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Best of 2015 – General Advice

Chaplains Provide Emotional and
Spiritual Support for Workers at Pallet Plants
By Chaille Brindley

Best of 2015 – General Advice

Lessons Learned from the
Demise of Good Companies
By Edward C. Brindley, Ph.D.

Competing for workers can be a challenge for pallet
and lumber facilities. A few leaders in the industry are
trying a different approach to offer an employee ben-
efit that means a lot to employees even though its cost
is not going to break your budget.

And if you are looking to create a better corporate
atmosphere, show you care about your employees and
make a difference with your company beyond just
making profits, then this may be the right move for
your business. Both Custom Pallet & Crating in Char-
lotte, North Carolina, and L&R Pallet in Denver, Colo-
rado, have hired a chaplaincy service to provide emo-
tional and spiritual support for employees at their
plants.

“About 70% of the people in this country do not
have a church to call their own. That means they don’t
have a pastor to go to when they have marital, finan-
cial, family or health problems,” said Jamie Gilbert,
president of Custom Pallet & Crating. He added that
many of these people without a church may have
limited resources available to help care for them when
crisis comes.

Chaplains can perform hospital visits, funerals, wed-
dings, almost any service that a licensed minister
would do. And most of these chaplaincy organizations
are non-denominational and will work with people

from a wide variety of faith backgrounds.
Carlos Tellez, the chaplain for Custom Pallet, ex-

plained, “Sometimes, there is a concern that a chap-
lain is somebody who is going to come and impose his
belief on the employees. And that is not the case.
Everything we do is by permission of the employee. We
serve everybody regardless of belief.”

Gilbert added, “We have never had a complaint. Not
one time. The goal of the chaplains is to form relation-
ships in the hopes of being asked to share the good
news of Jesus Christ in a non-threatening way.”

Custom Pallet uses a service called Corporate
Chaplains of America. “There is strict confidentiality.
The chaplain never tells me who he is talking to or
what they are talking about,” commented Gilbert.

One of the most common reasons that pallet and
lumber companies do not continue is that the founder
or key leader runs out of steam, and the company
does not have a sufficient succession plan in
place.

Just because someone is your son or daughter, that
doesn’t mean they are the right person to run your
company. But every company needs to be training up
the next generation. This should be part of your cul-
ture, not something you do last minute.

Another reason for failure is that they fail to keep
up with shifting customer needs and demograph-
ics. Pallet production is tied closely to manufacturing
and distribution facilities, and as the overall economy
has evolved so too have your customers.

The way to avoid becoming a victim of customer
drift is to diversify your customer base. No one cus-

tomer should be more than 5-10% of your total book of
business. The only exception may be facilities you
open for a customer that is tied to a long-term busi-
ness contract.

Failing to innovate or keep up with technology
are other reasons plants fail. The company fails to
upgrade facilities, which stands in the way of improved
production. Or maybe the equipment is not set up to
process the type of wood that is more commonly avail-
able today.

So is it time to upgrade your facility? Only you know
the answer. But if you haven’t changed your processes
much in a few years, you may need to rethink some
things.
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Best of 2015 – General Advice

Lean Games, Continuous Plant Improvements
By Chaille Brindley

Best of 2015 – Processes and Innovation

Reverse Logistics – Is It Time for
Your Business to Up the Ante?
By Rick LeBlanc

Sometimes play is work, and I am not just talking
about for kids either. Smart companies have been
using simulations and games to identify problems and
solutions for years. This strategy has become very
popular in lean manufacturing approaches designed
to identify waste and improve efficiency.

When visiting the Kamps Pallets operations in the
fall of 2014, I was struck by the fact that this company
had a full-time employee whose primary job is to think
lean and drive continuous improvement for the com-
pany.

Mark Wright, the director of continuous improve-
ment at Kamps, helped me see how what he does
drives efficiency at one of the largest pallet companies
in the Midwest.

Whenever he visits a facility, Wright explained, “The
first step is to look at the profit or loss statement to
identify areas where a facility is struggling and not
meeting key performance indicators (KPIs), such as
labor rates, plant costs, on-time delivery, safety, quality
issues, etc.”

Wright has worked as a lean expert in the automo-
tive and metals industries in the past. He said, “Right
now our key focus at Kamps is to come up with the right
measurements to identify waste. The reason is that
what you measure drives behavior. And the next thing
is to dive deeper into all those areas to eliminate or
greatly reduce the identified waste and remove costs.”

One very effective
tool at Kamps has
been lean games or
role playing exer-
cises that inspire
workers and man-
agers to think about
how to do things
more efficiently.

The dot game is a
popular simulation,
where you break
down operations
into key categories. For example, a pallet recycling
operation can be broken down into sort, break down/
disassembly, heat treatment, pallet repair and ship-
ping. This simulation begins where workers must do
their task and not talk. In subsequent rounds they can
address process challenges and bottlenecks.

These games are intended to help people realize
how much time can be wasted or, on the other hand,
efficiency improved through small changes. Wright
stated, “Then we break out a small profit and loss
statement to show how much money you make by
improving the operation flow because many people
don’t realize how what they do every day affects the
profitability of the company… You can see the light
bulb go off.”

The next big thing for pallet recyclers may extend
well beyond the typical wooden pallet. Reverse logis-
tics, the process of helping companies manage the
reverse flow of unsalable goods, packaging and waste
products, has been the next big thing for a long time.
But many recyclers have struggled to figure out how to
make this a viable business. However, that reality is
starting to change as a number of innovative recyclers
are finding solutions to common problems.

reLogistics Services, for example, recently opened a
new reverse logistics center in Fontana, California,
serving as a fresh reminder of the increasing impor-
tance of reverse logistics to the pallet industry.

Adding to the company’s other locations in Texas,
Louisiana, Georgia, Florida and Kentucky, the new fa-
cility provides 24 docks and the ability to serve key
retail customers to process pallets, reusable totes,

trays, and other distribu-
tion residuals.

While there are many examples of companies ex-
panding their dock sweep efforts to include other dis-
tribution residuals, such as old corrugated cardboard
(OCC) and shrink wrap, the approach often seems
more opportunistic than strategic.

On the other hand, companies like reLogistics and
First Alliance Logistics Management are looking at
reverse logistics across a broader spectrum than pal-
lets – as a core business.

Glenn Merritt of First Alliance recently said that its
subsidiary, One Man’s Waste Recycling
(www.onemanswaste.com) , finds solutions for cus-
tomers seeking to recycle “difficult to recycle” or “ex-
otic” materials that they are having trouble diverting
from the landfill.
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Best of 2015 – Best Plant

Saw Operation Lessons Learned
By Chaille Brindley

Best of 2015 – Safety

Smart Responses to a Surprise Visit by OSHA
By Jary Winstead, Safety Consultant

Blair McEwen, owner and president of Bowmanville
Wood Products, has learned some lessons by trial and
error, as well as guidance from Pacific Trail Manufac-
turing, after adding an Exacta-Cut saw from Pacific
Trail to his cutting operation.

“When we first installed the saw, sometimes we
would be spot on. Other times we would be off a bit
when cutting. We had to learn why we were not cut-
ting right. Sometimes, it was the operator trying to run
too fast, the chain needed to be changed, or the
bundle was not kept square,” McEwen said.

When operating in rough winter conditions,
Bowmanville uses a light oil to improve operations.

Also when cutting frozen lumber, you may need to
slow down the speed 15% or so to efficiently cut the
material.

You hear a knock at the door, and an OSHA compli-
ance officer has stopped by for a surprise inspection.
What do you do now?

It goes without saying, the rougher you make it for
them, the rougher they will make it for you. On the
other side of the coin, the more accommodating you
are, the more lenient they will be.

When an OSHA compliance officer pays you a visit,
it’s too late to start your preparation for an inspection.
Preparation for an OSHA inspection needs to start
when you open your business and by complying with
OSHA standards from the very start.

Here are some best practices and pitfalls to remem-
ber when you get an OSHA visit:

• Be courteous, professional, honest and most im-
portantly, be prepared.

• Determine the reason for the inspection to know
what exactly must be shown to the OSHA officer. This
should be done at the opening conference.

• If your company has unique trade secrets, such as
a proprietary machine or process, ask OSHA to take
this into consideration as OSHA conducts its investi-
gation and publicizes any results. The best time to
discuss this concern is the opening conference.

• Appoint somebody ahead of time to handle the
OSHA visits. This may be a safety officer and/or the
chairperson of your safety committee. Make sure the
person is prepared and knows what to do when OSHA
shows up. If the appropriate person is not there at the
time of the OSHA visit, you can ask the OSHA officer to
wait to start the inspection until they arrive; sometimes

OSHA will wait an hour or two
to accommodate the request.
Also, make sure that reception-
ists and security guards know
what to do when an OSHA of-
ficer visits.

• Don’t volunteer too much
information because every-
thing you say can be used
against you or your company. There is no such thing as
an off-the-record conversation when it comes to
OSHA.

• Do not lie or discourage employees from talking
with OSHA because this can be considered obstruc-
tion of justice or possibly a conspiracy.

• If the inspection relates to a specific complaint or
department, only take the OSHA officer through that
part of your facility. The more you show OSHA, the
greater the chance that additional violations will be
found.

• Documentation is your best friend. Your records
and documentation should include:
  OSHA 300 Logs (Three years minimum)
  Written Safety Program
  Safety Meeting Minutes (Three years mini-

mum)
  Workplace Injury and Illness Investigations

(Corresponding to   recorded incidents on 300 logs)
  Safety Training Documentation
If you want to learn more about what an inspector

looks for, visit www.osha.gov.
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Best of 2015 – Markets and Raw Materials

Market Update: The China Effect
Suggests Slowing Wood Demand
By Jeff McBee

Best of 2015 – Markets and Raw Materials

Success in Pellet Exports – Know Your
Target Markets Ahead of Time
By Rick LeBlanc

The decline in China’s manufacturing sector is hav-
ing an effect on the global economy, and may suggest
slowing wood demand in the future.

Available data showed China’s economic slowdown
is driven largely by softer domestic demand, rather
than global demand, and this leads to concerns that
China’s manufacturing sector is contracting.

There is talk within the financial community that this
isn’t just a slowing, but a true contraction. That
wouldn’t only be a problem for China, but likely would
signal trouble for the global economy.

It wasn’t too long ago that China was boasting close
to an 11% growth rate. That is now right around – or
slightly below 7%.

China is now encountering some of the same issues
that have dramatically slowed the economic transition
in Brazil, as it moved from an agrarian-based to a
consumer-based economy. One of the issues is
Beijing’s over-investment in infrastructure as this area
accounts for 50% of China’s GDP. While this allowed
China’s economy to cruise through years of global
economic stagnation, it also was bought at a consider-

able price. China
took on considerable
debt that economists
say is unsustainable.

Another issue is
that China has too
much manufacturing
capacity for its own
benefit. The
country’s manufac-
turing capacity has
the ability to outstrip global demand in an upbeat
economy, so activity from the continuing slow global
recovery presents its own separate issues.

Rising labor costs also erode the country’s competi-
tive advantage. As larger portions of the citizenry ap-
proach middle-class status, wages begin to be driven
higher.

Managing the declining housing market is another
balancing act for Beijing. To help encourage the sink-
ing market, the Chinese government reportedly will be
removing restrictions on second-home purchases.

Before entering any market it’s important to first
understand customer requirements, and this applies
to the pellet market as well.

Chris Wiberg, manager of biomass energy labora-
tory and quality services for Timber Products Inspec-
tion, cautioned wood pellet producers to understand
variations in specifications, quality control, and logis-
tics between domestic and European markets.

For a North American plant that sells totally into
Europe, this is less likely to be an issue. But for a plant
that sells domestically and is looking to stretch over-
seas as well, differences in quality testing require-
ments, pellet sizing and color, and even pallet size
requirements for bagged product being shipped to
Europe, may prove to be problematic. The producer
must learn to adapt to the requirements of the target
market.

And one note of caution from Wiberg—he added
that the pellet industry is anticipating that the Environ-
mental Protection Agency will regulate residential
wood combustion appliances in the very near future.

This in turn could impact fuel pellet quality require-
ments. It is expected that the new rule will reference
the PFI (Pellet Fuel Institute) quality scheme, which
may have a bearing on the consumer pellet market.

To summarize, the emerging biomass market in
some locations is providing a welcome alternative to
other options, such as landscape mulch. This might be
an alternative that pallet companies should evaluate
as the market continues to grow. It all depends on
local conditions and your desire to take on something
new and challenging.
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Best of 2015 – Notable News

Feds Sentence Pallet Recycler for
ISPM-15 Mark Fraud

Best of 2015 – Processes and Innovations

Italian Pallet Maker Relies on
Storti Nailers to Drive Its Efficiency
By Chaille Brindley

Federal prosecutors in early 2015 fined American
Pallet Recycling LLC of Deer Park, New York, $100,000
for mark fraud involved in knowingly stamping pallets
as ISPM-15 certified when they had not been treated
in accordance with international standards.

The former owner of the company, Raymond Viola,
pleaded guilty and has been sentenced in federal
court for criminal violations related to the falsification
of certificate stamps in violation of the Plant Protection
Act.

The case was brought by the U.S. Justice Depart-
ment (DOJ) and the U.S. Department of Agriculture
(USDA) and is the highest monetary penalty assessed
for falsified use of a fraudulent mark related to wood
packaging materials under the Plant Protection Act.
As part of the plea agreement, the company will pay a
fine of $100,000. Viola will pay $1,000 and serve three
years of probation and has relinquished the business

to his son.
The criminal conduct took place from March 2007

through January 2011, according to the DOJ. Mark
fraud is a serious issue. It can result in civil or criminal
penalties. If you suspect somebody is falsely copying
your stamp, please contact your certification agency
immediately.

Being green is more than just good public relations
for Primo Barzoni. It is a way of life and a key focus for
his family’s pallet manufacturing operation in Viadana,
Italy, PALM SPA. The company produces EPAL, Eco
and CHEP pallets on its fully automated Storti nailing
lines.

In 2001, PALM was the first pallet company to be
certified for using FSC and PEFC lumber in Italy. These
certifications are used to trace the origin of lumber to
ensure chain of custody and ensure logs are from
legal sources using sustainable practices.

PALM uses only precut lumber, which is one reason
the facility is so clean. About 10% of the lumber is FSC
certified while most of the remainder is PEFC certified.
The company does buy some from a Hungarian sup-
plier that is in the process of obtaining certification.

A number of other pallet companies in Italy have
followed the example set by PALM and are using
mostly certified lumber, Barzoni commented. “Innova-
tors will do things before others, and I do think in the
long run that using certified lumber will help me se-
cure business.”

 “PALM gives additional value by sourcing material
from nearby forests and does quality control checks,”
commented Masenelli Dario, the controller for PALM.

In addition to sourcing from green suppliers, PALM
has planted 120 hectares of trees in Northern Italy,

which helps offset any environmental impact of the
trees the company harvests. Also, PALM works with
720 companies in the area to collect wood waste and
ensure it is properly disposed of and recycled.

Even the production facility was designed to mini-
mize environmental impact. The company installed a
$300,000 wood waste filtration system to reduce pollu-
tion and keep the air clean. Barzoni outlined the
company’s future plans when he said, “We have a
corporate goal of -50% carbon footprint goal by 2020.”



8  SPECIAL REPORT/BEST OF 2015

Best of 2015 – Safety

The Basics of Combustible Dust
By Jamison Scott

Best of 2015 – Best Plant

Top Ten Steps to Compressed Air Savings
By Ralph Russell

Should pallet manufacturers, sawmills and other
wood processors be concerned about combustible
dust? You should at least be aware of the issue. What
actions you take and how much of a safety focus it
should be depends on your specific facility and pro-
cesses.

While it’s important to become familiar with the best
practices related to working with wood dust, the first
step is something you can do right now. And that is
simple housekeeping to remove collected wood dust
to prevent it from becoming an issue in the future.

If you can see dust, don’t ignore it. Underlying sur-
face colors that are NOT readily discernible warrant
immediate cleaning of the area. Flat surfaces are not
good, as they are collection zones for fugitive dust.

Ensure areas such as rectangular HVAC ducting,
overhead beams, electrical cable trays, and areas
above suspended ceilings are all inspected for fugitive
dust as part of housekeeping.

Finally, addressing the source(s) of the dust and
properly eliminating the leak will prevent additional
buildup of fugitive dust.

Having a proper functioning dust collection system,
with explosion venting and/or suppression, as well as
spark detection where required, will also help to miti-
gate any potential issues.

Compressed air is used every day in a pallet facility
to power nailers, pneumatic equipment, automation
equipment, conveyors, controls and actuators. Energy
costs to power compressed air systems may exceed
10% of your annual energy bill. Improving the energy
efficiency of the compressed air system will have a
direct impact on your bottom line.

Electric utility incentive programs can help improve
the cost effectiveness of several of the top 10 com-
pressed air savings suggestions. Here’s the top 10 list
from the Compressed Air & Gas Institute:

1. Turn it off
2. Fix existing leaks
3. Prevent new leaks
4. Reduce pressure
5. Check drains
6. Review piping infrastructure. (Many systems are

not optimized.)
7. Change filters systematically, not every once in a

while.
8. Recover heat compressing air and reuse it.
9. Emphasize proper maintenance. Ignoring mainte-

nance costs more.
10. Identify and eliminate inappropriate uses of

compressed air.
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Best of 2015 – Processes and Innovation

Unit Load Design—The Future Is Now
By Mark White, president of White & Co.

Moving from pallet design to the design of the
entire unit load saves pallet users hundreds of thou-
sands of dollars by reducing packaging costs and
improving their supply chain performance. The pallet
supplier is the key to these cost savings for the pallet
user. The pallet is the interface between the product
and the unit load handling equipment. By changing
the pallet, lower cost packaging can be used. The
savings are huge.

Years of research at Virginia Tech Center for Pack-
aging and Unit Load Design has looked into how
packaging, pallets, and unit load handling and ship-
ping equipment interact. This research has made sys-
tematic unit load design possible. Pallet suppliers can
now offer unit load design as a service, which can
differentiate you from the competition and position
you as a true packaging expert.

When a manufacturer is designing a box, pail, or
other packaging for a product to be placed on a
pallet, that designer is focused on the compression
strength of the box or other packaging. It turns out
that the pallet can be used to reduce compression
and then reduce packaging costs.

The following are a couple of examples of ways to
save money on total unit load costs. These solutions
were developed using the new Best Load™ unit load

design software.
Stacking patterns – The stacking patterns on pal-

lets can significantly affect the compression stresses
on packaged product.

Support corners – Most of the compression
strength of corrugated containers is in the corners.
Thus, the pallet design should support the corners of
the box to optimize box design and reduce packaging
cost.

Unit load design is for the future, and it already has
arrived. Pallet providers are the key to implementing
these supply chain cost savings for their customers.
You need to learn more about how to take advantage
of these tools.

Best of 2015 – Processes and Innovation

Wood You Believe – Wood
Science Meets Weird Science
By Rick LeBlanc

When it comes to the new world of wood products
research, it seems like the sky is literally the limit (think
wood skyscrapers that are becoming a reality). Wood
fiber is being used creatively in the development of
soon-to-be-affordable microchips, beer bottles, wood
foam packaging material, super strong paper that can
replace metal, 3D printing, multi-story buildings and
more.

Did I mention technology that takes a unique ap-
proach to folding paper can make paper pallets extra
stiff, or one that pushes whiskey through wood under
high pressure can have it aged and ready to drink in a
week?

The cellular structure of wood creates a stiff, light-
weight product that has long been valued in construc-
tion. More recently, however, its role in construction of
larger buildings is gaining increased interest as a
lower cost, less polluting approach.

Even more exciting is the development of products
from nanocrystalline cellulose, the tiny, light, transpar-

ent and strong fibrils and crystals found in wood, and
increasingly being deployed in a variety of applications
ranging from flexible displays and electronic compo-
nents to body armor. This is being regarded as the new
wonder material of the world, and according to one
estimate, could be a $600 billion industry by the year
2020.

Just a few decades ago, it seemed that wood prod-
ucts were on the defensive against other substitutes
such as steel studs, composites and plastics. As the
possibilities for wood fiber continue to be explored, it
will be exciting to see what the future holds for innova-
tive wood products. This could lead to a whole new
renaissance of using wood and open up new markets
for wood waste and lumber.
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Best of 2015 – Best Plant

Lumber Processing Sets Remmey Apart
By Chaille Brindley

One of the most unique aspects of Remmey’s op-
eration is its lumber procurement practices and pro-
cessing operation. Don Remmey, the president and
owner of Remmey – The Pallet Co, said “We take the
lowest grade pallet lumber that you can buy and we
sort it; and that is how we produce most of our 4/4
material.”

At its Beaver Springs plant, the company recently
added a steel building that is 60x150 feet for sorting
lumber. A grader marks the lumber to indicate the
size, then the lumber moves down a green chain
where employees pull off lumber and sort it onto 36
lumber carts.

The plant can cut both cants and boards. “In regard
to the board line,” Remmey said. “We take 4/4, cut it to
length, put it through a sizer and kind of clean it up,
and then resaw it through a bandsaw to make half
inch boards.”

“We are feeding two McDonough 54-inch
bandsaws simultaneously. And the other beauty of
that is we can make combination cuts. For example, I
can get a 54- and a 42-inch board out of an eight-foot
piece of material. One operator stands there and feeds
two bandsaws. And the multiple trim saw can keep

up,” he said.
About four years ago, Don Remmey decided to re-

place an older model gang saw line. Having previous
success with Pendu on an automated board process-
ing line, he again decided to work with Pendu on a
new Gang Saw Line. After much discussion, they
agreed on a system that includes a multi-head trim
saw, the gang saw, a stacker, an in-line notcher and
another stacker. The line runs with three people re-
gardless of what they’re cutting – deckboards, plain
stringers, or notched stringers. They have been very
pleased with the system.

Best of 2015 – Best Plant

New Baker Cant Processing Line Enables
Growth at R&E Pallets
By Chaille Brindley

R&E Pallets in Michigan City, Indiana, has under-
gone a major overhaul after core shortages and a tight
lumber market made it difficult to obtain material to fill
orders. The company used to rely on lumber brokers
and cut stock for new lumber. But that has changed as
the company purchased a cant cut-up line from Baker
Products in late 2013.

Cesar Granillo, the sales and operations manager
for R&E stated, “We used to outsource our lumber
production to brokers. But when the wood recession
hit, we were left in the dust. There were times when it
was hard to get lumber. We now have opted to go
direct and find sawmills and sources for raw materials.
This has helped us secure supply and cut costs.”

Thanks to the new Baker line, R&E can be more
versatile as the market and customer dynamics
change. Granillo explained, “The Baker equipment has
positioned us for growth. We have been moving to

direct purchasing for wood supplies, and this new line
provides the versatility to take whatever the market
can supply.”

Salvador Gomez, the co-owner of R&E added, “We
now have the ability to cut everything ourselves, pro-
duce everything ourselves and provide much more
competitive pricing to our customers.”
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Best of 2015 – Notable News

What’s a Pallet Recycler Worth?
By Chaille Brindley

A handful of recyclers are in negotiation battles
with PECO Pallet over the asset recovery fees paid for
some pallets.

PECO claims the pallets in question are in network
and thereby should be returned for free. The rental
company, known for its distinctive red pallets, has
offered 20 cents for the return of these pallets while it
claims “truly stray pallets” remain at the existing Asset
Recovery Program (ARP) rate.

The major recycler involved in this dispute is North-
west Pallet Supply Co., which operates national pro-
grams for a number of retailers, including The Home
Depot, Target, Walgreen’s, etc.

Northwest Pallet contends that its primary sources
are retailers/distributors who have not signed on as
participating distributors in the PECO network. Both
sides have filed lawsuits against each other after ne-
gotiations led to an impasse.

This is a very strong stance that PECO is taking, and
it seems like a test balloon to see how a handful of
recyclers react. If recyclers cave to legal pressure
from PECO, this could cause a domino effect. The
problem is: how does a recycler know if he is going to
be paid the going ARP rate or not. It really is up to the
whim of the pallet rental company. And if $1.25 to
$2.25 per pallet is not fair, what about 20 cents? If
recyclers aren’t sure that they will get paid a fair price,
will they be less inclined to transport, load and return
PECO or other rental pallets?

The good news for recyclers is that Northwest Pal-

let isn’t caving in to legal
pressure from PECO that
has threatened a pro-
tracted legal battle.

PECO, in its letter to some pallet recyclers, claims
that it is not required to pay any compensation for
asset return of the pallets in question, and that pallet
companies have a responsibility to do so under bail-
ment law. PECO essentially argues that pallet recy-
clers are not entitled to any compensation for the
return of PECO pallets going forward based on a
“mutual benefit bailment” theory. This means that
when personal property is delivered by an owner to
another party and both parties benefit in the ex-
change, no further compensation, other than the
“mutual benefit,” is warranted and the bailee must
return the property in undamaged condition when the
purpose of the bailment is fulfilled.

While contending that the recycler is not entitled to
compensation, it is only willing to pay a mere 20 cents
per pallet returned.

Beyond simply getting back its pallets, Northwest
contends the real aim of PECO’s new payment policy
is to undermine the recycler’s relationships with retail
partners.

The retailers and distributors in the equation are
really the ones who are irresponsible when it comes
to PECO pallets, not the pallet recyclers. They are the
ones who get free use of the pallets and should be on
the hook for returning them.

Best of 2015 – General Advice

Reasons Employer Referrals Are

Great for Recruiting

· Faster Hiring Process: To start with, the process is
typically faster. You don’t need to write and post a job
description, and then read through the resumes. In-
stead, you simply interview the referral.
· Cheaper: In addition to saving time in the screen-
ing process, you can also avoid recruitment costs re-
lated to job posting or recruiting fees.
· Accelerated Development: Researchers have
found that referrals tend to progress more quickly than
other hires, likely because of their connections. They
are more likely to seek out any needed advice and
support from the sponsoring employee or others.
· More Staying Power: Referrals tend to stay with a
job longer than employees found from other recruit-

ment streams. A Jobvite study found that 46% of refer-
rals stayed on the job for at least one year after their
hire, versus only 33% of people hired from career sites,
and only 22% of people recruited through job boards.
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‘Fake Lean’ Leaves Out a Key Element: People
By Tim Cox

Best of 2015 – Best Plant

Peter C. Herman Relies on Biomass Combustion
Systems to Make the Most of Wood Waste
By Tim Cox

Some lean manufacturing practices appear good on
paper, but do not work in the end because they dam-
age employees, customers, suppliers or managers.
These efforts ignore or hurt people – the key element
to make any lean initiative work.

For example, a sign of a business not adhering to
the principle of respect for people would be employee
layoffs. Traditional management “says it’s okay to im-
prove a business at the expense of employees,” ac-
cording to Bob Emiliani. Or perhaps an improvement is
good for a business, but bad for suppliers, he said.
“That’s okay,” according to traditional management.
He characterized these scenarios as “win-lose out-
comes” – a business benefits or wins, but some person
or persons are adversely impacted and lose. They are
denounced by lean management “because they disre-

spect people.”
Emiliani is a professor of lean management who

teaches courses on lean leadership and has written
extensively about lean concepts. He even coined a
phrase for managers who adopt the principle of con-
tinuous improvement, but ignore the principle of re-
spect for people; he calls it “fake lean.”

Longevity requires doing some things right. And
Peter C. Herman Inc., a leading pallet manufacturing
company in upstate New York has used furnaces from
Biomass Combustion Systems to keep its heat bills in
check for the last 15 years.

Biomass Combustion Systems, based in Massachu-
setts, manufactures a shop heater line of wood burn-
ing furnaces. Herman purchased its first furnace from
the company in 2001, to replace a unit supplied by a
different manufacturer. Since then it has added five
more to heat its buildings.

The furnaces burn mainly scrap green wood mate-
rial from the sawmill and cut-up operations. Most of
the buildings are about 10,000 square feet, and each
has one furnace except for the sawmill, which has a
different heating system.

The fuel is free, and burning wood remnants and
scraps, eliminates the challenge of disposing of it.
Skids of fuel wood are staged near the furnaces, and
they are fed by the employees who work nearby.

Matt Herman, president, is considering having Bio-
mass Combustion Systems add systems that would

add fuel wood –
like sawdust or
chips – automati-
cally so the build-
ings could still be
heated at night.

Herman has
“gotten tremen-
dous value out of
its furnaces,” said
Charlie Cary, a
principal of Biom-
ass Combustion
Systems.

The benefits of a
Biomass Combus-
tion Systems fur-
nace include dura-
bility, longevity and
low maintenance. The company’s furnaces will last 15-
20 years, according to Cary, which is considerably
longer than other brands.
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Viper Overhauls Nail Program at L&R Pallet
By Chaille Brindley

A major pallet manufacturer and recycler in Denver,
Colorado, frequently faced problems with its hand
tools and nails.

Jamie Doyle, plant manager for L&R Pallet, ex-
plained, “We were using a different vendor for nails,
and we were getting nails from them and handling our
own tools. Our maintenance department was servicing
nail guns that we purchased. It was a huge hassle for
us because we probably have 150 nail guns here.”

Nail guns were breaking down, jamming, causing
extra nail discharges. It was not only a production
problem, it had turned into a safety concern as well.
James Ruder, president of L&R Pallet, observed, “What
brought this to a head for me was the downtime that
we experienced. And it was a major safety issue. We
were getting new hires that had little experience with
the equipment. And some safety issues arose.”

Doyle lamented, “Nailing problems were constantly
on our radar, and that is not something you want as a
production-oriented company.” Tools were wearing
out where the nose cones were stretching, allowing for
multiple nails to be discharged at once. This resulted
in quality and safety concerns.

Viper solved the problem by bringing in better nail-

ing tools, handling all the servicing and training work-
ers on proper practices. Viper set up a tool manage-
ment program where tools for each department were
color coded. This allows a manager to easily identify if
a nail gun is out of place, and ensures that each tool is
serviced in a timely manner.

By bringing in better equipment, Viper was able to
solve the issues, explained Todd Mazur, president of
Viper. “Many of the suppliers will try to put as cheap of
a tool as possible in there because it is an expense. But
we put better quality tools in there so the customer has
less downtime related to the equipment, and we have
less labor in it to maintain and keep it running.”

Best of 2015 – General Advice

Sales Tax Best Practices
By Rick LeBlanc

When it comes to sales tax best practices, Lauren
Stinson, president of Windward tax, a company which
specializes in helping companies navigate the sales
tax issue, offered the following advice to pallet sellers,
as well as to buyers:

• Have a strong exemption certificate collection pro-
cess, including the assignment of responsibility for
collecting, validating, updating and storing. Make sure
whoever is responsible for collecting them knows
what forms are acceptable in each state, what infor-
mation needs to be on each form, how often new
exemption certificates are needed (varies by state),
and how they can be easily recovered in the event of
an audit.

• Make sure that you have an exemption certificate
from each exempt customer—for each “ship to” loca-
tion.

• Be careful with customers that are acquired; make
sure you get all new exemption certificates from the

new company.
• Make sure you know where you have nexus (a

legal obligation to collect sales tax) and get registered
in that state.

• Make sure you have accurate sales tax rates and a
good process for retrieving rate updates.
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Why You Are All Wrong When It Comes to Buying
Pallets…

By Chaille Brindley

The way that most companies buy pallets is broken.
This is also true for those who rent pallets instead of
purchase them. Decisions are made mostly on the
initial purchase price without considering total system
costs.

Thicker deckboards or stringers and a better quality
nail can make all the difference. It doesn’t cost that
much more. But those measures can make all the
difference.

The place that most pallets fail is at the joint. This
can occur when nails protrude and are not secure,
resulting in shiners and product damage. Or even
worse, the joint can fail in such a way that the integrity
of the platform is compromised.

You change the pallet, and you fundamentally im-
pact everything else in the supply chain. From the
footprint size, to the number of deckboards, to the
quality of the pallet to four-way access and the design,
every consideration in the pallet affects total perfor-

mance.
That is the key measurement that I think companies

need to start thinking about – total performance. This
covers strength, durability, compression,
sustainability/environmental factors, protective and
product packaging reduction, logistics/fuel savings,
cube utilization of trailers and sea containers, shrink/
produce damage reduction, automation efficiencies in
plants, etc.

What the real focus should be on is improving qual-
ity – thicker boards, a better nail and a little more
attention to the design to fit each unique application.

Best of 2015 – General Advice

Don’t Fear the Price Questions! Pricing Strategies
for Pallets and Lumber that Work
By James Olsen

Working with salespeople, they tell me, “It’s all
about price, that’s all customers care about, price,
price, price.” Price may be all customers talk about, but
that’s not all they care about. More often than not,
when working with salespeople, I see them make it
about price before the customer.

Let’s discuss price with our customers as if it were
any other detail, which is what it is. Below are some
techniques and attitudes to help us when dealing with
price:

1. Assume the order. Act as if the order is already
yours.

2. Don’t bring up price until the customer does.
Instead, talk about all the other positive features and
benefits of your proposal before you talk about price. If
your customer is interested, they will ask about price.

3. Propose, don’t quote. When we propose solu-
tions to our customers, we are proposing something
unique, special, all our own.

4. When a customer says, “Your price is too
high.” Try a response such as, “What are you thinking
about price?” This keeps the negotiation open.

5. Don’t lower the price without customer par-
ticipation. If you drop your price too quickly, many
customers will just go off to shop the new lower price.
Try to negotiate instead.
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The Solution to the Core Supply Problem
By Edward C. Brindley, Ph.D.

Over the years, I have traveled to hundreds of pallet
plants. And almost every plant, especially the recycling
facilities, has a land of misfit toys, a place where all the
odd-sized or junk pallets go. Some companies process
these efficiently. But most do not.

Sometimes there is a Mount Trashmore, a huge pile
of scraps, pallets and wood junk. This is not only a fire
hazard. It is an eye sore, making your company look
like a scrap dealer instead of a professional packag-
ing, recycling or logistics operation.

The overall appearance should be enough to push
you to act. But it is a simple situation of out of sight, out
of mind. You are too busy dealing with finding pallets
and repairing them to bother.

These piles of pallets take up valuable real estate,
clutter your operation and create a mindset that could
hamper your company. If you allow a junky appear-
ance, your employees will pick up on that attitude, and
it could impact their attention to detail and focus on
quality.

I challenge you to go walk through your facility
sometime today. Take pictures of all the piles of junk
pallets or wood scraps. How can this material be pur-

posed into something useful?
The longer you allow material to stay in your yard,

the more it deteriorates, and the less useful it be-
comes. But if you can dismantle broken pallets and
turn them into usable lumber, you can produce more
combo pallets, which will be cheaper than new ones.

You may have to add some equipment or personnel,
but I believe this will be worth it in the end. Turning
clutter into combos helps solve that problem. And it
puts the recycler in control of the market again, not the
core suppliers or the few large national service provid-
ers.

A number of pallet recyclers have also torn down
junk pallets and sold off the recycled lumber to local
home improvement stores or hobbyists. Why am I so
inspired about this topic? The reason is that the core
crunch is getting worse. And we can’t wait for others
to solve it.

Best of 2015 – Processes and Innovation

Data Management Is No Longer Optional
for Progressive Pallet Companies
By Edward C. Brindley Jr., Ph.D.

The management of data and customer information
will be a key way that companies in the near future will
be differentiating themselves in the marketplace.

If you want to streamline customer order process-
ing, you need an interface that works with email, web-
based and even smartphone ordering.

When it comes to working with large, national play-
ers, you also need data and electronic systems to
coordinate accounts serviced by multiple local part-
ners. If you want to be part of these networks, you
need to have the ability to gather the data and report it
to the system. But before you can gather data, you
must develop internal accountability systems to track
basic numbers such as production, pallet counts, lum-
ber utilization, delivery schedules, etc.

Running a smooth operation requires you to gather
key data points that you use to manage your business.
You may use some very basic tools to collect and
analyze this information. But it all starts with gathering
it to begin with, and you need a plan to use the data to
make smarter decisions.

We have the software to
do a lot of things, but we
just need the data and willingness to collaborate so
that white-wood companies can compete against
larger providers, said John Swenby, one of the
founders of 9BLOC.

The reality is that software won’t solve all your prob-
lems if you don’t have the right systems in place to
collect and analyze it.

Cloud-based systems allow scalable, redundant and
secure access to information 24/7 from anywhere in
the world. This widespread access to data means that
security also needs to be a major concern. Collabora-
tion also raises concerns about competitors having
access to data if they work on the same system. But
this can be easily managed properly if you limit who
has access to what.

The problem is that data security may be an after-
thought until you get hacked. From having tiered ac-
cess to systems to encryption to working with a reli-
able and secure data partner, you can’t risk it.
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CHEP Launches Solutions Portfolio of New
Services & Products
By Chaille Brindley

CHEP USA has unveiled a new collection of prod-
ucts and services with the tagline, “This is the Supply
Change™.” These services look beyond just pallets as
the rental giant looks to take some of the products and
services it has developed for its largest customers and
make them available to others.

Called the Solutions Portfolio, this collection of ser-
vices ranges from reducing product damage to mini-
mizing empty trailer loads to creating a strong
sustainability and environmental procurement pro-
gram to human resources and supplier diversity initia-
tives.

Some of the programs are offered on a fee basis.
Others are value-added offerings that mutually benefit
CHEP and its customers.

Todd Hoff, vice president of marketing for CHEP
North America, explained, “We are actually the largest
backhaul shipper in the United States. It is about using
our network and sharing networks with our custom-
ers.” CHEP has worked with customers to buy fleet
services from them, eliminating empty miles and re-
ducing logistics costs for CHEP.

Brambles Ltd., the corporate parent of CHEP, owns a
variety of software assets, such as Lean Logistics, that
can help optimize shipping lanes and reduce empty
miles. The CHEP network has 45,000 unique shipping
lanes and over 20,000 locations across North America.

Specifically, CHEP offers fleet optimization, carrier
synergies and customer pickup options. According to

CHEP, the company eliminated 1.28 million empty
miles for customers last year using fleet optimization
where it bought and sold excess capacity for custom-
ers.

Hoff added that customers can earn direct revenue
while CHEP gains capacity. And empty miles are elimi-
nated along with CO2 emissions.

Carrier synergies exist when CHEP creates closed
loops by combining matching lanes within its network.
And customer pickup services allow users to receive a
platform fee discount and maintain control of its deliv-
ery timetables.

A senior director of inbound logistics for Walmart
Stores commented, “CHEP helped us save 856,000
empty miles and reduce 2.7 million pounds of CO2.”

Using its CHEP Innovation Center, which is a world-
class testing lab and design facility, CHEP has offered
services to optimize unit loads for years. Now that
service is being formalized and made available to
more than just the top-tier of its customer base.




