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WINNERS’ Circle
Chicagoland Dealer Garvey’s Office Products
Celebrates 85th Anniversary

It’s 85 years and counting for Bernie
Garvey and his team at Garvey’s 
Office Products in Niles, Illinois, just
outside of Chicago.

The dealership was founded in 1926 as
Schiller & Schmidt and took on the 
Garvey name when Bernie’s father,

Bernard Garvey, Sr., who had come on board back in the
1950s, bought the company outright in 1968.

In addition to Bernie, who joined the company as a sales
rep in 1979 and who serves as president today, other
family members in the business include brothers Kevin,
Ken and Dan and sister Sheila Gartland.

Since the current generation of the Garvey family took
over in 1993, business has grown at least ten-fold, Bernie
reports. The dealership today operates out of a 90,000
sq. ft. warehouse facility that houses its 70 employees
and a product mix that includes jan-san, coffee and
breakroom products, ad specialties and more. 

The dealership also boasts a strong Web presence,
with almost 70% of its supplies business currently
coming in online.

Hats off to another independent who continues to show
there’s plenty of room for well-run, proactive family-
owned and operated businesses in the industry today!

Friends Business Source, 
Ohio Dealer, Earns Jan-San Sales Award
Congratulations to Ken Schroeder and his team at 
Findlay, Ohio-based Friends Business Source after receiv-
ing the “Top Sales in a Non-traditional Sales Channel”
award from the Afflink jan-san dealer buying group.
Friends picked up the award at Afflink’s 2011 National
Meeting last month in Nashville.

Friends first got into the jan-san business in earnest back
in 2004, when it bought a small jan-san distributor in its local
market. 

“It took us about two years to figure it all out but our jan-
san sales have pretty much doubled since then and we’ve
been averaging about 15% annual sales growth in the cat-
egory for the past few years,” reports Ken.

Ken says Friends plans to continue its healthy jan-san
growth curve going forward. The dealership already has
two jan-san specialist on its team and is looking to add
more in the not too distant future.

Not Just Any Tom, 
Dick or Harry … 
Given all that Office Depot has been through over the
past few years, it’s not hard to feel a twinge of sympathy
for CEO Neil Austrian and the rest of the senior 
management team at the Florida-based big box.

Multiple investigations into alleged overcharging and
other pricing irregularities on state and local government contracts, costly 

\settlements with the Securities and Exchange Commission relative to alleged
attempts to manipulate stock prices, annual sales that went from $15.5 billion
in 2007 to today’s $11.5 billion, a stock price that reached nearly $45 per share
in 2006 and that stands at just over $4 today have hit hard at a company that
was once viewed as one of Wall Street’s high flyers.

But any sympathy quickly evaporates after reading Mr. Austrian’s comments
in a recent interview with the Palm Beach Post. It turns out, he tells, us, that
Office Depot’s problems are due to the overall economy and rampant 
competition.

“You have every Tom, Dick and Harry that wants to start an office supply
business being able to do it by being able to buy from wholesalers, S.P.
Richards or United Stationers in Chicago so the cost of entry is basically
raising enough seed money to buy search terms … but other than that you
are a virtual company,” Mr. Austrian laments.

NOPA president Chris Bates got it just right when he fired off an angry 
rebuttal to Mr. Austrian. “Contrary to the impression left by Mr. Austrian’s
statement, in fact most independents are ‘brick and mortar’ companies, with
strong, long-standing roots in their local communities,” he wrote. 

“These small businesses have survived and thrived precisely by having more
experienced, knowledgeable and committed local employees providing
highly differentiated face-to-face and online service to customers every day. 

“Through close working relationships with the industry’s leading wholesalers,
buying groups, manufacturers and software providers,” he continued, 

“independents have elevated their online sales and service capabilities, 
expanded their range of product offerings, improved their efficiency and
thereby increased their share of commercial, government and institutional
delivery markets in the very challenging economic environment everyone
faces today.” 

To which we say, right on! Elsewhere in the interview, the Palm Beach Post
reporter asks Mr. Austrian about his first paying job and what he learned from
it. “Caddy at age 11 and what I learned was responsibility,” Mr. Austrian
replies. 

Rather than blaming independent dealers and other outside forces for his
company’s current woes, perhaps Mr. Austrian would be better off re-learning
the lesson he found so valuable at the age of 11 and applying it to his current
situation.

CONTINUED ON PAGE 4
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The #1 Software Provider for the Office Products Industry

The foundation for your business’ success. 

Only ECi offers you a choice  
in software solutions to fit your 
business. Over 400 new  
customers have made the  
switch to ECi in the past year.
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Joplin Area Dealer Four State
Office Products Hard at Work on
Recovery Efforts After Tornado
For Chris and Karen Lauridsen, co-owners
of Four State Office Products in Carthage,
Missouri, May 22 was a special day, as their
family and friends celebrated son Scott’s
graduation from Joplin High School. 

But Carthage is just 15 miles from Joplin,
Missouri, and less than an hour after Scott
and his classmates 3walked across the
stage at a local college to receive their
diplomas, their joy turned to horror, as the
deadliest single tornado in nearly 60 years
of record keeping tore through the area,
bringing death and destruction on an
unimaginable level.

“You can see it on TV but if you weren’t
there, nothing can really convey the ex-
tent of what happened,” recalls Chris
one month later. “The tornado killed
some 125 people and took out some
8,000 structures and as many as 9,000
vehicles and in a large part of town, all
that’s left is bare foundation. And we’re
grateful the graduation took place at the
college, since the tornado completely
destroyed Chris’s high school!”

But while the tornado caused massive
physical damage in Joplin, it couldn’t

hurt the town’s spirit. Chris and other
local business owners started working
on recovery the day after the tornado hit
and they haven’t stopped since.

Joplin is the kind of community where
everyone knows everyone else and dis-
aster has brought people together in a
very special way, Chris reports.

“We didn’t even think about office sup-
plies the first week after the tornado,” he
recalls. “We just went out and distrib-
uted bottled water and first aid kits,
worked on search and rescue efforts
and volunteered at shelters.”

And, Chris adds, he soon learned that
he and the rest of Joplin were not fight-
ing to rebuild on their own. Industry re-
sponse to the disaster was prompt and
generous, he reports. 

From Hewlett-Packard came 30 printers
that Chris and his team handed out to
local businesses at no charge to help
them get back on their feet. 

FireKing International and Sentry Safe
both contributed much-needed security
products, while Fellowes sent two skids
of storage boxes.

Pacon and Carson-Dellosa provided
school supplies for the local school dis-
trict that lost five school buildings and is
currently operating out of former depart-

ment stores and warehouses.

And while Four State is a first-call S.P.
Richards dealer, all that quickly became
irrelevant as both national wholesalers
furnished their own generous support
for recovery efforts.

“I can’t be more proud of the business I’m
in than I am right now,” Chris said. “The in-
dustry response has been really amazing.”

He may downplay it but Chris’s own re-
sponse to the last month or so has also
been pretty amazing. Just three weeks
after the tornado, Four State was hit
again, when a building in Joplin where
Four State leases warehouse space
burned to the ground. But even that
failed to break his spirit.

“We lost a fair amount of product to the
fire, but I’ve still got my main location, my
house and my family,” he says defiantly.

“It’s been a very challenging time but it’s
also taught us a lot and really brought us
together as a community,” he says. “The
recovery effort has become personal for
many of us and we’re going to be better
and stronger when all is said and done.”

Nationwide, support for relief efforts has
been generous but more is still needed.
The Mid-Missouri chapter of the Ameri-
can Red Cross continues to accept do-
nations via its website if you’d like to
make a contribution. Or, you can text
REDCROSS to 90999 to make a $10 do-
nation or call 800-RED-CROSS to make
a credit card donation.

New Home for Missouri Office
Systems and Supplies, Kansas
City Dealer
In Kansas City, Missouri,Virgie Dillard
and her team at Missouri Office Systems
and Supplies are still unpacking the
boxes after leaving the facility they had
called home for the past ten years and
moving to a new location.

The new space, just a seven-minute
drive away, offers some 5,000 sq. ft. of
warehouse storage space, plus offices
that, says Virgie, are a whole lot more
functional that the dealership’s previous
home.

The new location is in a HUB zone and
since government sales represent an im-
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The scene in Joplin, Missouri, after a Force 5 tornado tore a path through the city seven miles long and
half a mile wide. Photo:  Steve Zumwalt/FEMA.
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