HARD FLOOR CARE THAT MAKES
RETAIL SHINE—A HOLISTIC VIEW

The retail shopping environment continues to
change and so do cleaning strategies. In the

past, cleaning was done during times when most
shoppers were not frequenting stores but that has
changed as 66 percent of customers now want to
see more frequent cleaning as they return to brick-
and-mortar retail.! Visible cleaning is now a must
for retailers as clean and hygienic environments
take center stage.

Over 91 percent of customers agree that they are
more likely to have an overall negative opinion

of the business if it is not clean,? putting store
aesthetics in the spotlight more than ever. Floors
are one of the first opportunities a retailer has to
make an impression on customers in the store. A
clean and hygienic environment leaves a lasting
impression on shoppers and conversely, a dirty
and unkempt store can result in loss of customers
and potential revenue.

In the United States alone 72.3 percent of the total
population uses social media.® Many internet users
spend more than 2 hours and 7 minutes on social
media everyday* with much of that time devoted
to watching influencers and reviewing products.

1%

With a cell phone at hand nearly all the time, a
quick photo or video can capture a filthy floor and
be shared with a multitude of customers within
seconds. Their negative experiences can quickly
become a PR nightmare with over 85 percent of
customers having said that they will not patronize
a business with negative online reviews about its
cleanliness? and over 72 percent of customers
trusting business more after it is recommended by
an influencer.®

The monetary value of a clean and hygienic

retail space cannot be overestimated. The P&G
Professional Consumer Cleaning Insights Survey
states, “It doesn’t matter how good the service

is or how wonderful the employees are, it's how
clean and fresh the establishment is that matters
most for 92 percent of consumers when deciding
if they will become a repeat customer.?

Consider how well your current hard floor care
program meets consumers’ high expectations
for cleanliness. By implementing best practices
for hard floor care, you can build, maintain, and
measure a successful program that makes your
retail environment truly stand out to shoppers.

of shoppers will have a NEGATIVE OPINION
of the husiness if it is not clean?
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FLOOR CARE PROGRAM ESSENTIALS

In any hard floor care program, there are up to five key components: matting, dust mopping,
scrubbing, burnishing, and floor finish care. In most retail environments, dust mopping and
scrubbing should be done daily while burnishing is typically dependent on traffic and done
periodically. Unanticipated problems—such as spills or wet areas—should be cleaned immediately.

MATTING

J Mats are the first line of defense against tracking dirt and debris throughout the store. They can
reduce the amount of dirt tracked into the store by up to 85 percent when properly placed and
maintained.® Mats also save time and money by reducing the amount of spot-cleaning you have
to do throughout the day. Therefore, place at least one mat outside the store and one or two mats
inside the store entry to contain dirt. Be sure to budget for mat replacements.

DUST MOPPING

Dust mopping on a daily basis is critically important, however it is also the most neglected step.
,Q,.‘, Instead of going straight to a scrubber, run a dust mop first over the floor to remove lingering

debris. Skipping this step can result in debris getting embedded in the scrub pads/brushes or

squeegees, which then leaves streaks or water residue. To prevent frequent maintenance and

additional costs, use a dust mop on the floor prior to scrubbing.

@ SCRUBBING
Most retailers clean hard floors daily with a scrubber to remove surface soils and stains. Most
of the time, this is done with mechanized equipment. For smaller retail spaces or sudden spills
cleaned by mop and bucket, using a mechanized floor scrubbing machine (small space scrubbers
or walk behind machines) makes daily scrubbing faster and efficient with minimal water. While
scrubbing with larger equipment typically takes place after hours at night, you can also have a
smaller scrubber on hand to nimbly clean spills or dirty areas that arise during the day.

As more and more retailers look to be good environmental stewards, they are turning to
environmentally-friendly products and practices. Eco-friendly solutions often turn out to be the
most cost-effective, since they use fewer resources to achieve the same result or better. For
example, cleaning with detergent-free solutions can effectively remove soil without leaving a
strong odor and chemical residue while allowing your employees to clean longer—and your
floors retain a polished look with simplified, ongoing floor maintenance.
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FLOOR CARE PROGRAM ESSENTIALS (CONTINUED)

* . BURNISHING
<+ The key is keeping your floors looking like new—and that
+ takes shine. Your hard floor should receive daily or periodic Battery powered burnishers are

burnishing to restore its shine without damaging the floor’s rising in popularity as a safer

coating. Some retailers—such as grocery stores—burnish every and eco-friendly alternative to

night to shine and level out the floor finish after a day’s worth of . .
traditional propane burnishers.
microabrasions caused by heavy foot traffic. Burnishing can be

done periodically if customer traffic isn't as heavy.

_? FLOOR FINISH CARE

'\K To keep floors at peak shine, a deep, restorative clean should be performed every few months to a
year. For best results, you can choose to perform periodic maintenance or do a complete removal/
topcoat application depending on the floor’s current condition. As floor finish shows wear, you can
do a periodic deep scrub and topcoat to restore the floor’s shine. A complete floor finish removal
and restoration can be done once a year or as required based on traffic and weather conditions.
This involves removing the top layer of floor finish with embedded dirt and putting down two fresh
coats of finish. Often, retailers perform the periodic scrub and topcoat in-house and contract out
for the complete system removal and reapplication.

REMEMBER YOUR FLOOR CLEANING ROUTINE WITH D.I.R.T.

TREATMENT
DAILY INTERIM RESTORATIVE

PROBLEM AREAS
FREQUENCY FREQUENCY FREQUENCY FREQUENCY
Every day 1-7 Days 3-12 Months Immediately as needed
RESULT RESULT RESULT RESULT
Remove dirt Restore finished floor shine Remove worn finish Clean spills or wet areas
ACTION ACTION ACTION ACTION
Scrubbing Burnishing Mechanically strip and add Scrub with compact

new finish machine
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MAKING THE MOST OF YOUR CLEANING MACHINES

Floor care equipment needs to be properly maintained to maximize the uptime of your machines. Maintenance,
while it may seem secondary to the appearance of your floors, is the most important and often neglected part
of a floor care program. If machines aren'’t functioning—or functioning poorly—that will be reflected in the
appearance of your floor. What are the steps to take to keep your machines running their best?

v o— FOLLOW A DAILY CHECKLIST
v o—

v — Retailers with successful floor care
V- programs follow a daily checklist that

lists pre- and post-operational steps.
Without checklists, you're likely to see tanks full of
water and squeegees full of debris between cleanings.
The most effective checklists are in the form of wall
charts that are placed in the scrubber bay. They
illustrate all of the maintenance steps for every piece
of cleaning equipment you have. They should be easy
to understand and translated into the language that

reflects your cleaning workforce.

Once the equipment is cleaned, the checklist should
alert the staff to plug in a machine and put it on
charge. If they follow these steps every night, machines
will look their best, last longer and cost less to
maintain—which translates to operational savings.

0/@ MAINTENANCE, AVOID
COSTLY BREAK DOWNS

Often, retailers clean on a “run-to-fail” basis, meaning

CONDUCT PREVENTATIVE

they wait until their equipment breaks before calling
the service provider. Conducting routine preventative
maintenance is the key to minimizing overall operating
expenses. It ensures that machines are running to the
manufacturer’s specification, which maximizes uptime
and cleaning performance. Equipment manufacturers
offer a range of preventative maintenance programs to
keep their machines up and running.

Equipment breakdowns are more costly than
preventative maintenance. Typically, a manufacturer has
a preventative maintenance program where a technician
visits your store and performs scheduled maintenance so
your equipment continues to work properly.

Avoid breakdowns on Black Friday and beyond.

It is especially important for retailers to have
preventative maintenance done on their equipment
prior to busy times like the holiday season.

— KEEP PARTS IN STOCK,
-C;) PURCHASE OEM PARTS
hand such as squeegee blades, brushes and pads
for your scrubber and HEPA filters for a burnishing

It's always wise to keep some parts on

machine. If you don't keep parts in stock, look

for an equipment provider that can deliver these
consumables within a couple of days to minimize
machine downtime. It may be tempting to purchase
look-alike parts, but doing so can cause the equipment
to be out of spec and underperform. OEM parts are the
best choice to keep your equipment running at its best.
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MEASURING THE SUCCESS OF
YOUR FLOOR CARE PROGRAM

Quarterly business reviews and on-site audits with your cleaning equipment provider
holds both the vendor and the retailer accountable. It should be viewed as a partnership
with continuous improvement as the goal on both ends. It's also an opportunity to learn if
there’s issues that need to be addressed and where the program might be falling short.

For instance, are you getting the discount program savings you expected? Are preventative
maintenance programs being leveraged to maximize uptime? Are daily checklists being
followed to enhance machine performance?

DATA-DRIVEN DECISIONS
Gathering data about your machines is another way to measure
your program’s success. A key priority for 71 percent of in-house

facility managers is improved productivity, and many don’t have clear DATA DRIVEN
strategies to address this issue.” One reason for this discrepancy is CLEANING FLEhETs
acnieve

that they don’t have accurate data to determine where productivity

might improve. Especially in large retail chains with hundreds of HIGHER PRODUCTIVITY

stores, each facility manager is left to draw their own conclusion— and

leading to inconsistent standards of cleanliness from store to store. HIGHER CUSTOMER
SATISFACTION®

Business intelligence metrics are increasingly employed to

diagnose operational efficiency issues and help optimize the use of

available resources. These asset management solutions provide the

opportunity to monitor:

e Overall cleaning costs

e Machine usage, including average daily use

e Critical alerts that require immediate attention

e Trends and outliers, and pinpoint opportunities for improvement
e The progress of specific organized efforts to increase productivity
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