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Selling Green Cleaning: 
From Why to Why Not 

 

Stephen Ashkin 
President, The Ashkin Group LLC 
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•  3 Ways To Grow Green Sales 
•  Green Sales Process 
•  Green Prospecting 
•  Greening The Product Mix 
•  Greening The Cleaning Process 
•  Overcoming Common Objections 
•  Green Marketing & PR 
•  Green Elevator Speech 
•  Sales Management That Encourages Green 
•  Reducing Expenses 
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Agenda 



•  Take competitor’s business 

•  Expand in an existing account 

•  Protect existing                                 
business 
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Growing Green Sales 

Eat your  
own lunch! 



•  Prospecting --- traditional territory & time 
management skills 

•  Do an independent audit 
–  Cleanliness 
–  Products 
–  Processes 
–  Workloading 
–  Policies 
–  Training programs 
–  Other 

•  Write a report 
•  Do a “free” product trial 4 

Green Sales Process 
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Green Prospecting 

Fish where 
the fish are! 



•  USGBC 
•  Green Globes 
•  Sustainable Business Industry Council 
•  Energy Star & other EPA Programs 
•  Practice Greenhealth 
•  MD Hospitals for a Healthy Environment 
•  Healthy Schools Campaign 
•  Collaborative for High Performance Schools 
•  State Legislation & Procurement Policies 
•  Internet Search Engines 
•  Read “green” news 
•  PR, articles and presentations 6 

Green Prospecting 



US Green Building Council 
Growth in Members & Projects 
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US Green Building Council 
Local Chapters 
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Innovations in 
Operations 

Indoor Enviro 
Quality 

Materials & 
Resources 

Energy & 
Atmosphere 

Water 
Efficiency 

Sustainable 
Sites          

Exterior 
Management 

IPM & 
Landscaping 

Cleaning 
Products 

Entryway 
Systems 

Cleaning 
Policy 

Indoor        
IPM 

Cleaning 
Equipment 

Custodial 
Effectiveness 

Waste Stream 
Audit 

Solid Waste 
Management 

1 Point 

1 Point 

1 Point 

1 Point 

1 Point 

1 Point 

1 Point 

1 Point 1 Point 

1 Point 

10 Total 
Points 

25% 

Green 

Silver 

Gold 

Platinum 

40 - 49 Points 

50 - 59 Points 

60 - 79 Points 

80 – 100 Points 
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US Green Building Council 
LEED-EBOM 

Cleaning 
Prerequisite 



10 

Green Prospecting 
USGBC 
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http://www.usgbc.org/LEED/Project/  
CertifiedProjectList.aspx 

TN 
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http://www.usgbc.org/LEED/Project/  
CertifiedProjectList.aspx 
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http://www.usgbc.org/LEED/Project/  
RegisteredProjectList.aspx 
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Green Prospecting 
Energy Star 
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Green Prospecting 
Energy Star 
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http://www.energystar.gov/index.cfm?
fuseaction=labeled_buildings.locator 
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http://www.energystar.gov/index.cfm?
fuseaction=labeled_buildings.locator 
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http://www.energystar.gov/index.cfm?
fuseaction=labeled_buildings.locator 
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Green Prospecting 
Internet Search Engines 



•  USGBC 
•  Green Globes 
•  Sustainable Business Industry Council 
•  Energy Star & other EPA Programs 
•  Practice Greenhealth 
•  MD Hospitals for a Healthy Environment 
•  Healthy Schools Campaign 
•  Collaborative for High Performance Schools 
•  State Legislation & Procurement Policies 
•  Internet Search Engines 
•  Read “green” news 
•  PR, articles and presentations 20 

Green Prospecting 



•  Why should the facility manager of a    
Green Building buy from you? 

•  Recognize them as a leader 
•  Acknowledge that Green Cleaning is a very 

small part of what they do, but important 
•  Green Cleaning is accelerating quickly 
•  State your expertise 
•  Offer to do an audit 

•  All under 30 seconds 21 

Green Elevator Speech 



•  Mats 
•  RTU chemicals 
•  Low quality paper 
•  Folded hand towels 
•  Single toilet tissue dispensers 
•  Disposable cloths and mop heads 
•  Poor equipment maintenance 
•  Low quality (disposable) equipment 
•  Low quality (non durable) floor finishes 22 

Greening Products 
(Help customers save money) 



•  More effective procedures 

•  Day time or blended cleaning 

•  Shared responsibility 

•  Proper dilutions of chemicals 

•  Energy saving strategies 

•  Water saving strategies 
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Greening Processes 
(Help customers save money) 



•  Products too expensive 

•  Products don’t work 

•  Too hard to change 

•  Green is not a requirement 

•  We’re already doing it 

•  Green is a communist plot 
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Overcoming Common Objections 



•  Press releases, newsletters, social marketing 

•  Articles in local                                                          
newspapers and                                   
business journals 

•  Volunteer and                                    civic 
engagements 

•  Hire an intern --- graduate students 
25 

Green Marketing & PR 



•  Priorities & Objectives 

•  Training 

•  Goals & Incentives 

•  Manage Vendors 
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Green Sales Management 
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