Carpet & Upholstery Protection
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1. Introduction

Being in the cleaning and restoration industry, many of our neighbours, relatives and even a few of our past customers call and ask us who we would recommend to clean their carpets. We usually give them a few names off my list of what I describe as good cleaners. Sometimes we pre-qualify the fact these are not the “cheapest”, but among the best. Next time, we talk to these acquaintance; we usually take time to ask how the cleaning went. We will admit that the majority are usually satisfied and some even thrilled with the company. But…on the other hand we are honestly surprised at the number of “so-so” or even negative comments we hear. Even more alarming is a request for another cleaner’s name next time they are ready. This has bothered us for some time, so we have asked and taken inventory on the reasons. The reasons are many and not surprising. Here’s a few…

“I like my carpets cleaned often, and they’re a little expensive for regular cleaning.”

“Overall he did a good job…But didn’t get around the edges or doors very well.”

“His equipment was old and dirty and I didn’t like it in my home” or “He nicked/scratched my wall with the hoses/equipment.:

“He went over it so fast – I don’t think he got as clean as he could of,” or “He didn’t get the spots out.” Or “The spots all came back in a few weeks.”

“The carpet took too long to dry.” Or “The carpet was stiff afterwards – he must of left a lot of soap on it.”

The list goes on, but we think you’ll recognize most of these.

As we’ve studied and surveyed the customers on these issues, a word kept coming up that was lacking in all these companies who weren’t retaining their customers.

That word….

VALUE

In almost every case, the customer was choosing another company (the competition) because the value service did not justify the charges.

On the other hand….

As Cleaning Professionals we’ve had the pleasure of meeting hundreds of excellent cleaners around the country. Discussions many times lead to a related topic, - Higher prices. “How do I get higher prices, when my competition remains so low?”

Interestingly, the answer is the same…

VALUE

If a cleaner wants to raise his prices, make more money and retain customers better, they have to increase the value. The average cleaner is average! His price is average, his customer service is average, his quality average, and so his customer is average.

Therefore this short section is dedicated to the purpose of a “Win/Win” environment for the cleaner and the customer. The customer gets more “value” from their cleaner, and the carpet cleaner gets higher prices (profits).

This manual is dedicated to showing you how the Bridgepoint Protection Plan adds VALUE for your customers and for your business.

2. Value to the Customer

Does the Protector Work?

Before we can feel comfortable in selling Protector to our customers we need to be sure in our own minds that it actually does the job that it is advertised to do. It has to work! We can attack this question in several ways. All protectors are not equal. Carpet Cleaners Warehouse recommends the use of Bridgepoint Protectors. These protectors are chosen due to their unparalleled quality and value. 

First – Who else thinks it works?

Protectors work! A whole industry has evolved around protecting carpet and fabric from soil and stains.

· Fibre producers know it works.
· Carpet mills know it works.
· 3M knows it works.
· DuPont knows it works.
· Consumers know it works.
Second – Do you think it works?

Some cleaners say “I don’t push protectors. I want to give my customers the best deal “STOP. GET OVER IT. STOP SAYING THAT! If you don’t believe that protectors work you are in a slim majority in this industry. You need to correct your thinking. The best way to do that is to prove it to yourself. Use Protector on your carpet, your furniture, even your neck ties. It will make you a believer. Then go out and sell it. Protector can make a load of extra money for you. 

Third – Demonstrations for yourself and your customer.

· Carpet Samples with Red Cordial and other hard to remove stains – Spot an unprotected and protected piece of carpet with red cordial.
· Carpet Samples with Dry Soil – Apply protector to some of the high traffic areas in your home. For example apply protector to half of the area in front of the couch that gets the most use.
· Blotter cards – You can purchase with your Bridgepoint Protector to help you do live demonstrations for your customers.
· Kleenex – Always have a packed of Kleenex tissues that have been treated with solvent based protector to do on site demonstrations for your customers.
· Fabric Samples – Carry a number of different fabric samples that have treated and untreated section and demonstrate the protector’s ability to repel both water and oil bases stains.
3. Benefits to the Customer

Before explaining the benefits to the customers, you should understand how it works so you know why these benefits are real. 

Surface Tension – The unique chemical structure of Bridgepoint Protectors creates increased surface tension at the surface of the fibre. Any liquid that spills will have a difficult time penetrating the surface of the fibre. Most spills simply bead up on the carpet or fabric, staying in the surface. If spills can’t penetrate the surface it can’t cause a stain and it is easy to clean up, for the customers or for you.  

Coating Action – Bridgepoint Protectors have unparalleled penetrating action, allowing them to coat the entire fibre. This coating action is the second level of defence against spills and soils. Sometimes when a spill happens from high above the carpet or is forced past the surface by pressure such as walking on it, the liquid can overcome the surface tension and move towards the base of the carpet. The carpet is still protected however. The coat of Protector won’t allow the spill to penetrate into the fibre itself. Clean up is still a snap. 

Benefits

1.
Carpet Looks Better and Stays Clean Longer.

If spills and soils can’t penetrate, the carpet will look cleaner longer. Any customer will admit that this is a tremendous benefit.

2.
Carpet Cleans Better

The two levels of Bridgepoint protection hold liquid and dry soils at bay. The soils wait patiently to be cleaned up. Daily vacuuming by the customers is more effective. Spot cleaning is easier and more effective. Professional cleaning produces better results. Your technician will be able to tell when they are working on a carpet that has been previously treated with Protector.

3.
Prevents Permanent Stains

Permanent stains such as wine, red cordial, coke, paddle pop and many more can be prevented from damaging carpet and fabric. When stains become permanent, an entire room or sometimes house full of carpet can be ruined. Bridgepoint protectors are cheap insurance. 

4.
Carpets Last Longer

It is well-documented fact that soil can cause premature wear to carpets. Traffic lanes become a permanent eyesore that can’t be effectively cleaned and the carpet is discarded before it is really worn out. This is a costly and unnecessary mistake. Bridgepoint Protectors along with proper maintenance of the carpet can prevent this premature loss of value. 

5.
Free Warranty Service

With the Bridgepoint Warranty in place, your customer can call you to service any spot that she can’t remove herself.  This phenomenal marketing program will be explained in the marketing section of this manual. Be sure to learn about it. The Bridgepoint Warranty will help you make a lot of money. 

Are you convinced that Bridgepoint Protector is a good idea for your customer?

4. Carpet Cleaners Warehouse Protectors
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Maxim Carpet Protector

Bridgepoint efforts in developing led them on a quest to overcome current problems with existing protectors while improving overall performance and effectiveness. This product combines the very latest stainblock technology and soil resistant chemistry that DuPont has available with the fibre protection expertise that Bridgepiont has developed over many years. The result is what we believe to be the best protection product available!

	Dilution Rate
	1 part Maxim to 2 parts water. Makes 11.4 litres RTU

	Coverage
	Residential – 9.8 square metres per dilute litre.
Cost per use approx $1.20 square metre

Commercial – 19.6 square metres per diluted litre.
Cost per use approx 60c per square metre

110 to 220 square metres per concentrated 3.8 litre container

	Dries Quickly
	With it’s extended coverage, Maxim uses less water allowing much quicker overall drying and high customer satisfaction. 

	Better Penetration
	This advanced formula has excellent penetrating and wicking ability which means that less water is needed to spread is over the fibres as well as creating a better protected fibre, top to bottom.

	Freeze Thaw Stable
	If it freezes, thaw it and shake vigorously and the product is ready to use. 

	Simple to Use
	No complex mixing and application instructions. One dilution works for both wet and dry carpet. 

	Fast
	With a higher concentrate in the diluted gallon you will find your application time reduced. When applied with the Hydro-Force, application time should be more than twice as fast. 

	ADR
	Contains acid dye resistants for protection from dye spills.

	One Spray for All
	This formula is approved for use on all 5th generation carpets. It gives added soil and stain resistance to any carpet including all synthetics and wool. 
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Maxim HF Carpet Protector – Hydro-Force Ready Formula

Maxim HF combines the very latest stain block and soil/oil resist technology from DuPont and years of fibre protection expertise from Bridgepont. This high grade protector is Hydro-Force ready and offers ease of use at an exceptional value. Maxim HF will make the applications of protector simple, while giving excellent protection against water base stains, oil base stains, and dry and wet soil. Maxim HF will enhance the protection of 5th Generation stain resistant carpet. The result is what we believe to be the best protection product available!

	Dilution Rate
	1 part Maxim HF to 4 parts water. Makes 19 Litres

	Coverage
	Residential – 7.4 square metres per dilute litre.
Cost per use approx $1.09 square metre

Commercial – 14.8 square metres per diluted litre.
Cost per use approx 55 cents per square metre

140 to 280 square metres per concentrated 3.8 litre container
175 to 350 square metres per concentrated 4.8 litre container

	Dries Quickly
	With it’s extended coverage, Maxim HF uses less water allowing much quicker overall drying and high customer satisfaction. 

	Better Penetration
	This advanced formula has excellent penetrating and wicking ability which means that less water is needed to spread it over the fibres as well as creating a better protected fibre, top to bottom.

	Freeze Thaw Stable
	If it freezes, thaw it and shake vigorously and the product is ready to use. 

	Simple to Use
	No complex mixing and application instructions. One dilution works for both wet and dry carpet. Also available in Hydroforce Injection Sprayer ready bottles 

	Fast
	With a higher concentrate in the diluted gallon you will find your application time reduced. When applied with the Hydro-Force, application time should be more than twice as fast. 

	ADR
	Contains acid dye resistants for protection from dye spills.

	One Spray for All
	This formula is approved for use on all 5th generation carpets. It gives added soil and stain resistance to any carpet including all sympathetic and wool. 
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Precedent Carpet & Upholstery Protector

Precedent Protector has recently been released and now offers unparalleled performance for water based protector that can be used for both carpet and upholstery. Precedent will bead on upholstery where other water based protectors fail. Precedent is a result of Bridgepoint’s intensive R & D in creating a truly effective and versatile protector.

	Dilution Rate
	Dry Carpet: 1 part per 8 parts water
Wet Carpet: 1 part per 4 parts water
Upholstery: 1 part per 8 parts water

	Coverage
	Residential – 5 square metres per dilute litre.
Cost per use approx $1.32 square metre

Commercial – 10 square metres per diluted litre.
Cost per use approx 66 cents per square metre

Upholstery – 260 ml per 5 seater lounge setting

	Upholstery
	Precedent may be applied to colourfast, water safe upholstery. This gives additional versatility when a solvent based protector may not be applicable.

	High surface tension
	Precedent creates that beading effect on spills that holds them to the surface. This is very impressive to customers and makes quick spill clean up a breeze. 

	Pleasant fragrance
	A clean fresh fragrance lets you and your customer know that you are applying an effective product. 
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Maxim Fine Fabric Protector

This protector is a high quality fluorochemical compound in a solvent base. 

The solvent used as a carrying agent is Odourless Mineral Spirits. This product was originally developed to fill the void between the solvent based silicones and water base fluorochemicals. Furniture stores, Interior Designers, and Upholsterers needed a product that could be applied in their shop or warehouse that was safe for fabric and was the highest form of protection available. Professional upholstery cleaners needed a product that could be applied after cleaning without adding water to the upholstery. The OMS base makes this one of the overall safest products for application to upholstery as it concerns colour fastness, shrinkage, or fibre distortion. 

	Coverage
	Approximately 4 sofas per 3.8 litre container. 

	Surface Tension
	Maxim Fine Fabric sets up a protective coating that is unrivalled. When the protector is properly applied, liquid spills will bead on the surface for easy removal.

	Demonstrable
	With its’ excellent surface tension, Maxim Fine Fabric will really put on a show for your customer. As you demonstrate on a tissue they will see that fluids remain on the surface or simply role off. 

	Penetration and Coverage
	No other protector demonstrates the ability to penetrate and wick to all surfaces to the fibre to give it complete coverage.

	Long lasting
	Tests have been conducted where a treated piece of fabric has been put through three washing machine cycles (much more harsh than on location cleaning) and still had a good degree of protector left in the fabric. Even dry cleaning processes can be repeated several times without destroying the protection. We now have many items that have been protected for over 12 years and they are still receiving quality protection. 

	Quality in the Name
	Furniture stores and designers the country over have used Bridgepoint. To them, Bridgepoint means LUXURY. It gives them the luxury of putting fine silks or white cotton into a home without the usual worries. It gives them the luxury of using their upholstery without the constant worry of soils or spills. Bridgepoint means quality, status and the enjoyment of owning fine furnishings. 


5. Value to Your Company

Can You Sell Protector?

This is an unqualified yes. At Jim’s we speak from experience. Protectors are what can build your company. Without Protector, Jim’s Cleaning would not be the franchising opportunity it is today. From our earliest days as carpet cleaners, we believed that protectors worked and we understood their value to our company. We sold them with great success and with great personal benefit. Below are some of the reasons that we were so successful with protectors. For all the same reasons, you can just be as successful. 

Public Acceptance

The answer to this question is yes. Protectors, in general are accepted by the general public. Advertising for stain resistant carpet (DuPont Stain Master) has made carpet protection a publicly accepted product. 3M and it’s Scotchguard brand has made upholstery protector very well known. Virtually everyone you ask will have heard of protectors in one form or another. As we explained before, the public thinks that protectors work.

Easy to Demonstrate. Easy to Sell.

Protector is a product that is very easy to demonstrate. You can show your customer in a very graphic fashion how it works. We developed demonstrations that you can use to convince your customers. Remember, a picture is worth a thousand words. 

In the marketing section to follow we will give you all the sales tools you need to sell Protector. Brochures, demonstrations and sales videos are all available to you at very reasonable prices.

Happier Customers

With Bridgepoint Protectors you will have fewer call backs. Carpets perform better resulting in happier customers. 

Financial Rewards

I can’t overemphasize the point. I believe that Protector is the most profitable thing you can sell for the time spent. Let me give you an example.

If your cleaning price is $2.50/square metre, then $2.00 per metre would be a reasonable price for Protector.

Let’s take and example of a carpet job where you protect 100 square metres your revenue will be $200.00. At average speed you would expect to spend about 30 minutes applying the protector. That translates to $400.00 per hour. Is that worth the time? Absolutely!!

6. Marketing Protectors

Rules of Behaviour

Before we explain how to market protectors, there are some important rules you must follow if you are serious about making money consistently. 

Present the opportunity to every customer.

This may seem obvious, but sometimes we are guilty of making the decision for the customer. An example will illustrate the point. During our cleaning days, one of our salesmen gave a lady a bid for cleaning. She lived in a small cottage-style home in an old neighbourhood. She was about 75 years of age and a widow. The salesman reasoned to himself, “She can’t really afford protector. It is totally obvious.” As he finished the bid and asked her to set an appointment, she said, “Ok. In fact, I should have you give me a bid to clean my vacation home in Mooloolabah as well.”

Needless to say, the salesman was astonished and ashamed. He had made the decision for the customer and never gave her the opportunity to purchase his most profitable product.

To repeat our rule, present the opportunity to every customer. There is no risk for you or for the customer. You can be certain that if the customer really cannot afford Protector, he won’t buy it. 

Demonstrate Protector every time. 

One of our salesmen was called to give a bid to protect new furniture for a customer. She asked if he could do it piece by piece as it arrived from the designer. Of course, the salesman agreed. He asked the customer if he could show her a demonstration of the product. “No.” She said, “My designer said I should have it and that is good enough for me.” The salesman protected 2 chairs and left. 

This scenario was repeated two more times as she had additional pieces delivered. She never saw a demonstration of Protector. On the last trip, she asked the salesman if he could arrange for a cleaner to do her old sofa in the basement. “Of course.” He said. “I will send Dan to do that for you.”

When Dan arrived to clean the sofa he asked if she would like Bridgepoint protector. She said, “Yes. I have it on all my other furniture.”

“Have you ever seen a demonstration of how it works?” Dan asked her.

“No. I just took my designers words that it was a good thing to do.” She explained.

Dan emphasized, “You really need to see how Protector works. You will be amazed. May I take two minutes of your time?”

The customer consented and a demonstration was done. It resulted in an extra sale of $300.00 worth of Protector. Dan protected a bed spread, some other furniture in the bedroom, some drapes and a whole bunch of neck ties”. 

Get the point? Demonstrate Protector every time. 

Demonstrations 

Blotter cards.

These cards make it easy to demonstrate

This absorbent paper is half-treated with Protector and half-untreated. Dip each end into any liquid and watch the untreated end absorb the liquid while the treated end remains bone-dry. 

These cards are also perfect to leave behind after an estimate. When the husband asks why the cleaning is so expensive his wife can demonstrate this fabulous Protector product. 

Kleenex

Treat a stack of Kleenex in advance, allow them to cure, and keep them in a plastic container in your sales kit. Demonstrate the effectiveness of Maxim by putting the Kleenex in your customer’s cupped hand and pouring a small amount of water into the tissue. Your customer will be amazed when the water won’t penetrate the treated Kleenex. 

Kleenex is made to be absorbent. If Maxim can make it non-absorbent, think what it can do for your carpet or upholstery. 

Brochures

The Protector Brochure is eye-catching, entertaining and tells a story.

You will notice that the cover of the brochure is meant to bring a smile to the face of the customer and remind them of some evenings they may have spent with their own family. Inside the brochure, you may notice that the brochure contains a lot of pictures and not much verbiage. Use this to your advantage. It is meant to show all different things that you can protect with Maxim. 

These fine brochures come in packages of 50 and include a sales script for your techniques to use. 

Sales Videos

You have a choice of two versions of the sales video. 

Video Brochure, Protector

This three minute video shows your customer the value of Protector while you are working. Anyone who has a VCR should take time to watch this. 

Video Brochure, Short Version

This 6 minute version is called “short” because we used to have a long version. The video shows your customer your cleaning technique, the value of Protector and explains the Spot and Spill Warranty that you have to offer. This is the ultimate way to sell Protector especially for the technician who may not consider himself a real salesman. 

Here is how to get your customer to watch the video. During the presentation the technician asks the customer “While I am taking my measurements, would you mind watching this 6 minute video. It will explain to you exactly what you can expect from us as technicians and it will tell you some things you can de to take care of your carpet after we are gone”. 

After video, the technicians returns and says, “It’s an interesting video isn’t it? I would like to show you a quick demonstration of how Protector works.” The technician shows a demonstration and explains how the warranty works. 

When presented like this, most customers will purchase Protector. Your income goes up. Your technicians make more money (lower turnover) and the customer gets the finest protection available. 

7. The Warranty System

Perhaps the best way to sell Protector is to take the risk out of it for the customer with the Protector Warranty.

The Protector warranty offers the customer a one year spot and spill service. If the customer cannot remove the offending spot with Avenge Neutral Spotter your warranty states that you will clean the spot at no charge to the customer. 

This service will be performed as many times as needed during a one year period. If the spot cannot be removed, you will refund the price that the customer paid for the Protector.

At this point you should read the warranty contract carefully. You will see that there are rules and limitations that protect you from abuse. 

The Warranty Makes You Money With Little Risk

At first examination the concept of offering a warranty may scare a cleaner to death. He may say to himself, “I’m barely making a living now. I certainly can’t afford to do any free work.” Let’s follow some reasoning that will put those fears to rest. 

There are several factors that make the warranty a money maker instead of a risk. Let me first say that this is not a wild idea that we just came up with. By successfully selling protectors with warrany to just 10% of your customers you can increase your sales revenue by about $15,000 per annum. Believe us when I say it was a real money-maker.

Here are the factors that show how you make more money with little risk. 

You can charge more for Protector with a warranty

Reason and experience tell us that a customer will pay at least 20 cents more per square metre for a warranty. If the average job is 100 square metres, you will charge and extra $20 for Protector. That is in addition to the $150 you charge for the product without warranty. 

Your rate of warranty callbacks is low

One reason the rate is low is because the customer is required to try to remove the spot with Avenge Neutral Spotter. When the carpet is protected with Protector and the customer has Avenge Neutral Spotter in the home, there is almost no spot that won’t respond.

From national statistics, the callback rate is around 3% on this type of warranty. Our experience was a little higher because we did the application in the home, the customer knew us, an we personally invited him to call us. The very worst case scenario is a 5% callback rate. That means that for every 20 jobs you sell, 1 will call you back. If you have made and extra $20 on each of those jobs, you have brought in $400 in revenue. 

If you figure that the costs of processing the warranty claim is about $40.00 it is easy to calculate that the profit you gained from selling the warranty on 20 jobs is $360.00


Income from 20 warranties at $20.00 each
=
$400.00


Cost of processing 5% claim rate (1call)

=
$ 40.00


Profit for 20 warranties sold


=
$360.00
Keep in mind that we are not counting the extra money you made selling the Protector. This profit is from the warranty only.

As a side note, your warranty callback rate would have to be 50% before you actually started losing money on the warranty.

Offering the Warranty increases your closing ratio on Protector, creating further profit

This is the main reason to offer the warranty. It sells more Protector. Since Protector is about the most profitable thing you can sell, the warranty is a real necessity. Be sure to refer to the appendix for more information on the financial rewards of selling Protector.

Warranty calls provide sales opportunities

Ask yourself, “If I have the opportunity to be in the customer’s home performing a free service, what are the chances that I could sell something else while I am there?”

You have the opportunity to sell any of your services. Mentally list your services and the profit you might realize.

Warranty callbacks are great for public relations

How does the customer feel when you travel to her home to remove a spot for her at no charge? In our experience, they were thrilled. Most times they offered to pay for the service and were pleasantly surprised when we declined the money. The Protector Warranty made us a lot of friends and loyal customers. 

TYCOTM

This acronym stands for Take Your Customer Off the Market. What it means is that by selling Protector with a warranty you will make your customer unavailable to the competition. A customer who has a warranty in effect with your company is very unlikely to go elsewhere for service. Protector and the warranty help you keep your customers loyal to you. 

8. Summary

The cleaning business is a great business when you manage it correctly. Profit has to be the ultimate purpose of a business and the main motivating factor if you are to be successful. The sale of Bridgepoint Protectors to your customers is a wildly profitable activity. We hope you will get involved and sell it every day. It will make a big difference in your business and in your financial future. 

The secret is to start today. Don’t put if off.

9. Mix Rates, Application Rates & Costing
Maxim For Low Pile Commercial
Approx 20 Square Metres per RTU Litre. Damp or Dry Carpet Same Dilution

	Sqr Metres
	Millilitres Maxim Concentrate
	Millilitres Water
	Total Millilitres RTU
	Cost

	1
	17
	34
	51
	$          0.60

	2
	34
	68
	102
	$          1.20

	3
	51
	102
	153
	$          1.81

	4
	68
	136
	204
	$          2.41

	5
	85
	170
	255
	$          3.01

	6
	102
	204
	306
	$          3.61

	7
	119
	238
	356
	$          4.22

	8
	136
	272
	407
	$          4.82

	9
	153
	306
	458
	$          5.42

	10
	170
	340
	509
	$          6.02

	11
	187
	373
	560
	$          6.63

	12
	204
	407
	611
	$          7.23

	13
	221
	441
	662
	$          7.83

	14
	238
	475
	713
	$          8.43

	15
	255
	509
	764
	$          9.04

	16
	272
	543
	815
	$          9.64

	17
	289
	577
	866
	$        10.24

	18
	306
	611
	917
	$        10.84

	19
	323
	645
	968
	$        11.45

	20
	340
	679
	1019
	$        12.05

	25
	424
	849
	1273
	$        15.06

	30
	509
	1019
	1528
	$        18.07

	35
	594
	1188
	1782
	$        21.08

	40
	679
	1358
	2037
	$        24.10

	45
	764
	1528
	2292
	$        27.11

	50
	849
	1698
	2546
	$        30.12

	55
	934
	1867
	2801
	$        33.13

	60
	1019
	2037
	3056
	$        36.14

	65
	1103
	2207
	3310
	$        39.15

	70
	1188
	2377
	3565
	$        42.17

	75
	1273
	2546
	3820
	$        45.18

	80
	1358
	2716
	4074
	$        48.19

	85
	1443
	2886
	4329
	$        51.20

	90
	1528
	3056
	4583
	$        54.21

	95
	1613
	3225
	4838
	$        57.23

	100
	1698
	3395
	5093
	$        60.24

	200
	3395
	6790
	10185
	$     120.48

	300
	5093
	10185
	15278
	$     180.71

	400
	6790
	13580
	20371
	$     240.95

	500
	8488
	16976
	25463
	$     301.19


Maxim For Heavy Pile Residential
Approx 10 Square Metres per RTU Litre. Damp or Dry Carpet Same Dilution

	Sqr Metres
	Millilitres Maxim Concentrate
	Millilitres Water
	Total Millilitres RTU
	Cost

	1
	34
	68
	102
	$          1.20

	2
	68
	136
	204
	$          2.41

	3
	102
	204
	306
	$          3.61

	4
	136
	272
	407
	$          4.82

	5
	170
	340
	509
	$          6.02

	6
	204
	407
	611
	$          7.23

	7
	238
	475
	713
	$          8.43

	8
	272
	543
	815
	$          9.64

	9
	306
	611
	917
	$        10.84

	10
	340
	679
	1019
	$        12.05

	11
	373
	747
	1120
	$        13.25

	12
	407
	815
	1222
	$        14.46

	13
	441
	883
	1324
	$        15.66

	14
	475
	951
	1426
	$        16.87

	15
	509
	1019
	1528
	$        18.07

	16
	543
	1086
	1630
	$        19.28

	17
	577
	1154
	1732
	$        20.48

	18
	611
	1222
	1833
	$        21.69

	19
	645
	1290
	1935
	$        22.89

	20
	679
	1358
	2037
	$        24.10

	25
	849
	1698
	2546
	$        30.12

	30
	1019
	2037
	3056
	$        36.14

	35
	1188
	2377
	3565
	$        42.17

	40
	1358
	2716
	4074
	$        48.19

	45
	1528
	3056
	4583
	$        54.21

	50
	1698
	3395
	5093
	$        60.24

	55
	1867
	3735
	5602
	$        66.26

	60
	2037
	4074
	6111
	$        72.29

	65
	2207
	4414
	6620
	$        78.31

	70
	2377
	4753
	7130
	$        84.33

	75
	2546
	5093
	7639
	$        90.36

	80
	2716
	5432
	8148
	$        96.38

	85
	2886
	5772
	8658
	$     102.40

	90
	3056
	6111
	9167
	$     108.43

	95
	3225
	6451
	9676
	$     114.45

	100
	3395
	6790
	10185
	$     120.48

	200
	6790
	13580
	20371
	$     240.95

	300
	10185
	20371
	30556
	$     361.43

	400
	13580
	27161
	40741
	$     481.90

	500
	16976
	33951
	50927
	$     602.38


Maxim HF For Low Pile Commercial
Approx 15 Square Metres per RTU Litre. Damp or Dry Carpet Same Dilution

	Sqr Metres
	Mililitres Maxim Concentrate
	Mililitres Water
	Total Mililitres RTU
	Cost

	1
	14
	54
	68
	$          0.55

	2
	27
	109
	136
	$          1.10

	3
	41
	163
	204
	$          1.65

	4
	54
	217
	272
	$          2.20

	5
	68
	272
	340
	$          2.75

	6
	81
	326
	407
	$          3.30

	7
	95
	380
	475
	$          3.85

	8
	109
	435
	543
	$          4.39

	9
	122
	489
	611
	$          4.94

	10
	136
	543
	679
	$          5.49

	11
	149
	598
	747
	$          6.04

	12
	163
	652
	815
	$          6.59

	13
	177
	706
	883
	$          7.14

	14
	190
	761
	951
	$          7.69

	15
	204
	815
	1019
	$          8.24

	16
	217
	869
	1086
	$          8.79

	17
	231
	923
	1154
	$          9.34

	18
	244
	978
	1222
	$          9.89

	19
	258
	1032
	1290
	$        10.44

	20
	272
	1086
	1358
	$        10.99

	25
	340
	1358
	1698
	$        13.73

	30
	407
	1630
	2037
	$        16.48

	35
	475
	1901
	2377
	$        19.23

	40
	543
	2173
	2716
	$        21.97

	45
	611
	2444
	3056
	$        24.72

	50
	679
	2716
	3395
	$        27.47

	55
	747
	2988
	3735
	$        30.21

	60
	815
	3259
	4074
	$        32.96

	65
	883
	3531
	4414
	$        35.71

	70
	951
	3803
	4753
	$        38.45

	75
	1019
	4074
	5093
	$        41.20

	80
	1086
	4346
	5432
	$        43.95

	85
	1154
	4617
	5772
	$        46.69

	90
	1222
	4889
	6111
	$        49.44

	95
	1290
	5161
	6451
	$        52.19

	100
	1358
	5432
	6790
	$        54.93

	200
	2716
	10864
	13580
	$     109.86

	300
	4074
	16297
	20371
	$     164.80

	400
	5432
	21729
	27161
	$     219.73

	500
	6790
	27161
	33951
	$     274.66


Maxim HF For Heavy Pile Residential
Approx 7.5 Square Metres per RTU Litre. Damp or Dry Carpet Same Dilution

	Sqr Metres
	Mililitres Maxim Concentrate
	Mililitres Water
	Total Mililitres RTU
	Cost

	1
	27
	109
	136
	$          1.10

	2
	54
	217
	272
	$          2.20

	3
	81
	326
	407
	$          3.30

	4
	109
	435
	543
	$          4.39

	5
	136
	543
	679
	$          5.49

	6
	163
	652
	815
	$          6.59

	7
	190
	761
	951
	$          7.69

	8
	217
	869
	1086
	$          8.79

	9
	244
	978
	1222
	$          9.89

	10
	272
	1086
	1358
	$        10.99

	11
	299
	1195
	1494
	$        12.09

	12
	326
	1304
	1630
	$        13.18

	13
	353
	1412
	1765
	$        14.28

	14
	380
	1521
	1901
	$        15.38

	15
	407
	1630
	2037
	$        16.48

	16
	435
	1738
	2173
	$        17.58

	17
	462
	1847
	2309
	$        18.68

	18
	489
	1956
	2444
	$        19.78

	19
	516
	2064
	2580
	$        20.87

	20
	543
	2173
	2716
	$        21.97

	25
	679
	2716
	3395
	$        27.47

	30
	815
	3259
	4074
	$        32.96

	35
	951
	3803
	4753
	$        38.45

	40
	1086
	4346
	5432
	$        43.95

	45
	1222
	4889
	6111
	$        49.44

	50
	1358
	5432
	6790
	$        54.93

	55
	1494
	5975
	7469
	$        60.43

	60
	1630
	6519
	8148
	$        65.92

	65
	1765
	7062
	8827
	$        71.41

	70
	1901
	7605
	9506
	$        76.90

	75
	2037
	8148
	10185
	$        82.40

	80
	2173
	8692
	10864
	$        87.89

	85
	2309
	9235
	11543
	$        93.38

	90
	2444
	9778
	12222
	$        98.88

	95
	2580
	10321
	12901
	$     104.37

	100
	2716
	10864
	13580
	$     109.86

	200
	5432
	21729
	27161
	$     219.73

	300
	8148
	32593
	40741
	$     329.59

	400
	10864
	43458
	54322
	$     439.45

	500
	13580
	54322
	67902
	$     549.32


Precedent For Low Pile Commercial
Approx 5 Square Metres per RTU Litre. Damp Carpet

	Sqr Metres
	Mililitres Maxim Concentrate
	Mililitres Water
	Total Mililitres RTU
	Cost

	1
	23
	181
	204
	$          0.75

	2
	45
	362
	407
	$          1.50

	3
	68
	543
	611
	$          2.24

	4
	91
	724
	815
	$          2.99

	5
	113
	905
	1019
	$          3.74

	6
	136
	1086
	1222
	$          4.49

	7
	158
	1268
	1426
	$          5.24

	8
	181
	1449
	1630
	$          5.98

	9
	204
	1630
	1833
	$          6.73

	10
	226
	1811
	2037
	$          7.48

	11
	249
	1992
	2241
	$          8.23

	12
	272
	2173
	2444
	$          8.97

	13
	294
	2354
	2648
	$          9.72

	14
	317
	2535
	2852
	$        10.47

	15
	340
	2716
	3056
	$        11.22

	16
	362
	2897
	3259
	$        11.97

	17
	385
	3078
	3463
	$        12.71

	18
	407
	3259
	3667
	$        13.46

	19
	430
	3440
	3870
	$        14.21

	20
	453
	3621
	4074
	$        14.96

	25
	566
	4527
	5093
	$        18.70

	30
	679
	5432
	6111
	$        22.44

	35
	792
	6338
	7130
	$        26.18

	40
	905
	7243
	8148
	$        29.92

	45
	1019
	8148
	9167
	$        33.66

	50
	1132
	9054
	10185
	$        37.40

	55
	1245
	9959
	11204
	$        41.14

	60
	1358
	10864
	12222
	$        44.87

	65
	1471
	11770
	13241
	$        48.61

	70
	1584
	12675
	14259
	$        52.35

	75
	1698
	13580
	15278
	$        56.09

	80
	1811
	14486
	16297
	$        59.83

	85
	1924
	15391
	17315
	$        63.57

	90
	2037
	16297
	18334
	$        67.31

	95
	2150
	17202
	19352
	$        71.05

	100
	2263
	18107
	20371
	$        74.79

	200
	4527
	36215
	40741
	$     149.58

	300
	6790
	54322
	61112
	$     224.37

	400
	9054
	72429
	81483
	$     299.17

	500
	11317
	90536
	101854
	$     373.96


Precedent For Heavy Pile Residential
Approx 5 Square Metres per RTU Litre. Damp Carpet

	Sqr Metres
	Mililitres Maxim Concentrate
	Mililitres Water
	Total Mililitres RTU
	Cost

	1
	41
	163
	204
	$          1.35

	2
	81
	326
	407
	$          2.69

	3
	122
	489
	611
	$          4.04

	4
	163
	652
	815
	$          5.38

	5
	204
	815
	1019
	$          6.73

	6
	244
	978
	1222
	$          8.08

	7
	285
	1141
	1426
	$          9.42

	8
	326
	1304
	1630
	$        10.77

	9
	367
	1467
	1833
	$        12.12

	10
	407
	1630
	2037
	$        13.46

	11
	448
	1793
	2241
	$        14.81

	12
	489
	1956
	2444
	$        16.15

	13
	530
	2119
	2648
	$        17.50

	14
	570
	2282
	2852
	$        18.85

	15
	611
	2444
	3056
	$        20.19

	16
	652
	2607
	3259
	$        21.54

	17
	693
	2770
	3463
	$        22.89

	18
	733
	2933
	3667
	$        24.23

	19
	774
	3096
	3870
	$        25.58

	20
	815
	3259
	4074
	$        26.92

	25
	1019
	4074
	5093
	$        33.66

	30
	1222
	4889
	6111
	$        40.39

	35
	1426
	5704
	7130
	$        47.12

	40
	1630
	6519
	8148
	$        53.85

	45
	1833
	7333
	9167
	$        60.58

	50
	2037
	8148
	10185
	$        67.31

	55
	2241
	8963
	11204
	$        74.04

	60
	2444
	9778
	12222
	$        80.77

	65
	2648
	10593
	13241
	$        87.51

	70
	2852
	11408
	14259
	$        94.24

	75
	3056
	12222
	15278
	$     100.97

	80
	3259
	13037
	16297
	$     107.70

	85
	3463
	13852
	17315
	$     114.43

	90
	3667
	14667
	18334
	$     121.16

	95
	3870
	15482
	19352
	$     127.89

	100
	4074
	16297
	20371
	$     134.62

	200
	8148
	32593
	40741
	$     269.25

	300
	12222
	48890
	61112
	$     403.87

	400
	16297
	65186
	81483
	$     538.50

	500
	20371
	81483
	101854
	$     673.12
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