


facility focus

Several factors can influence the neces-
sary frequency of regular cleaning, interim
maintenance and restoration.

These can include environmental condi-
tions, desired level of quality, population in
the facility and the accumulated damage to
the flooring — especially with carpet.

It is important to challenge the existing
frequencies and adjust them according to
the condition of the floors throughout a facil-
ity when necessary.

As a professional, the customer should be
presented with the program that is the most
appropriate for their facility given their willing-
ness to invest in the condition of their floors.

Once there is a solid plan for floor care,
there must be sufficiently trained personnel
to carry out the plan.

While it is possible to purchase training from
a number of places, it may not be necessary.

A professional cleaning company always
has suppliers who are interested in seeing
growth in the business.

It is advantageous to view these suppliers
as partners in business endeavors.

Equipment manufacturers, chemical
manufacturers and distributors are usually
very willing to work with growing cleaning
companies and successful in-house opera-
tions.

They have already developed the training
materials, complete with safe practices and
processes that help assure a high-quality
job every time.

Oftentimes, the cost for this expert advice
is simply continued business and an oppor-
tunity for growth.

One other advantage to relying on sup-
ply partners for training is that they often
know the latest techniques, equipment and
chemicals available.

Many of the advances in the cleaning
industry are designed to save money.

Purchasing equipment for floor care can
run anywhere from a few hundred dollars to
thousands of dollars.

Unless restoring carpet or hard floor in a
football-sized venue is in the plan, spending
can be kept at a reasonable level.

Again, this is a great opportunity to rely on
equipment manufacturers for advice.

Most reputable equipment sales people
are concerned with determining what the
right piece of equipment is.

Overselling customers on equipment that
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is not necessary will not assure them of any
future income from the buyer.

Ask a lot of questions during the equip-
ment selection process before selecting
new equipment.

Also, remember that while equipment
does require an upfront investment, con-
sider the potential cost savings as well.

Suppose damp mopping a 10,000-square-
foot room in two hours, five nights per week
using the traditional method carries a labor
cost of $14 per hour.

That would equate to a weekly labor cost
of $140 and an annual cost of $7,280.

Now, suppose a 20-inch walk behind
scrubber costs $3,640.

If the same cleaner performed the same
job in one hour with the scrubber, the week-
ly labor cost would be $70 and the annual
cost $3,640.

The total savings from this is investment
is $3,640 in labor costs.

In 12 months, the scrubber will be paid for
by the labor cost savings.

In addition to cosmopolitan equipment,
which can easily improve productivity over
traditional methods, there have been sev-
eral advances in equipment technology that
help reduce water usage, reduce chemical
usage, make a smaller negative impact on
the environment as well as improve produc-
tivity to rates beyond those thought imagin-
able 20 to 30 years ago.

The use of microfiber jn many cleaning
tools is an example of these-advances.

Flat microfiber mops not only clean well
and use less water, but they also are easier
for most cleaners to use.

Microfiber flat mops with chemical dispens-
ers built into the handle eliminate the need for
mop buckets and wringers and the dangers
associated with transporting and emptying.

There are also other ways the industry
has been aggressive in helping cleaning
teams save time and money while matching
or improving the quality of the results.

In finishing hard floors, several chemi-
cal manufactures offer specially designed
applicators for their floor finishes.

These applicators help to decrease setup
and cleanup times before and after the
application.

There are also applicators that aid in sav-
ing chemical costs by preserving unused
finish for the next application.
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Once an investment in people, equipment,
chemicals and spebial tools has been made,
protecting the investments is of utmost
importance.

Trained floor care technicians like to be
challenged, but they do not like being left
without the proper tools necessary to com-
plete a high-quality job.

Always provide technicians with the
resources they need and they will continue
to make a return on the investment you have
made in them.

Equipment lasts only as long as it is not
being ignored; batteries, plugs, hoses and
connectors need to be maintained regularly.

Diligent attention to equipment care will
continue to contribute to the bottom line.

Small tools are often critical to the job;
just because some tools are small does not
mean they are disposable.

Above all, never operate an unsafe piece
of equipment, as an unsafe risk taken with
technicians or equipment will never be worth
the price paid in the event of an accident.

It is great to show trust in well-trained
technicians.

They should know what is expected and,
if they have been trained well, they will be
conscientious about doing a great job.

However, this does not excuse managers
from personally verifying that the job was
completed according to company standards
and those of the customer.

Build guality into the project with proper
training and execution, but.then inspect the
results.

Finally, be sure to praise great results.

Acknowledgement of a job well-done will
mean a great deal on the next floor care
project. CIVf
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