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Founded in 1966, the Global Group of Companies is one of the largest manufacturers and marketers of office and institutional furniture in the
world. Global produces seating, desking, wood casegoods and metal filing and storage in a wide range of price levels for all key market segments.
We sell you products through a broad network of dealers; we do business in North and South America, Europe, the Middle East and the Far East.

“it all started with a chair the
average person could afford.”
An interview with Saul Feldberg, Chairman and C.E.O. of the Global Group of Companies, on the occasion of its 40th anniversary.

the beginning

How did you enter the furniture business?
I learned the trade by necessity. I came to Canada in 1953. I was 17 and had
to go out and work for a living. I landed a job at Nightingale Industries, a
manufacturer of restaurant and beauty-salon furniture that eventually moved
on to office furniture. It was a small manufacturing plant consisting of 15 or
20 employees.
Looking back at those days gives me the feeling of being shot out of a cannon
into a different era. The industry was quite primitive. We were still using tacks
and a magnetic hammer to upholster seats and backs. They introduced the
compressor staple gun toward the end of 1953. It was a big breakthrough, like
going from horse and buggy to the automobile.

Saul Feldberg, 17, shortly after
emigrating to Canada in 1953.

I learned the trade starting from the ground up, springing the seat and
preparing it for the upholsterers. I started at 75 cents an hour. Later, I stepped
up into a more prestigious job as a cutter. I was cutting vinyl, primarily, for
restaurant seating booths and breakfast nooks, and recovering theatre seats. At
that time, the cost of vinyl was four or five dollars per yard. Unfortunately, the
vinyl wasn’t stretchable. It was a challenge because I had to learn on my own, but
I found a way to lay out patterns that saved tens of yards of material every day.
One day, my boss said that we needed 275 yards for a restaurant job. When I
started laying out the vinyl, I noticed that he hadn’t calculated properly. I told
him, “I’m sorry, but I don’t think we need 275 yards. We can make it out of 240
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yards.” He said, “Okay, try it. Let me see.” I proved it to him and he said, “Don’t
ask me anymore. From now on, it’s your baby.”
After that, I learned the other parts of the manufacturing process: cutting the
foam to size, upholstering, assembling, packing – the whole “how-to” from start
to finish. I gained a lot of experience by improvising and making a product with
my own two hands. After a while, my savings paid for the whole plant’s wages. By
the time I was 21, I was promoted to plant manager.
Since then, the industry has changed dramatically. Nowadays, everything is mass
produced. The seat backs come precut, the foam is already molded. Furnituremaking is a much easier job. Many of the skills I learned years ago are no
longer necessary. However, learning them enabled me to see the big picture. I
understood the manufacturing process from beginning to end. I knew what we
needed to do to increase our chair-making capacity.

“I gained a lot of experience by
improvising and making a product
with my own two hands.”

Saul Feldberg at Global’s first facility
in Downsview, Ontario. In Global’s
early years, Saul Feldberg was a
designer, salesman, manager and
plant foreman.
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60’s

the

What led you to strike out on your own and start Global?
I had been with Nightingale for almost 13 years. By then, Nightingale had
reached a plateau of 40 or 50 staff and wasn’t expanding anymore. A venturecapital group was planning a buyout. At that point, I was running the show in
terms of manufacturing: buying, hiring and everything related to production.
I also handled customer service. So I felt that after all my years of personal
investment in the company, I didn’t want to work for complete strangers.
I didn’t know who was going to take over Nightingale or whether I’d get
recognition for all the years of hard work I had put into the company.
I had been thinking for some time that office furniture was so expensive that the
average person couldn’t afford to buy it. With Nightingale about to be sold, I
said to myself, “I’m young and energetic and now’s the time to make the move
and start my own office-furniture business.” And that’s how I created Global.
Along with my partner, Bill Kemeny, we founded Global in 1966.

Global founders Saul Feldberg,
left, and Bill Kemeny in 1966 at
the company’s first facility, a 3,500
square foot plant on Finch Avenue.
Today, the Global Group has six
million square feet of offices,
showrooms, manufacturing plants
and warehouses around the world.
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Bill was an expert upholsterer who came to Canada in 1957 after the Hungarian
Revolution. At Global in the early years, Bill spent much of his time making
samples. He also opened up the factory every morning; in 40-plus years he has
never been late. During a snowstorm one winter, when he saw that he wouldn’t
be able to drive, he left his house, south of Lawrence Avenue, at 5 a.m. and ran
up Allen Road to open the plant by 8 a.m. Today, at 90-plus years of age, Bill
is still a contributing member of the Global family. He still gets to the office
before 8 a.m. on a daily basis.
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Where did the company name come from?
We thought big from the very beginning. Actually, when we went to our lawyer
we applied for two names: Global and Universal. Universal, it turned out, was
taken. There was a company named Universal Chrome. Canada barely had an
office furniture industry. There were a few firms like Curtis, Murphy Miller
and Royal Metal that no longer exist. Almost everything was imported from the
United States. Cole Steel, for instance, opened a manufacturing facility here
in the mid-sixties to produce files and seating. And then, of course, there was
Steelcase, but they didn’t have many mid-priced products at that time.
And so we opened Global in March, 1966, in 3,500 square feet of rented space
at Finch and Dufferin. There was Bill Kemeny doing the upholstery on a bench
and Tommy Katsandris, the first Global employee, in assembly – he only recently
retired in 2007. I was upholstering in the morning and cutting in the afternoon.
I started to train new employees as we grew. I remember saying to Bill, “If just the
two of us are going to do all the work, we won’t get too far.”
We completed our first catalogue in six weeks. My wife Toby, and I and our
salesmen were working day and night. The names for our first chairs, such as
Venus and Apollo, were inspired by space travel and mythology. Other names
came from cars, like Monarch and Imperial. When the catalogue hit the street,
the dealers couldn’t believe that all of this was accomplished in six weeks. When
they saw it, they realized that we were here to stay.

Global’s first catalogue, top center,
was printed in black and white.
Global’s first colour brochure,
upper right. It cost $10,000 to

Toby worked with me, shoulder to shoulder, from the very beginning. She was
our bookkeeper and helped out whenever she was needed in the daily life of
Global. She would squeeze in this time while dedicating the majority of her day
to raising our children.

print – a fortune for the newly
formed company.
Today’s catalogue exceeds 200
pages. Global prints over one million
copies of the catalogue and other
pieces of sales literature for North
American and international markets.

I was also the company salesman. I knew many of the dealers from my years at
Nightingale. I approached them and they were willing to give me a chance. A few
are important and loyal Global dealers to this day. In those days you didn’t have
cell phones. I had to have a telephone on the post near the cutting table so that
I wouldn’t waste time walking to the phone to take orders.
In 1968, after I attempted to secure the business of Simpsons-Sears, their buyers
said they would visit us at Finch Avenue and make a decision. At that time, we
had only 10 or 12 employees in our small plant and I knew there would be a
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negative reaction to our size. So I asked our neighbor, who made manufactured
doors, to lend me 20 people to ensure that we make a positive impression. I
briefed them on their new roles and when the buyers saw all of those people
drilling and putting screws in frames, they said, “You have 35 staff? Okay, you’re
in.” I told that story to them 25 years later and they laughed.

Did you have a slogan?
Our slogan was, “Build a product that the average person can afford.” We
certainly did that with our first product, a high-back executive chair in fabric
and vinyl, the Executive series, that we sold to our dealers for $68. To give
you an idea of how radical that was, Cole Steel sold a similar chair for $290 to
their dealers, who of course marked it up before selling to an end user. Who
could afford to buy it? For $2,900, you could buy a brand new, fully-loaded
1966 Pontiac Parisienne. At first, some people didn’t want to believe that the
Executive could be a well-made chair, but we were able to reduce the cost of the
product while maintaining a high standard of quality. Those chairs were in
service for 20 or 25 years and they made us an industry pioneer. We created the
budget seating market niche for North America, not just Canada. No one else
was doing it.

You saw at the outset that there was a big gap in the market?

Global senior management at

Yes. The Americans were producing a very high-cost product. The low-cost
product was imported from Japan. This was back when the label “Made in
Japan” meant an inferior, if not very poor-quality product. So we were coming
into our own at just the right price range.

the annual sales meeting in 1976.
Saul Feldberg is seated at the end
of the table. Greg Gabourie, at Saul’s
right, designed several best-selling
chairs. Joel Appel, at lower left near
the head of the table, is Chairman
of Global Industries, USA.
Below: The senior management

We grew quickly. By 1969, we had built our own manufacturing plant, the
35,000-square-foot facility at 560 Supertest Rd. We also began our association
with an independent designer, Greg Gabourie, who unfortunately passed away
some time ago. He designed the Metric Series, which we launched that year.

team in 1978 in front of Global’s
new corporate headquarters at
560 Supertest Rd., which remains
our head office.
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The Express Series included a budget junior executive tilter, a companion arm
chair and a secretarial steno chair. Dealers sold the low-back tilter for only $49.
The Express took off like wildfire. Overnight, car and real-estate salesmen, even
people in gas stations, felt like executives with these chairs. They had been sitting
on old, rusted kitchen chairs and now they were tilting. I still see some of those
chairs around today. So this was another big breakthrough for Global.
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70’s

How would you characterize the Seventies?
By now, dealers accepted us and the concept of mid-lower-cost office furniture.
In the beginning, they were leery. But once they saw that the lower prices
attracted more customers, they were convinced. For the price of one competitor
chair, customers could purchase four Global chairs.

In 1971, Global took the first step toward becoming a vertically integrated
company. Why did you feel the need for such an ambitious undertaking?
In those days, buying components like metal and wood frames and plastic
parts could be difficult. We realized that to become a major player, we had to
start manufacturing our own components. This would assure customers that we
could deliver on time and that our product quality remained consistent. We
entered into a partnership with a craftsman to open our first metal plant. He
would run his own show as long as he supplied us with material on time and we
could oversee quality and cost. This combination gave us the ability to ship at a
speed that no one else in the industry could match. That’s still true today.

Global’s vertically integrated
manufacturing process, with over
30 satellite companies, supplies
the majority of parts in every Global
product. From tube bending to sheetmetal fabrication, injection molding
and robotic machining, Global’s
manufacturing base covers more
than four million square feet.
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We built that first associate company out of necessity. The model worked so
well that it eventually became a philosophy. Today, we have over 30 associated
companies supplying components to Global. Together, these associate
companies supply most of the components in our products. We can control the
cost and delivery time and have superior quality. This vertical integration makes
us unique. This has brought a lot of confidence to our dealers and customers.
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How fast is “fast” at Global? Can you share some anecdotes about quick
turnaround time?
When Pope John Paul II visited the United States in 1988, he decided at the last
minute to visit Philadelphia. A local supplier made arrangements to provide
1,000 chairs in white leather. Three days before the event, something went
wrong. We received an urgent call and filled the order within 48 hours. This
became an industry legend.
Then there was that terrible day, 9/11. The office of a prominent investment
bank was destroyed. They put a call out the following Friday for 1,500 chairs and
1,200 desks. The following Sunday night, they were loaded off the Global trailers
in New York. Their new office was up and running on Monday morning.

You also pioneered another unusual management model: the cell.
During the seventies, I began organizing new employees into production teams
of about 50. The members would learn about manufacturing, assembly, quality
control and distribution. We found it effective to grow the company one cell at
a time. Each cell was accountable. We knew how effective it was and we could
measure their productivity.
Years later, people said to me, “You had a vision, Saul. Now the auto industry is
doing the same thing.” It was not so much a vision, it was a necessity and the best
way to manage a growing work force.
Since the 1974 launch of Global

When did you expand into the United States?

Desks Concepts, Global has sought
to manufacture the entire range
of office products. Today, Global’s
offerings include systems furniture,
executive wood casegoods, laminate
desking, metal filing and storage, and
broad product offerings for spa and
salon (Global Salon), healthcare and
extended care (GlobalCare) and the
education market.
Inset shots from left: Global End
Tab metal lateral filing and storage;
Evolve Systems; Whitby desking
system; Caprice seating series.
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As early as 1967, we had dealer representatives in the southeast U.S. We
expanded into the U.S. in a big way in 1971 with the leadership of our new
partner, Joel Appel, the Chairman of Global Industries, USA. We opened up
a warehouse in New Jersey and put together Global Industries, our U.S. sales
and marketing organization. Now we are a major factor in the U.S. market.
Thanks to Joel’s vision close to 40 years ago, we are the only office furniture
company to have our own distribution network, with our own warehouses,
across America. We have 30 showrooms and 19 distribution centers located
in key strategic markets – we also have 10 showrooms located across Canada.
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80’s

the

How did business change during the eighties?
Computers changed everything. In the seventies, office designers would first
specify the private offices for all the executives. Then, at the tail end of each
project, they’d say, “By the way, we have $6,000 left in the budget. How many
steno chairs can we purchase?” When computers replaced typewriters, secretaries
and administrative assistants suddenly became important parts of the equation
because the computer systems they operated were worth hundreds of thousands
of dollars. From then on, employers made sure that these employees sat in nice
comfortable chairs that felt good.

Saul and Toby Feldberg at Global’s

Then there was the rise in popularity of the home office. It became a big market
for Global. People bought our product not just because it was affordable, but
because it was attractive enough to make them want to use it at home.

20th anniversary party in 1986.

Meeting of the Global associates
(inset left, left to right back row):
Nunzio Paolella, Nick Lopresti,
Tony Manzoli, Avraham Grinberg,
David Glass, Saul Feldberg,
Joe Klasner, Joseph Shimon,
Michael Shats, Irving Stal,
Izrail Vainberg; Left to right, front
row: Tom Newman, Ray Serdoz,
Bill Kemeny, Shaya Hudes.

The office furniture market was growing in other ways, too. By then, we had been
in business for about 15 years. The reliability of our company and the product
was proven. So Global products began to appear in more prestigious places.
Designers with large corporate clients, such as banks and insurance companies,
realized that by using Global products rather than products from big-name,
better-known companies, they could furnish an office at half the price and the
client would be perfectly satisfied.

At the 30th anniversary (inset right),
Saul Feldberg with Joel Appel,
Chairman, Global Industries, USA
and the Feldberg family cut the cake.
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Which chairs stand out from this decade?
We increased product introductions to approximately 20 models per year. The
industry took notice. Our designer, Greg Gabourie, came up with some big
successes. Metric was a stacking chair that could serve as a pull-up or guest chair;
we nicknamed it the Everywhere chair. Axiom was our most stylish executive
chair. Having been involved in seating for so many years, I also had a good feel
for design. I helped create the Diplomat series; we sold two million of these
chairs. I also helped design the Ultra, which sold over a million units. And our
1989 Obusforme chair is the only office chair endorsed by the Canadian
Memorial Chiropractic College.

What were the big technical advances during the eighties?

Executive, 1966

The big breakthrough in the early eighties was the gas cylinder or pneumatic
lift. Who would have guessed that it would become so popular today? The gas
cylinder started slowly and picked up momentum in the late nineties as the
price dropped. In the early eighties, it added maybe $75 to the price of a chair.
By the late nineties, this innovation only added approximately $10. The vast
majority of chairs now have gas cylinders. The hand-cranked, manual spin lift
chair has almost completely disappeared.

Executive 5, 1996

Another big change was adjustability. Chairs were becoming more sophisticated
in their improvements for seating posture. At one time, you might have only
seen a back-height adjustment knob. By the late eighties, you would expect to see
adjustments for seat and back angle, as well as lumbar support.

It all started with the introduction
of the Executive chair, Global’s
very first product, in 1966. Over
the decades, executive leather

“The big breakthrough… was the gas
cylinder or pneumatic lift… another
big change was adjustability.”

seating has remained a key part
of the line-up.

Concorde, 1999
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Karizma, 2006
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90’s

the

What was the inspiration behind Global The Total Office?
Through the years, we were gradually widening our product range. Since 1974,
when we launched Global Desks Concepts, we had the goal of rounding out
the entire product line. Later, we set up Descor Industries to manufacture
affordable wood-veneer casegoods. Boulevard, our first furniture system,
launched in 1991. Actually, systems furniture first appeared in 1983, when
we started Teknion. Teknion became its own success story, developing its own
style, products and distribution. Today, Teknion is an independently operated
company run by my son, David Feldberg, who is President and C.E.O.
We also added filing in the nineties. It took us some time to break into
this part of the business because filing is a complicated and capital-intensive
product. Steel has to be cut to size, welded and painted. To manufacture filing
economically and compete with the big companies requires robotic welders. As
part of the manufacturing process, files travel down the assembly line on hooks,
just like in an auto plant. It was a significant investment for us.

How did your dealers react to the broader range? Did they worry that
Global would lose focus on seating?
Dealers have always been
important members of the Global
family. At our frequent dealercompany get-togethers, we
encourage feedback and criticism.
We travel with our dealers on
incentive trips to Hawaii, Israel
and other far-away destinations.
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We still have more seating offerings than any other manufacturer. This is where
we started and where we will always be very strong. On an average week, we ship
100,000 chairs. One facility alone can ship 35,000 chairs per week. But we had
a long-term goal to position ourselves as The Total Office solution and offer
one-stop shopping to our dealers. We were able to say to them, “Here we have a
full, turnkey operation for you.”
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We support our dealers. This is very important. We work hand-in-hand with our
dealers. It’s a partnership. We have a loyal and intimate relationship. What’s good
for them is good for us. We have frequent get-togethers where we encourage
feedback and criticism. We even have traveled the world with our dealers on
incentive trips to places like Hawaii, Israel, Tahiti, Bermuda, and most recently,
the Bahamas.

In the early nineties, Global opened its own government-approved testing
laboratory. What drove this decision?
Our associate companies gave us the capability to do rapid prototyping. But we
lost precious time when it came to testing new products. By sending new chairs
to an independent testing company, as many of our competitors did and still do,
we had to wait in line. By setting up our own testing lab, we could run tests
immediately and without limitations. Global is the only furniture company
in Canada with such a facility. It’s part of our quality-control program. We
want to ensure that our products remain trouble-free for our dealers and
their customers.

What was the big technical breakthrough in the nineties?

Global was the first and remains the
only furniture company in Canada to
have its own in-house, government-

On the manufacturing side, the big technical breakthrough was the C-Gex
upholstery press. It was designed in France, and it’s the biggest breakthrough in
chair manufacturing in the last 50 years. Here’s a glimpse at how it works: the
operator sprays adhesive on the back of the fabric and places the fabric, foam
and wood combination on the heated bed, which helps cure the fabric to the
foam. The fabric is then secured by a string pulled by two pistons on either side
of the machine.

certified testing laboratory. Left, a
repetitive drop test. Upper left inset
photo, a repetitive back pull test.
Lower left, archival photo from
1966 shows that even before the
advent of office-furniture standards,
Global took the lead by subjecting its
products to life-cycle tests. Bottom
right, our R&D departments use
state-of-the-art technology to ensure
product quality and performance.
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In the eighties, an individual had to be Superman to make 100 chairs in one day
because there was so much hand-stapling. Very few operators could do it. Now,
with the C-Gex press, a good operator can make 250 chairs a day. And it takes
much less physical effort. The press also makes for greater consistency, whether
it’s 9 a.m. or 6 p.m., at the beginning or end of a shift, whether the operator
is energized or tired. The beauty of it is that you no longer have to apprentice
for many years to become a craftsman. In my time, it took quite a few years to
be able to upholster a chair properly. Now, within a few weeks you can become
a professional.
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the future

What’s on the horizon for seating in the new millennium?
Task chairs today are so adjustable and ergonomic that they’re not so much chairs
as machines for sitting in. We’re currently making the adjustment mechanisms
more intuitive. To differentiate ourselves from the rest of the industry, we
continuously introduce unique designs at affordable price points. We do all of
this to ensure that the customer experience is simpler and more enjoyable.

The Global Group Center won an
Ontario Association of Architects
award for its design by Moriyama

To start the new millennium, we introduced our patented push-button
technology located in the arms of our chairs, comparable to aircraft seating, with
the NuCAS and Concorde series. This button adjustment is as easy to operate
as it gets. It’s as revolutionary as going from a stick shift to an automatic
transmission. We call our top-of-the-line Concorde model the Presidential
because several presidents and prime ministers actually sit in it.

and Teshima Architects. This
dedicated, customer-focused building
has become a benchmark in the
industry. The 110,000-square-foot
facility encompasses showrooms,
a learning center and customer
presentation rooms. Dealers,
customers and end-users from
around the world come here for
training, professional seminars
and product launches.

In 2003, we introduced the Ride chair, designed by our talented in-house
Global design team. It has gearshift-like controls on each side of its seat that
let you adjust tilt and height without having to strain to reach levers on the
underside of the seat. Global was recognized with its first Best of NeoCon Award
for the Ride chair.

Inset photos: Above, the ribboncutting ceremony at the Global
Group Center opening in October,
2000. From left, Janice and
Jeff Bly, Bernie Feldberg, Elyssa
and David Feldberg, Toby and
Saul Feldberg, and Melissa and
Joel Feldberg. Inset below, interior
views of the Global Group Center.
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Karizma, introduced in 2005 and designed by Zooey Chu, has elastomeric
bushings, like rubber engine mounts, that allow the backrest to flex in any
direction. We call it the True Response Support System. The concept is to allow
the chair back to mimic the user’s own back movement and offer full support,
no matter how one moves.
25
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You can see where this trend is heading. The final step, and it’s such a big one
that no manufacturer has done it, is the completely self-adjusting, “smart,”
chair, driven by a computer chip. We could manufacture one today, however,
it would cost $6,000 and no one would buy it at that price. To be practical in
the marketplace, the smart component would have to add no more than $100
to the cost of a $500 chair. We’re working on it.
In fact, we’re already integrating seating and electronics. At the Consumer
Electronics Show in Las Vegas a few years ago, we introduced the Power Play
chair, our first media chair, with full surround sound and an integrated motion
shaker. It’s our first entry into the home entertainment industry and quite a
departure for us.

•

Most importantly, we aim to stay true to our original goal, to build a chair
that the average person can afford. However, today and in the future, we will
continue to do so with a focus on a high level of design and innovation. This will
differentiate us from the rest of our competition.

How are you expanding your dealer network internationally?
To give confidence to our international dealers and end-users, we have
opened manufacturing facilities and showrooms throughout the world.
We have manufacturing plants in Great Britain, France, Australia, Brazil,
Malaysia, Israel, Italy and China. This breadth enables us to set up the same
environment for opportunities to our international customers that exist here
in North America.

What is the predominant market trend affecting Global?

The map depicts Global’s 30
showrooms and 19 distribution
centers located in key strategic
American markets.
Inset photos: Above, Saul Feldberg
with Joel Appel, Chairman, Global
Industries USA. Left: The Global
Industries USA team in front of
the Global Group Center.
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It’s more a case of Global creating the trend that affected the market. Years ago,
there used to be clear delineations in the marketplace. There were low-, midand high-end manufacturers and they generally didn’t compete against one
another. Now the market is a big grey zone driven primarily by price and value.
There are flexible divisions as opposed to the hard divisions of the past. Global’s
position as a value-based mid-market manufacturer is as valid now as it was when
we began. In addition, Global has been able to extend its manufacturing and
design capabilities to the healthcare market for both hospitals and long-term
care facilities.
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You’re well-positioned to take on any and all North American
competitors. But how will Global hold its own against the onslaught
of low-cost Asian goods?
We can compete with China because of our speed to market and diversity of
product line. What the low-cost, offshore manufacturers gain in price advantage,
they lose in logistics. Our dealers can custom order almost anything to arrive
in a matter of days. This advantage makes us one of the few North American
manufacturers – maybe the only manufacturer – to compete successfully against
Asian producers in home-office stores such as Staples and Office Depot.

Global has been particularly blessed in its labor relations. To what do you
attribute this?
From the beginning, we called ourselves the Global family. These aren’t just
empty words. We truly feel for our people.
Thirty years ago, we started our profit-sharing plan. Employees join it after
working here for one year. Global contributes thousands of dollars a year per
employee, which is substantial. The company also provides a full range of
benefits, from dental to drugs to life and long-term disability insurance. Not
surprisingly, we have very low turnover. Many employees are children and
grandchildren of the first wave that started here 30-plus years ago. This
continuity gives me great personal satisfaction.

The Evolve furniture system
epitomizes Global’s commitment
to the environment. Virtually the
entire product consists of recycled
materials using earth-friendly
processes.
Inset photos clockwise from left:
Global metal products are powdercoated. This process is earth-friendly,

It shows that although we’re now a big company, we still have that small-company
feeling. The entire management team, including me, is accessible and in touch.
I listen to people’s problems. They’re always asking me for advice; it’s like
Fiddler on the Roof. If someone gets married or has a child, their co-workers will
throw a little party. I’m always there to celebrate with them. If I’m out of town
on a sales call, they’ll postpone the party until the following week.

unlike traditional wet-line painting,
and avoids greenhouse-gas
emissions. Ninety-nine per cent
of the paint powder is recycled
and reused. Work surfaces are
manufactured from wheat stalk,
an MDF alternative developed in
Canada. Evolve panel frames are
injection molded with recycled
polypropylene and ground
hardwood fibre collected from

I don’t think that this relationship between employees and management exists in
many corporations today. We have a slogan, among ourselves: We want to be
successful, but not at any cost. There are certain things in life that dollars
and cents cannot buy, and the feeling that maintaining our Global family brings
to each of us is one of them.

our wood facilities.
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You are also a believer in giving back to the community.
We donate to many charities, including University Health Network: Princess
Margaret, Mount Sinai, Toronto General and Sick Children’s Hospitals. We also
support the Starlight Children’s Foundation International which grants the wishes
of critically ill children. Furthermore, we support the Reena Foundation which
helps developmentally challenged children. We provide design scholarships to
several colleges and universities in Canada. I sit on the B’nai Brith Canada Board.
Our family was directly involved with the Yad Vashem Memorial Committee in
Toronto to help build a Wall of Remembrance in Earl Bales Park to honor
Holocaust victims. I’m a great believer in doing things for your conscience without
making a big noise. Like the Bible says, if you do something good and do it quietly,
you double its value.

You mentioned your wife Toby’s role at Global. What about your children?
Toby and I have been blessed with four wonderful kids. David, Bernie, Janice and
Joel all worked at Global before joining the company full time. All of our children
spent summers working in various departments: payables, customer service,
purchasing, shipping, the assembly line, getting to know the business from A to Z.
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(1) Above, left to right: Joel, David,
Toby, Saul, Janice, Jeff and Bernie.
Saul Feldberg’s contributions and
achievements have won recognition
from world leaders. (2) Saul and
Toby Feldberg with British Prime
Minister John Major and (3) U.S.

6

President Bill Clinton. (4) Saul
receiving an Honorary Doctor of
Laws degree from York University,
Toronto. (5) Saul Feldberg with
Pope John Paul II. In 1995, to
commemorate the 50th anniversary
of the end of the Second World War,
40 prominent Holocaust survivors
from around the world were invited
to an audience with the Pope. (6)
Saul with Canadian Prime Minister
Pierre Elliot Trudeau.

5

(7) David Feldberg, President and

7
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David, a lawyer by training, began at Global in 1984 and worked at the company
for close to 15 years, during which he served as President. He was instrumental
in building Global into a world-class organization. David was the architect of our
sales, marketing and distribution network. In 1994, David became President and
C.E.O. of Teknion, where he continues to hold this position today. Bernie has
been the longest-serving Global employee of all the children. He has worked at
Global for over 25 years and is a very valuable and active member of our company’s
Finance/Accounting Department. Joel, also a lawyer, is the current President and
C.O.O. at Global. He joined Global in 2002, after practicing corporate law for
serveral years. Janice is also a lawyer by training and she helped start the Global
Legal Department over 10 years ago. She is currently active in other aspects of our
family business. In addition, Jeff Bly, Janice’s husband, has been with Global for
close to 20 years. He is the Senior Vice President, Supply Chain Management for
the Global Group. It feels wonderful to have all of my children working for the
company, especially since they’re here by choice. I like to think that the hard work
and dedication of Global pioneers like me has set an example. The new generation
will pick up the ball and run with it.

C.E.O. of Teknion. (8) Joel Feldberg
with New York Mayor Rudy Giuliani.

31

canada
Global Group Head Office
1350 Flint Road
Downsview, Ontario M3J 2J7
Tel: (416) 661-3660
Fax: (416) 661-6685

Calgary
12-2010 30th Avenue N.E.
Calgary, Alberta T2E 7K9
Tel: (403) 250-7770
Fax: (403) 250-7773

Halifax
1310 Hollis Street, Suite 150
Halifax, Nova Scotia B3J 3P3
Tel: (902) 422-7434
Fax: (902) 423-9924

Montreal
980 St-Antoine Ouest, Bureau 200
Montreal, Quebec H3C 1A8
Tel: (514) 866-4331
Fax: (514) 866-8567

Quebec
1020, route de l’Église, Bureau 210
Ste-Foy, Quebec G1V 3V9
Tel: (418) 653-6111
Fax: (418) 653-6151

Global Group Center
Main Showroom and Sales Office
1350 Flint Road
Downsview, Ontario M3J 2J7
Tel: (416) 650-6500
Fax: (416) 661-5671

Edmonton
#100, 18020 105 Ave.
Edmonton, Alberta T5S 2P1
Tel: (780) 444-8922
Fax: (780) 443-3913

Moncton
268 Coverdale Road
Riverview, New Brunswick E1B 3J2
Tel: (506) 858-8383
Fax: (506) 858-0499

Ottawa
150 Isabella Street, Suite 201
Ottawa, Ontario K1S 1V7
Tel: (613) 234-2881
Fax: (613) 234-5350

Vancouver
110-3773 Still Creek Avenue
Burnaby, British Columbia V5C 4E2
Tel: (604) 432-1701
Fax: (604) 432-7475

Corporate US Headquarters
17 West Stow Road - P.O. Box 562
Marlton, New Jersey 08053
Tel: (856) 596-3390
Tel: (800) 220-1900
Fax: (856) 596-5684

1130 Connecticut Avenue, NW
Second Floor - Suite 210
Washington, DC 20036
Tel: (202) 659-0230
Tel: (202) 659-0236
Fax: (202) 659-0306

560 Sawgrass Corporate Parkway
Sunrise, Florida 33325
Tel: (954) 846-8888
Tel: (800) 331-0529
Fax: (954) 846-8110

5 Document Drive
St. Louis, Missouri 63114
Tel: (314) 432-4463
Fax: (314) 432-4471

2000 Freeway Boulevard
Brooklyn Center, Minnesota 55430
Tel: (763) 560-8196
Tel: (800) 829-2153
Fax: (763) 560-2098

16401 East 33rd Drive - Ste. 50
Aurora, Colorado 80011
Tel: (303) 340-1617
Tel: (800) 275-6655
Fax: (303) 340-1657

119 Greetree Road
Marlton, New Jersey 08053
Tel: (856) 596-3390
Tel: (800) 220-1900
Fax: (856) 596-4472

6135 Lakeview Drive - Ste. 350
Harris Ridge Business Center
Charlotte, North Carolina 28269
Tel: (704) 494-4866
Fax: (704) 494-4889

1855 Griffin Road - Ste. B426
Design Center of the Americas
Dania Beach, Florida 33004
Tel: (954) 926-1025
Tel: (954) 926-5245
Fax: (954) 926-7841

10814 West 78th Street
Shawnee, Kansas 66214
Tel: (913) 631-2525
Tel: (800) 796-0770
Fax: (913) 631-4374

901 S. Labarre Road - Suite 201
Metairie, Louisiana 70001
Tel: (504) 834-6228
Tel: (800) 275-0663
Fax: (504) 835-9638

4645 East Cotton Center Boulevard
Building 2 - Ste. 165
Phoenix, Arizona 85040
Tel: (602) 426-0666
Tel: (602) 426-0777
Fax: (602) 426-1148

192 Lexington Avenue - Third Floor
New York, New York 10016
Tel: (212) 545-9900
Tel: (888) 315-1301
Fax: (212) 545-5826

2124 Evergreen Boulevard
Duluth, Georgia 30096
Tel: (770) 277-4559
Tel: (800) 220-7328
Fax: (770) 277-5744

380 Leetsdale Industrial Drive
Leetsdale, Pennsylvania 15056
Tel (724) 385-1200
Tel: (800) 942-9999
Fax: (724) 385-1207

The Merchandise Mart - Ste. 1035
Chicago, Illinois 60654
Tel: (312) 755-0839
Tel: (312) 755-0843
Fax: (312) 755-0837

4747 Leston - Ste. 808
Dallas, Texas 75247
Tel: (214) 630-5671
Tel: (800) 929-2936
Fax: (214) 631-6151

12320 Bloomfield Avenue - Unit A
Santa Fe Springs, California 90670
Tel: (562) 484-9686
Tel: (800) 640-0301
Fax: (562) 484-9685

19 Connector Road
Andover, Massachusetts 01810
Tel: (978) 470-8463
Tel: (800) 876-8980
Fax: (978) 470-8920

10 - 10th Street - Suite 150
The Millennium Building
Atlanta, Georgia 30309
Tel: (404) 879-0998
Fax: (404) 879-9995

335 Treeworth Boulevard
Broadview Heights, Ohio 44147
Tel: (440) 546-0065
Fax: (440) 546-0092

1879 Internationale Boulevard
Glendale Heights, Illinois 60139
Tel: (630) 681-2818
Tel: (800) 866-6497
Fax: (630) 681-1631

305 Garden Oaks Boulevard
Houston, Texas 77018
Tel: (713) 695-5777
Tel: (800) 935-6468
Fax: (713) 695-5778

44091 Nobel Drive
Fremont, California 94538
Tel: (510) 897-4150
Tel: (888) 418-4800
Fax: (510) 897-4156

7030 Troy Hill Drive
Troy Hill Corporate Center
Elkridge, Maryland 21075
Tel: (301) 362-9400
Tel: (800) 863-7300
Fax: (301) 362-9444

10351 Windhorst Road
Tampa, Florida 33619
Tel: (813) 621-6272
Tel: (800) 525-6288
Fax: (813) 621-7958

9910 Charter Park Drive
West Chester, Ohio 45069
Tel: (513) 777-0009
Tel: (800) 552-3375
Fax: (513) 777-5863

24483 West 10 Mile Road
Riverwood Research Center
Southfield, Michigan 48033
Tel: (248) 357-7211
Tel: (248) 357-7216
Fax: (248) 357-7241

6950 Alamo Downs Parkway - Ste. 100
San Antonio, Texas 78238
Tel: (210) 684-8450
Tel: (800) 683-4000
Fax: (210) 684-3700

820 SW 34th Street, Building W7, Suite A
Oaksdale Commerce Center
Renton, Washington 98057
Tel: (425) 291-9282
Tel: (888) 218-2600
Fax: (425) 291-9287

Global Group International
Department
1350 Flint Road, Downsview
Ontario M3J 2J7 Canada
Tel/Tél: (416) 661-3660
Fax/Téléc: (416) 667-1821
Fax/Téléc: (416) 661-5671
David_Markus@globaltotaloffice.com

GGI – France
France – S.A.
10 Route de Cos
82350 Albias France
Tel/Tél: 335-6328-0030
Fax/Téléc: 335-6328-0031
email@ggi-france.com

Global Latin America
16433 Sapphire Place
Weston, FL 33331 U.S.A.
Tel/Tél: 954-349-9169
Fax/Téléc: 954-349-8722
Rosario_Sarmiento@globaltotaloffice.com

Fineseat Manufacturers Limited
Building E, 60 Perry Street
Matraville, NSW 2036 Australia
Tel/Tél: 612-9311-0555
Fax/Téléc: 612-9311-0500
brian@fineseat.com.au

GGI Office Furniture Ltd. (UK)
Global Way, Darwen, Lancashire
BB3 0RW United Kingdom
Tel/Tél: +44(0) 1254-778500
Fax/Téléc: +44(0) 1254-778519
info@ggieurope.com

Global Middle East
P.O. Box 62151, Trade Centre Road
Dubai, United Arab Emirates
Tel/Tél: 971-50518-5050
Fax/Téléc: 971-4396-9790
George_Ambrail@globaltotaloffice.com

Global Caribbean Caribco Inc.
18395 Gulf Blvd., Suite 201
Indian Shore, Florida 33785 U.S.A.
Tel/Tél: 727-595-2919
Fax/Téléc: 727-595-5120
thone.melonson@caribcoinc.com

Global Mobilinea S. A.
R. Andre Fernandes 205-A Jardim Europe
CEP: 04536-020 San Paulo, SP Brazil
Tel/Tél: 55-11-3706-3622
Fax/Téléc: 55-11-3706-3633
presidencia@mobilinea.com.br

Winnipeg
1-1080 Waverley Street
Winnipeg, Manitoba R3T 5S4
Tel: (204) 925-3350
Fax: (204) 925-3356

united states

international
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“it all started with a chair the
average person could afford.”

1.877.446.2251 CAN

1.856.596.3390 USA
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