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April, 2007:

On April 14 and 15, CleanBrain
Software will present at Booth #1007
for the BSCAI Tradeshow in Chicago.
CleanBrain President Michael Jenkins
will be speaking on Saturday, April 14
from 3:40 to 4:40 on “How Do You
Control Quality2 Or Do You? Quality
Control through Internet Technology.”
Come listen to learn how to gather
electronic data from your clients and
through inspections. He will also be
speaking on tracking and reporting
electronic data, improved training,
workloading, and accountability.

CleanTelligent Updates

New Tools & Functionality

Inspection Format: The online
inspections have been updated in
several ways. To see the exciting new
possibilities, read "All-New Inspections"
on page 4.
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New Year's
Resolutions

The New Year is a time of reflection and
commitment toward personal improvement.

To get started on our list
of resolutions, we
decided to look at the ten
most common New
Year's Resolutions for
individuals (according to
Kimberly and Albrecht
Powell at about.com) and
see how they could apply
to businesses. Perhaps
you will find some of
these useful for your
company.

1. Spend More Time with Friends and Family

While our clients may not be family, they are

certainly are our friends. For many

BG Service Solutions Wins
Bid with CleanTelligent

CleanTelligent has been a driving factor in
success for our clients. BG Service Solutions
(Airport Division) based out of Denver,
Colorado used CleanTelligent to help in their
successful bid for a contract with Salt Lake
City International Airport. We interviewed
BG's Airport Division Manager, Scott
Murray, to get the story behind BG's success.

CleanBrain: Before we get into your bid on
SLC International, can you give us a little
background on BG Service Solutions?

Scott Murray: BG has been in the cleaning
industry since 1972. We are a building
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companies, a business relationship is merely a

profit-driven interaction, devoid of any

personal element. We strive to let clients

know that our “commitment to satisfaction”

is not just an empty marketing promise, but a

genuine expression of our desire to see

CleanTelligent help
make their lives
easier. We try to
communicate
regularly with our
clients to make sure
their needs are being
met and that they
are pleased with the
results
CleanTelligent gives
their companies.

Continued on Page 2
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Customer Service Tips for the Cleaning Industry

Great Service,
Poor Quality

from John Winsor

“About a year ago | was
trying to figure out why my
iPod earbud headphones
wouldn't stay in my ears.
After some investigation |
discovered that having
small ear canals meant
that | should upgrade to a
pair that would give me
the ability to get custom
ear plugs.

At the time, it seemed like
the best product on the
market was the Shure E3
headphones. So, here |
am a year later and, for
the third time the
earphones have failed.

Shure's customer service
process has been fine. I've
sent the product back to
them twice. Each time,

they have been
responsive, replacing the
product.

Now, as the headphones
don't work again, and I'm
about ready to send them
back, I've realized that no
matter how good Shure's
processes are in working
with me, their customer, if
the product sucks, they're
going to have an
unhappy customer,
unwilling to buy anything
from your brand because
of the bad experience.

All'l can think about today
is how much time and
money l've spent sending
the headphones back
twice already. Now, |
don't want to be a Shure
customer anymore. | just
want my money back!”

John's words are licensed under the
Creative Commons Affribution 2.5

(http:// creativecommons.org/licenses/by/
2.5/)















