“The CleanDomain start up at Southland Plan the Transition

shopping town was excellent with no

stone left unturned. It was refreshing to meeting and exceeding expectations that are able

see the commitment top to bottom, the

support of the locale on site team and the

approach that was taken “

Tim Roberts, Regional manager Westfield's relationship as partners and friends

It is never about the cleaning, it is always about

to be “qualified”. We want to judged and
measured as long as we are all aligned on the
platform of judgment

For us we Plan for transition and then commit to

transitioning the Plan to ensure we start a CLEANEVENT

"

It's the things
you don't see that

make all the difference
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Plan the Transition
&Transition the Plan

partner, we structure the “Transitional phase” from

. ) sales and Business development to local and
Transitions like this are important to plan &

_ , : . : . regional operations.....................ltis in these
The Cleaning progress at Athens Olympics Games 2004 communicate to all personnel Let's face 't% a”nyfbody Cip \c’j\”n buslmtess bgttlt_taﬁ?s skills that our teams excel. The transition process
companies full of committed people to maintain the for us commences at the time of bid.
For more information about ways Cleanevent can momentum. But where does it all start.
The Commitment help with your cleaning & waste management § L ) ) ) Critical decisions of identifying;
services at your event or venue please visit your In “our house” it all starts with the planning to win the
Our commitment to transition is extensive. We ensure local Cleanevent office or visit u s on the Web. business in the first instance, right from the outset . When do we start
that the transitional team and manager stay in place when the strategy to target market a segment or How do we start
until all of the stakeholders are happy that the facility www.cleanevent.com individual client is implemented and the relationship Who will communicate with
can trade forward as planned and as bid. In many and business development areas of our Teams H il icat
cases this is a commitment of up to 6 months. This is make a bee line for the long haul goal of converting oW wiitwe communicate _
our commitment to you and as a valued customer for new business into our portfolio. Typically this phase + What does the team onsite team look like
the “long term” of the relationship development is multi faceted and - Who are the local Stakeholders
multi layered ensuring we get a complete - Who are the external stakeholders
understanding of “what makes your facility tick” and _
* how we can best tailor our offering to suit your All form part of a matrixes strategy that forms the
/ # needs. backbone of numerous successful start ups and
CLEANEVENT the development of long term quality relationships.
. Sounds logical...right! But we see this commitment
" o0 a clear “value added service” as our qualitative
* to a clear “value added litat

It's the things

you don't see that
make all the difference

offering and part of the competitive advantage.

For our teams it is a regimented through habit “tried
and trued” recipes of success for over 20 years, in

Clean

*

*Co}pcierge

multiple countries on multiple continents around the
globe. Itis a military style approach that is at the
very fabric of the origins of our business.

But that is only the start of the process; the real key
is that once awarded the opportunity to be a service




“In June 2005, CleanDomain started 16 of our The Nuances Contract Renewal
Shopping centre properties all on one day. It
was a pleasure to witness a transition at
multiple sites; all at the one time with such

military precision, | have been in this

Even at the instance of contract “roll over” where we,
as the incumbent, has been rolled over for a new
contractual term, we commit to a transitional

The start up of new contracts is never easy and
should be treated with the utmost respect. Like in
any relationship it is these early days that can case

business for over 20 years and have not

witnessed a similar deployment”

Robert Dixon , National operations manager
Gandel Property Group

We all remember initial meetings and greetings, we all
remember milestones. These are critical points for our
life cycle relationship strategy that underpins the very
formation of the Cleanevent group

The Process

In our World, transition remains the intellectual property
of the Business development group until completed to
the satisfaction of both the Client and ourselves. We
want to ensure what we promise at the “sale table” is
exactly what we deliver. We place, at our cost, a
transition manager on every deployment to ensure the
“day to day” crew can quickly settle into a routine un-
hindered by the nuances of a start up.

Over 150 individual milestones form a very structured
disciplined approach to Transitional start up, even more

if the facility is brand new or recently undergone a major

extension or refurbishment.

It is the regimented approach that we commit to each
and every time that ensures

Logistics

Equipment delivery

Tech platform set up and operation
Establishment of Reporting and meeting
parameters

Establishment of supplier relations on site

Are “fast tracked” into deployment without burdening
the resident team with extra workload.

the greatest damage, and often this damage sours
what could otherwise have been long-lasting. We
are in business for the long haul and realize that
every transition is different and should be treated
that way.

“It is the things you don’t see that make
All of the difference”

New facilities, and their elements of “final
construction Phases” or venues that are
completing refurbishments can cause enormous
distractions at contract start up time, many of
which remain for many months after the initial
opening. It is here that our “Modus operandi” of
transitional contractual start up really comes to pay
dividends.

Our focus on the day to day contractual needs
right from the outset, supported by an aligned and
committed transitional manager and team ensures
that everybody stays focused on their piece of the
action. It is like a football team where every body
in the team understands their role and is
committed to each other for the game plan and
ultimate success.

management approach. Often the parameters of the
arrangement have slight change, or many aspects of
the past “scope of works” that we have been working
towards as the contractual base will have changed.

It is here that our open and transparent approach to
business “shine” and our commitment to transitional
partnerships come through to determine a
successful platform for the future.

Nothing is left to chance, nothing is considered to be
the same as it was during the last contractual period.
This dedication to management of transition has
been the main stay for our industry “record retention”
of contracts. We don't lose any.

CleanDomain have been cleaning Chadstone
Shopping Centre since its foundation year in 2005

One of Australia’s greatest icons,

The Sydney Opera House

“The risk of contractor change at
the Sydney Opera House was ever
present to our team, and in the end

we made that change and were

pleasantly surprised with the
commitment by the Cleanevent
team, and their demonstration of
their adaptive ability and
commitment to the Transition.

We made the right choice”

Norman Gillespie, CEO Sydney Opera
House



