

















= Wed. Mar. 4 & Thurs. Mar. 5, 2009 =
= Holiday Inn Select Airport = Toronto, ON

The fifth annual North American
Summit on Food Safety will be held in
Toronto on Mar. 4 and 5, 2009 at the
Holiday Inn Select Airport.

The event marks the first time CSSA
will support the efforts of this very
important food safety summit.

Public fear surrounding food safety
in Canada is rising. This is a outstand-
ing opportunity to hear some of North
America’s leading case studies on how
to prevent and respond to recalls.

Some of the issues covered, will in-
clude the following:

e Pathogen Control — innovative
solutions for mitigating your chances
of a recall.

* Organic legislative update — get
the latest updates from Canadian regu-
lators.

* Recall Management — gain pow-

Misit us on the Internet at WWw.sanitationcanada.com

erful insight on rebuilding after a re-
call.

e Best Practices — allergen and
pathogen management.

< Nanotechnology — new develop-
ments on technology and food safety.

If you are involved in any aspect of
food safety, you can’t afford to miss
this unique forum. Take advantage of
this exciting opportunity to network
and explore new ideas and successful
initiatives presented by experts with
hands-on experience. You will take
away the latest strategies to tackle
YOUR challenges with real life case
studies.

For more information, visit the CSSA
web site at www.cssa.com. CSSA mem-
ber companies wishing to attend will re-
ceive a 10 per cent discount on conference
pricing.
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Board of Directors

Kim Murtha Kerry Nevatte Lorne Sprague Bruce O'Naill
President Vice President Secretary-Treasurer Past President
Unisource Canada Inc. Mathison’s Cleaning Supplies NaceCare Solutions JohnsonDiversey

Marc Costandi Guy Hébert Deb Butcher Mike Cartier
Atlantic Chapter Chair Québec Chapter Chair Ontario Chapter Chair Manitoba Chapter Chair
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April 29 & 302000 - The Direct Encray Bentre = Taronte 0T

Pygiene... Coday's Future!

Canadian Cleaning Exposition
Provides Outstanding Education Program

Can Clean 2009 will be held Apr.
29 and 30, 2009 at the Direct Energy
Centre, Exhibition Place, Toronto.

The Canadian trade event of the
year is expected to feature over 135
manufacturers and distributors of
sanitary maintenance products from
across Canada and the United States,
who will exhibit the latest products
and services to aid facilities in their
quest for sustainability and infection
control.

In addition to the products on dis-
play along with on-site demonstra-
tions, Can Clean will also feature an
outstanding seminar program focus-
ing on the show’s theme - “Hy-
giene... Today’s Future.”

SEMINAR PROGRAM
(All seminars will be presented in Eng-
lish)

Wed. Apr. 29
9to 10:30 a.m.
Developing Standards for Healthy
Building Designs, Environmental
Sustainability and Quality Management
Systems
Presented by Dave Frank, president,
American Institute for Cleaning Sciences.
The American Institute for Clean-
ing Sciences is an independent, third-
party accreditation organization that
establishes standards to improve the
professional performance of the clean-
ing industry.
Frank travels the globe lecturing on

Misit us on the Internet at WWw.sanitationcanada.com

Direct Energy Centre,
Exhibition Place,
Toronto, Ontario

Wed. Apr. 29
10a.m.to4 p.m.

Thurs. Apr. 30
10a.m.to 4 p.m.

the values of hygiene, image enhance-
ment and sanitation. He has served on
many committees to develop standards
for healthy building designs, environ-
mental sustainability and quality man-
agement systems.

Wed. Apr. 29
12:30 p.m.
to 2 p.m.
Environmental
Disinfection
and Decontamina-
tion Procedures
Presented by Mark
Warner, interna-
tional director of
Certification for Airx Laboratories, presi-
dent of the LMCCA, national sales man-
ager for The Bullen Companies Inc. and
an ISSA CIMS Certified Expert.
Warner is an acknowledged special-
ist in the area of infectious disease con-

Mark Warner

trol through the use of modern disin-
fectants and critical care cleaning pro-
cedures. He has developed a multi-
tiered approach to environmental dis-
infection and decontamination proce-
dures along with a unique disease de-
fence control (DEFCON) ranking to
help facilities identify existing disease
threat levels to determine the proper
disinfectants, tools and procedures that
need to be utilized for each DEFCON
level.

Thurs. Apr. 30
9 to 10:30 a.m.
Superbugs and How the Green Movement
and Tough Economic Times Impact Hygiene
Presented by Dr. Syed Sattar, professor of
Microbiology, University of Ottawa.
Dr. Sattar is a world-renowned ex-
pert in the field of environmental
microbiology. His work focuses on
how the environment can help or
hinder the proliferation of disease-
causing agents. His discoveries re-
garding the spread of infections in
places such as hospitals and nursing
homes have become critical in the
development of global strategic infec-
tion control procedures. Dr. Sattar
will provide delegates with a better
understanding of the challenges we
face in managing “Super Bugs.” He
will also speak on the Green move-
ment and how economic uncertainty
can impact hygiene practices.

Continued On Page 13
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Cleaning to Protect Puhblic Health

Introducing ...

Detergent Free Cleaning!

With natural cleaning agents and dilute concentrations
of sodium hypochlorite.

DFC Detergent Free Oxidizing cleaners offer enhanced cleaning, post
dilution stability and closed looped dispensing from concentrate.

These new safer to use cleaning products enhance cleaning, while
oxidizing for a thorough and complete cleaning of organic soils on
environmental surfaces.

For information please contact
Chemspec

1.800.268.6003
info@chemspec-canada.com




professional housekeeping

By W.S (BILL) GARLAND,
Senior Partner, Daniels Associates Inc.

Bill Garland is a senior partner in Daniels
Associates Inc., a company that is an
innovator in Computer Workloading as
well as providing consultation to the
housekeeping industry.

The company has offices at Suite 701,
157 Adelaide St. W., Toronto, Ont.

M5H 4E7. Tel: (416) 291-6022. The
company also offers educational
seminars and training aids.

Misit us on the Internet at WWw.sanitationcanada.com

Know Your
Customers Better
Than They Know

Themselves

We are obviously

heading into a tight

economy, given the

doom and gloom we
seem to be hearing everywhere these
days. But, for those in the cleaning serv-
ice industry, this should be a time of
opportunity.

As long as buildings have occupants,
they will always need
to be cleaned to an
healthy, acceptable
level. Admittedly,
there might be more
empty buildings, but
the purpose of this ar-
ticle is how to
strengthen your exist-
ing business and obtain
new clientele.

As | said in the title,
you need to know
your client. This is not
only just ‘knowing’
them, but also know-
ing what is happening around them: Is
their company having problems? Is
their job secure? And, is all well in their
personal life? You almost need to know
what they are thinking before they
think it.

The relationship we are referring to
here is ‘bonding with the client’. Many
contractors let the only bond they have
with the client be the bond of provid-
ing the cleaning service. This single

bond is not enough to hold onto the
customer. Itis important to strengthen
additional bonds if the customer is to
be retained.

Developing bonds is done naturally
in many companies and can consist of
simple acts which show you care for
the client. This can be as simple as re-
membering a birthday or special event.

As long as buildings
have occupants, they
will always need to be
cleaned to an healthy,
acceptable level.

Providing service over and above the
terms of your agreement with the cli-
ent will develop additional bonds, par-
ticularly in today’s economy. This can
include providing a small service at no
additional charge or going to them in
advance of their request and offering
to reduce your cleaning frequencies as
well as reduce your costs. Many clients
are afraid to ask for reduced cost as they

Continued On Page 12
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professional housekeeping

want their company to have the appear-
ance of stability, but offering cannot
do any harm. Remember, do not just
offer to reduce your cost without re-
ducing something else — such as fre-
quencies — or they will think you have
been making too much money in the
past.

These small favours are the ones that
are remembered when they might have
to justify your existence. They also in-
crease the number of bonds or ties that

Continued From Page 11

you have with the client and not doing
them when they are needed may result
in broken bonds.

It is important in developing your
relationship to take charge of the cli-
ent and give them confidence in your
company. Have a supervisor or qual-
ity control person inspect the building
on a regular basis and advise the client
on how the building looks. Make sure
that the inspection and the report are
factual so the client develops the trust

The Best Way to Get There 7

Take the .
Audit Route

Fasten your seatbelt! Daniels
Associates invites you to take
a trip down the information
highway and test drive our
new Audit Route™ quality
control software system with
Palm Pilot technology. It's the one
that has the industry buzzing!

Audit Route has been engineered to work on its own or
in partnership with Daniels Workloading for Windows.
Test drive Audit Route” today - visit our web-site at
danielsww.com to see the hottest new product

on the market!

Daniels New Quality Assurance Program

Take a test drive - download
a free demo from our
web-site today!

Visit danielsww.com

DANIELS _

iacg.

Daniels is the world's leading consultants
to the building industry and its operations

Call 416-291-6022
or toll-free 1-800-668-7818
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in you to keep them informed. Doing
this also satisfies the reason that many
companies hire a service company and
that is to give themselves peace of mind.

Perhaps now is a good time to sit
down and list 10 bonds which you can
develop with your clients to solidify
your relationship with them. Examples
might be a monthly newsletter, lunch,
sporting events, additional services,
small gifts for their staff, website com-
munications and a number of other
possibilities. The more bonds you have,
the stronger your relationship will be
and less likely to break.

Think of your bonds as ropes tied
to a ship at the dock and the ship is
your client. If your only bond is your
service, then you only have one rope

Developing bonds is
done naturally in
many companies and
can consist of simple
acts which show you
care for the client.
This can be as simple
as remembering a
birthday or special
event.

tied to the client. Any large wave or
wind (similar to a complaint or prob-
lem) will break that rope and you will
lose the ship. The more ropes tied to
the ship means that it will hold firm in
even the strongest storm.

Itis important to recognize that just
as easily as these bonds are formed, they
can be broken if they are not main-
tained. The most common factor in
breaking a bond is a competitor and
this often happens when the client feels
they are being taken for granted. Most

Visit us on the Internet at WW\w.sanitationcanada.com



tion is now geared toward new clients
rather than the existing customers. Co-
incidentally the older clients are the
ones who contribute a higher profit
margin to the company.

As soon as a competitor is able to
get in, sit down and meet with a client,
they have created a bond with that cli-
ent and started to weaken one of yours.
At this point the client might start to
observe you more closely as they have
had a great sales pitch from the com-
petitor on all of the wonderful things
they can do. In most cases your client
might be very satisfied with your serv-

Continued From Page 9

Thurs. Apr. 30

12:30 to 2 p.m.

Environment and Hygiene:

Are they at Odds or in Harmony?
Presented by Scot Case,
TerraChoice
Environmen-
tal.

With in-
creasing pres-
sure towards
sterilization
and anti-bacte-
rial treatment,
there is amplified conflict with
the “Green” movement. This
session will explore the issues
and solutions for operating in
a hygienic yet environmen-
tally-safe environment, includ-
ing important new plans for
EcoLogo certification of anti-
bacterial products.

Scot Case

ADMISSION

e CSSA members and end-
users of sanitary maintenance
products - NO CHARGE.

e Non-CSSA member dis-
tributors of sanitary products -
$40 per badge.

* Non-CSSA member manu-
facturers of sanitary maintenance
products - $350 per badge.

For additional information
and to register in advance, please
Visit www.cssa.com.

Misit us on the Internet at WWw.sanitationcanada.com

ice, but very seldom is our service per-
fect. In today’s market most of your
competitors know your strengths and
weaknesses, and know how to sell
against them. Simple things such as tak-
ing too long to respond to a problem
or simply not paying attention to your
client may result in broken bonds.
Your competitor has an opportu-
nity to build bonds by surveying the
building for the client at a “no cost
obligation,” then presenting a quota-

tion and supplying excellent references.
The competitor then sits back and
waits for their bonds to out number
yours, and they have a new client.

These bond relationships take years
to build and may only take a few
months to break if you are not paying
attention.

My next article will look at pro-
grams you can offer your client in chal-
lenging times without destroying your
bottom line.

GLOBAL

Ecolab Co.

5105 Tomken Rd.,
Mississauga, ON L4W 2X5

ECOLAB

SUSTAINABILITY PRINCIPLES

Cleaner. Safer. Healthier.

At Ecolab, making the world a cleaner, safer place is our business.
We are committed to providing our customers with the most effective
and efficient cleaning, food safety and infection control programs
available. Sustainability is inherent in our products and services. From
concentrated, solid formulations to innovative packaging and
dispensing methods, our products are designed to help increase safety,
lower the use of water and energy, and reduce the chemicals and
wasle released to the environment. Strengthened by the expertise of
our associates and combined with dedication to social responsibility,
these offerings provide value to our customers and the global
economy - and help foster a more sustainable world.

1.800.352.5326 www.ecolab.com
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business notes

Increasing Business
and Margins in a
Declining Economy

By JIM MCILHARGEY,
Marino Manufacturing

Sales managers are unsympathetic at
the Friday morning sales meeting. It’s
almost as though they don’t watch
CNN, the evening news or read the
newspaper.

Are they completely unaware of the
fact that we are in a world wide reces-
sion?

Are they unaware of the fact that
the customer base out there is trying
to do much more, with much less?

14 Sanitation Canada - JANUARY / FEBRUARY 2009

Are they not aware of the fact that
your customers are constantly telling
you that the lousy economy is the rea-
son they have reduced the number of
products they buy from you? That for
this reason, they are buying products
elsewhere?

The truth is your sales manager does
know these things and he still wants
you to increase your sales. In all likeli-
hood your sales manager has been
through this before. In fact, your sales
manager has been through this several
times before himself.

The sales manager wasn’t born a
sales manager. He was a salesman, just
like you, for many years. In all likeli-
hood, he went through the same things
as a salesman at some point in his ca-
reer, and his sales manager was push-
ing him at the Friday morning sales
meeting as well.

That is the reason he is unsympa-
thetic. He knows full well that for as
many businesses that are downsizing,
for as many businesses that are cutting
back or closing their doors, there are

Continued On Page 16
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Roll Towel System (W Cascates
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Tandem” North River” towels set the green standard
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business notes

far more still plugging along. Those
businesses will undoubtedly try to limit
their purchases of cleaning supplies.
But they still must clean.

If potential customers are open for
business, and intend to stay that way,
they must be clean and presentable.
And, in order to be clean and present-
able, they MUST buy sanitary main-
tenance products.

Your sales manager is well aware of
the fact that we are in a declining
economy. He is also well aware of the
fact that your competitors know it too.
Some competitors are so aware of it,
that they have decided that their fate is
out of their hands and in the hands of
the declining economy. So they are sit-
ting in a coffee shop somewhere, com-
plaining about it to anyone willing to
listen. Your competitors have given up,
because they feel as you do. They too
were hearing all of the reasons why the
customer can’t buy, and they decided
to believe it.

The truth is, this economy is a gold
mine for the sales person who decides
to see it that way.

This economy is a gold mine for the
sales person who decides now is the
time to show value added products;
the premium products that do what
they do better, longer, faster. Whatever
the product feature and benefit now,
more than ever before, is the time to
discuss it.

Your customer has always had a lim-
ited budget for cleaning products and
now it’s been cut. Your customer is
trying to buy the cheapest products

www.johnnyvac.com

IMDNTREALIQUEB
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Continued From Page 14

possible in order to make that budget
stretch.

What they don’t realize and what
we need to explain to them, is that now
is the time to buy the most expensive
products available.

Let’s use mops as an example. A 20
0z. cotton mop costs approximately $6.
A medium, looped mop will cost about
$12. So you are going to ask your cus-
tomer to pay twice as much for a mop.

/ 1-800-361-2043
ECMCANADA

Twice as much when they have a lim-
ited budget. They are going to laugh
you out of the office. But think about
it. A good, looped mop will out last a
cotton mop by 10 times.

From a financial perspective, at $6
each, your customer will spend $60 for
cotton mops, while they could still be
using the $12 looped mop. Thisisareal
value for your customer. Especially
now when money is tight, and it had

®m L'EXPERT

en EQUIPEMENT
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nothing to do with the price of the
product. This looped mop is a good
value at $13, $14, etc.

I’m sure you can make similar argu-
ments for your chemicals, paper dis-
pensing systems, equipment, etc.

You may have had this conversation
with your customers in the past and
found them unenthusiastic.

Well, you will find them much
more willing to listen now, because
they have to. They need you now,
more than ever before, to show them
cost and labour saving ways of doing
what they do.

The last time you tried to discuss
these things with them, times were
good. They just didn’t need to rock the
boat. Well that boat is going to get
rocked one way or the other now. You
may as well be the one doing the rock-
ing.

You know you have products that

The sales manager
wasn’t born a sales
manager. He was a

for almost 30 years. Believe me, | have
been through this more than once be-
fore.

Your competitors are thrilled. They
now have the excuse they need to ex-
plain away their poor sales to the sales
manager.

The handful of sales people who
decide to use this down turn in the
economy to their advantage, the hand-
ful that show the premium products
in their line, that carry with them all

of the features and benefits that pre-
mium products carry with them, will
set sales records that will be hard to
beat.

As salespeople, we see ourselves as
service oriented people. Well, now is
the time to prove it. Now is the time
to really be of service.

Have this conversation with your
customers now. You will be glad you
did. They will be glad too and they will
reward you for it.

Why Should You
Demand Enviro-Solutions?

My
Ny
L]
>

3
4
LITTA

salesman, just like
you, for many years. In
all likelihood, he went
through the same
things as a salesman
at some point in his
career

can save them time. You know you
have products that can save them
money.

They need you to be the sales pro
you know you are. They need you, to
get in there and do what you do. They
need you to really streamline their
housekeeping department.

Your competitor can’t do it. He is
still at the coffee shop complaining
about the economy.

I have been selling jansan products
Visit us on the Internet at WWw.sanitationcanada.com

HEALTH COMES FIRST.

YOU & YOUR CUSTOMERS DESERVE
SAFER, GREENER CLEANERS.

Safer For All People
Lisers as well as all building otcupants and visitors desene
peace-of-mind. Products no longer have to be harmful or

toxec 1o be effective.

Products That Work
Proven to work as well as - or better than -
traditional products

One Stop Shopping

Get safer by wsing all Green products at your facility,
not just a few “token” examples. Our complete program
is the broadest line available.

Solid Track Record/References

Cuality products, competitive prices and sianificant
added value have built a strong, loyal roster of long-term
customers and distributars,

Go Enviro-Solutions and Go Green For Health

Wisit our highly informative and user friendhy website:
www.enviro-solution.com :
AND see the “Best In Class” for yourself T
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industry foundations

Michael Mack,

father of Daniel Mack,
taken prior to hisarrival
in Canada in 1923.

e Mack Family

Pioneers of the Canadian
Building Service Contracting Industry

The Mack family are pio-
neers of the Canadian
Building Service Contract-
ing industry.
In 1896, Henry Mack
was one of the first to start
building services contracting in Canada.
Henry immigrated to Montreal, Que.,

from the Austrian Empire (Ukraine)
in 1895 and travelled to Brooklin, NY,
shortly thereafter. There he studied
how to outsource window-cleaning
services and, in 1896, he returned to
Montreal and started Brooklin Win-
dow Cleaning.

Michael Mack, father of Daniel

18 Sanitation Canada - JANUARY / FEBRUARY 2009

Mack, immigrated from the Austrian
Empire (Ukraine - Poland) in 1923 and
worked for Henry Mack until 1937.
Michael started his own building serv-
ice company in 1938, called Empire
Window Cleaning. Michael Mack
worked with the company until he re-

Continued On Page 21
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Cleaning For Health

and Efficiency

Cleaning for Health means maximizing efficiency. Cleaning For Health means ergonomically designed vacuums.
Increasing productivity. Cleaning beyond appearances. Removing 99.9% of particulates. Reducing sound pollution.

Removing allergens. Cleaning the air. Cleaning for Health means healthy employees and a healthy workplace.

— : ) 866.888.2168
! AMERICAN
O j (L Q]éa m F e ron
— " Cleaning for Health®Since 1987 www.pro-team.com

The American Lung Association and ProTeam are partners in an educational campaign about Indoor Air Quality issues. The American Lung Association does not endorse products.
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industry foundations Gontinued From Page 18

It was a rewarding experience for the Mack
brothers to grow their enterprise. They are
thankful to all the personnel and industry
professionals who worked for them and contributed
to the company’s growth and success in the
building services contracting industry.

tired in 1954, after which his two
sons — Maurice and Daniel - pur-
chased it, and eventually changed the
name to Empire Maintenance Indus-
tries.

Both brothers were university
educated. Maurice was a mechanical
engineer and Daniel a Bachelor of
Commerce graduate. Together, the
brothers set in place modern manage-
ment and entrepreneurial practices.
Another brother, Edward, joined the
company in 1956. The company grew
from six employees in 1954 to 4500.
Empire was sold to Unico in 1998.

Over the years, Empire expanded
to the point of having branches from
Halifax, NS, to Vancouver, BC. The
company provided multiple building
services to hospitals, department
stores, shopping centres, and high-
rise and commercial buildings of all
sizes throughout Canada. Addition-
ally, Empire provided daily and pe-
riodical cleaning, mechanical main-
tenance, lighting maintenance, fire
restoration, allied building mainte-
nance service, manufacturing and
sales of cleaning products, and daily
and periodical security services.

It was a rewarding experience for the
Mack brothers to grow their enter-
prise. They are thankful to all the
personnel and industry professionals
who worked for them and contrib-
uted to the company’s growth and
success in the building services con-
tracting industry.

Members of the Mack family who
are still working in the industry in-
clude:

Misit us on the Internet at WWw.sanitationcanada.com

Philippe D. Mack, son of Daniel,
continues to work in building services
contracting as a senior vice president
of operations at Hurley Corporation.
Hurley is one of the largest, family-
owned facility services companies in
Canada, and employs over 4500 peo-
ple in Canada and the United States.
Hurley’s head office is located in To-
ronto, Ont., and provides building
services in eastern and western Canada,
and the eastern United States.

Michael Mack, a cousin of Philippe,
started EBM Inc. in Montreal in 2002
and continues the Mack family involve-
ment in the building service contract-
ing industry.

Daniel G. Mack was the Canadian
director of the world federation of
building service
contractors and is
active in promot-
ing the contract
cleaning associa-
tion in Canada.
Mack was an ex-
ecutive of Empire
Maintenance for
over 45 years and
was president
when it was sold in 1998. Presently, he
is a strategic advisor to the Hurley Cor-
poration. With fond memories and rec-
ognition, Mack thanks his late mother,
Anna, and father, Michael, whose con-
tinuous support made it possible to
persist and achieve significant success
in the industry.

Mack can be reached at (514) 737-9124,
Fax: (514) 737-2184 or e-mail:
dangmack@sympatico.ca.

Daniel G Mack

See the light
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infection control
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Virox Technologies Inc. had a big year in 2008.

In July they had a double celebration — first cel-

ebrating the company’s 10-year anniversary and

second by moving into a new 47,000 sg. foot

building on Coventry Road in Oakville — a facility that

has already been zoned and approved for a future 20,000

sg. foot addition, when necessary.

President and CEO, Randy Pilon,
has no plans to move the company in
the near future. Knowing that Infection
Control and the need for safer and
more effective products is not just a
passing fad, the company is now pre-
pared for future growth.

Virox Technologies was formed in
1998 by a group of visionary entrepre-
neurs who acquired the rights to a tech-
nology that was 10 years in develop-
ment.

Right from the beginning, the com-
pany prided itself on being a technol-
ogy driven organization with a strong
focus on building a world class research
and development team that would pio-
neer the development of new disinfect-
ant products to answer the needs of the
infection control community.

Pilon’s vision for the company was
one of collaboration. His goal was to
collaborate with the infection control
community to develop disinfection
products that would answer their
needs. Additionally, he wanted to part-
ner with the most reputable companies
in each of the market segments that
Accelerated Hydrogen Peroxide®
(AHP) would be sold in order to help
pioneer the introduction of the world’s
first new disinfectant technology in
over 20 years.

The success of the company’s pat-
ented and proprietary Accelerated
Hydrogen Peroxide products speaks
for itself. Virox manufactures branded
and private label products and partners
with market leaders in an array of in-

Continued On Page 24
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infection control

dustries who have all validated the sci-
entific claims and market acceptance of
the Accelerated Hydrogen Peroxide
technology.

Today, the Accelerated Hydrogen
Peroxide is registered by Health
Canada, the Canadian Food Inspection
Agency, the U.S. EPA, FDA and the
Europe Union with the logo promi-
nently displayed on products sold in
56 countries around the world by
JohnsonDiversey in the industrial and
institutional market; SciCan for the
Dental market; STERIS Corporation
for medical device reprocessing; Deb
Canada for hand-care products;
Delaval for the dairy industry; and
Bayer Healthcare for the veterinary
market in Canada.

“We’re a proud partner of Virox
Technologies,” said JohnsonDiversey
President and CEO Ed Lonergan.
“This unique line of safe, effective prod-
ucts is helping make the world a
healthier place. There are no products
that are more gentle on the environ-
ment while also providing a strong de-
fence against the germs that threaten
our health. We’re very optimistic about
the long-term impact this technology
can have on the world.”

From the limited number of prod-
ucts available in 1998, Virox now pro-

Continued From Page 23

vides cleaning and disinfecting solutions
that answer the needs for the Food
Processing and Food Preparation mar-
ket with No-Rinse Food Contact
sanitizers, Environmental Surface
cleaner-disinfectants used in virtually
every market needing such products,
instrument disinfectants for reprocess-
ing medical devices and instruments
used in tattoo parlours, spas, hospitals
and medical clinics, and third party cer-
tified Green cleaning and disinfectant
products that carry the EcoLogo or
Green Seal certification logo.

The formulations manufactured to-
day have changed dramatically from
the original formulations first acquired
in 1998. The Open Innovation team is
tasked with developing products to an-
swer the needs of partners or the infec-
tion control community, and is con-
tinuously sourcing new chemicals that
improve the sustainability of AHP.
This continuous research has allowed
AHP to be the first EcoLogo certified
cleaner-disinfectant as well as Canada’s
first Sporicidal Surface disinfectant to
be registered by Health Canada with
efficacy claims against Clostridium
difficile spores.

With each new formulation develop-
ment the Open Innovation team also
considers the formulation’s ability to be
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patented to ensure AHP maintains its
proprietary status. Their success has lead
to the issuance of five patents with a fur-
ther six patents pending — an unprec-
edented feat in a world where “me-too”
product registrations are the norm.
When asked to comment on the fu-
ture trend of disinfectant use, Dr. Syed
Sattar, director of the Centre for Re-
search and Environmental Microbiol-
ogy (CREM) said that “Many disinfect-
ants in wide use today will face increas-
ing restrictions due to concerns over
their safety to humans, potential for
environmental damage as well as slow
and limited microbicidal activities.”
“This is at a time when the demand
for disinfectants is growing at an un-
precedented rate due to emerging and
re-emerging pathogens in healthcare
settings and the general community,
making ‘prevention’, and not treat-
ment, the operative word,” he said.

Visit us on the Internet at WW\w.sanitationcanada.com



”We, therefore, desperately need bet-
ter, safer and faster-acting formulations
to fill the void. In my view, oxidizer-
based products are the future rather
than the remixing of what has been
around for over half a century.”

Not to be outdone, the Quality
Assurance and Regulatory Affairs de-
partment maintains stringent guidelines
for all Quality Control testing. The
process begins at chemical formulation
and packaged material, right through
to the final manufactured product.
Additionally, a dedicated quality con-
trol person is on the production floor
monitoring each step of the production
process for each and every batch of
product manufactured.

Virox firmly believes that quality
begins with scrupulous vendor selec-
tion, testing of incoming raw materi-
als, ongoing employee training pro-
grams, constantly improving plant pro-
cedures and testing of finished prod-
ucts. The QA and Regulatory Affairs
departments are also tasked with ensur-
ing the facility maintains its high manu-
facturing standard by overseeing the
various establishment licenses and
accreditations. Virox holds establish-
ment licenses from Health Canada, the
U.S. EPA as well as the U.S. FDA.
They are also 1SO 9001:2000 accredited.

In addition to the technical exper-
tise given by the Open Innovation and
Quality Assurance teams, Virox’s Pro-
fessional and Technical Services team
is responsible for marketing, profes-
sional and technical services, and man-

Misit us on the Internet at WWw.sanitationcanada.com

agement capabilities to adapt and com-
mercialize AHP in conjunction with
market leaders and to help develop
commercial opportunities throughout
the 20+ billion Global Market for
cleaning and disinfection products. The
Professional and Technical Services
team ensures that the business platform
is built on credibility, third-party vali-
dation through clinical research stud-
ies, peer-reviewed documentation and
fact-based claim marketing. The Infec-
tion Control Community knows that
they can rely on this team to provide
assistance through product training,
creation of protocols, facility audits to
review cleaning and disinfection prac-
tices or management of outbreaks.
“We’ve been very pleased with how
responsive Virox has been to our needs
over the past few years as we have been
tackling Clostridium difficile outbreaks
in the province,” said Dr. Michael
Gardam, medical director of Infection
Prevention and Control at the Univer-
sity Health Network. “Not only have
they been able to quickly supply facili-
ties with product, they have also been
extremely helpful in training staff on
how to properly use and handle disin-
fectants. We have had success in con-
trolling CDAD in the province, and
Virox certainly has contributed to that

success.”

When asked what he sees for the
future, Pilon said that “Disinfection has
gone main stream.”

“Pre-SARS, disinfectants were tar-
geted for use in the healthcare market
with limited application in other mar-
ket sectors,” he said. “Today, we need
only to turn on the television or open
the newspaper to learn about the new-
est outbreak affecting not just hospi-
tals, but affecting communities, schools
and professional sports teams.”

According to Pilon, C. difficile,
MRSA, Listeria, Norovirus and Avian
Influenza have become household
names. Five years ago the concept of
disinfecting elevator buttons or door
handles in office buildings was foreign;
the understanding that sharing of
equipment and poor personal hygiene
could lead to illness or death was un-
heard of.

“Today, we know that as a society
we need to take care to protect our-
selves. We want Accelerated Hydrogen
Peroxide to be at the forefront of eve-
ryone’s mind as the safest and most ef-
fective disinfectant product on the
market,” he said. “Not just for use in
hospitals, schools or professional build-
ings, but available for the consumer to
use at home.”
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in the field

Implementation of the
OHHA Cleaning Standards
In a Small Hospital Site

By SHEILA BRUNET, CNM, Manager
Support Services, Uxbridge Site, Markham
Stouffville Hospital.

The ‘Standards’ were in the fourth
draft and | have definitely been refer-
ring to them in our small rural hospi-
tal. Certainly after all the work that was
done by our association in collabora-
tion with the Provincial Infectious Dis-
eases Advisory Committee (PIDAC),
implementation should be a cinch,
right? Wrong!

The task of a true implementation in
its entirety was a very overwhelming
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task with all the demands placed on my
shoulders as Support Services Manager.
This was in addition to the five other
departments | am in charge of.

Implementing the ‘Standards’ re-
mained on my ‘Goals and Objectives’
for much too long.

The problem was that | believed that
all the planets needed to be perfectly
aligned before | could take on such a
daunting task. Two things happened to
act as the catalyst in my quest to im-
plement the Standards:

(1) My employer invested in me by
way of sending me to the ‘Health Lead-

ers Institute.” Part of this unique op-
portunity was a ‘hands-on training’ on
Change Initiative and Project Imple-
mentation. This gave me the tool |
needed.

(2) With the retirement of my loyal
clerical assistant, | reassessed my needs
and hired a coordinator position in-
stead. This brought me Valerie Stock-
haus Shank; we now had our Project
Lead Team.

Val and | took a day ‘off-site’ to pro-
duce our Change Initiative Document.

This document was to become our

Continued On Page 28
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in the field

roadmap to the implementation. The
description of our project was to de-
velop, implement and evaluate the
Uxbridge Site of Markham Stouffville
Hospital’s Cleaning Standards.

The goals were as follows:

» Define cleaning standards;

e Streamline cleaning;

* Adjust environmental services job
routines to meet cleaning standards;

e Maintain infection control stand-
ards;

« ldentify areas by risk factors (high
risk/moderate risk/low risk);

e Itemize all equipment and iden-
tify departmental responsibilities;

« ldentify cleaning frequencies.

We then identified our values, and
where our ‘offers of assistance’ may
come from.

We analyzed our stakeholders and
whether they would be supportive,
neutral or resistant, and developed
strategies to engage our stakeholders.

Next we developed a Communica-

Continued From Page 26

tion Plan and prioritized the steps. As
an example, our first step was to en-
gage our Administration and our In-
fection Control Practitioner.

We had a special meeting with our
Environmental Services staff and en-
listed a staff champion, at that time, to

The problem was that | believed
that all the planets needed to be
perfectly aligned before | could
take on such a daunting task.
Two things happened to act as
the catalyst in my quest to
implement the Standards...

become one of our co-creators.

To all other staff and physicians we
chose to introduce the Development of
a Site Specific Cleaning Document by
way of a survey. Our hope here was
that this would help us to determine

LE

"Equipment service that you

can count on!"
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If you aren't buying
from a
CSSA Member...

Who are you
buying from?

For a complete listing
of CSSA Members in your region,
visit www.cssa.com.

staff understanding of who currently
cleans what and when, and if they have
a realistic understanding of which hos-
pital areas are actually High Risk, from
a cleaning perspective.

The past part of our document was
to set milestones, and attach target dates
and activities that will have to happen,
and who would be accountable.

We decided that our first milestone
was when we attended the Annual
OHHA meeting at Can Clean on Apr.
30, 2008. This was where we received
the most updated OHHA Cleaning
Standards for Health Care Facilities.

Twenty-three milestones were set
that ran from Apr. 30 through to Nov.
14, 2008. We did need to revise the dates
slightly, but did meet our goal of im-
plementation and our revised auditing
by Dec. 14, 2008.

Two of the milestones that | assume
would be of special interest to fellow
managers would be Number 13 and 14.

Number 13, with the help of our
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-
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Visit us on the Internet at WW\w.sanitationcanada.com



champion, was the cataloguing of all
areas and equipment into risk catego-
ries. This entailed assigning risk accord-
ing to the OHHA cleaning standards,
assigning frequency of cleaning and
making responsibility assumptions.
(Who does what?)

Number 14 was informing depart-
ment managers of results of the inven-
tory and our assumptions of who and
how often areas/equipment will be
cleaned. We built in some negotiation
here as every area is different. A good
example would be: In the Emergency
area, blood pressure cuffs are to be
cleaned after each use; this would mean
that for our site, nursing would be re-
sponsible for cleaning the blood pres-
sure cuff after each use. The Environ-
mental Services staff would, however,
clean the wall mount and cuff daily
when doing the daily room cleaning.

Celebration was one of our goals in
the beginning and we did celebrate our
successes throughout the project and

Ask questions and tako away
insights from our speakers
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especially with our Environmental
Services Staff.

Since December we have continued
to fine tune our job duties and respon-
sibilities for the Environmental Serv-
ices staff, but the good news is that, for
the most part, it is the staff that are

Celebration was one of our
goals in the beginning and we
did celebrate our successes
throughout the project and
especially with our
Environmental Services Staff.

bringing forth the problems, but they
bring the solution with it as well.

We continue to receive compliments
on the cleanliness of our facility from
staff and visitors, and our Infection
Control Practitioner is an avid sup-

E-COMMERCE

"It keeps getting easier to order all of your

porter of our staff’s skills and knowl-
edge of specialized cleaning procedures.

Our end result, at this time (I say ‘at
this time’ because | am not so naive to
presume that the end is not the begin-
ning of something else), is that, for
now, we have a facility that we know
is being cleaned to the standards set in
2008. We know when the privacy cur-
tains were last washed, we know that
our C-diff. room had a second cleaning;
we know that we have created a safe
and clean environment for our staff, pa-
tients and visitors.

What have | learned?

I learned that the planets don’t have
to be perfectly aligned to take on a huge
project. It takes enlisting a few stars
along the way, and not to look at all
the hurdles up front, but to plan them
all, and just deal with the one in front
of you at the time.

Acknowledgements: The Ontario
Healthcare Housekeepers’ Association —
The Health Leaders Institute.

cleaning supplies from a single source!”
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IssA

7373 N, Lincoln Ave,
Lincolnweod, IL BOT12-1799
Tel: B47-9582-0800

Tall Free: 1-800-225-4772
Fax: B4T-982-0819

E-mail: info@issa.com

Web: www issa.com

CIMS CERTIFICATION EXPERT TOTAL
REACHES 338 INDIVIDUALS

tion Experts (I.C.E.) in 2008. This
brings the total number of experts to
338 individuals representing 47 U.S.
states and Canadian provinces as well

as Mexico and the Caribbean.

This year promises to be just as ex-
citing with at least three workshops
expected. The first general program has

ISSA has announced the final group
of individuals to achieve certification
as official Cleaning Industry Manage-
ment Standard (CIMS) ISSA Certifica-

ISSA & BSCAI PARTNER TO
PROMOTE WORKPLACE SAFETY

ISSA and new alliance partner
the Building Service Contractors
Association International (BSCAI)
will work together to increase pub-
lic awareness of the importance of
workplace safety and health by
jointly supporting North American
Occupational Safety and Health
(NAOSH) Week, May 3 to 9, 2009.

NAOSH Week is presented by
the U.S. Occupational Safety and
Health Administration (OSHA)
and the American Society of Safety
Engineers (ASSE) Alliance. The
NAOSH Week kick-off event will
be held at the U.S. Department of
Labour in Washington, DC, on
May 3. NAOSH Week is aimed at
increasing the focus of employers,
employees and the general public on
the importance of preventing inju-
ries and illnesses in the workplace.

ISSA and BSCAI will partner to
share information about workplace-
safety and health issues with their
respective memberships during
NAOSH Week, and will encourage
member companies to review prac-
tices that reduce occupational injury

and illness.

“ISSA is proud to once again be
an active supporter of the North
American Occupational Safety and
Health Week, and we are happy to
work with BSCAI to spread aware-
ness of workplace-safety resources
among our members,” said ISSA
President Bob Stahurski. “This re-
mains of paramount importance,
and we will continue to work to-
gether to do whatever it takes to re-
duce the incidence of workplace in-
juries and illnesses in our industry.”

Supporting NAOSH Week is the
latest example of how the BSCAI/
ISSA alliance is working together to
create increased value for both mem-
berships.

“We’re delighted to join the coa-
lition of organizations supporting
NAOSH Week,” said BSCAI Presi-
dent Elect Stan Doobin. “Workplace
safety and health issues are ex-
tremely important to our member
firms and their respective employ-
ees.”

Both groups will also make a va-

Continued On Page 31
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been scheduled for Feb. 18 at Bally’s
in Las Vegas, Nev., with an additional
workshop to be held Oct. 5 and 6 in
Chicago (in conjunction with ISSA/
INTERCLEAN® North America
2009; please note that the session will
be held on the afternoon of Oct. 5 and
the morning of Oct. 6). Triple S will
also be holding a member-only custom
program on Apr. 17 and 18 in conjunc-
tion with its annual event. ISSA is also
considering adding a fourth workshop
for June in Philadelphia, PA. For more
information and to register, visit
www.issa.com/standard/ice.

Becoming a certified CIMS expert
positions an individual to provide train-
ing or consulting services to those
cleaning organizations interested in
complying with the Standard and pre-
paring to certify to CIMS - a consen-
sus-based industry standard that sets
forth the universally accepted manage-
ment principles proven to be the hall-
marks of well-managed and customer-
centred cleaning organizations.

The I.C.E. program is designed to
help attendees deal with their custom-
ers or their own organization’s likely
budget cuts. Custodial operations
around the country are being asked to
reduce labour budgets by five to 10 per
cent, and it is becoming increasingly
evident that such reductions cannot be
accomplished by supply-price decreases

Continued On Page 38
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ISSA & ASHKIN MEET WITH EPA SUBCOMMITTEE

ISSA Director of Legislative Affairs Bill Balek, and well-
known green cleaning consultant and president of The
Ashkin Group, Stephen Ashkin, recently met with the
U.S. Environmental Protection Agency’s (EPA) Pesticide
Program Dialogue Committee (PPDC) Work Group on
Comparative Claims in Washington, DC.

As part of the EPA, the PPDC provides a forum for
various groups to discuss policy and regulatory changes
to the agency’s pesticide-registration process.

Balek and Ashkin met with the committee and rec-
ommended a pilot program that would allow manufac-
turers to make “green” claims on disinfectants and
sanitizers used in institutional settings.

The EPA currently prohibits manufacturers or dis-
tributors from labelling or marketing disinfectants or
sanitizers as green. This policy is based on the EPA’s de-
termination that Federal Insecticide, Fungicide and Ro-
denticide Act, or FIFRA, registration is sufficient assur-
ance of a product’s safety and effectiveness, and that any
additional claims may be misleading.

However, ISSA and The Ashkin Group both main-
tain that the professional cleaning industry has broadly
accepted the use of green cleaning products, and that fa-
cility service providers want to be able to identify and

Continued From Page 30

ISSA & BSCAI PARTNER

riety of workplace-safety resources available at the upcoming
BSCAI Annual Convention and Trade Show, Mar. 6 to 9,
2009, at the Hyatt Regency Chicago, in Chicago, IL.

Also, ISSA and OSHA have worked together through a
formal alliance to develop a one-of-a-kind web network and
online library of safety and health information at
WWW.issa.com/osha.

Numerous resources will also be available in conjunction
with NAOSH Week 2009. Materials are available from the
ASSE at www.asse.org/newsroom/naosh09/index.php.
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use environmentally preferable disinfectants and sanitizers.

“Ultimately, we provided the EPA with three dif-
ferent options to consider,” said Ashkin. “They agreed
to meet with us again in February 2009 and, if they
decide to move forward, we will meet again in April
and should have an idea of what the (implementation)
timetable will be.”

Under the first option, manufacturers could have their
disinfectants/sanitizers certified by leading certification
organizations as they do now for other cleaning products
and market them as green certified.

Under the second option, green certification labelling
and identification would be allowed only through the
EPA’s Design for the Environment program.

Under the third option, manufacturers would be
allowed to make “factual claims” about their products,
such as that they are biodegradable or made from bio-
based ingredients, as long as the claim could be sub-
stantiated.

“We remain confident that the EPA will carve a rea-
sonable path forward allowing the use of objective and
verifiable claims of environmental preferability regard-
ing disinfectants and sanitizers to the benefit of the insti-
tutional market,” Balek said.

Swish Wood Floor Program

"A restorable method unlike
traditional recoating methods.”
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HAND HYGIENE E-LEARNING INITIATIVE

Deb Canada has announced the
launch of a new eLearning initiative
starting with its Infection Control in
the Workplace Program. Available
at no cost across Canada through
its web site, the on-demand and
interactive series was developed to
help educate the importance of ef-
fective hand hygiene practices in all
workplace environments.

“We developed the eLearning
initiative in direct response to web-
based, on-demand educational
tools,” said Patrick Boshell, market-
ing manager, Deb Canada. “Our
customers wanted an interactive
format that could be easily viewed
and shared in an effort to increase
hand hygiene compliance. Our In-
fection Control in the Workplace
segment, as an example, covers key
topics including workplace statistics
on germs and bacteria, the true cost
of absenteeism and presenteeism,
and best practices for implement-
ing a hand hygiene compliance pro-
gram.”

Additional topics to follow in
Deb’s eLearning series include
natural skin care for industry, point-
of-care hand hygiene for healthcare,
and skin care programs for food
manufacturing and processing.

“Each presentation also includes
a number of additional educational
resources for download such as
posters, signs, staff handouts and
program literature,” Boshell said.

For more information, visit the
company’s web site at
www.debcanada.com.

NEW NSS® CHARGER 2022DB BATTERY BURNISHER
FEATURES OPTIONAL RIDE-ON SULKY

The new Charger 2022DB
20-inch battery burnisher has
been added to NSS Enterprises’
redesigned battery burnisher
line. This new burnisher features
a unique option, a ride-on Sulky
attachment, which allows the
operator to ride behind the ma-
chine, increasing productivity
without the expense and main-
tenance of a ride-on burnisher.

“The Sulky attachment is
perfect for burnishing large,
open areas,” said Dale
Krausnick, NSS vice president of
marketing and product develop-
ment. “Environmentally friendly
features include a 12-gauge steel
machine body which is recycla-
ble, minimizing waste disposal.
Additionally, an enhanced Vac-
Trac dust collection system cap-
tures more pad dust than any
other NSS burnisher for better
Indoor Air Quality (IAQ).”

The new Charger also offers
greater convenience by produc-
ing a consistent high-gloss shine
without the need for operator
adjustment. A head assembly
that flips up 90 degrees from the
operating position when the

machine is not in use allows
compact storage, as well as pad
changes from the standing po-
sition for increased operator
safety. Additionally, an offset
machine body keeps the opera-
tor centred in the work path for
greater visibility.

Features of the machine are
said to simplify service. The
electronic components are
grouped behind the back panel
for easy access, and the digital
read-out displays service codes
to speed diagnosis. For en-
hanced durability and reliabil-
ity, the machine uses a heavy-
duty roller chain and sprockets
drive system.

For more information, con-
tact NSS at 1-800-677-1663 or
WWW.Nss.com.
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FLOW™ FLOOR FINISHING SYSTEM REDUCES
WORKER FATIGUE AND INCREASES PRODUCTIVITY

Rubbermaid
Commercial
Products’ new
Flow™ Floor
Finishing Sys-
tem incorpo-
rates advance-
ments in com-
mercial mop
technology to
promote custo-
dial  worker
well-being and
productivity.
The goal in de-
veloping the

high-capacity,

highly portable Flow floor fin-
ishing system was to offer a
complete finishing system
that would help reduce la-
bour costs and improve
worker well-being, while
maintaining efficiency and
ease of use.

Designed for use in hospi-
tals, airports, educational insti-
tutions, commercial buildings
and other public spaces the
floor finishing system will help
beginners safely lay finish like
a seasoned pro.

The system features an easy-
to-refill backpack enabling the
user to cover 3000 sq. feet per
fill, with no heavy lifting of
cleaning solution so the user
only has to carry the mop by
hand. The ergonomic backpack

design distributes weight to the
hips instead of shoulders, reduc-
ing back strain and protecting
worker well-being.

Additionally, the
Rubbermaid Flow backpack
design has built-in venting fea-
tures which increase air flow
between the user and the
backpack for added comfort. It
also has a variety of accessory
holders for items such as an
iPod® or mobile phone.

The system is designed to
work in conjunction with
other Rubbermaid floor care
equipment to create a com-
prehensive finishing and
cleaning system.

For more information, con-
tact Rubbermaid at
www.rcpworksmarter.com.

IT'S TOUGH AND SOFT AT THE SAME TIME

Crown Mats and Matting has
introduced a new matting system —
Wear Bonded™ Tuff Spun@.

The mat is specially designed
for use in dry areas such as factory
floors and work areas, finishing and
cashier stations.

The top of the mat has an im-
proved abrasion-resistant layer to
help promote safety. And, using
no adhesives, it’s molecularly
bonded to a vinyl foam backing
for added comfort.

The mat system comes with a
two-year warranty.

For more information, contact
Crown Mats and Matting at (800)
628-5463 or visit the company’s
web site at www.crownmats.ca.
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GERMS STICK TO HANDS WASHED
WITH CONTAMINATED SOAP

The soap in one of four re-
fillable bulk soap dispensers in
public restrooms is contami-
nated, according to studies con-
ducted by academic research-
ers.

New studies show that con-
taminated soap contributes to
unsafe conditions beyond the
dispenser, because contami-
nants stay on hands. Even
worse, these contaminants can
be transferred from washed
hands to other surfaces, accord-
ing to an independent laboratory
that is a leading resource for an-
timicrobial product testing.

The soap in contaminated
dispensers contains potential
disease-causing organisms in-
cluding Klebsiella pneumoniae
(which could cause pneumonia,
bronchitis and other respiratory
infections), and Serratia
marcescens which could cause
infections of blood, wounds,
eye infections, urinary tract and
respiratory tract.

To analyse whether or not
bacteria is transferred to other
surfaces by hands washed
with contaminated soap, two
separate studies were con-
ducted. The studies evaluated
the presence of bacteria on
the hands of people who
washed their hands with con-
taminated soap and assessed
the potential of bacteria being
transferred from hands to an-
other surface.

Study participants’ hands
were tested for contamination
using a modified method speci-
fied by the U.S. Food and Drug
Administration (FDA). Common
skin cleanser detergents con-
taminated with the Klebsiella
pneumoniae and Serratia
marcescens organisms were
used.

Study participants were
tested for these two bacteria
and then washed their hands
using one of three different
soaps: uncontaminated hand
soap, soap contaminated
with Klebsiella pneumoniae
or soap contaminated with
Serratia marcescens. To rep-
licate conditions typically
found in bulk dispensers in

public restrooms, the level
of contamination in the soap
was varied, and two different
handwashing techniques were
used.

The amount of bacteria
present on each hand before
and after handwashing was
measured.

Study results showed that
participants who washed their
hands with uncontaminated
soap had none of the contami-
nating bacteria on their hands
after washing. For those who
washed their hands with the
tainted soap, these bacteria
were present on their hands af-
ter handwashing, especially
when there was a high level
of soap contamination.

It is known that washing
hands with contaminated bulk
soap results in contamination
of the hands. This research
also shows that bacteria left
on hands after use of contami-
nated soap can be transferred
to other surfaces. This is also
substantiated by other pub-
lished literature.

“Bulk hand soap dispensers
are susceptible to contamina-
tion and can contain unsafe lev-
els of bacteria,” said Nicole
Koharik, marketing manager,
GOJO Industries. “There is no
protocol for cleaning and sani-
tizing these refillable dispensers.
Even when someone attempts to
clean a bulk soap dispenser, it is
time-consuming and impractical.
Facility managers cannot trust
that bulk soap dispensers are free
of bacterial contamination.

For more information, con-
tact GOJO at (330) 255-6612 or
visit the company’s web site at
WWW.Jojo.com.
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TENNANT EXPANDS CHEMICAL FREE CLEANING

Tennant Company has an-
nounced that its breakthrough ec-
H20™ technology is now available
on several of the company’s battery-
powered rider scrubbers, including
the Tennant T7 Micro-Rider, T15
Mid-Sized Scrubber and the Nobles
Speed Scrub® Rider. ‘ec-H20’ con-
verts plain tap water into a power-
ful cleaning agent without any
added chemicals.

Tennant Company’s ec-H20
technology was originally intro-
duced in late 2007 on the Tennant
T3, T5 and 5680/5700 and Nobles
SpeedScrub walk-behind automatic
scrubbers. Its extension to Rider
Scrubbers helps to round out
Tennant Company’s portfolio of of-
ferings to its growing commercial
and light industrial customer base
within aviation, distribution, educa-
tion, food and beverage, healthcare,
light manufacturing and retail appli-
cations.

“Tennant Company’s ec-H20
technology has been very well-re-
ceived globally in a wide array of
commercial and light industrial ap-
plications,” said Chris Killingstad,
president and CEO of Tennant
Company. “We feel strongly that
this extension to our battery-pow-
ered scrubber portfolio is another
step in delivering our customer
commitment regarding the health,
safety and environmental benefits
of chemical-free cleaning. Our cus-
tomers have told us that our ec-
H20 technology is meeting a grow-
ing need for cleaning products and
technologies that not only deliver
powerful cleaning results but also
support sustainable cleaning prac-
tices.”

In 2008, ec-H20 was named by
R&D Magazine as one of the most

significant technological innova-
tions of the year. Machines
equipped with ec-H20O deliver
proven cleaning results without the
negative environmental and health
concerns associated with produc-
ing, packaging, transporting, using
and disposing of traditional clean-
ing chemicals. ‘ec-H20’ begins as
water and ends as water, so it can
be handled and disposed of easily
and safety; it uses 70 per cent less
water than traditional cleaning
methods, which increases scrub
time up to three times per tank; it
leaves behind no slippery detergent
residue on the floor; and it releases
no used detergent discharge into
water systems. Eliminating the need
for chemical additives enhances
worker safety and reduces costs for
purchasing and disposal of chemi-
cals.

“Innovation like ec-H20, now
available on many of our Tennant
and Nobles scrubbers, is the latest
example of how Tennant Company
engineering is changing the way
global businesses are maintaining
our environment,” Killingstad said.
“Based on market acceptance of ec-
H20O, we continue to look for ways
to expand its availability to addi-
tional products in our portfolio.”

For more information, contact
Tennant at ww.tennantco.com.

PRO-LINK INTRODUCES HANDS-FREE™ FLUSH SYSTEM

Pro-Link has introduced an ad-
vanced automatic flush system de-
signed to be more dependable —
and programmable — than other
systems available.

The Hands-Free automatic flush-
ing system, which is ideal for high
traffic restrooms, can either be
mounted to replace an existing toi-
let/urinal handle or clamped onto
the existing handle.

The sensor range can be ad-
justed from eight- to 48-inches. The
units come with a programmable,

24-hour flush option to ensure that
the toilets are flushed at least once
per day. The system’s easy installa-
tion (no plumbers or water shut-off
required) means a restroom can
become hands-free in minutes.
For more information, contact
Pro-Link at www.prolinkhg.com.
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Industry News

THINGS ARE GETTING GREENER AT UNISOURCE CANADA INC.

Unisource Canada Inc. has taken the
next step in its commitment to become
a more sustainable company by estab-
lishing a dedicated Sustainability Task
Force.

Unisource is a Canadian supplier of
over 80,000 paper, printing, imaging,
graphic arts and packaging products, as
well as maintenance supplies and equip-
ment. The company has taken the first
step in greening its operations by es-
tablishing a dedicated Sustainability
Task Force whose mission will be to
incorporate sustainability into the
Unisource roadmap by building an
understanding of what corporate
sustainability means and creating a base-
line of current performance; develop-
ing aclear vision of the corporate strat-
egy moving forward; and documenting
and communicating progress on priori-
ties that will be shared with all
stakeholders.

Unisource Canada is committed to
driving environmental excellence fur-
ther into the organization by reducing
resource consumption and improving
energy efficiencies. Today it is evaluat-
ing greenhouse gas and solid waste
emissions, and building a governance
structure to monitor progress. In the
coming months, the company expects
to release its first sustainability report.

An analysis of Unisource’s operat-
ing practices in 2008, conducted by
management consulting firm Five
Winds International, started the com-
pany down the road of calculating its
eco-footprint at five of its Southwest-
ern Ontario locations. Five Winds ad-

vises both business and government on
how to integrate environmental and
social considerations into their core
decision-making processes.

At that time, Five Winds Interna-
tional conducted an analysis of
Unisource Canada’s greenhouse gas
emissions from operations (including
utilities and sales, and its transportation
fleet); its use of consumables including
packaging and office paper, and its wa-
ter usage.

As a result, Unisource has learned
more about the impact of its everyday
activities and identified opportunities
to make progress towards more sustain-
able practices.

Since then, the company has taken
several steps to reduce the carbon foot-
print of its delivery fleet. Implement-
ing the Unisource Mobile Solution
(GPS) in all of its trucks has helped
the company to achieve a 70 per cent
reduction in idle time and reduce
greenhouse gas emissions by target-
ing a speed limit of 100 km/h. They
have also reduced their paper usage
with the ePOD (electronic proof of
delivery) system.

Unisource Canada is proud of the
fact that it was the first Canadian dis-
tributor to earn FSC (Fo-rest Steward-
ship Council), SFI (Sustainable For-
estry Incentive), PEFC (Program for
the Endorsement of Forest Certifica-
tion) and Chain of Custody certifica-
tions, which has allowed the company
to play an important role in maintain-
ing environmental integrity through-
out the distribution chain.

RON BOOKS NAMED NEW ECI PRESIDENT

In a move reflecting the continued
effort to enhance competitive position-
ing and focus on customer needs in a
challenging economic environment,
ECI has named Ron Books president.

“This marks another exciting chap-
ter for ECI,” said Deven Parekh, man-
aging director at Insight Venture Part-
ners, ECI’s lead investor and chairman
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of ECI’s board of directors. “No one is
in better touch with the needs of our
customers than (Books). ECI will con-
tinue to deliver compelling solutions
to our growing base of almost 5000
customers as we endeavour to better
serve our vast dealer network. We re-
main highly committed to building the

Continued On Page 36

GRAINGER PROMOTES
CARRUTHERS TO
NEW POSITION

Grainger has announced that
Court Carruthers has been
named to the newly-created po-
sition of president of its interna-
tional businesses in Canada
(Acklands-Grainger Inc.), Mexico
(Grainger S.A. de C.V.), and
China. Carruthers’ new respon-
sibilities include growing and
improving Grainger’s interna-
tional business operations, which
had sales of more than $800 mil-
lion in 2008.

“Grainger’s international op-
portunities to leverage its supply
chain  and
drive in-
creased sales
and profitabil-
ity are signifi-
cant,” said
Carruthers,
who is cur-
rently presi-
dent of the company’s Canadian
subsidiary, Acklands-Grainger.
“I look forward to working with
the Mexican and Chinese man-
agement teams to ensure that we
help our customers save time and
money during this global eco-
nomic slowdown, while continu-
ing to build on our success in
Canada.”

Carruthers joined Ackland-
Grainger in 2002 as vice presi-
dent, national accounts and
sales, where he has been re-
sponsible for the company’s
sales strategy and operations.
He was promoted to his cur-
rent position in 2006, and suc-
cessfully grew sales at the Ca-
nadian business by almost 30
per cent and operating earnings
by more than 250 per cent.

Prior to joining Grainger,

Continued On Page 35
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LARGE CANADIAN SCHOOL BOARD GOES GREEN

The Kawartha Pine Ridge District
School Board, based in Peterborough,
Ont., is the latest major school district
in North America to adopt Green
cleaning systems and products.

According to Colin Munro, man-
ager of operations for the district, the
change was implemented in January
2009.

The district educates more than
35,000 students in 77 elementary
schools and 16 secondary schools. In-
cluding its administrative offices, it has
more than 4.5 million sq. feet of space,
and uses nearly 90,000 gallons of clean-
ing chemicals annually, including floor
finishes, general purpose cleaners,
degreasers and disinfectants.

“We realize that, given our size, we
have a huge impact on the environ-

ment, as well as on thousands of peo-
ple,” Munro said. “And we want to do
what we can to reduce our carbon foot-
print.”

To get this change underway, the
district distributed a “request for pro-
posals” to major North American
jansan manufacturers and distributors.
Munro said the document explained
“our dream and what we wanted to do
as far as going Green.”

A number of companies responded
to the request; those responding were
then narrowed down to a small group
that the district believed could best
meet their needs.

“Over several weeks, we tested the
Green-certified products of these com-
panies in multiple school locations,”

Continued On Page 36

PRISM COMPANY CHANGES NAME

Prism Chemicals Inc. has changed
its company name to Prism Care Cor-
poration as of Jan. 12, 2009.

Prism Care manufactures the fol-
lowing products: Ecomax®,
BioFactor™, PrismEnvironmental®,
and Drum-In-Box®.

The company states the following
reasons for the name change:

(1) Prism’s mission is “To benefit
people and the environment” and it
wants its name to embody this mis-
sion.

(2) The word “Chemicals” does
not reflect the true nature of the in-
gredients the company uses and the
products it manufactures. Prism

makes every effort to source and use
food- and therapeutic-grade, sustain-
able, plant based and biological ingre-
dients in its products.

(3) Prism cares about the impact its
products have on the health of its em-
ployees, product users, and occupants
of the buildings and homes where the
products are used.

(4) Prism cares about the impact its
products have on other living species
as well as the environment.

(5) The company cares about its
ongoing commitment to research, de-
velop and market new products that
are the benchmark of performance
and environmental responsibility.

See the Iight
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Continued From Page 34

GRAINGER PROMOTES CARRUTHERS TO NEW POSITION

Carruthers served in increasingly re-
sponsible roles at Dynamex Inc.,
Veredex Logistics Inc. and Purolator
Courier Ltd. He holds a bachelor of
commerce degree with distinction from
the University of Alberta, a master of
business administration degree from
Queen’s University, and is a Certified

Misit us on the Internet at WWw.sanitationcanada.com

Management Accountant. Carruthers
serves as chair of the United Way of
York Region Campaign Cabinet, is a
member of the University of Alberta
Business Advisory Council and was a
recipient of Canada’s Top 40 Under
40™ award in 2007. He and his family
live in Toronto, Ont.

cleaning in matian
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LORNE SPRAGUE NAMED SALES MANAGER -
WESTERN CANADA FOR NACE CARE SOLUTIONS

Lorne Sprague has been named
sales manager, Western Canada for
NaceCare Solutions.

Sprague began his career in the
jansan industry in 1994, after com-
pleting a Bachelor of Science Degree
in Exercise Science, Chemistry and
Biology at the University of Chi-
cago.

His first tenure was with HA
Perigord Company Ltd., which was
purchased by the Cascade Tissue
Group. Sprague then spent 15 years
with Wood Wyant Inc. prior to
moving to the manufacturing sector
of NaceCare Solutions.

“l look forward to serving the
clients of Western Canada and help

Continued From Page 34

number one provider of software so-
lutions to SME customers in the mar-
kets we serve.”

Books has been with ECI for almost
a decade, spending the majority of that
time working directly with independ-
ent dealers and distributors trying to
understand the specific business and
software needs across their highly spe-
cialized markets. He has chaired many
of the past ECI dealer advisory confer-
ences and, over the years, has person-
ally spoken to and met with thousands
of independent dealers and distributors.

“l have been fortunate enough to
spend a substantial amount of my time
at ECI getting to know the industries
we serve and working directly with our
dealerships and the people who make
those businesses work,” Books said.
“Many of our customers have shared
their challenges and successes with me
—which I have used, and will continue
to use, to help drive the direction and
focus on ECI and its solutions. These
personal relationships have given me
significant insight into how all of our
customers increasingly use technology
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them with ‘solution requirements’
to having cleaner, healthier build-
ings by way of equipment that will
show good investments with meas-
urable results,” Sprague said. “l am
happy to be a part of the Mason
Group of Companies and look for-
ward to many years of equipment
excellence.”

RON BOOKS NAMED NEW ECI PRESIDENT

to continue to
grow their busi-
nesses in a cost ef-
ficient manner, es-
pecially in today’s
difficult economy.
We have great and
committed em-
ployees at ECI whose job it is to wake
up everyday and create new ways to
make our customers stronger, larger
and more profitable.”

Books move to president follows the
departure of former CEO Dan
Pritchard. ECI has recently made two
incremental customer oriented hires,
naming Michael Gibson senior vice
president of worldwide sales and
Trevor Greunewald as senior vice presi-
dent.

“We have a strong and growing lead-
ership team in place and our focus to
strengthen our customers’ businesses
has never been greater,” Books said.
“We are all excited about the future of
ECI and the markets we serve and will
continue to bring in top tier talent as
we continue to grow.”

Continued From Page 35

LARGE CANADIAN SCHOOL
BOARD GOES GREEN

Munro said. “We were also look-
ing for a manufacturer and dis-
tributor dedicated to Green
cleaning that could help us with
training and support.”

Mike Sawchuk, vice president
and general manager of Enviro-
Solutions - the company that
eventually won the district’s con-
tract — said that this is the way
the transfer should be handled.

“We encourage clients to set
up a ‘challenge’, take their time
and test the products in real-life
situations,” Sawchuk said. “The
end customer wants Green prod-
ucts, but they must also per-
form.”

Munro expects more school
districts in Canada and North
America to adopt Green clean-
ing.

“We tend to be in the fore-
front, a year or two ahead of
other districts,” Munro said. “But
this Green direction is moving
forward throughout Canada.”

APC FILTRATION NAMES
NEW COMPANY VICE PRESIDENT

APC Filtration Inc. has named
Robert A. Gail as vice president for
North America. Gail will work from
the St. Louis, MO
office, and will be
responsible for
OEM and after-
market air and lig-
uid filter sales in-
cluding Janitized®
and VacFX®
brands.

Gail’s extensive background in the
commercial industry began over 27
years ago with Newell Rubbermaid and
most recently as President of Continen-

Continued On Page 38
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“Buckeye LiquiMax™ js a
very durable floor finish with
low maintenance. We are told
by our clients and visitors
that our floors look great!”

-Tim Woolsey, Facility Manager
Koweta Health Facility
Koweta, Oklahoma

Pictured Left to right: L"‘.
Antonie Jackson (Envi ntal Techniclan), Carol Kauffman (Environmental Technician),

Bert Robison, (Health Sef¥ites Administrator), Teresa Draper (Environmental Services Supervisor)
Henry Taylor (Enviro I'll'lll!_lh‘ Technician), Raymond Thornhlll (Environmental Technician),

Saundra Diffee (Envin " _" tal Services Supervisor)
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Buckeye International, Inc.
2700 Wagner Place
Maryland Heights

Missouri 63043-3471
(314) 291-1900

buckeyeinternational.com




Infor mation

Atlas-Graham Industries Co. Ltd.
Pages 7, 21 & 35

Tel: (204) 775-4451

Fax: (204) 775-6148

Web: www.ag.ca

Buckeye International Inc.
Page 37

Tel: (314) 291-1900

Fax: (314) 298-2850
www.buckeyeinternational.com

Cascades Tissue Group

Page 15

Tel: (450) 444-6400

Fax: (450) 444-6455

Web: www.cascades.com/tissuegroup

Chemspec Canada

Page 10

Tel: (410) 675-4800

Fax: (410) 675-0038
www.chemspec-canada.com

Daniels Associates of Canada Inc.
Page 10

Tel: (416) 291-6022

Fax: (416) 291-4809

Web: www.danielsww.com

Hotline

Enviro-Solutions

Page 17

Tel: (705) 745-3070

Toll Free: 1-877-674-4373
Web: www.enviro-solution.com

G.T. French Paper Ltd.
Page 31

Tel: (905) 574-0275

Fax: (905) 574-7388

Web: www.gtfrenchpaper.com

Innocore

Page 6

Tel: (905) 428-1422

Fax: (905) 428-1462

E-mail: mhinnocore@aol.com

Johnny Vac - Div. of
Distributions J. Beaulac Inc.
Page 16

Tel: 1 (800) 361-2043

Fax: (514) 354-7137

Web: www.johnnyvac.com

Magnet Clean -

Div. of Haase Industries Inc.
Page 6

Tel: (800) 547-7033

Fax: (503) 274-4148

Continued From Page 30

CIMS CERTIFICATION EXPERT TOTAL

alone. Professionals who
wish to position themselves
as an indispensable resource
need to be armed with ad-
vanced operational and budg-
etary knowledge. Under-
standing the need to evaluate,
reduce and re-deploy the
work force is the most prom-
ising way to meet such
budget reductions, and
I.C.E.-workshop attendees
are provided with crucial in-
formation that will help
them in this regard. In fact,
past attendees have reported
saving customers more than
six figures annually by help-
ing them comply with CIMS.

To become a CIMS ex-
pert, professionals within the
cleaning industry must at-
tend a one-day workshop and
pass an examination regard-
ing the management elements
contained in the standard.
The CIMS-expert designation
is earned by and applies to an

individual professional and
not to an entire organization.
For more information re-
garding the 2009 schedule or
to register, contact Dan
Wagner at (800) 225-4772
(North America) or (847)
982-0800; e-mail:
daniel@issa.com.

A total of 85 industry pro-
fessionals attended an I.C.E.
workshop and successfully
passed an I.C.E. examination
during the last four months
of 2008. This number in-
cludes those individuals who
attended a general workshop
in Las VVegas in September as
well as those who attended
either a specialized, custom
program hosted by Triple S
or one hosted by Procter &
Gamble. The names of the
individuals who have been
officially certified as CIMS
experts are available at the
following link -
www.issa.com/08ice.
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Rubbermaid Commercial Products
Pages 2 & 39

Tel: (905) 281-7418,

Fax: (905) 279-3690
www.rubbermaidcommercial.com

Marino Manufacturing Inc.
Page 3

Tel: (905) 669-9949

Fax: (905) 669-5750

Web: www.marinomop.com

NaceCare Solutions
Page 40

Tel: (905) 795-0122

Fax: (905) 795-0038
Web: www.nacecare.com

Swish Quality Cleaning Products
Pages 28, 29 & 31

Tel: 1 (800) 461-7695

Web: www.swishclean.com

Virox Technologies Inc.
Page 5

Tel: (905) 813-0110

Fax: (905) 813-0220
Web: www.viroxtech.com

ProTeam Inc.

Page 19

Tel: (800) 541-1456

Fax: (208) 377-3014
Web: www.pro-team.com

ISSA NAMES SANITATION
CANADA ITS OFFICIAL CANADIAN
MEMBER PUBLICATION

ISSA, the worldwide cleaning industry association,
is pleased to announce that, effective immediately, Sani-
tation Canada has become its official print publica-
tion in Canada.

Sanitation Canada has long-served as a respected
voice for ISSA, the Canadian Sanitation Supply Asso-
ciation (CSSA), and the professional cleaning industry
in general. ISSA has worked in partnership with the
publication in the past, providing association updates
for the magazine’s ‘Inside ISSA’ news section. As a re-
sult of this agreement, ISSA will work more closely
with Sanitation Canada and share additional content
for the benefit of ISSA’s Canadian members.

“Sanitation Canada and Perks Publications Inc. are
proud of our long-time association with ISSA, and we
look forward to the continued sharing of ideas and
opportunities in an effort to better serve members,”
said Sanitation Canada publisher, Mike Nosko.

In addition to receiving a subscription to Sanitation
Canada, ISSA’s Canadian members will maintain online
access to ISSA’s traditional bi-monthly magazine, ISSA
Today, at www.issa.com/magazine.

To promote their success, ISSA’s Canadian mem-
bers are encouraged to submit company press releases
and news items to Sanitation Canada and the ISSA web
site, issa.com, via e-mail at lisav@issa.com.

Continued From Page 36

APC NAMES NEW COMPANY VICE PRESIDENT

tal Commercial Products, a Katy Industries Inc. company.
“(Gail’s) leadership skills and industry knowledge will be
a significant asset working with our rep groups throughout
North America,” said Russell Kelly, APC president. “In ad-
dition | am especially excited to have (Gail’s) insight on the
diversification and growth of our OEM filters business.”

Visit us on the Internet at WW\w.sanitationcanada.com
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HANDLE ANY JOB,
LARGE OR SMALL,
WITH ONE MACHINE:

NACECARE'S
TWINTEC VARIO

FEATURES

> Adjustable brush width
—26",30" and 34" - in
one machine. Simply pull a

pin to adjust the brush deck.

> Adjustable flow rate
- 0.25 gpm to 1 gpm

> 6 gel batteries for a
run time of 3.5 hours

> 2 optional extra batteries
for a run time of 4.5 hours

> Low voltage shutoff

> Onboard chemical
dispensing allows
for 32:1, 64:1, 96:1
and 128:1 chemical
metering

> patented pop on /
pop off pad drivers

Visit our website or contact

us directly to learn more
about reducing your costs
by cleaning smarter.

e \7[®]={° ONE SIZE
C SMILING FACE | FITS ALL

TWINTEC VARIO

h

www.NaceCareSolutions.com NACECARE
1-800-387-3210 SOLUTIONS

Clur/ty in Cleaning




