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I SSA, the worldwide cleaning industry association, is bringing 
its one show for facility solutions to Canada. ISSA presents its 
industry-leading trade shows around the world to showcase new 

technologies and bring the cleaning industry together. ISSA Show 
Canada promises to be no different. 

Being held June 11 to 13, 2019 at the Metro Toronto Convention 
Centre (North Hall) in downtown Toronto, ISSA Show Canada is the 
result of  a partnership between ISSA and MediaEdge’s Real Estate 
Management Industry (REMI) Network.

In an effort to unite the industry and raise the bar to achieve 
healthier and sustainable buildings, this premiere exposition promises 
property and cleaning professionals from across the country a first-
hand look at the innovative technologies available in the industry. Ad-
ditionally, it will provide an outstanding platform for informed insight 
on best practices, industry certifications and training, and educational 
programming that touches upon relevant and emerging topics within 
the Canadian facility and cleaning markets. 

... CONTINUED ON PAGE 2

Two Shows,
One Location,
One Common Goal

Debuts June 11 to 13, 2019
at the Metro Toronto Convention Centre

CANADA 2019

NEWS FLASH

Assisting In Education Program Development

IFMA Joins Forces With 
ISSA Show Canada

https://issa-canada.com/en/publications-en
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2 QC SALUBRITÉ l WINTER 2019« «
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“We are committed to unit-
ing the industry and offering 
a platform to ensure facilities 
are kept clean, healthy, sustain-
able and operating smoothly by 
highly-educated and motivated 
cleaning professionals,” said Mike 
Nosko, executive director of  ISSA 
Canada. “ISSA Show Canada will 
elevate the standards of  profes-
sionalism in the cleaning industry 
and the robust education program 
will deliver on that commitment, 
resulting in more knowledgeable 
and better trained cleaning staff.”

With over 9200 members, ISSA 
is the world’s premier trade associa-
tion for the cleaning industry. The 
association is committed to changing 
the way the world views cleaning 
by providing its members with the 
business tools, educational products 
and industry standards they need to 
promote cleaning as an investment 
in human health, the environment 
and an improved bottom line. 

For more information, please visit www.
ISSAShowCanada.com.

ISSA Show Canada 
Debuts In Toronto

The International Facility Manage-
ment Association (IFMA) is join-
ing forces with the International 

Sanitary Supply Association (ISSA), the 
worldwide cleaning industry associa-
tion, and MediaEdge Communications, 
one of  Canada’s largest B2B media and 
event producers, to support a new trade 
show and conference for the cleaning 
and maintenance industries: ISSA Show 
Canada, to be held at the Metro Toronto 
Convention Centre June 11-13, 2019. 
The ISSA Show Canada will be held in 
tandem with the REMI Show whose del-
egates will include building owners and 
managers. Both shows support IFMA’s 
critical goal of  unifying the global built 
environment industry.

IFMA began the process of  unifica-
tion with its landmark collaboration with 
the Royal Institute of  Chartered Survey-
ors (RICS) which helped integrate FM 
disciplines into the larger broad built 
environment industry. More recently the 
IFMA Foundation released a new FM 
Training and Development Framework 
which seeks to unify training protocols 
for all aspects of  facility management, 
including a track specifically for cleaning 
operations.

“The competitive focus on sustain-
ability and environmental stewardship 

has made comprehensive asset manage-
ment mission critical, advancing green 
technology that is transforming opera-
tions into a sophisticated strategic field,” 
said IFMA COO Don Gilpin. “In such a 
dynamic environment, FM professionals 
depend on the best practices and inno-
vations that develop at an event like this. 
Just as a facility team requires many dif-
ferent players and skills, IFMA is proud 
to be working together with industry 
leaders across the spectrum to push the 
envelope and advance the profession.”

As part of  its commitment to the 
success of  the event, IFMA is helping to 
recruit keynote speakers and with the de-
velopment of  the educational program-
ming. Details, including instructions for 
registration, can be found on the event’s 
website at: www.issashowcanada.com.

IFMA is the world’s largest and most 
widely recognized international asso-
ciation for facility management profes-
sionals, supporting 24,000 members 
in more than 100 countries. Formed 
in 1980, IFMA certifies professionals 
in facility management; conducts re-
search; provides educational programs, 
content and resources; and produces 
World Workplace, the world’s largest 
series of  facility management confer-
ences and expositions.

IFMA Joins Forces With 
ISSA Show Canada

https://www.remishow.com/
https://www.remishow.com/
http://www.ifma.org/news/what's-new-at-ifma/what's-new-at-ifma-details/2019/01/07/ifma-foundation-introduces-training-framework
http://www.ifma.org/news/what's-new-at-ifma/what's-new-at-ifma-details/2019/01/07/ifma-foundation-introduces-training-framework
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INNOVATIONS

... CONTINUED ON PAGE 4

5 Ways to Use Technology 
to Increase Sales
Here’s how your sales manager and sales team can use technology as a differentiator, 
approach or action plan to successfully implement your plans for 2019

I n today’s sales environment, all 
sales managers and their sales teams 
should be incorporating the use of  

technology into their daily sales and man-
agement activities. Managers need to em-
brace and train their teams on using new 
technologies to drive productivity, profit-
ability, and competitive advantage in the 
selling process. Remember that technol-
ogy is just one tool in the sale toolbox; 
face-to-face relationships are still founda-
tional to sales and sales management.

It’s the time of  year for all businesses 
– large and small – to create a sales and 
marketing plan for the coming year. The 
major objective of  this plan is to reach a 
revenue target. Whether your company is 

focused on growing or just maintaining 
your current market share, you will first 
decide your target markets or client base. 
Then you will determine your company’s 
differentiators, meaning what makes 
your company unique to those markets. 
Finally, you will decide how to approach 
the target markets and the action plans 
needed to support that approach.

Let’s review five ways your sales man-
ager and sales team can use technology as 
a differentiator, approach, or action plan.

(1) Customer relationship 
management / Sales force 
automation with voice recognition

The customer relationship manage-

ment (CRM) is a tool that provides ac-
countability for the action plan and al-
lows the salesperson and sales manager 
to track relationships and sales as they 
progress through the pipeline. Sales man-
agers use the notes and dashboard in a 
CRM to coach sales reps on improving 
their sales performance.

The timeline and quality of  the in-
formation put into the CRM is critical. 
Voice-controlled digital sales assistants 
allow sales reps to record information 
from their mobile phone or tablet, mak-
ing it easier and faster for the sales rep to 
enter critical information.

By JOHN MONROE
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By ROBERT KRAVITZ

... CONTINUED FROM PAGE 3

... CONTINUED ON PAGE 5

(2) Virtual learning / 
         Virtual proposal

Today’s salespeople no longer need to 
wait for an in-person meeting to make a 
critical presentation. Cloud-based soft-
ware like Loom and Vidyard allow the 
salesperson to create a short presentation 
for clients to watch at a time that’s conve-
nient for them.

Imagine you want to convince a large 
property management company to give 
you their restoration or cleaning business, 
but you just can’t get a meeting with the 
decision maker. You could make a five-
minute video talking about the unique 
service your company offers, being sure 
to include good information that makes 
the decision maker want to meet with you 
to hear more. 

Consider polling your audience the 
next time you’re conducting a lunch and 
learn with a group of  agents or property 
managers. Presentain and Swipe are two 
software programs that make conducting 
a poll as simple as sending a URL to the 
participant’s mobile device. These tools 

could be differentiators, approaches and 
action plans.

(3) Social media / Website
Making social media and your website 

work for B2B and B2C sales should be a 
top priority for every business in 2019. 
It’s all about target marketing and build-
ing a relationship with your target audi-
ence versus selling to your audience. This 
job should not be assigned to a salesper-
son, as it takes a lot of  time to build rela-
tionships with potential leads and to en-
gage your target market on social media. 
I would recommend hiring a part-time 
marketing person or an outside market-
ing company. 

We’re a visual society, so your differ-
entiator should be to use content that 
focuses on visuals (pictures) and videos 
(stories). The consumer is too busy to 
read a bunch of  text about how you can 
solve their problem.

Consider bringing your website to 
life by adding chat pop-up software lie 
Intercom or Drift. This tool allows you to 

engage in conversation with prospective 
customers and qualify their needs with 
just a few questions.

(4) Mobile device and apps
With 77 per cent of  North Ameri-

cans owning a mobile device such as a 
smartphone or tablet, many aspects of  
the selling process have changed. Mobile 
technology gives sales people instant ac-
cess to product-service specs and other 
tools that increase the effectiveness of  
their sales presentations and result in 
better customer experiences. Consider 
the approach of  collaborating with cli-
ents, vendors or sub-contractors in a 
single place for messaging, sharing files 
and other tools. Software like Slack can 
bring all project stakeholders together in 
an organized format that emails just can’t 
provide.

The next time you want to have a 
conversation with a client or salesperson 
don’t just talk with them. Instead, add a 
personal touch by holding a visual call 
with apps like Google Hangouts or What-
sApp. It’s a fact that when we can see each 
other, we’re going to better listen to each 
other. Having a mobile app improves 
the customer service experience, which 
equals better customer satisfaction. It’s 
also a major differentiator, and it’s just 
plain cool!

Be sure you keep your apps simple. 
They are not websites and, therefore, 
shouldn’t be packed with content. When 
a customer needs immediate help, they 
should be able to open the app, press a 
button, and presto, the customer is im-
mediately connected to a company rep-
resentative. 

(5) Reviews and customer advocacy
This is the age of  customer engage-

ment, so your marketing approach should 
include the involvement of  raving cus-
tomers to help generate more business. 
According to Meghan Durett at Square 2 
Marketing, advocacy is an approach that 
identifies your best brand advocates then 
creates an action plan for their participa-
tion in your process, tracks their involve-
ment, and rewards them for their efforts. 
Software platforms like Influitive and En-
gagio can help with this approach.

If  you don’t have at least 100 Google 
reviews and a 4.5 star or greater rating, 
your business is dead to your target mar-
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ket, so this differentiator and ap-
proach should be in your sales and 
marketing plan. Make sure your 
customer service team knows this 
is a priority for the company and 
reward them for every review they 
solicit. If  you need help gaining re-
views, there are outside companies 
like Podium and BirdEye.

Better sales with 
technology in 2019

There were just some ideas to 
put into your business plan for 
2019. It’s now up to you to sit 
down with your team and actually 
put a plan together for the coming 
year. If  you don’t have a written 
plan, then you’re just doing what 
you have always done… which is a 
recipe for failure. 

Good selling in 2019, and Hap-
py New Year!

John Monroe is a Business Develop-
ment Advisor for Violand Management 
Associates (VMA), a highly-respected 
consulting company in the restoration 
and cleaning industries. Monroe is a 
leading expert in marketing, sales and 
sales management for the restoration and 
cleaning industries with over 30 years of  
experience in those fields. Through Vio-
land, Monroe works with companies to 
develop their people and their profits. To 
reach him, visit violand.com or call (800) 
360-3513.

... CONTINUED FROM PAGE 4

5 Ways to Use 
Technology 
to Increase 
Sales

Avrum Morrow
Philanthropist and Founder of Avmor Ltd. 
Passes Away at 93

RECOGNITION

I t is with great sadness that Avmor 
Ltd. has announced the passing of  
Avrum (Avi) Morrow, philanthro-

pist and founder of  Avmor Ltd., at the 
age of  93. Morrow founded Avmor Ltd., 
a leading manufacturer of  professional 
cleaning solutions for the janitorial and 
foodservice markets, in 1948 with his 
brother-in-law, Henry Chinks. 

Avi’s unique personality helped instill a 
special culture at Avmor, including tradi-
tions such as an annual turkey give away 
to ensure that all employees have a robust 
holiday dinner. Avi also brought his pas-
sion for art to the workplace with a beauti-
ful custom designed mural painted in the 
cafeteria when Avmor moved to its cur-
rent location in 1998. This past October, 
Avi and his wife Dora helped celebrate 
Avmor’s 70th Anniversary with its em-
ployees. This celebration was a reflection 
of  his belief  that all employees should be 
part of  the organization’s success.

Avi was widely recognized for his ac-
complishments in both the sanitation in-

dustry and the broader community. He 
was awarded the Sam Tughan Achieve-
ment Award by CSSA in 1993, the high-
est honor in the sanitary supply industry 
in Canada. He was also awarded the Jack 
D. Ramaley in 1998 by ISSA, and Industry 
Distinguished Service Award for individu-
als who have demonstrated outstanding 
service to the cleaning and maintenance 
industry through their innovation, profes-
sionalism, leadership, elevation of  indus-
try standards, promotion of  the associa-
tion’s growth and development, unselfish 
dedication without personal gain, and 
emulation of  the ISSA Code of  Ethics. 
Avi made history when he was the first 
person from the sanitation industry to be 
named to the Order of  Canada. This dis-
tinction, the highest honour for a civilian 
in Canada, was a tribute to Avi’s achieve-
ment in business and his lifetime of  dedi-
cation to the community. 

Avi built a firm foundation for Av-
mor’s achievement in the industry, includ-

... CONTINUED ON PAGE 6

https://cleanfax.com/marketing-advertising/5-ways-better-sales-with-technology/
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BUSINESS NOTES
Avrum Morrow
Philanthropist and Founder of Avmor Ltd. 
Passes Away at 93

... CONTINUED FROM PAGE 5

ing establishing Avmor as an im-
portant partner for ISSA as early 
as 1950. Avmor’s current present, 
Mattie Chinks, served on the ISSA 
board as Director Canada (1997 – 
1999) and again as vice president, 
president and immediate past/
international president (2004 – 
2006). Paul Goldin, vice president, 
professional cleaning solutions, is 
the current president of  ISSA and 
has also been involved with the as-
sociation for many years.

While Avi was deeply commit-
ted to the success of  Avmor, he 
was also a great supporter of  the 
arts. So great with this passion that 
he transformed Avmor’s original 
headquarters in the heart of  Old 
Montreal into an art museum. 
Morrow commissioned over 400 
paintings, sculptures, photographs 
and drawings from artists young 
and old, famous and unknown of  
the Avmor building at 445 Ste. Hé-
lène Street. This collection, which 
began when Avi asked RD Wilson 
to sketch the building for the com-
pany Christmas card in 1965, is still 
on display for people’s enjoyment. 

Avi was also a long-time support-
er of  Concordia University, McGill 
University, the University of  Ottawa 
and various other community orga-
nizations such as Sun Youth. For 
over 30 years, every Spring, he was 
responsible for giving away more 
than 1700 new bicycles, helmets and 
locks to disadvantaged kids through 
Sun Youth, all of  which was done 
anonymously. With his recent 
passing, it can now be revealed 
that Avi was the Bikeman.

Avi is survived by his wife of  
71 years, Dora, his daughter Juli, 
two grand-daughters, and many 
nieces and nephews, including 
Mattie Chinks, who has been 
working at Avmor for the last 50 
years and is president of  Avmor 
Ltd. The industry will certainly 
miss this iconic figure. 

A ccording to a new study titled, 
Harassment in Canadian work-
places, 2016, 19 per cent of  

women and 13 per cent of  men reported 
that they experienced at least one type of  
harassment in the workplace in the previ-
ous 12 months.

The study examined the prevalence, 
type and sources of  workplace harass-
ment among 9000 Canadian workers 
and the association between workplace 
harassment and a number of  well-being 
indicators. 

The results revealed verbal abuse is 
the most common type of  harassment re-
ported by Canadian workers, with 13 per 
cent of  women and 10 per cent of  men 
reporting it. After verbal abuse, the next 
most common type of  harassment re-
ported is humiliating behaviour, with six 
per cent of  women and vie per cent of  
men reporting it. And about four per cent 
of  women and less than one per cent of  
men reported having experienced sexual 

harassment or unwanted sexual attention 
in the workplace.

Among people who said they were 
harassed in the past year at work, 53 
per cent of  women said a client or cus-
tomer was responsible, compared with 
42 per cent of  men. According to the 
study one reason women report differ-
ent harassment experiences than men is 
because women are more likely to work 
in health occupations, which involve a 
high degree of  interaction with the pub-
lic. Workers in health occupations (which 
includes nurses and doctors) had 23 per 
cent probability of  reporting that they 
had been harassed in the workplace, even 
after controlling for other factors.

Other factors – such as the presence 
of  a mobility limitation, sexual orienta-
tion, Indigenous status, union status, 
income and education – can also affect 
the probability of  being harassed in the 
workplace.

Study Examines
Harassment in
the Workplace

... CONTINUED ON PAGE 7
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QC Salubrité is published by ISSA Canada 
and is intended to provide news and 
relevant information from the industry, as 
well as details on  ISSA events, programs 
and educational offerings. For more 
information, please contact:

910 Dundas St. W., P.O. Box 10009
Whitby, ON   L1P 1P7
Tel: (905) 665-8001

Toll free: (866) 684-8273
Email: tracy@issa-canada.com
Web: www.issa-canada.com

CALENDAR
OF EVENTS

Workplace harassment has a relation-
ship with indicators of  workplace well-
being, such as job dissatisfaction, level of  
motivation to perform at one’s best, and 
sense of  belonging to one’s current orga-
nization. There is also a significant rela-
tionship between workplace harassment 
and personal indicators of  well-being, 
such as self-rated physical and mental 
health, and self-reported stress. Eighteen 
per cent of  men and 16 per cent of  wom-
en who reported experiencing workplace 
harassment in the past year reported that 
they had poor mental health, compared 
with six per cent of  men and eight per 
cent of  women who had not been ha-
rassed.

Harassment by a supervisor or man-
ager was associated with more negative 
effects on indicators of  workplace well-
being than harassment by someone else. 
More than one-fifth of  women and men 
who had been harassed by a supervisor or 
manager reported that they were dissat-

isfied with their job, compared with less 
than five per cent of  women and men 
who did not report that they had been 
harassed at work.

The research is based on data from 
the General Social Survey (GSS) on 
Canadians at Work and Home. In the 
GSS, working-age Canadians were asked 
whether and how frequently they experi-
enced five types of  workplace harassment 
in the past year – verbal abuse; humiliat-
ing behaviour; threats; physical violence; 
and unwanted sexual attention or sexual 
harassment. It is important to note that 
self-reported workplace harassment does 
not necessarily imply that an official com-
plaint was made.

The study, co-authored by Darcy 
Hango and Melissa Moyser in partner-
ship with Statistics Canada’s Centre for 
Gender, Diversity and Inclusion Statistics 
appears in the Insights on Canadian Society.

- Reprinted from 
the REMI Network

I SSA is pleased to announce appli-
cations are currently available for 
the 2019 ISSA Scholars program.

Over the last three decades, ISSA 
has provided nearly $4 million in fi-
nancial aid to over 1000 college aged 
students.

Moving forward, the association 
envisions its ISSA Scholars as lifelong 
cohorts of  scholar-based constituents. 
It is anticipated that these cohorts will 
maintain a connection with the world-
wide cleaning industry throughout their 
life and career, manifesting in a range of  
advocacy and support for the industry. 

ISSA’s vision includes larger, four-
year scholarships and guaranteed paid 
summer internships. 

To participate, candidates should 
be entering or continuing studies at 
a fully accredited four-year college or 
university in the fall of  2019, to ma-

jor in whatever program they desire. 
Scholarship awards will be made on 
the basis of  merit, individual accom-
plishments and evidence of  leader-
ship. Financial need and other special 
circumstances may also be considered.

To be considered for this award, 
candidates should supply all necessary 
documents along with the application 
post-marked by March 1, 2019. All ap-
plicants will be notified in June 2019. 
ISSA Charities Scholarship awards will 
be sent directly to the cashier of  each 
recipient’s chosen university, based 
on the school’s calendar (semester or 
quarter basis). The awards are not re-
newable; however candidates may re-
apply in successive years. 

For more information, please contact 
Tracy Weber at tracy@issa.com or (800) 
225-4772. To download the application 
form, please visit www.issa-canada.com. 

Supporting Youth 
Through Scholarships

Study Examines Harassment in
the Workplace

MARCH 25: CMI Accredited Auditing 
Professional (AAP), Baltimore, MD.  For 
more information, visit www.issa.com.

MARCH 26 - 27: Clean Buildings 
Expo, Baltimore, MD.  For more infor-
mation, visit www.issa.com.

MARCH 28: CIMS “ISSA Certification 
Expert” (I.C.E.) Workshop, Baltimore, 
MD.  For more information, visit www.
issa.com.

JUNE 11: CMI Accredited Auditing 
Professional (AAP), Metro Toronto Con-
vention Centre, Toronto, ON.  For more 
information, contact ISSA Canada.

JUNE 11 - 13: ISSA Show Canada, Met-
ro Toronto Convention Centre, Toronto, 
ON.  For more information, contact 
ISSA Canada.

JUNE 14: CIMS “ISSA Certification 
Expert” (I.C.E.) Workshop, Metro To-
ronto Convention Centre, Toronto, ON.  
For more information, contact ISSA 
Canada.

NOVEMBER 18 - 21:  ISSA Show North 
America,  Las Vegas Convention Center, 
Las Vegas, NV. For more information 
and to register, visit www.issa.com.

... CONTINUED FROM PAGE 6

https://www.reminetwork.com/articles/study-examines-harassment-in-canadian-workplaces/
https://www.issa-canada.com/docs/ISSA_Scholars_2019_EN.pdf
https://www.issa.com/events/events-details/all/cmi-accredited-auditing-professional-aap---baltimore/
https://www.issa.com/events/events-details/issa-event/clean-buildings-expo/
https://www.issa.com/events/events-details/issa-event/cims-issa-certification-expert-ice-workshop---baltimore/
https://www.issa.com/events/events-details/all/cmi-accredited-auditing-professional-aap---toronto/
https://www.issa.com/events/events-details/issa-event/issa-show-canada-2019/
https://www.issa.com/events/events-details/issa-event/cims-issa-certification-expert-ice-workshop---toronto_5/
https://www.issa.com/trade-shows/issa-show-north-america-las-vegas-2019.html
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TWO SHOWS, ONE LOCATION,
ONE COMMON GOAL:

June 11 - 13, 2019
Metro Toronto Convention Centre

North Hall, 255 Front St. W.
Toronto, Ontario 

“Provide creative ways to connect with like-minded industry 
professionals focused on keeping buildings clean, green and 

operating in a sustainable and energy-efficient fashion.”

www.ISSAShowCanada.com

https://www.remishow.com/



