take them in the future.”

Prizes included academic scholarships totaling 
over $20,000, Thames & Kosmos CHEMC3000 
chemistry kits and TI-84 Plus graphing calculators 
and more. Following the competition, the stu-
dents’ accomplishments were celebrated at a din-
ner and award ceremony at the National Consti-
tution Center. At the close of the competition, all 
participants received a National Parks and Feder-
al Recreational Lands Pass, which provides free 
entrance to all national parks for a full year. 

Beyond the YBTC Challenge, CEF offers two ad-
ditional programs: 1) Essential Elements – a pro-

fessional development workshop that provides 
K–8 educators with methods to teach chemistry 
concepts through hands-on activities, and 2) the 
Activity Guides – an award-winning series of les-
son plans for K-8 students available to parents 
and educators free online. ■

“When you introduce students to 
the life-changing impact of 

chemistry at a young age, they are 
able to connect the concepts they 
are studying to the world around 

them, and they are inspired”
John Rice 

Executive director, CEF



CAFFEINATE
NACD’s NEW ONLINE TRAINING CENTER

YOUR PROFESSIONAL DEVELOPMENT AND INDUSTRY KNOW-HOW

It’s as easy as taking a coffee break.

• Responsible Distribution
• Transportation
• Facility Process Safety
• Business Skills
• Environmental and Waste 

Disposal Management
• Chemical Product Safety
• International Regulations
• Security

Enrollment is easy.  
View courses today.
www.nacd.com/nacdu

Course completion times  
average 30-60 minutes.More than 70 courses available  

on your computer, tablet, or mobile  
device — whenever you want it,  

 wherever you want it.
COST-EFFECTIVE professional  

development tool for the whole team.

Group pricing available.  
Contact Kat at kcooper@nacd.com for details.

Topics cover every aspect 
of chemical distribution:



The Logistix Company (TLC) is an elite 
transportation service company that offers 
high-quality carriers through our Preferred 
Carrier Network. The TLC system is designed 
to save time and money, which will ultimately 
increase your company’s bottom line. 

Access Our Preferred Carrier Network — 
Built with 100s of reputable carriers using 
transportation vehicles that meet all industry 
standards and government regulations.

Going Red Is The New Green

F A S T  F R E I G H T  W I T H  T L C

It’s time to choose a new option to transport bulk quantities.

Trust The Logistix Company—Preferred Carrier Network

Our Method: 

� We do the shopping for you by inspecting 
carriers, assessing their abilities, and testing 
their service. 

� We have the resources to select the highest 
quality service for the best rates. 

� You receive a dedicated lane manager 
to communicate directly with you and our 
transport provider on a regular basis to  
ensure timely, accurate deliveries.

It’s time for a new option to transport your freight. When you want to go green, choose red.

thelogistixco.com


