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PREFACE



I would like to thank you personally for choosing to purchase my book. I do hope you find it both inspirational and useful. My personal experience of running a cleaning business may not apply to every such business, but I have done my best to approach the book from both a universal and individual point of view.


Becoming self-employed is an eye-opening and invigorating journey: you will experience highs and lows and will grow personally in ways you did not expect. You will learn more from being self-employed than any other job could ever teach you. Your success and destiny are in your own hands and, if you take anything from this book that will help you, the purpose of writing it has been fulfilled.


I wish you luck.
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WORKING IN THE CLEANING INDUSTRY





[image: Images] Faith is taking the first step even when you don’t see the whole staircase
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(Martin Luther King, civil rights leader)


This chapter looks at the cleaning industry in general. Its aims are to give you an initial feel of the scale of the industry and to highlight some of the key issues and problems that are experienced in this sector.



Industry facts



The UK cleaning industry is huge. Current estimates show that it employs approximately 820,000 people and is worth somewhere in the region of £10 billion. It is a booming industry because cleaning services are in high demand and are considered a necessity. For this reason, the cleaning industry is generally immune from economic downturns.


Cleaning is a diverse industry covering everything from one cleaner with a couple of domestic properties to maintain each week to large commercial businesses with hundreds of staff on their books. There are also domestic cleaning staff, office cleaning staff, and hospital and school cleaning staff, not to mention the other niche sectors of the industry, such as carpet, window and vehicle cleaning. This book is mainly concerned with the provision of cleaning staff for commercial premises. With this in mind, the following are some of the basic statistics about the UK cleaning industry:




	There are approximately 30,000 businesses providing cleaning services at any given time.


	A third of all businesses are operated on a sole trader basis.


	Some 95% of these businesses employ 25 people or fewer, mainly in the following roles: management, administration, supervision and cleaning.


	Approximately 75% of the workforce are female and work only part time (between 10 and 16 hours per week).


	Some 65% of the workforce is over 40 years of age.


	Up to 20% of the workforce comes from ethnic minority backgrounds.


	
It is estimated that 65% of the workforce has basic skills needs.


	On average, the industry experiences a 70% annual turnover of staff, equating to a retention rate of only 17 weeks.





What does this short summary tell us about the cleaning services industry? First, we can see that there are a lot of businesses and it is therefore true to say that cleaning is a competitive market. It is also true to say that 95% of the smaller businesses in the sector are either not growing or are simply merely surviving. It can also been seen from the above that the cleaning industry must be worth billions each year and, what is more, you don’t require any specific qualifications to get started in the industry.


In short, this is why people choose to become involved in the cleaning services industry but, all too often, these people are unprepared both physically and mentally to deal with the various aspects of starting, running and building a successful business. It’s not easy to become successful – you must be prepared for the work involved. What you need are a range of key personal skills, plus the determination to succeed.



Recruiting and retaining staff



The industry is labour driven – it is all about the provision of services, and this means the provision of staff to carry out these services. Research carried out by the Cleaning Industry National Training Organization (CINTO) found that the employment and retention of staff is the single biggest issue the industry has to deal with. Some of the findings of this research are summarized below:




	The cleaning industry workforce is predominately made up of females over the age of 40, mainly working part time.


	The workforce mostly comprises unqualified employees with basic skills needs.


	Some 90% of employers report difficulties in recruiting part-time staff, partly because of the pay and conditions and hours of work.


	Due to the very poor retention rates across the sector, the operatives who do remain in a job for more than a few months often find themselves quickly promoted to team leader or supervisor, without additional training or qualifications. Those in supervisory jobs are thus often weak in key skills, especially communication skills and application of number skills.





The recruitment and retention of staff, therefore, is seen as a key issue for the industry’s future and, remember, it is people like the above whom you’ll be employing.



Basic skills



Further research carried out by CINTO on behalf of the Basic Skills Agency tried to establish the impact of poor basic skills on the sector. The investigation addressed the importance of basic skills to the work undertaken. All the groups interviewed were asked whether basic skills really is an issue in the cleaning industry or whether workers can be effective in their jobs without the need to read, write, count or communicate to a significant level. While recognizing that the industry overlaps with other sectors, including manufacturing and sales, particular attention was given to the work done by the cleaning operatives themselves. It is fair to say that basic skills, as with all training, was not seen as an important issue for small to medium-sized enterprises where cleaning staff are sometimes transient and are not always viewed as an investment.


There is a common consensus that there are a number of tasks that require a basic level of competency in at least four areas:






	
Reading: health and safety notices; procedure documents; information regarding subcontractors; messages from clients; risk assessment documents and instructions; following directions to sites.


	
Writing: messages to clients; information and reports to managers and supervisors; orders for materials.


	
Numbers: cost control and the correct use of cleaning materials; the calculation of dilution ratios; the submission of time sheets for wage calculations; understanding the frequencies of cleaning.


	
Communication: the need to converse and communicate with clients and colleagues; understanding that contact should be made if unable to come to work; the passing on of information regarding problems.









Filling the skills gaps in the cleaning sector



Skills gaps are widely perceived to be more of a problem for operatives than for supervisory or management staff. Operatives often lack basic skills (for example, in reading and understanding health and safety procedures and regulations and in following instructions) as well as job-specific skills. Supervisory staff, on the other hand, are often deficient in communication skills, general supervisory skills and client service skills, while managers lack supervisory, general management and financial control skills.


Of those surveyed, 30% felt that their organization was affected by basic skills problems once a day or more often. The most common problem caused by this lack of basic skills involved understanding instructions. Some 4.8% of employers believed they had staff who lacked a basic competency in English (these employees represent 4.9% of the workforce). This information has been confirmed by CINTO, who added that listening to instructions is an additional problem.



Qualifications



The following qualifications are applicable to the cleaning industry:




	
National Vocational Qualification (NVQ) Levels 1 and 2 Cleaning and Support Services.


	NVQ Levels 1 and 2 Cleaning Building Interiors.


	NVQ Level 2 Caretaking.


	NVQ Level 2 Cleaning (Windows, Glass and Façade Services; Within Food Premises; and On-site Care of Carpets and Soft Furnishings).


	British Institute of Cleaning Science (BICSc) Certificate of Cleaning Science (in conjunction with City and Guilds (C&G)).


	BICSc Certificate of Cleaning Services Supervision (in conjunction with C&G).





There are currently some 35,000 staff who are qualified at NVQ Level 1, but only about 2,000 employees are working towards Level 2. Chris James at Asset Skills (www.assetskills.org/site) suggests that the NVQ Level 1 Cleaning Building Interiors qualification is appropriate for the cleaning industry, as are all the mandatory units for Level 2 (the Cleaning and Support Services, Cleaning Building Interiors and Caretaking NVQs are all mapped out on the Department for Education and Skills’ website – see www.dfes.gov.uk/readwriteplus/nosmapping/tree/fa00/nvq00305/).


The BICSc certificate is a practical, competency-based test that comprises some 40 units. Candidates (or, more usually, their employers) select the competencies they need. The assessment process is not as rigorous as the NVQ, relying instead on a one-off assessment of practical performance. No level has been allocated to this qualification.


To sum up, therefore:




	Some 50% of those employed in the cleaning industry have no qualifications and, within this workforce, only 10.6% of employees have a competency-based cleaning qualification.


	The most popular qualification appears to be BICSc (7.3%), followed by S/NVQ (3.8%).


	Just over 11% of employees are working towards a qualification (of these, 5.8% are working towards BICSc and 3.8% towards S/NVQ).


	Level 1 is the most common qualification. While Level 3 qualifications for younger people receive the bulk of public funding, the priority for the industry are lower-level qualifications for older people.


	Of employers, 62% consider it very important to improve their employees’ basic skills, but employers are often reluctant to release their staff for long-term training due to the financial implications.


	
Finally, most employees who undertake training do so on a ‘day release’ basis, and some employees fund their own training.





The priority areas for skills development in the sector, therefore, appear to be as follows:




	Reading and understanding job and safety instructions.


	Reading and understanding health and safety procedures and regulations.


	Communicating with a range of people.


	Measuring cleaning fluids accurately.


	Completing simple workplace documentation.






Dealing with the franchise problem



Franchising is a very popular way of starting up in business: those people who are concerned about their expertise in a specific business area appreciate the security a franchise can offer because they are buying into what is already a successful business model and there are no sales requirements or the need to find new clients.


While franchises are undoubtedly successful and many people are satisfied with their current franchise arrangements, the problem remains, however, that, when you become self-employed and start to run your own cleaning business, one of your main goals – if not the main goal – will be to make as much money as you can and to live comfortably. If this is the case, you must ask yourself this: once you are established and are confident in running your own business, will you be happy to share all your hard-earned profits with someone else for the remainder of the time you will be self-employed?


As a businessman or woman, this question is important because, as a franchisee, you will be paying a percentage of your earnings back to your franchisor each month and every month and, in most cases, there will be various other fees to pay, such as:




	the initial investment and intellectual property fees;


	monthly royalties on net turnover – generally 10–15%;


	advertising and marketing fees; and


	management fees.





All these small sums will chip away at your profit each and every month. The following is an example of what can happen.


CASE STUDY





[image: Images] Mr Aslam was interested in running a cleaning business but was unsure if he had the skills to start up alone. He decided to purchase a franchise and had a meeting with a franchise company who seemed to be market leaders in cleaning franchising. Mr Aslam opted to purchase an initial turnover of £8,000 per month of net business. This meant the franchisor would be obliged to provide this level of business (e.g. eight cleaning accounts at £1,000 plus VAT per month). The cost of this franchise would be £3 for every £1 of business supplied so, this level of business would cost Mr Aslam an initial purchase price of £ 24,000. He also has an intellectual property (IP) fee to pay to buy into the franchise which varies, depending on the quantity of business purchased. In our example the purchase level of business is £24,000, and this falls into the IP bracket of a further £15,000. So Mr Aslam will have purchased a franchise for a total price of £39,000 and will, in turn, be provided with £8,000 per month of business. Seems straightforward, doesn’t it?


However, consider the following. The franchisor will more than likely have a period of time to meet their obligation – anything up to three or possibly six months – before Mr Aslam receives the full £8,000 per month of business. Mr Aslam would be told that this is to ease him in slowly and, to a certain degree, this is a sound approach, but it can also be bad news. The franchisor may not have enough new sales coming in, and Mr Aslam may therefore have to wait for his business obligation. How would he supplement his income during this period?


In addition, if after receiving his full obligation Mr Aslam lost any of his accounts, then he would have to pay to replace them. The principle here is that, if it were deemed Mr Aslam’s fault that an account was lost, then this would come off his obligation and would only be replaced at extra cost to himself. Remember, commercial cleaning is a high-churn business – accounts can and will be cancelled for various reasons. Sometimes, clients will find fault with the cleaning simply as a means to cancel a contract: perhaps they are experiencing financial difficulties or a better offer is available. Let’s look at the effect this can have.


Some 12 months have passed, and Mr Aslam has finally reached his obligation of £8,000 per month of business. It was slow coming and he struggled for a few months, but he finally got there. He is also now much more settled and is becoming familiar with the ins and outs of the industry and is ready to grow his business further. In the next two months, however, three of his accounts cancel, citing that they have had a few problems throughout the year and that they feel a change is good idea. Despite his best efforts, these accounts cancel, and the franchisor deems them to be ‘performance related’ cancellations that will be deducted from the obligation.


Mr Aslam now has only £5,000 of business per month and no further obligation to receive. He can, of course, ask for more business from the franchisor, but this would cost him either further bulk costs or ever-higher increased percentages to pay back each month.


Two years have now passed, and Mr Aslam has taken on a further £5,000 worth of business with the franchisor, despite the extra costs. He is beginning to make a go of things: he is now at a level of £10,000 per month of business and employs 19 cleaning staff. Two of his original obligation clients have complained to the franchisor as opposed to Mr Aslam, who could have dealt with the problems himself. The franchisor sent an account manager to deal with the complaints and charged Mr Aslam for this. The franchisor then deemed that these accounts posed a strong cancellation risk. Because of this risk, they removed the accounts from Mr Aslam and transferred them to another franchisee to ensure they retained these clients. A further £2,000 of obligation is therefore now lost, bringing the obligation total down to £3,000. Not only that, but also another franchisee has had to pay to take on the two new accounts, which Mr Aslam has already paid for and which are now lost!


Three years have now passed and lessons have been learnt. Mr Aslam is feeling a bit despondent about his franchising experience but, on the positive side, he is now extremely confident in the running of his franchise, he has learnt from losing these accounts and he has really raised his game and is running his business very well. His clients love him, his staff are happy and he has taken on a further £10,000 of business from his franchisor, which is now at a level of £18,000 per month. All in all, he is now well and truly up and running and is growing his business.


Herein lies the next problem. It has been three years now, and Mr Aslam knows the industry extremely well. He is looking to grow his business but the franchisor has been experiencing difficulty in finding new sales in his region and there are also other franchisees locally waiting in line for new business. Nothing is on the horizon, so that means no growth for the foreseeable future and, considering the high churn rate of cleaning accounts, this spells trouble.


Mr Aslam is confident, however – he has leads to bring in further business himself, which the franchisor welcomes. Over a three-month period he brings in a further £3,000 of business, the royalties from which he will still pay to the franchisor who, as they always do, will invoice his clients direct and will collect all monies and make all deductions before passing the remainder to Mr Aslam. Just over three years have passed and Mr Aslam’s turnover is £21,000 per month, some of which has been generated by Mr Aslam himself. Taking into account all the fees per month, an average of 15% is being returned to the franchisor every month: £3,150 per month is being deducted as fees and royalties.


[image: Images]


 


To repeat the question posed earlier in this chapter: once you are established and are confident in running your own business, will you be happy to share all your hard-earned profits with someone else for the remainder of the time you will be self-employed? I think not! The sum of it is, you will become confident in and familiar with your business, you will eventually grow out of needing a franchisor to assist you and you will start to think about the £x,xxx per month you are ‘losing’. You will then begin to think about the £y,yyy per month you will be ‘losing’ should your turnover double – and so on!


The obvious choice is to quit the franchise and to set up exclusively on your own, but what about that franchise agreement you signed that, on reflection, is water tight and has you completely over a barrel? It is, of course, there to protect the franchisor, and they have every right to this protection but, as standard, you will have signed to say that for a period of x amount of years after you leave the franchise you will not run or be deemed to be involved in the running of any business that could be construed as being in competition with your franchisor, and you will also have signed to say that you cannot approach any of ‘their’ clients. In other words, it turns out that all those clients you have been slogging your guts over to keep happy for the past three years are not actually yours at all – they never have been, in fact.


The above case study is typical of what can happen, but in other cases people have lost many thousands of pounds and have walked away from a franchise with nothing at all. Be under no illusions – this does happen. My advice is, and always will be, to stay away from commercial cleaning franchises. Franchises are businesses looking to make money just like you, and they will play hard ball at your expense if and when required.


If you have the ambition and the will to succeed and if you can utilize the tools provided in this book, then choose to go it alone: you will make it. In the event you don’t make it, then consider that, in a franchised situation, you will have lost a large sum of money that will never be returned.



Thinking positively



This book does not purport that cleaning is the greatest business in the world and that there are nothing but good things to come out of it. If it did then it would not only be doing you a disservice but it would also be a waste of your money. The fact is that cleaning is a hard business to run and to get right. The same goes for any business – everyone would be successful if it was that easy. With this is mind you can expect to read things in this book that may put you off even from starting a cleaning business in the first place. Whatever decision you eventually make, it is important that you are aware of the good, bad and ugly sides of running a cleaning business.


If you do feel put off by this, take a minute to come back to this section and read the following:




	Cleaning can and will make you a lot of money.


	No business is easy to run – period!


	Cleaning is a regular ‘bread and butter’ business – money is constantly coming in.


	You will be your own boss – there is no one to answer to but yourself.


	Cleaning is a very flexible business to run.


	You will find great staff who are a pleasure to work with.


	
You will make good relationships with clients and develop friendships.


	Becoming successful brings confidence and the respect of others.


	Every self-employed person complains about their business or industry but they almost always finish by saying it is better than working for someone else.


	Your destiny is in your own hands.
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DECIDING BETWEEN THE VARIOUS CLEANING SERVICES





[image: Images] Destiny is no matter of chance. It is a matter of choice. It is not a thing to be waited for, it is a thing to be achieved
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(William Jenning Bry, American politician, orator and lawyer)


As you have seen, cleaning is a large and diverse industry. This book, however, is primarily concerned with daily cleaning services, and this chapter looks at the various areas of cleaning provision you are likely to experience and come to provide as your business grows.


Daily cleaning services are the best way to start your business. The reason for this is that you will have a bread-and-butter income – there is no point in focusing your efforts on letting agency cleans or builders’ cleans because these are not required on a daily basis in the same way as office cleaning, for example. Daily cleans are also needed in offices, pubs and schools throughout the country, and this will be your core business and will ensure that, each month, you have a steady flow of income.



Cleaning offices



In terms of daily cleaning provision, office cleaning is where you want to be. Office cleaning is the target sector for most daily cleaning companies and, because of this, it is a competitive area to be in. The key benefits of office cleaning can be summarized as follows:




	It generally involves Monday to Friday cleans only.


	The cleaning required is on a much lighter scale than in cinemas and pubs, etc.


	The cleaning is normally done outside normal working hours.


	There are opportunities for additional business through companies that have additional offices or through recommendations.


	It is easier to find good staff for office cleaning than for other types of cleaning.





If you are able to build up a good level of business in office cleaning, you will have the benefit of being able to switch off at the weekends when most offices are not open – a luxury that will not be afforded to you should you be cleaning for seven-day businesses, such as pubs, clubs and cinemas. Depending on how active and hands on you choose to be, you will also find that you will be busy early in the morning to late morning, and then late in the afternoon to early evening. It should be added, however, that this ‘leisure’ time should be spent finding new clients, but the point remains that you will be relatively quiet during the middle of the day.


When you have had the experience of cleaning a cinema on a Sunday morning with two cleaning staff short, you will quickly realize the benefits of an office clean: an office clean will never compare with the dirt levels experienced in cinemas. Office cleaning, generally speaking, covers the following basic areas:




	Desktops and surfaces cleaned.


	Floors vacuumed or mopped.


	Waste baskets emptied.


	Kitchens cleaned.


	Toilets cleaned.


	Glass cleaning and other small duties.





Cleaning staff generally prefer to clean out of hours because they can work more quickly and efficiently than in a busy office. It also avoids complaints about the vacuum being on while someone is on the phone or the problems of cleaning a toilet of the opposite sex when someone needs to come in to use it. Out-of-hours cleans are also useful when you have key access. For example, a member of the cleaning staff might call in sick at short notice and, because you have the keys, you can go in slightly later (if this is allowed) with a replacement cleaner to ensure the shift is covered.


Office cleaning presents other opportunities. You may, for example, have a client who has two other branches locally and who, no doubt, will also be receiving a cleaning service which you would like to become involved in. This is where the value of good service and good relations with your clients comes in to play: they will be only too happy to recommend you when the office manager of their other office mentions they are unhappy with their current service provider and that they would like to change companies.


More often than not, you will get better staff and better consistency if you undertake office cleaning and, just like yourself, you will find that your cleaning staff also enjoy the weekend off. You will get far more ‘sickies’ at weekends than you will during a normal working week, so the balance is generally better and staff relations will remain good.



Cleaning pubs and leisure premises



We all know what pubs are, but what does ‘leisure premises’ cover? Leisure cleans are generally represented by the following types of premises:




	restaurants


	cinemas


	
health clubs


	bowling alleys


	nightclubs


	casinos.





All the above (including pubs) are normally seven-day cleans, and some require cleaning at unsociable hours.


Pub and leisure cleaning accounts are easier to come by than office cleans because the churn rate is normally higher in pub and leisure cleaning. This means that such clients are on the lookout for cleaning companies more often than office cleaning clients. There are a number of reasons for these high churn rates for pub and leisure accounts, some of which are as follows:




	This industry is extremely competitive, and the managers take a very active role in the cleaning.


	Such businesses are generally audited by a department of their own company, which scores them on a number of factors – cleaning being one of them.


	They are constantly trying to reduce overheads due to the competitive nature of the market.


	They change managers more frequently than offices, and these changes can have a roll-on effect on subcontractors and service providers.


	It is more difficult to find good staff willing to work in these areas.





The big pub chains are in a constant battle with each other for customers. They are obliged to have the cleanest and best facilities as well as the best deals on alcohol, with good food and a good service that will attract customers. This is why they are relentless when it comes to pushing their own staff to strive for results and to reduce overheads, and it is only a matter of time before the cleaning overheads will be looked at. On a whim, new company policy could be that they will now employ their own cleaning staff to reduce costs.


When this happens, the natural step is that they will approach your cleaning staff, seeking to employ them directly and thus cutting you out of the picture. This often happens and, even though it does not make the manager’s job any easier, it will improve their figures – it is, after all, about results and performance.


Because of the pressures managers are under, there are always changes in management, particularly in pubs. Sometimes this can work in your favour. For example, a manager who is your client may move to another pub and you may get to provide the services there while retaining the existing account at the previous pub. The reverse, however, can happen: you may lose out completely when a manager you are used to dealing with leaves or moves elsewhere but does not take you with them.


There will also be pressure from you towards your cleaning staff because of the pressure you receive to meet your client’s standards. Unfortunately, cleaning staff do not take too well to pressure for what, to them, is only a couple of hours a day part-time income. They will resent having to deal with constant criticism and also with having to work weekends, particularly when they can get an office cleaning job with less hassle and weekends off. Regular staff changes are commonplace in this type of work.


Overall, therefore, you will find not only that the cleaning is more difficult in terms of general dirt levels but also that the managers of such premises will be far more involved in and critical of the cleaning. You will also have difficulty in getting good, reliable staff, and you will not make as good margins as you would through office cleaning.


To finish on a positive note, pub cleaning will give you a good, all-round education about daily cleaning – you will be hands on and it will provide you with high levels of service that will be of benefit to you in your core office-cleaning work. There will be plenty of opportunities to pick up pub cleaning accounts when you first launch your business, and you will learn a great deal from the audit process and from your clients, which can only help you as you move forward. I say this with experience!



Builders’ cleans



Builders’ cleans should sit well with your daily cleaning business, and you should definitely find the time to market yourself to building companies. The reason they fit well with daily cleaning is that most builders’ cleans are carried out during the middle of the day. However, if the client requires cleaning during a specific time, then you will have to meet this request. Most of the time, though, you should be able to dictate the time to suit your own requirements.


You should pitch your builders’ cleaning time to between 9.30 a.m. and 3.30 p.m. The reason for this is that you will already have a number of cleaning staff working for you in the early morning and early evening. Daytime cleaning will not only give you the opportunity to offer your staff additional work but will also provide you with cleaning staff whom you know can do the job well. Most of your morning cleans should finish around 9 a.m., and the earliest of your evening cleans should start at about 4 p.m.


Clients tend to have their own phrases to describe the type of clean they require, so if they use any of the following terms to describe the clean simply adopt that term and use it to head your quote:




	final cleans


	handover cleans


	
sparkle cleans


	finishing cleans


	deep cleans.





Some clients will frown if their ‘sparkle clean’ is referred to as a ‘builders’ clean’ because ‘builders’ clean’ suggests a lower standard of finish. With experience you will soon pick up the correct terminology.


All these cleans (including builders’ cleans) will, in most cases, cover the following types of work and/or premises:




	new-build homes


	new-build commercial premises


	letting agencies


	shopfitters


	refurbishments


	office moves.






Cleaning new-build homes



On completion, all new-build homes require a finishing clean, and a cleaning company is generally employed to carry this out. It is not enough simply to send a mailshot to the house builder as, more often than not, the builder will be a large company and your mailshot will be ignored. You should spend time in advance finding out the name of the person or department who deals with this aspect of the building process and you should send your details directly to them. Generally speaking, the people involved will be the surveyors or site managers.


The benefits of this type of work are that it pays more and that, if you are successful, you will be able to obtain some advance contracted work for future new developments. There is nothing better than having future work on your books.



Cleaning new-build commercial premises



New-build commercial premises are similar to the above but are generally carried out by a different type of building company. All the above, therefore, applies to new-build commercial premises, but there are a few other things you should also bear in mind. Some of these things are vitally important, not only if you are to get this type of work but also if you are to make money from it:




	All your staff will have to have the appropriate personal protective equipment (PPE) when on site (i.e. hard hats, yellow vests and proper footwear).


	
In most cases you will need 110 V equipment because building sites do not have a normal 240 V supply until after handover.


	You will have to have a recognized supervisor on site who will liaise with the site manager or other nominated person.


	You will need to build into your quote that the price covers ‘one clean only plus any snagging per area’ and ‘that any repeat cleans caused by other subcontractors’ messes are chargeable’.





The last point is important. In the lead-up to the handover date, everyone will be falling over everyone else’s feet to get the job completed on time: cleaning staff, subcontractors and labourers alike. Without doubt, that nice room your staff have just cleaned will be revisited by a pair of mucky builders’ boots while someone else finishes off a bit of painting, fixes a loose handle, etc. Toilets are a classic example of this – the last subcontractors in are the mastic contractors, and they will make a mess.


In terms of a quote price, you should calculate your expected man hours from your site visit and then add 10% to cover extras, applying a rate of approximately £10–£12 per hour. This will keep you competitive and should also return a decent profit.


You may have to become Construction Industry Scheme registered in order to work for these companies. There is a Construction Industry Scheme card that is relatively easy to obtain by contacting HM Revenue & Customs.


Finally, make a point of chasing your payment promptly after 30 days – the big building companies are notoriously slow payers and, in some cases, you will be kept waiting for 90 days or more. Chase your payment through the various departments until it gets to accounts payable, and then ask for a payment date and follow up accordingly.



Domestic cleans



Domestic cleaning is a huge part of the industry and, like all the other sectors, it has its advantages and disadvantages. It is up to you whether or not you want to become involved in this side of the industry, either as your main focus or as part of the wider range of services you offer. Domestic cleans are usually categorized as follows. Cleaning provision for:




	homeowners


	letting agencies


	housing associations.





CLEANING FOR HOMEOWNERS


Domestic cleaning is a significant slice of the overall industry. Current estimates suggest that domestic cleaning is worth £3 billion per year in the UK and that the sector is continuing to grow. You will possibly have seen adverts for Molly Maid or Merry Maid who are both big players in domestic cleaning. They are both also franchised operations – most national domestic-cleaning companies are franchised.


One reason this sector is growing is that more and more people have demanding careers – women as well as men. There is also more disposable income now, and people are less inclined to clean their own homes. It is reasons such as these that have caused the domestic cleaning industry to mushroom.
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