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Partnering
for success

All Fasteners separated from its sister company, All Tool Sales, 20 years
ago, but the relationship between the two businesses remains strong

By Victoria Fraza, Associate Editor

James Ruetz (right), president of All Fasteners, works closely with his brother, Richard, president of AFs sister
company, All Tool Sales, Inc., to offer integrated supply services.

hen George Ruetz found-
ed All Tool Sales Ine. in
1962, he had no idea he'd
actually be creating two
companies.

The general line house did well
speeializing in fasteners, cutting
tools, chemicals, and general MRO
supplies. But in the late 19705 one
faction of that business took off like
no one expected. And it hasn"t
stopped to rest since.

[t was growth in the OEM fas-
tener portion of the business that
caused the stir — resulting in the
creation of All Fasteners, a wholly
owned subsidiary of ATS that was
later split into its own separate
facility with completely indepen-
dent operations. All Fasteners is
still based with its sister company
in Racine, Wisc,, serving the heavy
manufacturing industries of Wis-
consin and Northern Illinois. And
both companies have remained
family-run. James Ruetz (pro-
nounced “Ritz"), George's son,
started working at All Tool Sales in
high school and college before join-
ing full time and then becoming
president of All Fasteners. James's
brother, Richard, did the same and
iz now president of All Tool Sales.

A third brother, William, is cor-
porate vice president of operations
for both companies. And their sis-
ters, Ginni Guendel and Rosi
Thornton, work on the All Fasten-
ers side. Guendel is vice president,
systems accounts, and Thornton is
purchasing manager.

The splitting of the two compa-
nies allows All Fasteners to con-
centrate solely on the OEM fasten-
er business — something the
Ruetz's believe could not have
been done under ATS’s roof alone,
But being a specialist is tough in
today’s business world — competi-
tion from large national houses
and integrators can squeeze out
mid-sized companies like All Fas-
teners. But James Ruetz isn't
going to let that happen to his com-
pany. Like those large national
chains and integrators, the
strength of All Fasteners lies in its
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