Steve

"I NEED TO

WITH A PROVEN
GROUP OF PEOPLE
THAT, FOR. YEARS,

HAVE BEEN
BRINGING IN
FRESH IDEAS TO
MY POTENTIAL

ASSOCIATE MYSELF |
MARKETPLACE." !

Mastio

What is the full name of your company and
your address?

I owm two companies BCT—Busmess Clean
Inc. a full service commercial cleamg
company and BCTI—Business Clean
Tectmologies Inc., a techmology application
service provider compamy. We are located at
310 Indiana 5¢t., 5t. Charles, IT. 60174;

(630) 444-2000; wwnw beiclean com.

What was your percentage of growth

last year?

For BCIL, the 2005-06 gross sales morease

was 99 8 percent and for 2004-03 1t was 630
percent. For BCTL stay tuned!

How did your company get started?
How did you personally get your start

in this business?

After worlang less than a yvear for a national
cleaning comparmy iellmg cleaning contracts,
I realized there was an opportumty and a
chance to help brmg change to the mdustry:
Ibebeved thet:{ggesr problem within

the commeraial cleaning mdustry was

not cleaning buf communication 1ssues.
Sowhen I setout to start oy compary, I
wanted to address flus 1ssue by streamlmmng
dysfunctional commmumeatons between
dean&r‘s: clients. management. sub-
confractors, efc.

Having a backeround m sales, marketng and
Internet technclogy, I designed an Tnternet
portal to tie together these fragmented 1ssnes
and makee it easier to comamunicate and handle
growth m a small- fo mmd-size commercial
cleanmg compary. Everyone wants to grow

a commercial cleamng compary, but not
everyone 15 willing to accept the additional
turdens of growth under the traditional
methods. Growing a company rapudly is hard
Elmugh_‘w-:iknmwmgmmfaﬂi clary-fo-dary
1ssues because of provamity, labor, and time
constramts 15 offentimes the curse of fahwre.
The portal I developed allowed me to kmow
mstantanecusly the comommcations among
all members of my compary’s value cham

m what fumed out to be four states im the

first 18 months.

What is the smartest move you have made
for your company?

Listening to my customers and building what

they were asking for—better commumnicaticn

BSCAlmemherprofile

and onty hiring all levels of employvees from
the cleaner to the quality control supervisors
on the Internet.

When did the company join BSCAl and why?
I ust recently jomed as a consultant member.

What is the main benefit you derive from
BSCAI membership?

I am already expenencing benefits! My mtent
15 fo cost effectively reach the mar

with nry new concept of the “poetal. ™ People
fear change, buf change 13 often tumes the best
medicme for stagnant or failing compames. 1
need to associate nryself with a proven group
of people that, ﬁ:arwaﬁ have been bringmg

fresh ideas to mpﬂtﬁnnalmmketplaee
What problem has BSCAI helped you solve?

Even though the Infernet 15 the basis for cur
BCTI product ine, traditional off-lme sources
are and will continue to be a major channel

to reach the end users. BSCAT 15 helping us
leverage owr marketing effouts.

What was the last BSCAI function you
attended and what did you get out of it?

Having just jomed, we have not attended

amy funchions but we will be showing bve
demonstrations of our commmumecations and
portal teclnelogy at booth 307 in the Clucago
BSCAI Trade Show.

What else would you like to tell us?

BCTT's product bne 13 one bult out of
necessify from an mdustry problem. [ have
vet to have anyone disagree that tumely and
accurate “conummacation” 15 a big part of
commercial cleamng. [ saw fins when I went
to work for a national cleamng compary and
led the conpany in sales. The company losing
80 percent of what [ sold was nry awakemng
to the real problem. Iun'euhnunthepmdlmt
of necessity. I kmew small business people
would never take the time to leam the baclk-
end wodangs of what I used and had bult.
but they would want it! BCTI 15 stuchwed as
a “tum-key” approach to helpmg solve flus
problem m the mdustry. Larger $10 million
and up seasoned cleanng ¢ ies have a
lot of the finctsonality of what BCTI offers,
but at an unattamable price for 80 percent

of the mariet. Our product 1s a scaled-dowmn
affordable version that fits the way small- and
medinm-size cleaning companies chose to num
thedr compainy.

For more information on joining BSCA, contact John Fletcher at jfletcher@bscai.ong or (800) 368-3414. If you would like to be profiled in a

future issue, contact Lisa Kopochinski, editog at (916) 481-0265 or at Lisakop@sbcglobal.net
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