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Rollers are not like eggs—they’re not necessarily better 
off if they’re “cage free.” In fact, painters who have 
had their cages shake and rattle while they roll—or 

simply have their roller covers “walk off” the job—will be 
prime candidates to purchase a high quality product when 
you explain the difference between a quality roller cage and 
a standard model.

Rick Bukovitz, product design engineer at The Wooster 
Brush Company, explained about some of the newer cages 
developed by this Ohio-based applicator manufacturer.

“We have unveiled a few new frames over the last two 
years,” he said. “In 2009 we added a 14” injection molded cage 
to our popular line of Sherlock® roller frames. The product 
was driven by requests from large contractors. These painters 
are now finding that the longer cage reduces the time it takes 
to complete their job.”

Saves time and money. Not bad for a cage!
“That same year we released a one-piece plastic roller cage 

that is a standard 1½” diameter by 9” long,” he said. “We are 
adding it to our roller kits to replace an imported four-wire 

cage. It’s lightweight, and we’re proud that it’s made entirely 
here in Wooster, OH.”

Canadian painters use roller sleeves that are slightly longer 
than the covers typically found in the USA, so Wooster also 
recently developed a professional 5-wire cage that’s 1½” 
diameter by 9½” long for painters up north.

If pros like something a lot, chances are your DIYers will 
enjoy something of that quality as well, so the Jumbo Koter™ 
Jr., based on the original professional quality Jumbo Koter 
model, is now on hand for the homeowner who wants to try 
something a little different. “This roller frame is made entirely 
of plastic,” says Rick. “The cage spins smoothly without drag. 
It is lightweight and great for trim work and edging at a cost 
that is 20% less than the professional version.”

What Cage is the Rage?
When a customer brings a random roller cage to your 

counter, perhaps a question of two as to what they plan to 
do with it will help make sure they’re happy with it when 
they put it to use. For a kitchen or bathroom, you might 

Move them out of your store, and 
make sure they’re on the right cage 

to keep moving on the job. by editor
jerry rabushka

A Yoke You Can Bear
Padco’s Yoke Roller takes the pressure off—literally! A standard cage form roller applies 

pressure unevenly from only one side, explains the company. This produces an uneven 

paint-out, and can tire out a painter who spends all day trying to compensate. The Padco 

Pro-Finish Yoke Roller has a center mounted handle that applies even pressure across 

the roller surface for a smooth, even paint-out. “Use the Yoke Roller with an extension 

pole for greater reach and to reduce bending and fatigue,” they suggest. padco.com

Keep Your 
Rollers 
Moving

http://www.paintdealer.com
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For more info contact: 
PINTAR Manufacturing
Mississauga, Ontario
L4V 1P8
905-362-1470
Toll Free 1-800-661-6829
pintar.ca

For more info contact:
PINTAR Manufacturing
Mississauga, Ontario

Toll Free 1-800-661-6829

No matter what the 
surface, we have the 
right paint applicator 

for the job.
Our paint applicators are made 

with exacting standards and 
from the finest materials.

Where Quality

A Complete Range Of Canadian Made Paint Applicators

A smaller company doesn’t mean  
they make smaller rollers

Well, if you can’t sell it, no one will buy it, so we went to Tom Niehoff at Pro Roller and 
asked just that: how do you sell it? Why should a paint dealer move name brand products 
over for a smaller competitor?

Pro Roller is a family-owned roller company in Pacific, MO, a city that’s half in St. Louis 
County and half in neighboring Franklin County. Niehoff sees his company’s product as 
a competitive alternative to the larger brands, plus it’s easy to get started.

“Pro Roller Company has very small order levels to get a shipment prepaid,” he says. 
“An independent dealer can add covers from our line easily. We offer the same or finer 
quality as the name brands, and because of our size, we can supply these at a lower 
price and with quicker delivery than the national brands. By adding us to your store, we 

can provide you the finest quality products at a lower price.” 

Also, he adds, the rollers are made in the USA, plus they are not for sale in big box stores. Once you get your 
contractors hooked, they’ll come back to you!

“Because we buy our fabrics from the same mills as the name brands and we finish them 
on our modern machinery, the dealer can offer a lower-cost alternative without sacrificing 
quality. At Pro Roller Co. we excel at working with the independent dealer,” says Tom, 
“because we also are an independent company—family owned since 1953!” proroller.com

http://www.proroller.com
http://www.arroworthy.com/pintar.htm
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want to recommend a smaller cage, 
says Rick. “These rooms tend to have 
smaller surface areas and more trim work. 
When painting large rooms, they should 
use a 9-inch cage that fits a standard 1½” 
diameter cover. The added paint absorbed 
by the larger cover will go farther, meaning 
fewer trips to the paint tray."

Customers who are happy with an old model 
might not realize they’ll be even happier with a new 
model until you explain the difference. And most people are 
happiest painting when they do a better job, faster. “There are 
several differences between five-wire cages and molded cages,” 
says Rick. “Usually five-wire cages are held together by a press 
fit, meaning they rely on friction to keep them together. If 
you’re rough with the tool, it won’t last as long. They can also 
lose their shape and develop problems such as covers moving 
on the cage or the cage not spinning as freely.

 “Our molded professional cage, the Wooster Sherlock®, 
is mechanically held together by the design of the joint,” he 
continues. “The cage’s bearings are designed inline and stay 
inline, giving you a smooth-rolling cover. The cover is held 
on the cage by a unique metal retaining ring that doesn’t lose 
its shape.”

For some jobs, a stronger cage might be necessary. A cage 

with slightly larger diameter wire (5/16”)  is a 
good choice for painting cement block usu-
ally found in basements, Bukovitz tells us. 
“It takes more pressure to fill the holes and 
crevices of cement block; 5/16” wire is strong 

enough that it won’t bend when applying 
additional pressure.”

$$$ and ¢¢¢
Now comes the fun part—someone wants to save 

money. Probably the best way for them to do this is 
to buy a better quality roller cage rather than four or five 

cheap ones that won’t last. It’s greener too, to go home with a 
single product that can do the work of five.

Even a contracting firm with lots of painters might still be 
better off getting a box of better quality frames—they won’t 
be breaking down on the job so often and the painter will be 
able to “paint” rather than having to nurse along an inferior 
product.

Bukovitz recommends the Sherlock. “It is designed to give 
the cover total support. We added plastic bearings to allow the 
cover to spin as freely as possible with minimal side-to-side 
cage movement for better control when edging. We used 
rugged materials so that a painter can remove the cover by 
rapping it on the side of a garbage can or bucket. They don’t 

Wooster's Sherlock 14-inch roller cage.

http://www.paintdealer.com
http://www.dumondchemicals.com
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need to grab the 
paint-saturated 

cover with their 
hands. 
After they rap it, 

they need to clean it 
up. “We design our cages 

with minimal clearance 
between the cage and cover 

to help prevent paint from 
seeping inside,” says Rick. “If 

you get paint on the outside of 
the cage, you might have difficulty 

putting the next cover on once the 
paint has dried. If you’re changing 

colors, clean the roller frame as much 
as possible, and then let it dry.
“Another issue in cages is one you 

can’t readily detect,” he continues. “Some 
cages are held onto the wire with fasten-
ers. When the product is new, these 

fasteners hold fine. But after multiple cleanups 
and depending on the type of coating used to 

preserve the fastener, the fastener can lose its bit-
ing edge and come loose from the wire—allowing 

the cage to fall off. With our professional 1½” 
diameter cages, we place a hardened washer over the 

wire and peen the end of it, meaning we pound on the end of 
the wire until the end looks like a mushroom. We found this 
to be the best way of holding our cages on for a long, long 
time.” For more info visit woosterbrush.com. tpd

                A big job with   
               MicroFiber

“Microfiber is a special Polyester fiber blended 
with a polyamid fiber,” says Roland Kolilias at 
ArroWorthy. “The Microfiber roller cover has proven 
to pick-up more paint than any other synthetic 
fiber roller cover on the market. It distributes paint 

evenly, and leaves a super smooth finish with no splattering and it is more 
durable and will last longer.” Plus, it’s easy cleanup, Kolilias promises.

For a real live look, we went on YouTube and clicked up a video of a painter 
testing out an ArroWorthy Microfiber 4” mini roller. He’s not connected with 
the company, so he can pretty much say what he wants. And, as we know, 
painters are usually pretty honest about how well a product works. Does 
it really hold a lot of paint, he asks his “viewing audience” before dipping 
it in the roller tray. 

First of all, he isn’t a wimpy dipper. He took a long enough time to make 
sure the roller could absord plenty of paint. He got through about two-thirds 
of the door, but he said, had he made sure the roller was completely “full,” 
he could have painted the whole door in one dip. Which isn’t bad for a mini. 
A full size roller could go a long way! arroworthy.com

Silacote™ Silicate Mineral Paint
The natural paint for earth based materials

•	Inorganic	mineral	silicate	paint	for	concrete,	masonry,	plaster,	
stucco,	gypsum	board,	earth,	lime	&	gypsum	plasters
•	Seals	out	water.	High	permeability	allows	substrate	to	breathe.
•	Petrifies	into	the	mineral	substrate	through	natural	chemical	
bonding.
•	No	layering	of	incompatible	materials.
•	No	blistering	or	delamination	of	paint	film.
•	Resistant	to	fire	–	will	not	burn	–	no	toxic	smoke
•	Environmentally	safe.
•	Zero	VOC’s.	-	Non-allergenic.
•	Mold,	fungi,	algae	have	no	food	source.
•	No	static	surface	charge	so	dirt	cannot	cling.
•	Decades	long	life.-	Unaffected	by	UV.
•	Energy	efficient	with	high	emissitivity	-	cool	surface
•	Beautiful	esthetics	-	earth	tones	don’t	fade,
•	Resists	atmospheric	pollutants,	repairable.
•	Suitable	for	exterior	and	interior	applications.
•	Easy	1	or	2	coat	application	in	most	cases.
•	Potassium	Silicate	Primer	-	used	alone	seals	&	petrifies	
surface	leaving	a	transparent	natural	appearance.
•	GreenSpec	2004	listed	for	LEED	credits.

Silacote USA, LLC
www.silacote.com  •  800.249.1881

Padco's Yoke 
Roller and 

extension pole.

Wooster's Jumbo Koter Jr. is great for the DIYer.

http://www.silacote.com
http://www.arroworthy.com
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Sell more paint! That’s the primary goal of any 

paint store. Heck, we all knew that. Now the big 
question. How can we get our customers to buy 

from us instead of the competition?
Let’s face it. All paint stores have the same basic 

training when it comes to sales. See if you agree. 
We start with learning about our product line, espe-

cially the ones that have great selling features. The 
ones that cover better taking fewer coats. The ones 

that have almost no odor. The 
ones that have great adhesion 
properties in difficult situa-

tions… and on it goes. Again… every dealer has their 
specific types of paint that is their “premium” grade 
stuff so once again, all dealers basically offer their 
customers the same thing.

I know. You are thinking the word “service” is 
where there really is a difference. Take it from me. 
Back in the 1970s I had my own painting company 

running from five to seven painters. Every week there 
was a paint rep from a different manufacturer telling 
me “we give better service.” They all say the same 
thing and they all do what they can to demonstrate 
great service, but from the painting contractor view  
it’s just a matter of picking their favorite one.

AH! Now we’ve hit the key word. What makes 
a paint store representative a “favorite rep?” I have 
traveled the U.S. for the past 20 years as a business 
consultant specific to painting contractors. Every 
time I visit with my clients, I ask them, “What makes 
a paint rep your ‘favorite paint rep’?” 

I was expecting to hear “There is a live person to 
take my phone calls when I call.” Or, “They deliver 
paint for me.” Nope. Although these things help, 
they were not among the most important things. 
In the box below is a list of the TOP things your 
painting contractor customers told me makes a rep 
their favorite.

by contributing writer
lynn h. fife

1.	 They help me with the ‘business’ side of my 
company. By this they mean they help me:

	 A. Understand how to do accurate estimating.
	 B. Understand what financial statements are.
	 C. Understand internet marketing and search 

engine optimization.
	 D. Understand how to smooth out my office 

operation.
	 E. Learn how to get the information from my 

estimate out to the field.
	 F. Learn how to get better production from my 

employees.

2.	 They don’t just come here to sell me paint. 
They truly care about me and my business 
by:

	 A. Suggesting other mfg. products if they know 
someone else has something better.

	 B. Inspect job sites for me where potential paint 

failure situations may occur and…
	 C. Write specs for my customers based on actual 

conditions of the job.
	 D. Willing to deliver one roll of masking tape 

understanding my down time is expensive labor 
loss.

3.	 They do little extra things that are appreci-
ated that others don’t such as:

	 A. If they have an expense budget, they remem-
ber us (bring us lunch, etc.). 

	 B. When they have a sale event, they introduce 
me to upper management as their “favorite 
customer.”

	 C. When pricing changes come around, they 
keep the old prices for projects I have already 
bid.

	 D. When billing, their invoices are accurate 
based on the great prices they give me.

Service
Good     Great 
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There you have it. The top three, and, in order I 
might add. I guess we could combine them all into the 
statement where the painting contractor says… “THAT 
rep is my ‘go to’ guy. I return the favor by buying their 
paint.”

Let’s take a summarized look at all of them. Top of 
the list. What that means to a dealer is… If YOU are 
knowledgeable enough to be a “business consultant” 
and show your painting customers you care more about 
THEIR profitability over and above your own sales, you 
have the number one competitive edge that will bring 
you loyalty which in turn means more sales.

Let’s take a step back. Did you know 80% of painting 
contractors will be out of business in only five years? 
That means you have to replace those customers with 
all the new guys who are starting up. It’s a vicious cycle 
that keeps your sales at a level amount at best. 

Let’s change that picture. When you help your 
painting contractor customers with the business side, 
they learn how to estimate more accurately. They 
learn how to budget and how to tie estimating to field 
production. They learn how to get better production 
from their field painters and NOW… Yes NOW that 
they are educated, instead of going out of business with 
the rest of the group, they get to stay in business, not 
only surviving but growing. YOU don’t lose a customer. 
Instead, you have a growing customer AND you still get 
the new guys who are starting up. It can only increase 
your sales.

Educate Thyself!
Key word to all the above is education. Where can 

you get the education you need to help your customers. 
Here’s some choices:

1. Books. There’s lots of 
books you can find on line. I 
like, well…. mine (of course). 

The Guaranteed Profit System is actually 4 books in 
one that will give you a whole bunch of great business 
management concepts. Yes, you can even order these 
and carry them in your store.

2. PDCA. Attend your local chapter meetings and get 
involved. Every month (in most areas) it has a meeting 
that floods you with good information. When PDCA 
hosts a seminar event, be sure to attend. There are 
topics such as estimating, strategic planning, business 
planning, production, advertising and a whole bunch 
more. What better place to learn than from experts in 
the painting business who ARE successful!

3. Internet searches. There are a lot of internet 
sites that post articles related to business management. 
There’s even a painters forum out there where you can 
ask specific questions and get answers. 

Fine print here… When you become educated and 
pass that education to your painting contractors, it’s a 
win–win. Why not take it to the next level and provide 
training meetings for your painters? 

I guarantee it is a rare event when a paint store actually 
will host a class to help its painting contractor customers 
be successful and grow. Most of the competition is too 
busy just selling paint. When YOU provide the training, 
you will never have to worry about your painters going 
somewhere else. Why would they? They have you. The 
best rep ever who knows everything you need to know 
to help them in their business. 

 
For additional information, feel free to contact:

Lynn Fife. Evergreen Technology, info@evergreentech.net, 
949-769-2012.

Lynn Fife is a business consultant, seminar presenter and 
the author of 11 books specific to painting contractors. He is 
a nationally recognized speaker for the PDCA (Painting and 
Decorating Contractors of America). 

**The ad index is an added service from the publisher who assumes no liabitlity for errors or omissions.

adindexclassads  

adindexclassads
3M...................................................6, 7 
	 3m.com

American Paint Paddle...................13 
	 app-co.com

Arroworthy.......................................16 
	 arroworthy.com

Benjamin Moore.............................4-5 
	 benjaminmoore.com

Caulk Saver.....................................14 
	 caulksaver.com

Dumond Chemicals .................19, 23 
	 dumondchemicals.com

Kelly-Moore Paint...........................15 
	 kellymoore.com

Mythic...........................................3, 24 
	 mythicpaint.com

Nationwide Chemical Coatings.....13 
	 nationwidecoatings.com

Old Fashioned Milk Paint...............14 
	 milkpaint.com

Pintar................................................18 
	 arroworthy.com/pintar.htm 

Silacote............................................20 
	 silacote.com

The Paint Dealer (ISSN 1067-1110) is published monthly by Mugler Publications, Inc., 111-A North Kirkwood Road, Kirkwood, MO 63122 / P: 800-984-0801 / 
FAX: 314-984-0866 / www.paintdealer.com / Printed in the U.S.A. All material in this magazine is Copyright ©2011 by Mugler Publications, 
Inc. All rights reserved. The Paint Dealer is available free of  charge to retailers who sell paint and paint sundries to consumers or 
contractors. Subscription rate for applicants who do not qualify for free copies is $36/year in the U.S. and $100/year in foreign countries. 
Periodicals Postage paid at St. Louis, MO and Additional Mailing Office. POSTMASTER: Send address changes to The Paint Dealer,  
111-A N. Kirkwood Rd., Kirkwood, MO 63122-4301.

http://www.3m.com
http://www.app-co.com
http://www.arroworthy.com
http://www.benjaminmoore.com
http://www.caulksaver.com
http://www.dumondchemicals.com
http://www.kellymoore.com
http://www.mythic.com
http://www.nationwidecoatings.com
http://www.milkpaint.com
http://www.arroworthy.com/pintar.htm
http://www.silacote.com


104 Interchange Plaza • Suite 202  •  Monroe Township, NJ 08831     •      For additional information call 800-245-1191 or visit us at www.dumondchemicals.com

Simplicity Creates OpportunityNow Includes

Citri-Lize
Neutralizer

& pH Test Kits

Apply Cover

Remove Clean & Neutralize

The Original Paint Removal System - Since 1981
The Peel Away®1 system “now” includes Citri-Lize™ Neutralizer, pH Test Kit, Peel Away Paper, 

Alkaline Paste, Peel Away Tool and Simplified Instructions.

Heavy-Duty
Paint Remover

Removes up to 30 coats
in One Application

ADVANTAGES
Environmentally Safe Removal System

Effectively Removes Lead Paint
Ideal for Wood, Brick, Stone, Metal & more

Water-Based
Zero VOC Formulation

No Harmful Odors or Fumes
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Heavy-Duty Paint Remover
Industry Leader for Historic Restoration & Lead Abatement
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