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WILDMAN BUSINESS GROUP
Linens, Vision and a Whole Lot More

Address: 800 S. Buffalo Street, Warsaw, IN 46580
Telephone: (866) 369-1552
Web site: www.wildmanbg.com
Management: Josh Wildman, CEO; Drew Scholl, president and chief administration officer

With faith, vision and a focus on people, the Wildman Business Group has grown 
from a single dry-cleaning operation to include five divisions, four facilities and 
260 employees in the highly competitive industrial laundry world. It’s a family 
business success story – with a little assistance from others.

It all started with one man, Rex Wildman, looking to own his own company.

“After he returned from the war, my grandpa worked for Standard Oil,” Josh Wildman explains. “But he 
was an entrepreneur and wanted to be in business for himself. He purchased a local dry-cleaning operation (in 
1952) in Nappanee.”

The first challenge was securing financing for the new venture.
“It’s kind of a funny story. He couldn’t get financing from the bank, so he borrowed the money from a 

local Amish man. We were in Nappanee until 1963 and at that point my grandpa moved us to Warsaw. We 
were a dry cleaner and industrial laundry.”

In 1977, Josh’s father, Brent, joined the family business after graduating from Seattle Pacific University. He 
inherited his father’s entrepreneurial spirit and ventured into the industrial uniform industry with the 
development of Wildman Uniform & Linen.

Two people provided that “outside the family” boost. Todd Denton began his career with the company as a 
route driver in 1977. He was quickly promoted to branch manager and subsequently moved through the ranks as 
plant manager, general manager, vice president and finished his career as the executive vice president of the 
Uniform & Linen division.

“He just retired after being with us for 43 years,” Wildman says.
In 1998 the company acquired a competitor, K&G Services, doubling the size of the business overnight. 

Denton played an instrumental role in the transition.
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Shortly after the organizations came together, 
Steve Bryant, a former U.S. Marine, joined 
the team. Bryant brought more than 30 years 
of industry experience and an impressive 
track record at several large companies. Brent 
Wildman, CEO at the time, turned over the 
reins to Bryant in 2000. He was charged with 
building the company and training the next 
generation of leadership.

Building the base
In the next 12 years, Wildman Business 

Group grew from $3.75 million in revenue 
to $38 million. The employee count soared 
from 70 to 200.

“I had no intentions of living in Warsaw 
or working in the family business to be 
perfectly honest,” Josh Wildman shares. “But 
through a course of events I ended up here 
for a summer during college and obviously I 
grew up around it. I did all kinds of odd jobs 
in the plant. Steve Bryant was instrumental in 
mentoring both Drew and I.”

Wildman decided he was called to stay 
with the family business. 

“I thought it could be a fun job, then it 
became a career. It’s now a calling to advance 
our mission. And I love it,” he adds.

Scholl, Josh Wildman’s brother-in-law, 
wasn’t looking to get involved with the 
company either.

“I lived in Nashville and did music. An 
opportunity came up once Josh was working 
here at Wildman,” he reflects. “They had 
been trying to start the Facilities Services 
division and through a series of conversations 
they asked me if I wanted to give it a go. I 
saw it as an opportunity to be an entrepreneur. 
I was 21 years old and moved back here. I 
started the Facilities Services division and did 
that for my first eight years here.”

He agrees that helping lead the business 
is the result of a higher being.

“It’s one of those things where you just 
know you are held to something,” Scholl 

confides. “There are days when it’s a lot of 
fun and there are days that aren’t so fun. But 
you know when you … have a clear calling to 
the mission of what you are trying to accomplish.”

Current team
As CEO, Wildman guides the company 

and where it is going.
“My main area is setting the vision and 

working with the teams to develop a strategy 
to support that vision, as well as large customer 
relationships and working on acquisition 
opportunities,” he notes. “Drew works more 
in the operations side of the business.”

Scholl is also taking on Denton’s leadership 
role following the latter’s recent retirement.

“My main responsibilities have included 
human resources, talent development, 
training and the technology team,” Scholl 
details. “I will also be taking over the laundry, 
so that will be one of my primary focuses.”

The company’s five divisions include 
Wildman Uniform & Linen, Wildman Facility 
Services, Wildman Imprints, Winona Services 
and YouTheFan. The primary operation continues 
to be in Warsaw with additional facilities in 
South Bend, Fort Wayne and Indianapolis. 

“Our Uniform & Linen division supplies 
walk-off mats, uniforms, towel, apron and 
linen service to about 7,000 customers in 
Indiana,” Wildman offers. “That’s about 50% 
of our revenue. It’s our core; it’s what allows 
us to do everything else.”

The company uses that business base to 

Wildman Customer Creed
1. The customer is the most important person in our business.
2. The customer is not dependent on us; we are dependent on the customer.
3. The customer is not an interruption of our work; the customer is the purpose of it.
4. The customer does us a favor by calling us; we are not doing the customer a favor by 

serving them.
5. The customer is part of our business – not an outsider.
6. The customer is not a cold statistic; customers have feelings and emotions like our own.
7. The customer has certain expectations; it is our job to meet – or exceed – those expectations.
8. The customer is deserving of our most courteous and attentive treatment. It’s our 

pleasure to serve them.
9. Our customer makes it possible to pay our salary and give back to the communities in 

which we live and work.
10. Our customer is the lifeblood of our business.

Wildman Uniform & Linen maintains a 99.9% customer satisfaction rating and retains 96% of its 
customers annually. Steve Marsh loads a truck for uniform delivery. Wildman Business Group employs 
260 people across five divisions.

Continued on page 110
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offer new services.
“With those same customers, bolt on the Facilities Services 

and Imprints products,” he outlines. “The Facilities Services is a 
rolling warehouse where we can supply up to 60,000 items 
businesses need on an everyday basis – from janitorial supplies 
to office supplies.”

The Imprints Division is focused on corporate branding, 
corporate uniform programs and promotional products such as 
screen-printed or embroidered apparel.

“Winona Services was born out of an opportunity that we 
saw when we went through the recession. We were successful 
in selling janitorial products off our uniform and linen routes; 
more successful than most of our peers,” Wildman reveals. 
“We partnered with our supplier for towel and tissue products 
and were basically their representation to the textile rental 
industry. That division has grown and been successful in 
helping other textile rental operators successfully diversify their 
product offerings on their routes.”

Taking a different route
“YouTheFan was a wild idea one of our sales managers had 

for a promotional product that led us into retail product 
licensing,” Wildman beams. “Obviously, it’s a retail consumer 
product, not a business service.”

YouTheFan, living by the motto, “Officially licensed. 
Officially awesome.” offers products for sports fans. One of the 
most popular items is a grilling tool called The Sportula. Each 
laser-cut item is embellished with the logo of the fan’s favorite 
NCAA, NFL, MLB, NHL or NBA team. The company also 
creates fan merchandise for each branch of the military.

Wildman says it’s been a fun ride learning the retail 
business and even hinted that new products are in development 
and will be coming to market very soon.

As sports fans themselves, Wildman and Scholl both have 
Notre Dame and Colts Sportulas.

“I think I have like 10 Sportulas at home,” Wildman 
confesses. “I love them.”

But one might not be totally faithful to the home state team.
“I do have a Bears Sportula as well,” Scholl chimes in. “I’ve 

got to admit it.”

Looking forward
When asked if there’s going to be a fourth generation of 

the family involved with the company, Wildman says it’s too 
early to say.

“We just recently put in place a family council to address 
that opportunity,” he explains. “There are 14 grandchildren and 
the oldest are now just 16, 17 and 18. We’re talking about 
opportunities and what it would mean if anybody has interest in 
the business.”

Currently, the company’s focus is to expand and spread 
the brand further south of Indianapolis.

“We love Indiana and its Midwestern workforce. It has a good 
work ethic and values,” Wildman attests. “We do well with those 
types of employees, team members and customers. Indiana is such 
a business-friendly state, and we are fortunate to be based here.”

Wildman Business Group
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