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Hiring is a full time job

By Bill Bane

The reason most people give for lack of
growth in the cleaning business is that it’s
nearly impossible to hire anyone who wants
to work. This isn’t true! There are people ev-
erywhere who would like to work, especially
in these tough times.

The key is asking. Lazy business owners
expect people to answer an ad in the classi-
fieds and come charging into the office ready
to go to work. Want ads are the wrong place
to look. An owner or manager must go out
and recruit. If that tactic is good enough for
college athletic managers, it surely must be
good enough for business.

In the world of sports, high school coaches
scoutthe grade school teams. College coaches
scout high school games. Professional teams
have full time scouts working everywhere.
They look for players who have talent.

Go out into the real world where people are
gainfully employed and shop for prospects for
your business! Look for attitude, patience,
courtesy and appearance. Look for a ready
smile and the ability to say please and thank
you like they mean it. If you see someone
you like, hand them a business card and ask
them to call you when they have a chance. Tell
them you have a job opportunity if they’re
interested. Most of them will not call you,
but a few will.

Keep the pipe line full of prospects that
you’ve interviewed and when you need help
you’ll have it. Just as in your advertising pro-
gram, hiring isanumbers game. It takes many
contacts before you find the person you want,
one who is agreeable to joining your firm and
perform for your profit.

Ask for references when hiring and be sure
to check them out. Run a criminal and drug
check on them, too. Don’t forget you’ll be
sending these people into some pretty nice
homes and you’re responsible.
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Phone voice

There’s a trend in telephone receptionists
to speak in clipped tones? The staccato-like
delivery resemblesacomputer until the end of
asentence, whenthetone shiftstoahigherkey
and makes a statement sound like a question.
They often begin a sentence with “Umm!”
andtie sentencestogether with something that
sounds like, “An, Ummm!”

Whentraining telephone specialists, be sure
to have them practice reading segments from
your sales brochures. It teaches them about
your businessand repeated reading helpsthem
avoid the above scenario. Insist on voice qual-
ity that is warm and friendly. Your prospect’s
first impression of your company is the voice
they hear on the phone.

Gurus on line

Not long ago, Don Terry and | were dis-
cussing so-called “gurus” (another word for
salespeople) oninternetbulletinboards. When
they haven’t been mentioned for a day or so,
a question magically appears about their next
meeting or school. Then someone will ask a
question that invites an answer from them or
one of their followers (shills) to call attention
to the so-called “expert.”

We’ve had calls and e-mails asking why
we don’t participate in public bulletin boards.
There are two reasons. Our staff is very busy
taking care of our customersand we always put
them first in anything we do. Secondly, there
is some mischief on bulletin boards and we do
not wish to be associated with them.

Don told me how many hours he spends on
the phone answering questions for our cus-
tomers and for technical people from carpet
mills and furniture plants. These contacts
generate more business for our customersthan
we could ever hope to produce from posting
dubious questions and self-serving responses
on public forums.

Investing in customers

Treat every customer like an investment
that will return profit to you. The only risk
involved is being greedy with the time your
customer has purchased from you. While they
may expect you to be prompt, they don’t want
youtorushtheir job. Andthey don’tcare where
you’ve beenor how long you were there or how
hard you’ve worked. They’re only interested
in their own place.

Youshould listthe time you arrive and leave
oneach job. Itmay surprise youto findadirect
link between rechecks (some call them no-
charge call backs) and the lack of time spent
on a job. Most rechecks can be eliminated by
taking a little more time on the initial job, thus
illustrating how a small investment of time
may save money on a recheck.

During the next ten years it is estimated
that 34 million “Baby Boomers” will retire.
This is without a doubt the largest and most
affluent generation ever to quit working. It
also represents one that wants and appreciates
good service. Forthose inthe service industry,
those statistics and characteristics represent
the greatest opportunity we’ve ever had in
our business.

IICRC C.C.T. Class
September 16 - 17, 2010

Bane-Clene Institute
Course to Success
June 2 - 4 ® July 28 - 30

All classes are held in the
Bane-Clene Indianapolis
Training Center

See page 2 for details!




( IICRC Carpet Cleaning R

Technician (C.C.T.) class

September 16 - 17, 2010
$199/person

Most mills require technicians and
firms cleaning their manufactured
carpets to have IICRC certifica-
tion.

IICRC Exam available for additional
charge - payable directly to IICRC.

Just Some of the Topics Covered:

Deodorizing.

Fibers (types and sources).
Fiber identification.

Carpet construction.

Carpet dyeing and colors.
Programmed Carpet Mainte-
nance.

Mechanics of soiling.

The cleaning cycle.
Understanding pH.
Chemistry of cleaning.
Carpet cleaning methods.
Over wetting problems.
Carpet cleaning problems an-
swers.

¢ Professional spot stain removal.
e Marketing and sales.

e Topical treatments.

For more information and to register,
call 800 428 9512.

Upgrade your current Bane-Clene
system with a new 3-D Base Unit
with a five-year conditional warranty
- Adaptable to all Bane-Clene tank
systems.

$6,995.00 +
Shipping and Handling.

Call for details.

-
Certified Used

Dry Cleaner
$895.00

90-day warranty.
Includes drapery board, brushes,
tool, vac bags and exhaust hose.
(no chemicals included)

Shipping & Handling Extra.

Call for details.

-
-
Certified Used
Pre-2005
Perma-Mount® 70
$6,995.00

90-day warranty.

Shipping & Handling Extra.
Call for details.

(  BREAKTHROUGH )

Carpet, Rug, Furniture, Stone &
Grout Protector
New Sta-Clene® Formula 940

(Sold only through professional cleaners)

* Ready to use
Saves time and money. No mixing.
Won't spoil like water-based products.

* No silicones
Clear and nearly odorless. Creates a
barrieraround each fiberand will NOT
void stain-resist carpet warranties.

e Strong, fluorinated polymer
Won'taffectappearance, feel or color
of a treated surface. Does not slow
dryingtime. Superior oiland water re-
pellency. Resists abrasion and wear.
Makes cleaning easier next time.

» Contains exclusive Elexon®
No other protector has it. Perfect for
furniture. Stretches with the fabric.
Withstands heavy use such as chil-
dren’s elbows, knees and the paws
of heavy animals without breaking
the barrier.

* Applications
Carpet (including stain resistant ny-
lon), rugs, upholstered furniture, ap-
parel, fabrics, fine silk, wood, decks,
concrete, stone, tile, groutand canvas
(tents, boat covers, etc.).

A 4 gallon case is only $103.80 and

generates $400.00 in revenue when

applied according to directions at

only 10¢ /sq.ft. Most protectors sell

at 20¢ to 30¢ per square foot.
BONUS

With every 4 gal. case, you get 25 new

consumer brochures*absolutely FREE,

to help sell this fabulous new protector
to your customer. Call 800 428 9512 or
visit catalog at www.baneclene.com

*Modestly priced additional brochures are

available in quantities of 100, 500, 1,000

should youwishtomailthemtoyourentire

customer file or distribute them at Home
shows or other exhibitions.




Shaw Industries recommends
Teflon over all others.

Treated Untreated

~

(Added value for your customers means
added profit for you. The improved,
advanced repellency carpet protector
provides extra time to clean up spills,
minimizes wicking and the spreading of
stains. Teflon Advanced is more resistant
to oil-based and water-based stains than
ever, thanks to its higher repellency. And
it creates a unique invisible shield around
carpet fibers, keeping dirt from sticking to
fibers. DuPontrecommendsthe application
of Teflon Advanced after each cleaning
on all carpet types, even those with built-
in soil and stain protection. Reinforces
stain-blocking qualities of stain-resist

nylon fibers.
Y J

Teflon Protector Special CT06-1
2 gallons Teflon® Catalog No. 10810

Regular Price with avg. S&H ......... $109.00
Special Price Only .......cccoeevevevenen. $89.99

5 Cases Teflon® (20 gallons)  CT06-2
Catalog No. 10810

Regular Price ........ccoceeevvieeecneeee, $920.00
Special Price Only .......cccccceveeee. $660.00
3 Cases Teflon® (12 gallons)  CT06-3
Catalog No. 10810

Regular Price ........ccoceeevvieeeineeene, $538.80
Special Price Only ......cccccovvvveenen. $431.40
Efficient Extract Close-Out CT06-4
2 x 92 ounce jars Catalog # 35076

Regular Price with avg. S&H ............ $39.90
Special Price Only .....cccovvviiveieens $29.95

NOTE: Not recommended for use in Bane-
Clene units.

(Want more information on )
Bane-Clene?

call us at 800-428-9512 for free

information and a free Video Tape, DVD
or Mini CD-ROM as well as our 548 page
Catalog.
This video may also be viewed on our web
site www.baneclene.com.

J

June SPECIALS

PCA 5/ Teflon® Special CTO06-5
Buy 30 Ib pail of PCA Formula 5 # 10963 for
$154.95 then you are eligible to purchase 1
case (4 gallons) of Teflon at $118.00/case
($29.50/gallon).

Regular Price with avg. S&H ......... $376.95
Special Price Only .......ccccceevveennne. $274.95

PCA 4/ Teflon® Special CT06-6
Buy 40 Ib pail of PCA Formula 4# 10675 for
$149.95 then you are eligible to purchase 1
case (4 gallons) of Teflon at $118.00/case
($29.50/gallon)

Regular Price with avg. S&H ......... $373.95
Special Price Only .......cccccoevvennen. $267.95
Liquid Special CT06-7

1 gallon Booster™ Catalog # 10040 +

1 gallon LCA® 256 Catalog # 10118 +

1 gallon Preface® Catalog # 10655+

1 gallon TLS® 2000 Catalog # 10080
Regular Price with avg. S&H ......... $107.80
Special Price Only ......cccoveeeevveennnen. $77.99
Booster dramatically improves cleaning per-
formance without raising the pH level.

Use concentration: 1/3 amount of LCA.
Use pH: 7.

LCA-256 Liquid Cleaning Agent is a concen-
trated blend of a liquid synthetic detergent
called Emulon®, water conditioners, defoam-
ers and pH buffering agents.

Use concentration: 1/2 oz per gallon water.
Use pH: 8.9

Preface prespray may be used on stain-re-
sist carpet and for wet-cleaning upholstery.
QOil and grease are quickly emulsified and
water-based stains pop out with ease when
Preface is used.

TLS2000is perfectfor greasy restaurants and
extremely soiled commercial carpets.

Use Concentration: 1:10 with water.

Use pH: 12.5

Liquid Products Teflon® Special CT06-8
Buy any four Bane-Clene labeled liquid
products at regular price (mix & match) and
qualify for 1 case (4 gallons) of Teflon #
10810 for $118.00/case ($29.50/gallon).
(Both items prepaid)
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ITEMS TO BE DISCONTINUED \

NOTE: Close-out items can be
purchased for regular price with free
shipping. $25.00 minimum order.

# 30528 Last Step (1 gallon)

0 left - Substitute:

. Brown Out® # 10180

¢ All Fiber Textile Rinse # 61512

# 35040 CSS Color Stabilizer (1 gl.)

7 left - Substitute:

e Brown Out® # 10180

e Available in pints with # 30535
(Red Relief for Wool). or
#30537 (Stain Magic for Wool).

# 10815 DuPont Zonyl 8929B (1 gl.)
9 left - Substitute:

. Preface® # 10655

¢ Olefin Preconditioner # 10985

e TLS® 2000 # 10080

# 30521 Citra Quick (1 gallon)
11 left - Substitute:
e Citrus APS® # 10226

# 61024 Hi-Shine 21 (1 gallon)
1 left - Substitute:
e Hi-Shine 25 # 61030

# 61706 Non-Residual Roto-Brite (1 gl)
1 left - Substitute:
. Brush & Bonnet # 35065

# 61912 Dry Solvent Spotter (Pints)
8 left - Substitute:
e Saf-T-Solv™ # 10420

# 61409 Chemspec Olefin Prespray (gl)
6 left - Substitute:
¢ Olefin Preconditioner # 10985.

# 35028 Dirt Chaser (1 gallon)

0 left - Substitute:

. Preface® # 10655

¢ Olefin Preconditioner # 10985
e TLS® 2000 # 10080

¢ Pro-Zyme+ # 30538

FREIGHT PREPAID only on specials on this page
(On Prepaid Orders in 48 Contiguous States)
Strictly Limited to One of Each Special per Customer
For details on this issue’s featured products:
Call 800 428 9512 in the United States, including Alaska and Hawaii.
Special Offers and Bargains
Specials are effective June 1, 2010 « Expire July 15, 2010

Minimum Order Amount: $25.00. C.O.D. & open account orders not accepted on this feature.
Not responsible for errors and/or omissions.

Prepaid orders only: MasterCard, VISA, American Express, Discover, Debit Card;
or mail check to 3940 N. Keystone Ave/Indianapolis, IN 46205.
Indiana businesses, please add 7% sales tax.




Remanufactured Perma-Mount® 70
with Circulating Heat (Post 2005)
$7,495
1-year warranty.

Free Installation at Bane-Clene facility
in Indianapolis.

Shipping & Handling Extra.

Allow two weeks.

Bane-Clene Institute
“Course to Success”

June 2 -4 e July 28 - 30
For more information and to

register, call 800 428 9512.

Bane-Clene®
3940 N. Keystone Avenue
Indianapolis, Indiana 46205

317 546-5448 « 800 428-9512
FAX 317 543-2222
Visit our message center on our
web site www.baneclene.com.
E-mail: bane@baneclene.com

Service & Supply Centers
Chemicals, equipment, parts & service
for carpet & upholstery cleaners.

Hackettstown, NJ
800 694 8555
United Kingdom
01293 437511
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