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create a welcoming place 
for our customers, we need 
to follow these guidelines 
from Alaska and the CDC: 
 
Stay home when you are 
sick!  
Wash your hands often with 
soap and warm water for 20 
seconds. 
Avoid close contact with 
non-household 
members.  No shaking 
hands or hugging. 
Limit trips outside the 
home. When you do go 

 
 
 
 
 
 
 
 
 
  
 
 
       

Fairbanks bars and 
restaurants have been 
allowed to open and serve 
patrons at 100% capacity 
since the end of May. As 
expected, covid-19 cases 
have spiked. The influx of 
seasonal workers to 
Alaska, especially 
commercial fishermen has 
added to these numbers.  
 
This virus is not going 
away. If we want to 
“flatten the curve” of 
hospitalizations, and 

RECIPE IDEAS: FRENCH FRIES 
The most popular food for take-out or delivery? French Fries! Want a free case? 
Simplot will give you one! Ask your sales rep for details 
 
Sidewinders are back! Here are some ideas to distinguish your restaurant with unique 
French Fries that have flavor and eye appeal: 
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FREE FRYDAY! 

July 13th is National French 
Fry Day. To celebrate Simplot 
will give you free fries. Ask 
your sales rep for details. 

       

 

 

 

SUPPLY CHALLENGES 

The current pandemic is 
creating many changes in the 
supply chain for restaurants. 
Many processing facilities are 
dealing with employee 
absenteeism and changing 
economic demands. Quality 
Sales is doing all we can to 
keep products stocked, but 
sometimes alternate choices 
are made.  

Unlike national distributors, 
we are a local company and 
our Alaska customers always 
get priority!  

 

 

COVID CASES SURGE IN ALASKA 
out, stay six feet away from 
others, and wear a cloth 
face covering when you 
cannot keep a safe physical 
distance from others. 
Keep your social circle 
small. Limit contacts outside 
your household. 
Make sure you know the 
names of anyone you have 
been close to (within six feet 
for about 10 or more 
minutes) in case you get 
sick. This will help public 
health officials contact 
others to prevent the spread 
of the disease.  
 

 
Get bold with your sides or with 
your appetizer menu.  Pictured: 
SIDEWINDERS Fries tossed in 
garlic and red chili flakes; perfect 
for dipping in a spicy house-made 
sriracha sauce. 
 

 
 
Reuben Twist: SIDEWINDERS Fries 
topped with corned beef, onions, and 
Swiss cheese sauce. Sprinkled with 
caraway seeds and drizzled with 
Thousand Island dressing. 
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For meat, the bottleneck is in 
production, according to Dhamu 
Thamadaran, chief strategy officer at 
meat producer Smithfield Foods. 
Speaking in June, Thamadaran said 
that meat production overall fell by 
25% in April and May: Pork was down 
by 35%, beef was down by 33% and 
chicken was down by 10%. 
Cattle, beef and chicken production 
levels are now back to near-normal, 
according to the U.S. Department of 
Agriculture, which says beef and 
chicken production is at 98% of last 
year’s levels and, pork is at 95%. 
 

 
 

This is from an article Jim Sullivan 
wrote for NRN: 
 
COVID-19 is a tragic and devastating 
pandemic. The number of lives lost, 
economies devastated, and 
businesses shattered is matched 
only by the suddenness of its arrival 
and the deadliness of its impact. So, 
if we have an opportunity to improve, 
what steps do we take? At this 
juncture, it’s not merely a case of 
making lemonade out of lemons; we 
have to create progress out of a 
pandemic. 
 
There are four distinct steps for doing 
so. 
Reset.  If you haven’t reassessed 
your business and reset your focus, 
you will never have a better 
opportunity to do so. Question 
everything: your menu, your 
processes, and your team.  
 
Redesign.  We have an unusual 
opportunity right now to redesign our 
processes for greater efficiency, 

effectiveness and eco-friendliness. 
As much of the industry pivoted to a 
wholly curbside/takeout/to-go model, 
opportunities for redesign became 
self-evident. There’s innovation and 
creativity all around if you look 
sideways instead of just up and 
down. 
 
Realign. Once your concept reset 
and system redesign is complete, the 
next step is to realign your managers 
and teams to the new thought 
process and systems. This means a 
new training approach. 
  
Refine. Formulating a solid future 
strategy in the middle stages of 
coronavirus is challenging because 
we’re trying to predict a future with no 
prior experience from which to 
navigate. Don’t presume that you 
have ever reached peak 
performance.  
 
Ask: “How can we become the kind of 
company that would put us out of 
business?” 
  

The Daily Livestock reports that It 
could take several months to work 
through the backlog of cattle and 
hogs that have not been harvested 
on schedule due to COVID-19. In 
June many packers have been 
increasing week-end slaughters on 
Saturday and adding slaughters on 
Sunday 
 
On June 30th, The US-Mexico-
Canada trade agreement became 
official. U.S. trade officials noted  that 
now, more than ever, the United 
States should strive to increase 
manufacturing capacity and 
investment in North America. The 
USMCA also is expected to increase 
the $600 million worth of U.S. poultry 
and egg products exported to 
Canada in 2017. In addition, we are 
increasing the amount of U.S. turkey 
product exports over the next 10 
years. 
 

COME OUT OF THE PANDEMIC STRONGER GLOVES 
The initial impact of Covid-19 was 
a drop in commodity prices like oil 
and gas. But what about the 
impact on products on Personal 
Protective Equipment (PPE)? The 
demand has been overwhelming 
and the impact on supply has 
been swift. 
 
It all starts with raw materials. 
China is the biggest producer 
of PVC gloves. Malaysia and 
Thailand together manufacture 
more than 80% of the latex and 
nitrile gloves in the world. 
Those factories are working at 
or near capacity, yet they still 
cannot meet demand. 
 
The need for nitrile 
gloves continues to surge, 
especially in the healthcare 
sector. Some of the world’s 
largest glove producers have 
seen monthly sales orders 
spike by 180%. Lead time for 
orders has increased from 40 
days to in some cases about 
400—meaning it could be more 
than a year before some orders 
placed now are delivered.  
 
Other factors affecting the 
supply chain include export 
restrictions and limited 
workforces. Now that 
economies around the world 
are reopening and are seeing 
an almost immediate spike in 
COVID-19 cases, demand for 
gloves is not going to diminish.  
 
Quality Sales is doing 
everything possible to keep 
supplies of gloves stocked. 
Expect prices to remain high 
and choices to be limited. 
 

 

MEAT PROCESSING UPDATE 
 


