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We are living in a time that will 
surely be remembered forever. The 
COVID-19 global health pandemic 
has not only impacted the way we 
interact with each other, but has also 
impacted the way all industries are 
operating. The food, beverage and  
pharmaceutical industries have cer-
tainly felt the effects with a need for 
increased production, while operat-
ing with less personnel. It is crucial 
to select the correct NSF Registered 
product(s) to ensure that plants are 
keeping up with current global de-
mands. Here are some questions to 
ask when choosing the correct type 
of NSF Registered product.

Is this an application where the 
lubricant could come into incidental 
contact with what is being processed?  
NSF/H1 Registered Lubricants should 
be used. Creating a lubrication  

program which uses 100 percent 
NSF/H1 Registered Lubricants elimi-
nates lubrication as a chemical hazard 
within HACCP plans.

Is this an application where there is 
no chance of the lubricant encounter-
ing what is being processed? NSF/H2 
Registered Lubricants may be used 
for this type of application. However, 
the safest option is always an NSF/
H1 Registered Lubricant. Because 
the NSF does oversee the registration 
program for NSF/H2 Lubricants, there 
is inevitable confusion on the plant 
floor. It is important to note that NSF/
H2 Registered Lubricants should not 
be considered “food-grade.” 

Is there a need to prevent rust from 
developing on equipment? An NSF/
H3 Registered Soluble Oil should be 
used. These types of oils, typically ed-
ible or white mineral oils, are intended 

to be used during processing, but not 
in a direct way. They should be wiped 
or washed away.

Is this an application where there is 
a need to prevent food from adhering 
to a surface during processing? An 
NSF/3H Registered Release Agent 
should be used. These proprietary 
substances are used on grills, loaf 
pans, cutters or other hard surfaces 
which come into direct contact with 
what is being processed.

Plant managers demand products 
that are safe, improve machinery life 
and result in less downtime. 
NSF Registered, Food-Grade 
products provide these assur-
ances, so long as the correct 
product is being used.

Promoting longer equipment life, 
preventing expensive repairs and 
saving money is top of mind for all 
types of industrial customers. And for 
that, consistent machine maintenance 
is key. So, what trusted, cost-saving 
solutions should distributors recom-
mend to their customers? Research 
conducted by B2B International found 
that manufacturing companies prefer 
specialized products with specific 
applications — and the right products 
may come from a familiar brand.

Though WD-40 Brand has been 
trusted by professionals for more than 
65 years, many only know about its 
multi-use product. The company’s 
spirit of innovation and tenacity for 
solving even the toughest challenges 
led it to develop a line of more  

than 20 Specialist products that 
provide superior performance for 
specialized jobs. 

The WD-40 Specialist line is  
scientifically designed to help keep 
facilities moving in the most demand-
ing situations with versatile delivery 
systems and heavy-duty solutions. 
The products — formulated to  
minimize risk of harm to people,  
surfaces and the environment —  
consist of lubricants, penetrants, 
greases, cleaners and degreasers, 
and rust-management solutions that 
increase efficiency, reduce downtime 
and save money on costly repairs.

Two flagship products include the 
WD-40 Specialist Gel Lube and the 
WD-40 Specialist Penetrant with  

Flexible Straw. WD-40 Specialist Gel 
Lube sprays on thick and won’t run, 
drip or make a mess, providing 12 
times longer lasting lubrication (com-
pared to WD-40 Multi-Use Product), 
and WD-40 Specialist Penetrant 
offers an 8-inch straw that bends and 
keeps its shape to loosen stuck parts 
in hard-to-reach places.

WD-40 Brand is designed to solve 
problems and help machines and 
tools work smoothly in workshops, 
factories and homes around the 
world. WD-40 Specialist accom-
plishes all of this and also provides 
opportunity for distributors 
to grow sales with safer, 
professional-grade  
products that get the job 
done right for customers. 

Solve problemS with Specialized productS
eRIN BALA, DIReCTOR OF BRAND MANAGeMeNT & INNOVATION, WD-40 COMPANy

GIRARD

BALA

nSf regiStered, food-grade productS:  
which one iS the correct one?

eLLeN GIRARD, OeM MARkeTING MANAGeR, LUBRIPLATe LUBRICANTS



EXCEED At Wright, our vision has always been 

to ensure confidence and protect those 

that are building our tomorrow. When 

orders just won’t wait, you can rely on us 

to help you get the job done. 98% of 

our products ship within 36 hours, or in 

many cases, sooner. And when we do 

that, we’re forging more than just tools. 

We’re forging partnerships. We’re 

forging respect.

INNOVATING, 
ENGINEERING, 
& FORGING 
TOOLS THAT 
EXCEED WHERE 
OTHERS FAIL 
FOR ALMOST 
100 YEARS.

 F O R  T O O L S  Y O U ’ L L 
S W E A R  B Y ,  N O T  A T .  V I S I T 
W R I G H T T O O L . C O M

C O N N E C T  W I T H  U S
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Distributors are vital to the Fluoramics business model. 
We manufacture highly-engineered lubricants and chemi-
cal products and you will rarely see our products in large 
retail chain stores. Instead, we support and rely on dis-
tributors to get products into the niche markets we serve. 

Training | Because our products are so unique, we put 
a strong focus on customized training for our distributors. 
Training takes many forms including video conferencing, 
on-site training, and riding along with sales personnel. In 
addition, distributors have direct access to Fluoramics’ engi-
neering staff in order to get specific questions answered.

Passing on Leads | When we receive inquiries 
from prospective buyers, we pass them on to the distribu-
tors best suited to handle the inquiries. In addition, we list 
all our distributors on our website for ease of access for 
people looking for a distributor near them.

MarkeTing MaTeriaLs | Fluoramics provides 
distributors with access to all marketing materials. In addi-
tion to regularly published case studies, product overviews 

and how-to videos, we have industry sales sheets and 
technical data sheets on our products. Printed literature 
pieces provide room for distributors’ company information 
and branding. 

Trade shows and Brand recogniTion 
We support our distributors by attending trade shows 
throughout the country. Our presence generates brand 
recognition and leads, plus allows us to visit distributors 
attending the trade show or that are located nearby.

FrequenT coMMunicaTion | We like to know 
how our distributors are doing and how we can continue 
to support them. We schedule on-site visits, phone calls, 
and video chats. We also generate a monthly email to 
share product information, links to training and marketing 
materials with them. 

To summarize, we value our distributors and  
are always looking for additional ways to make 
them a part of the Fluoramics family as they are  
an integral part of our success.

in Support of diStributorS
jeNNy eMMONS, BUSINeSS DeVeLOPMeNT MANAGeR, FLUORAMICS INC.

eMMONS

® ® ®

Bolts • Nuts • Studs
Sockets • Washers

Bent Bolts • Specials

www.GoASF.com

Special Metals and Alloys

Industrial Bolting

24-7 Emergency Service



W E  S H I P  9 8 %  

O F  O U R  T O O L S  

W I T H I N  3 6  H O U R S . 

B E C A U S E  P E R F E C T I O N  

I S  P O I N T L E S S  

I F  I T ’ S  N O T  T H E R E  

W H E N  N E E D E D .

When orders just won’t wait, you can rely on Wright tools to help 

you get the job done. 98% of our products ship within 36 hours, 

or in many cases, sooner. That’s (almost) faster than you can 

say ‘Combination Open End Flare Nut Wrench’.

 WE UNDERSTAND THAT 
YOU CAN ONLY DELIVER IF WE DO.

VISIT WRIGHT TOOL.COM

CONNEC T WITH US


