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NEWS, VIEWS AND INFORMATION FOR THE FACILITY SERVICE PROVIDER

ISSA Canada Launches 
Major Facility Service 
Membership Initiative

I SSA Canada is furthering its commit-
ment to professionalizing the Cana-
dian cleaning industry by launching 

a major membership campaign targeting 
building service contractors and in-house 
service providers, more commonly referred 
to as facility service providers (FSPs).

“ISSA Canada is targeting Canadian 
facility service providers to become mem-
bers of  the world’s cleaning industry as-
sociation,” said ISSA Canada Executive 
Director, Mike Nosko. “Being part of  
ISSA Canada provides FSPs access to an 
abundant network of  education and certi-
fication programming, as well as tools to 
support  business operations. The result is 
increased professionalism, better trained 

staff  and ultimately profit growth.”
ISSA Canada membership provides 

FSPs with a direct “in” to access train-
ing materials, individuals and companies, 
and a host of  workshops which are all de-
signed to help save money, time, labour, 
risk and costs of  malpractice.  Addition-
ally, through an extensive video library, 
FSPs can search and utilize numerous 
“How-To” and other training videos.

“Through its acquisitions and partner-
ships with EPIC, ARCSI, IEHA and CMI, 
FSP members also have access to special-
ized training and new business opportuni-
ties in new markets,” said ISSA Director 
of  Industry Outreach, Rosie Rangel. “The 
resources provided through these partners 

are extremely specialized and will help the 
FSP grow in training, and cleaning safety 
and processes.”

According to Brant Insero, ISSA direc-
tor of  Education, Training, Certification 
and Standards, ISSA Canada membership 
“is all about the access to professional 
standards and certifications.”

“Our top-notch educational platforms 
and specific certifications are recognized 
worldwide, so being an ISSA Canada 
member gives you access to all of  that 
knowledge, credentials and professional 
standards,” he said.

Of  specific interest to FSP members 
is ISSA’s Cleaning Management Institute 
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(CMI) which is geared towards the indus-
try’s front-line professionals, supervisors 
and managers. CMI offers three different 
certifi cations including Custodial Tech-
nician Basic, Advanced and Supervisor 
which equip FSPs with the knowledge 
to understand cleaning and health safety, 
work loading, chemical differentiation, 
sustainable practices and more. 

Also available is the Cleaning Industry 
Management Standard (CIMS) which was 
created for FSP organizations’ management 
structures, and performance systems and 
processes. Certifi cation through the CIMS 
program indicates that an organization con-
forms to the standard requirements  and has 
successfully demonstrated that compliance 
to an independent, third-party assessor.

Various tool kits and online calculators 
are also readily available through ISSA 
Canada membership.  

The Value of  Clean and Value of  Clean 
Safety tools provide technical data, calcula-
tors and presentations designed to educate 
FSPs on how to improve current practic-
es, and focus on health and sustainability 
in order to protect the health of  employ-
ees and customers, and ultimately receive 
a return on investment.

“Facility service providers have access 
to all of  our workloading and benchmark-
ing tools,” Insero said. “Handbooks and 
on-line calculators assist FSPs in their bid-
ding and estimating efforts, and ensure 
their bids are precise and accurate.”

The ISSA/INTERCLEAN® trade 
show is yet another source for educa-
tional programming and offers a variety 
of  seminars, workshops and hands-on 
learning opportunities. The ISSA/IN-
TERCLEAN® North America 2017 trade 
show will be held September 11 to 14, 
2017 in Las Vegas, NV. An extraordinary 
array of  educational programming has 
been prepared and will be readily available 
at this year’s event. Visit http://show.
issa.com/ for all the details. 

“This is an extremely exciting time 
for ISSA Canada as it evolves to the next 
level of  unifying and professionalizing the 
Canadian cleaning industry,” Nosko said. 
“ISSA Canada is determined to ensure 

that all industry sectors are represented, 
and aware of  the vast amount of  tools and 
programs available to them through this 
great association. 

“ISSA Canada members have access to 
ALL of  the benefi ts, programs, tools and 
services offered to members State-side,” 
he added. “ Additionally, in our on-going 
effort to recognize the unique Canadian 
population, all of  these products and ser-
vices will be available in both offi cial lan-
guages – English and French. ”

To ensure that the voice of  Canadian 
facility service providers is heard, Nosko 
said that ISSA Canada intends on form-
ing a Canadian FSP Council. Made up of  
fi ve or six key industry representatives, 
the Council will provide fi rst-hand input 
to enlighten ISSA Canada on the sector’s 
needs, issues that it faces and resources 
which could aid in business success. 

“Facility service providers are the in-
dividuals on the front-line of  the indus-
try and it is of  great importance that we 
hear, fi rst-hand, about the issues they face 
in their day-to-day processes and proce-
dures ,” Nosko said. “The FSP  Council 
will provide constant guidance to ISSA 
Canada, and assist us in planning relevant 
educational programming, services and 
products to make the business operations 
of  the FSP sector function more profes-
sionally and effi ciently. ”

By reaching out to all sectors of  the Cana-
dian cleaning industry, ISSA Canada intends 
on unifying the country’s cleaning community 
and increase the appreciation for cleaning as 
an investment in human health, the envi-
ronment and an improved bottom line. 

For more information on how to become in-
volved, contact ISSA Canada at (905) 665-
8001, toll free 1-866-684-8273, or visit http://
www.issa-canada.com. 

QUICK TIPS....

Avoiding Rapid Re-soiling
Ever wonder why a fl oor can some-

times look worse after it has been 
cleaned? This is because of  a phenom-
ena called “rapid re-soiling.” 

Rapid re-soiling is a fairly common 
occurrence. It is the result of  operators 
using too much chemicals during the 
cleaning application and not properly 
rinsing the fl oors afterward.  The residual 
soap left behind will attract soil quickly.

The solution? Make sure fl oors are 
properly rinsed. Water, with a PH neu-
tralizer, is a great way to remove resid-
ual soap and prevent future re-soiling 
after cleaning. For more information, go to 
www.sunbeltrentals.com.
SOURCE: https://www.bscai.org/Contractor-Connec-
tions-Hub/Industry-Tips

Avoiding 
Workplace Accidents

Ninety-one per cent of  all work-
place accidents happen due to human 
error. This is because we spend 47 
per cent of  our time with our minds 
“wandering.” Beyond signs that tell our 
workforce to pay attention, it’s time 
to train them to be fully present. The 
simplest way to teach employees to stay 
focused on the task at hand is to have 
them take a deep breath every time 
they notice they are distracted. For more 
information, go to www.whil.com.
SOURCE: https://www.bscai.org/Contractor-Connec-
tions-Hub/Industry-Tips

ISSA Canada Launches 
Major Facility Service 
Membership Initiative
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Unlike hospitals, people who enter 
schools, including students, staff  
and the public, are not screened 

for infectious agents. Cleaning and main-
taining schools involves a careful look at 
several high-touch areas prone to germs, 
which could stem from colds, influenza, 
pneumonia, diarrhea and even leaking 
wounds. Understanding where these hot 
spots are and how they contribute to the 
overall health of  a school is key.

Classroom
Frequently touched surfaces will harbour 

bacteria and viruses. The number of  bac-
teria present will depend on who touched 
the surface (sick person, healthy person, 
someone with good hand hygiene or poor 
hand hygiene). Door knobs, desk tops, light 
switches, pens and pencils may all have 
varying amounts of  organisms on them.

Tips: Students should be encouraged to 
sanitize their hands after coughing, sneez-

ing and using the toilet. Proper etiquette 
involves coughing or sneezing into one’s 
elbow fold, which helps limit the spread 
of  organisms. At the end of  the day or be-
tween classes, desk tops could be disinfect-
ed with a disinfectant that does not require 
rinsing, has a fast-acting contact time and 
has little potential to aggravate conditions 
like asthma. A San Francisco Department 
of  Environment report – Safer Products and 
Practices for Disinfecting Surfaces – provides a 
list of  alternative products, information on 
environmental and health hazards, and sur-
face compatibility.

Place signs at school entrances to remind 
students, staff  and visitors that they should 
not enter a building if  they are unwell. Still, 
schools may want to consider having a “sick 
room” where ill children can lie down and 
be supervised until a parent or caregiver 
can bring the child to a more appropriate 
space. Some families may not be able to 
provide alternate space for their children, 

Five high-touch areas in 
schools and sanitation tips
The scoop on sparkling schools

By Jim Gauthier

so schools should consider a formal sick 
area, with appropriate tissues, cleaning and 
disinfectant agents, as well as appropriate 
equipment for hand hygiene, including a 
sink with warm running water and soap, 
along with alcohol-based hand rub.

Restroom
Areas around toilets, door pushes or 

pulls, and taps at the sink all harbour bac-
teria and viruses. If  someone has vomited 
within a washroom, or their diarrhea is 
linked to a virus like Norovirus (a winter 
vomiting disease), many surfaces will be 
contaminated. A spray of  a virus can cov-
er areas up to two metres (six feet away) 
and survive on surfaces for days.

Tips: After using a restroom, hand 
hygiene is vital, and washing hands may 
be superior to alcohol-based hand rubs if  
hands are visibly soiled or if  vomiting and 
diarrhea has occurred. Use paper towels 

...continued on page 4
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to turn off  taps or install taps that auto-
matically turn on when hands are placed 
beneath them. Having a procedure for 
reporting soiled washrooms may also be 
benefi cial to help janitorial staff  quickly 
clean up visibly soiled surfaces. Signs 
within the washroom reminding users of  
the importance of  hand hygiene also help 
with compliance.

Gymnasium
Any area of  a gym used for contact 

sports, such as wrestling or sports where 
athletes share equipment, can lead to bac-
teria being shared.

Tips: Mats should be disinfected and 
athletes should shower after playing sports. 
Students and staff  should not share towels 
and/or bars of  soap. If  equipment needs 
to be shared, it should be wiped with a 
disinfectant or sprayed with a sanitizing 
agent. Athletes could either be designated 
to clean used equipment on a rotational 
basis or schools could designate this func-
tion to janitorial staff.

Shared Work Spaces
Since most students now depend on 

computers and use shared work spaces in 
areas like libraries, there are more and more 
high-touch surfaces that need to be consid-
ered. The keyboard and mouse of  shared 
computers will harbour bacteria and viruses.

Tips: Regular cleaning and disinfection 
may harm some of  these components if  
they become too wet. Try to fi nd key-
boards or mice that tolerate such cleaning. 
Having a safe, effective disinfectant wipe 
in common areas allows students to clean 

and disinfect equipment before and/or 
after use. Mounting hand sanitizer within 
these areas will also help students sanitize 
hands after they use common equipment. 
Also, students should not eat in computer 
labs, as keeping keyboards and mice clean 
is very diffi cult, and eating with bacteria or 
viruses on their hands can lead to illnesses. 
School administration needs to address what 
products janitorial staff  use, and what prod-
ucts are available for students and teachers 
to use within classrooms and other common 
areas. Alcohol-based hand rubs should be 
available and monitored so abuse does not 
occur. Utilizing disinfectant wipes with a 
safe chemistry that is not an asthmagen 
can protect both students and staff.

Hallways
Students who congregate and sit in 

hallways may be prone to picking up bac-
teria and viruses from the fl oor. Lockers 
also carry organisms, but especially on the 
lock – a high-touch area.

Tips: If  students do sit on a fl oor or 
carpet, hand hygiene must be emphasized. 
In large schools, while it may not be prac-
tical to disinfect locks on a regular basis, 
providing an abundance of  hand sanitizer 
before a student enters or leaves a class-
room can help reduce infections overall.

Jim Gauthier, MLT, CIC, is the senior clinical 
advisor of  infection prevention at Sealed Air Di-
versey Care. He is a medical laboratory technolo-
gist by training and board-certifi ed in Infection 
Control.
Originally published on the Real Estate Management News 
(REMI) Network.com. 

Five high-touch areas in 
schools and sanitation tips
The scoop on sparkling schools
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ISSA, in partnership with Robert W. 
Baird & Co., has published the re-

sults of  the latest quarterly Baird/ISSA 
Chemical and Hygiene Services Survey, 
which outlines trends and economic 
data within the cleaning industry.

The survey, which polled nearly 
4000 privately-held building service 
contractors, chemical distributors and 
manufacturers, found an uptick in new 
and existing customer sales in the sec-
ond quarter of  2017.

More than 80 per cent of  janitorial 
service respondents cited revenues meet-
ing or exceeding expectations. Among 
chemical and consumable sales respon-
dents, pricing remained competitive with 
a modest increase from recent lows.

The Baird/ISSA Chemical and Hygiene 
Services Survey results are provided exclu-
sively to ISSA members at no cost. To 
view the full results of  the latest survey, 
you must be logged in to ISSA.com as 
an ISSA member. Not a member? Click 
here to learn more about joining, please 
visit www.issa-canada.com.

ISSA Announces 
Latest Chemical & 
Hygiene Services 
Survey Results

Seven ISSA-member companies 
have been named to Entrepreneur 

magazine’s 2017 Top Global Fran-
chises list.

To be included in the publication’s 
annual index, each company is evalu-
ated on objective measures including 
fi nancial strength and stability, growth 
rate, size of  the franchise system and 
international appeal.

The ISSA-affi liated organizations in-
cluded in Entrepreneur’s 2017 list are:

• Anago Cleaning Systems
• Jan-Pro International
• Maid Pro
• Merry Maids
• Molly Maid
• ServiceMaster Clean
• Vanguard Cleaning Systems.
To read the full story, visit https://www.

entrepreneur.com/franchises/topglobal.

Seven ISSA Members 

Ranked Among Top 

Global Franchises

http://www.issa-canada.com
https://www.entrepreneur.com/franchises/topglobal
https://www.reminetwork.com/articles/the-scoop-on-sparkling-schools/
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Many cleaning companies remain 
skeptical of  marketing their 
business on social media; oth-

ers may have started to navigate platforms 
like Twitter, but question its so-called 
value – keeping the Twitter egg avatar in 
place of  a professional photo or logo. In 
a highly competitive industry, networking 
on social media is a great tool for keep-
ing up-to-date with clients, while engaging 
prospective customers.

Cleaning marketer and entrepreneur 
Lisa Macqueen recently offered advice on 
what cleaning companies need to be doing 
on social media. Along with her husband 
Hamish, she turned their Australian-based 
company Cleancorp into a multi-million 
dollar international empire in a little over 
two years, using social media along the 
way. Here, she chats about best tools, ways 
to engage targeted clients and common 
mistakes.

What are the initial steps for en-
gaging a target audience?

Understand who your ideal client is. 
Cleaning business owners need to know 
who their target audience is and have their 
ideal client profile in mind. Who is it they 
serve at the highest level? They need to be 
very intentional and clear whom they are 
trying to market to? Do they understand 
what interests ideal clients, and what chal-
lenges, concerns and hassles they have in 
their lives every single day? Once this is 
understood, companies can start to target 
potential customers and “hide-out” in ide-
al areas on social media where these cus-
tomers are also going to be hanging out.

How do you grow a social media 
presence and get more followers?

Organically build a tribe on social me-
dia platforms. You can buy followers on 
any platform, but I wouldn’t recommend 
it because those purchased followers won’t 
comment, like or share anything. Ideally, 
you want to have people who are inter-
ested in you, which can be tricky to get 
right. If  you’re brand new to social media, 
go online and find each of  your customers 

tent on a regular basis. Write your own 
articles, if  you feel confident, or curate 
content from other people. There might 
be a few blogs you really enjoy reading. 
Your customers may benefit from those 
blogs. When you share the content, you 
have an opportunity to add a little con-
tent of  your own (with your share) and 
tag people.

How do you sell yourself without 
overselling yourself?

It’s called social media for a reason. 
The whole idea is to add value to people’s 
lives, create a community, and share and 
comment. One of  the biggest myths is 
making a sale on Facebook or LinkedIn 
after someone sees your post. Sure, that 
happens sometimes, but the main objec-
tive is to get your ideal clients to trust 
you. Social media is a fantastic way to do 
this. When the time comes for engaging 
a cleaning services company, they know 
you; they’ve read your articles and you’ve 
liked their stories. Having that trust factor, 
likeability and knowledge helps a cleaning 
business differentiate themselves from ev-
ery other cleaning business in the world. 
If  your ideal client is seeing you on their 
Facebook page, where they can look at 
your professional website, you will be the 
one who gets the opportunity and, more 
importantly, the job. That is where the sale 
is made. It’s not the immediacy of  the sale; 

its building up over time. 
We’ve used the strategy 
ourselves, and honestly it’s done 
amazing things for our business.

What is the best social media 
platform for cleaning companies?

Join groups that fit your particular 
niche. I’ve seen Twitter used quite suc-
cessfully and I’ve seen Facebook used 
reasonably successfully. If  you’re in com-
mercial cleaning, LinkedIn is where you 
want to be. If  you’re in residential, that’s 
more Facebook. I haven’t seen anyone use 
Instagram successfully in the cleaning in-
dustry, not yet anyway. I would say stick to 
LinkedIn and Facebook, and if  you’re into 
tweeting on Twitter, do that as well.

Twitter can be really effective, especial-
ly in commercial cleaning. If  your custom-
ers are tweeting regularly, you can keep 
up-to-date with them. Some owners who 
are out on the road all day long, may find 
Twitter to be an easy method.

With Facebook and LinkedIn, it’s really 
beneficial to join different groups, which are 
going to be advantageous to your particular 
niche. In the commercial industry, it might 
be a group for your town or a group for 
personal office managers. Join a social net-
work of  your ideal clients. Don’t sell in there 
or talk about yourself  the entire time. Add 
value to their lives. Like, comment and share 

Social media tips for 
cleaning companies10

Q&A with cleaning marketer Lisa Macqueen
on social media and like their pages. Then, 
start sharing their content, liking 
or commenting on 
what they put out, 
and you will 
come to their 
attention. 
More im-
portantly, 
pay atten-
tion to the 
person in the 
organization who 
is using social media; 
they understand that liking, 
following and sharing is all part of  it.
You can then begin to put together con-

...continued on page 6
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A series of  recent studies, led by 
Harvard University and SUNY 
Upstate Medical University, de-

termined that occupants of  green build-
ings showed fewer sick-building symp-
toms and higher cognitive function scores 
than those in buildings without green cer-
tifi cation. Part of  what goes into making 
a building “green” is its responsible use of  
cleaning products.

A big proponent of  green cleaning is 
Larklyn Milstein, president of  San Francisco-
based American Empire Building Services. 

“Green cleaning is a cleaning practice 
that protects the janitorial staff, the health 
of  the occupants of  a building, and the 
environmental impact of  these products 
and equipment,” she said. 

There is a business case to be made for 
embracing green cleaning. The thinking is 
if  employee productivity is improved via 
such measures, it ultimately pays back a 
hundred-fold or more over energy reduc-
tion initiatives. 

“Naturally, tenants are going to be 
more attracted to spaces operated at the 
highest possible calibre,” Milstein re-
marked. “Companies leasing these spaces 
are paying higher rates per square foot 
than conventional buildings, which make 
ownership motivated to implement these 
green initiatives.”

The Harvard-SUNY studies surveyed 
more than 100 offi ce workers across 10 
high-performing buildings in fi ve climati-
cally different U.S. cities: Boston, Denver, 
Los Angeles, San Francisco and San Jose. 
The research suggested that if  you work in 
a green-certifi ed building, you are likely to 
feel better and even sleep better, which can 
then improve overall work performance.

“One of  the biggest benefi ts of  work-
ing in green buildings over others is im-
proved decision-making skills of  the in-
habitants,” Milstein concurred. “In the 
studies conducted by Harvard, [research-
ers] found an increase of  double the pro-
ductivity rate for employees.”

Among the latest innovations in green 
cleaning is turning cold tap water and 
electrifi ed oxygen into ozone. Growing in 
popularity is using Bioactive Neutralizer 
for the cleaning of  surfaces and drains. In 
addition, there are now an array of  fl oor 
fi nishes that help prevent bacteria and vi-
ruses from taking hold.

Milstein, a member of  the Building 
Service Contractors Association Interna-
tional (BSCAI) and the San Francisco Ho-
tel Council Sustainability Committee, said 
that BSCAI and other organizations such as 
ISSA have a great opportunity to help pro-
mote green cleaning in the years to come. 

“Let members know of  the benefi ts of  
green cleaning and sustainable cleaning,” 
she said. “Encourage them to have the vi-
sion to see the value of  caring not only 
for the environment, but their teams and 
clients as well.”

Milstein says it is important for she and 
other industry members to help customers 
through the LEED process and deliver excel-
lent service that will result in meeting their air 
quality and hypoallergenic specifi cations. 

“As it relates to green cleaning ask your 
customer questions about their sustain-
ability goals, listen to them and then tell 
them how you can help them achieve their 
initiatives,” she concluded.

Originally appeared on the Building Service Contractors As-
sociation International (BSCAI) “contractor connections.”

– that’s how you come to their attention.

Common mistakes businesses 
make on social media?

Get out there, look good, be pres-
ent and be consistent. Businesses often 
have terrible photos and awful logos. 
People are very visual so owners have 
to invest in having good quality visuals. 
If  your Facebook banner is out of  fo-
cus, it will look even worse to someone 
who doesn’t know you. There are tools 
that will help you make a banner for 
less than $20. Create a banner that is 
professional and clear – with minimal 
text – that will attract whom you want 
in your business. 

Also, as business owners, we don’t put 
ourselves out in front of  our customers 
as much as we should. Make sure you 
appear on your page so people can start 
to connect with who you are and what 
you stand for. If  language is a barrier, 
it’s O.K. for someone to post for you to 
ensure proper grammar and spelling.

Why and how should business-
es promote new offerings?

Engage other audiences. This is a 
great way to engage with your poten-
tial clients and prospects, but also en-
gage other audiences. For instance, if  
a cleaning business just implemented 
new software into its system, it should 
announce this to the world on social 
media and talk about what the benefi ts 
will be for clients. First state what it is 
about, the benefi ts for customers, and 
then tag the company who can then 
like and share the announcement with 
their own followers.

Lisa Macqueen has more than 20 years of  
experience working in the cleaning industry. 
Her business, Cleaning Marketer (www.
cleaningmarketer.com), coaches cleaning busi-
ness owners on how to attract more prospects, 
make more sales and keep customers longer, 
using modern ideas and strategies specifi cally 
developed for the cleaning industry. She is a 
sought-after speaker, consultant and mentor 
in the U.S., Australia, Canada and New 
Zealand. You can contact her on Facebook at 
Cleaning Marketer, Twitter @cleaningmktr 
or at lisa@cleaningmarketer.com
Originally published on the Real Estate Management 
News (REMI) Network.com.

Social media tips for 
cleaning companies10
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Riding the Wave of
Green Cleaning
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1. What is the Cleaning Industry 
Management Standard?

The Cleaning Industry Management 
Standard (CIMS) was created for fa-
cility service provider (FSP) organiza-
tions and applies to an organization’s 
management structure, and perfor-
mance systems and processes. It should 
be thought of  as a framework to help 
facility service providers develop cus-
tomer-centered organizations. Compli-
ance with the Standard demonstrates 
that the organization is structured to 
deliver consistent, quality services. 

2. How do I obtain a copy of the 
Cleaning Industry Management 
Standard?

The standard is available at www.issa.
com/standard or by contacting ISSA at 
(800) 225-4772.

3. How does CIMS differ from 
other industry standards and 
certification programs?

Existing programs apply to:
- People (managers and technicians)
- Products
- Cleaning Procedures
CIMS applies to an entire cleaning 

organization. It focuses on the organiza-
tion’s management systems and processes 
used to deliver service. 

4. How does it interact with oth-
er industry standards?

The Cleaning Industry Management 
Standard recognizes and complements 
existing industry programs. Since CIMS is 
a framework for assessing an entire orga-
nization, existing certification programs 
should play an important role in helping 
an organization demonstrate compliance 
with the Standard. For example, certifica-
tions from IEHA or IFMA may be used 
to satisfy the management training ele-
ment. Similarly, IICRC certification could 
be used to support the service personnel 
training component.

5. Does the Standard recom-
mend products, procedures and 
systems?

No. ISSA cherishes the diversity that is 
woven into the fabric of  our industry. The 
Standard, therefore, is “non-prescriptive” 
and its goal is to act simply as a quality 
framework. As such, product, equipment, 
procedure and system recommendations 
are explicitly not part of  CIMS and each 
organization retains the flexibility to choose 
how it can best meet the Standard’s require-
ments. Cleaning organizations are free to 
select manufacturers, distributors, products 
and educational tools that best assist them 
in complying with the Standard. 

6. How is the Standard adminis-
tered?

The Standard is administered by ISSA. 
ISSA, a not-for-profit association founded 
in 1923, prides itself  on being the leading 
association for the cleaning industry world-
wide. ISSA administration ensure that there 
is no commercial bias to any group.

7. What does the Standard con-
sist of?

The Standard is based on universally 
accepted management principles and con-
sists of  five sections of  management best 
practices:

i) Quality Systems
ii) Service Delivery
iii) Human Resources
iv) Health, Safety and Environmental 
     Stewardship
v) Community Commitment

8. What does it mean to become 
certified to the Standard?

Certification indicates that an organi-
zation conforms to the requirements set 
forth in the Standard and has successfully 
demonstrated compliance to an indepen-
dent, accredited assessor. 

An organization achieves certifica-
tion by demonstrating that its manage-
ment structure and processes conform to 

the Standard. The certification process is 
simple.

i) The organization decides that it 
wants to develop a quality management 
system that complies with CIMS, and re-
quests an application.

ii) The organization conducts an inter-
nal review to be sure that it meets CIMS 
certification requirements.

iii) The organization undergoes a com-
prehensive assessment by an independent 
third-party and demonstrates compliance 
with CIMS. The independent third-party that 
assesses compliance is known as an assessor.

iv) An organization applies for re-certi-
fication every two years.

9. Does the Standard apply to all 
FSP market segments?
Yes. The Standard applies to all FSP or-
ganizations – building service contractors 
(BSCs) and in-house organizations – re-
gardless of  organization size.

10. How will the ISSA Cleaning 
Industry Management Standard 
benefit FSPs?

The process of  complying with the 
Standard provides the greatest benefit. 
While certification to the Standard will like-
ly be the end goal, the process itself  chal-
lenges and improves an FSP’s operation.

In-house organizations will use the 
Standard to:

- Develop an organization master plan;
- Operate more efficiently;
- Develop best practices; and,
- Validate performance and quality.
Building service contractors will find 

that the Standard will help them:
- Distinguish themselves from their 
  competitors;
- Improve their bottom line;
- Better meet the demands of  their 
  customers; and,
- Improve the overall quality of  their 
   services.
For more information, please visit  the ISSA 

web site at www.issa.com.

Frequently 
Asked Questions
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ELEVATE
YOUR ORGANIZATION

THE CLEANING INDUSTRY
MANAGEMENT STANDARD (CIMS)

CIMS is the first consensus-based management standard 
that allows contract cleaning companies to differentiate 
themselves from competitors through demonstrating a 
commitment to quality, customer satisfaction, continual 
operational improvement and best use of resources.

By complying with the requirements of CIMS as certified 
by ISSA – the worldwide cleaning industry association 
– a cleaning organization’s cleaning department is 
uniquely prepared to improve the efficiency and overall 
performance of its services. 

910 Dundas St. W., P.O. Box 10009
Whitby, ON   L1P 1P7

Tel: (905) 665-8001
Toll free: 1 (866) 684-8273
tracy@issa-canada.com
www.issa-canada.com

“The CIMS standard is good 
for the cleaning industry as 
a whole and the ISSA is in a 
great position to provide the 
leadership. The certification 
process was well-presented, 
clear and easy to follow. The 
ISSA made it easy for us. We are 
proud to be a part of it.”

– John Appleton, Regional Manager
Bee-Clean, British Columbia
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