
  
 
 



 



 



 
 



 
 

 



 

 



 

 
 

 



 



 
 



 
 



 



 

 

 

 

 

 

 



 

 

 

 

 

 

 

 



 



 



 



 



 



 



 



 



 



 



 



 
 
 



 
 



 
 



 
 
 



 
 



 



 



 
 



 



 



 

 



 



 

 

 



 

 



 

 



 



 

Congratulations on Another Successful Meeting 

Robert Antoshak 

Managing Partner, Gherzi Americas | Four Decades in Textiles & Apparel | Sourcing, Trade Policy & Market 

Strategy | Traceability & Trade Risk | Industry Writer & Commentator 

November 7, 2026 

Call me cranky, but I’m tired of watching sustainability organizations take victory laps around problems they 

were created to solve. Every year, another conference announces that the conversation has advanced. I’m never 

sure anything else has. Somewhere, a mill manager is trying to finance a wastewater treatment upgrade while a 

ballroom full of people talks about elevating the importance of water. Apparently, the water was waiting for a 

keynote. 

I’ve spent enough time in textiles to know that environmental improvements are difficult. Equipment costs 

money, and changing a production process can create problems that never appear in a conference presentation. 

Someone has to keep the plant running while figuring out whether a proposed improvement will work with the 

machinery already on the floor. That person deserves a hearing, and the people urging factories to move faster 

should be in the room for it. 

The Guest List 

I’d argue that a lot of the people most serious about cleaning up this industry skip these events because they 

consider them a distraction. They have work underway and limited time to get it done. Spending several days 

listening to familiar speeches, followed by the familiar conclusion that more work is needed, doesn’t move that 

work along. I can’t blame them. 

https://www.linkedin.com/in/rantoshak/
https://www.linkedin.com/in/rantoshak/


Serious people attend, too, and some go home with information they can use. I suspect they’re outnumbered, 

though, by people who are there mainly for marketing. The logo placement usually gets settled well before 

anyone explains how the event’s environmental contribution will be measured. 

It bothers me that a gathering sold as evidence of environmental commitment turns into a chance to buy the 

appearance of it. An executive sits on a panel and somebody takes the photograph. By Monday, the company is 

telling the world it helped shape the future of sustainable textiles. Whether its purchasing department has agreed 

to pay for any of that future is a separate conversation. 

What a Signature Tells You 

Then come the pledges. A company signs something and the organization welcomes it, which gives everybody 

material for LinkedIn. There may be real work behind the announcement. If so, show it. A signature tells me 

someone agreed to something. I still want to know whether the river downstream is any cleaner. 

“Convening” makes getting people into a room sound like an environmental intervention. “Engagement” works 

the same way. You can spend years engaging with a problem without accepting responsibility for what happens 

to it. The annual report then fills pages with activity and says little about results. 

The Business Underneath 

And there is a business underneath all this. Membership fees pay salaries. Sponsorships support events, which 

provide visibility that helps attract the next round of sponsorships. Organizations need money to function, and 

there’s nothing improper about that. But once an institution depends on a conversation continuing, it’s fair to 

ask how eager it is to end it. 

Too often, slow progress becomes the case for expanding the organization responsible for encouraging it. The 

goals remain distant, so the initiative needs more funding. Participation is disappointing, so it needs more staff. 

After a while, you begin to wonder what outcome would justify a smaller budget. I rarely hear anyone at these 

events ask it. 

That question gets harder to raise when the political climate turns against environmental advocacy. I understand 

why people working in these organizations worry about funding and their jobs. But concern about institutional 

survival can displace the original purpose, especially when every criticism starts to sound like ammunition for 

political opponents. At that point, asking whether a program works can start to feel like disloyalty, when it 

ought to be part of the job. 

Whatever the politics, the budget request looks the same. In a friendly climate, the organization needs resources 

to seize the opportunity. In a hostile one, it needs resources to defend its work. I’d respect any organization 

willing to stand at the podium and say, “This program didn’t accomplish enough to justify its cost, so we’re 

closing it.” 

Who Pays 

Meanwhile, the supplier gets another questionnaire. The mill may already have submitted much of the same 

information through a different system, but this request has its own terminology and deadline. Someone has to 

stop doing other work to complete it. A reporting requirement isn’t free just because the bill arrives as 

somebody else’s working hours. Ask suppliers how much environmental investment they’ve postponed while 

paying to document their intentions. 

And the buyer? If a brand wants a supplier to make a substantial environmental investment, what purchasing 

commitment will help pay for it? How much additional cost will the buyer accept? In my experience, an 



invitation to join an initiative is easier to get than a contract long enough to support the investment. The supplier 

is asked to commit years ahead, while the customer can still move the business over a few cents. All the risk sits 

with the mill. 

Show Your Work 

Before the next awards dinner, I’d like a plain account of what the organization’s work changed. Pick a claimed 

result and explain the evidence, including what it cost participating companies to achieve. Tell us where the 

program fell short. If the principal achievement was getting people to talk, say that. A useful conversation can 

justify a meeting. Credit for improving the planet can wait for the water samples. 

The people doing the hard work should be the most frustrated. When weak claims receive the same applause as 

difficult, verifiable improvements, the applause loses its value. Treating criticism as a threat only protects the 

people most comfortable with the existing arrangement. And insisting that every organization deserves support 

because the political opposition is worse doesn’t explain what the membership fees accomplish. 

I’ll sit through another conference presentation if the speaker explains what changed after the last one, 

preferably without mentioning attendance figures. Until then, I’ll pass on the victory lap. The ballroom is 

booked again and the sponsors have their photographs. That mill manager is still trying to pay for the treatment 

plant. I’d give that person the next keynote. 



 



 

 



 



 

 

 

 



 

 

 



 

 

 



 



 


