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Tim Clagg  00:01 

Janitorial Manager presents The Business of Cleaning Podcast, the podcast that brings you the 

information you need to be successful in the cleaning industry. The Business of Cleaning Podcast 

provides in depth interviews with successful personalities from the commercial cleaning industry, as 

well as discussing the trending topics that matter to you and your organization. And welcome into the 

Business of Cleaning Podcast, your number one source for information on the commercial cleaning 

industry. We release new episodes monthly, live from the Janitorial Manager studio located in Toledo, 

Ohio. I'm Tim Clagg, the Marketing Communications Specialist here at Double A Solutions, and your 

host of the Business of Cleaning Podcast. This episode, we'll be talking with Kendal St. Louis, CEO and 

owner of Ladnek all the way from Trinidad and Tobago. Kednal started with just himself as an 

employee, has grown to over 200 strong working for him, and they have also expanded in the United 

States as well. Kendal, welcome to the show. We're really excited to have you on this month's show, 

and you're already celebrating this year your 13th year in the industry. Congratulations.  

 

Kendal St. Louis  01:17 

Thank you. Thank you for having me. 

 

Tim Clagg  01:19 

And you're still a young man. We're gonna, kind of travel back in time here. You're in your early 20s. It's 

kind of where this dream, started to shape up and take place. You're making good money working 

construction. I worked construction in high school and college and there's one problem with it. There's 

always a dip when the season kind of changes, the weather changes, work becomes a little bit of a 

roller coaster. And that's where you started to have the idea of getting in the cleaning industry. What do 

you remember about those early thoughts? And it ended up having you land in the commercial cleaning 

industry? 

 

Kendal St. Louis  02:00 
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What I would say, it was my path into cleaning was kind of a direction sent from God. And I say that 

because I really didn't know that I wanted to do cleaning, but since growing up as a child, I always knew 

that I wanted to own a business. I always knew I wanted to be a business owner. And as you 

mentioned, I used to work construction. And funny enough, in those construction sites, I worked my 

regular job, and then I had a business while I was working, I had, like, a side hustle. I used to sell 

snacks. I used to have, like lottery tickets for the staff to purchase. And I always said to myself, when 

this construction dip happens, I need to have something to do so that I don't have a way where my 

revenue goes down, or I don't have an income coming. And that's where I ended up starting a 

business, and it just turned into cleaning. I really didn't know that it would have been cleaning. I just 

ended up being a cleaning company after I registered. 

 

Tim Clagg  03:14 

And this hustle, this grind of selling, because everybody that's worked on a construction site, you have 

your water thermos, your lunch, and essentially, that's it. So this kind of hustle, side hustle, earned you 

the nickname on the job site, Black Syrian. So what did it mean for other coworkers to kind of see your 

ability to have a hustle to get things done, to earn extra income? Did that earn you a lot of respect from 

fellow coworkers? 

 

Kendal St. Louis  03:48 

It earned me a lot of respect and a lot of support, because I was the main person, even to this day, 

when I meet some of my ex coworkers, when they see me. That's the name that they call me, the Black 

Syrian, right? Because they remember, because with business and entrepreneurship, you need to have 

discipline. You need to be persistent. And for me, everything was routine for me, and I think I still see 

that in my life now. So I used to be the first person reaching on the job site, so much so the owner of 

the the job site, who would have been our boss, would have given me keys to open up and I would 

reach early. I would set up my side hustle business. I'd lay out the snacks, and I'd just prepare, and 

then I would do my regular job. I would organize things for that. And because I had to go so early so 

that I wouldn't end up mixing the two together and then falling short on one or the other. So I had to 

dedicate that time, and I had to be disciplined, to wake it up early and get in there. And at that point in 

time, I didn't even have a car, so I used to be traveling and the distance was not very close, so I had to 

take like, three vehicles, three taxis, as you guys seen in America, in order to reach to that location. 

And I was able to then purchase a vehicle from that side hustle business, and then I was able to buy 

the equipment for the cleaning business so, and I mean, the rest is history now. 

 

Tim Clagg  05:25 

And that's what I find so fascinating. You didn't just save this money for a rainy day, which we all try 

and prepare for. You walked in paid cash in hand. You knew what equipment too. You had a list going 

in with you. How surprised were the people, A, because they had never seen you when you walked in 

to purchase the equipment. And then B, you have this list, and, oh, by the way, I'm paying cash right 

here. I mean, that had to send a little bit of a wow factor surprise for those people. 

 

Kendal St. Louis  06:02 

So, similar to entrepreneurship, it's planning, right? So when I reached this stage where I knew I had to 

buy equipment, because before I bought equipment, I used to have to subcontract my work. And then, 
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obviously, for me to make more profits, I would have to buy my own equipment. So for me to be able to 

purchase my equipment, I needed to know the cost of the equipment. So I used to be calling up 

companies, getting the data. And I did this for months. When I knew how much I needed, I started 

saving towards it. And when I got the figures I had like this, you know, the Milwaukee bag that the 

grinders go into. I had pulled up with cash. It was in 100, 20s, 10s, 5s, singles. That's the 

denominations of the currency we have. And I carried all to that business place. I was like, hey, I want 

to get the floor machine, a burnisher, two vacuums, and they looked at me as young and like, who is 

this guy? And when the CSR tallied up the bill, and I just basically started pulling out the money from 

the bag, I saw her eyes light up, and I paid for it, and then I left. And I started doing business with them 

more because I started buying more things as a business grew. And there was one time she told me, 

she said, you know, I remember when you first came and you purchased all the equipment. She said,  

we were so surprised to see somebody walking with all that cash. She said that they, she actually said, 

we actually closed the business that day right after I left, because they were so skeptical they thought 

they were going to get robbed after. 

 

Tim Clagg  07:48 

Oh my gosh. 

 

Kendal St. Louis  07:50 

Yeah, yeah, yes. But she said she looks at my content, and she ends up seeing that, hey, the business 

started and did pretty well after. She didn't know who I was at that point in time. 

 

Tim Clagg  08:00 

At this time, you've got the equipment and you have a friend that reaches out to you, basically, almost 

kind of like a godsend, like it was fate. You hadn't been in contact with them for a while, but you told 

them your job, what you were just starting up. And it just so happened that they could help you and ask 

for a company profile. And then after this conversation, the jobs started coming in. 

 

Kendal St. Louis  08:32 

Yeah, yeah. So yeah, um, that's why I said, me coming into janitorial cleaning, is godsent. My friend, 

we didn't speak for a while, as you mentioned, and started about talking. Hey, what are you doing now? 

I started this business. What does the business do? Didn't even know what to say. Bring up a company 

profile, and I would have not known what a company profile was at that point in time. I used Google 

back then, and I found out what it was, and then I made one immediately, overnight, and then I carried 

it for her the next day. And I mean, I was always resilient, and I'm a researcher, that's what I do. Once 

I'm into something, I try to get all the information possible. And the profile was a cleaning company 

profile, and that's how it started, within a matter of dropping off that company profile a few days after, I 

got an RFP. Request for proposal. And I had to bid to do some cleaning for some business places 

under the umbrella. And, boy, I had no idea how to bid. I had to go on Google again and figure out how 

to even put this proposal together. Use Google, try to convert it to Trinidad market, because obviously I 

was getting the American information, and I used that to submit my bid. I got all the jobs. I. This was me 

not thinking I would have gotten through I was just doing it and winging it. I was so surprised that I got 

the purchase orders, and when I got the purchase orders, I started to panic, because I said, Hey, I don't 

have any equipment. I don't even know to do this job. What am I going to do now? Started speaking to 
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my uncle, telling him the dilemma. And he mentioned, hey, I have a friend who has a cleaning 

company, and maybe you can let that guy do the job for you, and you pay him. I said, yeah, that makes 

sense. He gave me his number, and this would have been one of my first real negotiations in business. 

So I would have told him, Hey, I got these jobs, and I need to know how much it would actually cost to 

execute this job. And he told me his figure. And then I basically told him, Well, hey, I got the job for this 

amount, and I'm willing to part with this amount. Can you do it for this amount? And he said, Yeah, I 

could do it for that. And we started a job. And what happened was I didn't know how to do this work, so 

I actually plugged myself as one of his employees. Basically, I was working for free, technically, and I 

retain everything like a sponge as to how to execute this job. So I watched how they prepared for the 

stripping. I watched how they actually executed using the floor machine. I watched how they would 

have mopped up after the stripping. I watched how they would have applied the polish the layers right? 

I watched all the PPE that they use, whether, whether it be the rubber boots, using and utilizing the 

gloves at the right point in time, using goggles. And I retained all that info. And anybody in the cleaning 

industry knows your first time using a floor machine is usually a challenge, and that was, I looked at it 

and I asked, Hey, show me how to do it. And that's why I actually learned to use a flow machine.  

 

Tim Clagg  12:07 

So let's talk a little bit about subcontracting, especially somebody listening to this right now that might 

be where you were 13 years ago in your shoes. What are some of the key benefits that you found that 

building service contractors, facility managers can gain from subcontracting cleaning jobs? 

 

Kendal St. Louis  12:28 

I think there are pros and cons with anything in business. For instance, for me, the Pro was I didn't 

have the equipment, I didn't have the capability to do the job. So he made it easier for me. I think there 

are things that you could do in this business and it would be profitable if you subcontract it. I think you 

could also develop a business where you become a one stop shop for all, for your clients, and offer 

different things that a building service contractor that does or what a building would need in 

maintenance aspect. So, whether it be electrical, whether it be painting, whether it be minor 

construction, and you could encompass all those things under one umbrella, and you could subcontract 

those key things to specific people who are qualified and are the experts in whatever area it is. So 

whether it be you may not be an expert in painting, but you could foster relationships with a excellent 

paint contractor who would come to do those jobs under your business. You pay them what they 

charge, and you put a mark up to the other business so that you get that profit. And you get that profit 

without actually doing anything more than bridging the gap together. 

 

Tim Clagg  13:43 

Can you share a best practice for betting and selecting subcontractors to ensure they meet industry 

standards, but also, more importantly, meet your standards, your company values, right? 

 

Kendal St. Louis  13:57 

So basically, it would be a matter of somewhat of an interview to find out how that contractor does 

business. What their rules and guidelines would be in terms of executing jobs. Do they have a quality 

control plan to ensure that, hey, whatever job you do actually meets the criteria of what the client wants. 

So for instance, you don't want to just subcontract someone and they don't meet a certain criteria that 
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you would like or that you would exercise to your client, and they go, they do the job and it's subpar, 

because then it's a reflection of you, not that person. Because the client doesn't necessarily need to 

know that you subcontracted.  

 

Tim Clagg  14:41 

Exactly. 

 

Kendal St. Louis  14:42 

So I would say it's important to have an interview process find out what their rules and guidelines are, 

what their quality control plans and methods are, and you should also inform them of what your rules 

and guidelines and what your quality control process would be. And I think it's always good to have an 

agreement signed. You need to put pen to people in terms of what is agreed upon so you could hold 

them accountable based on that. 

 

Tim Clagg  15:10 

What's the biggest piece of advice you would give to a cleaning company that is reaching out to 

subcontracting? What is that one thing, or the most important takeaway that you learned during your 

time when you were hiring out subcontractors? 

 

Kendal St. Louis  15:26 

Well, just what I touched on there. Agreements is extremely important, because when you start, you 

kind of not want to do the paperwork aspect and that could end up biting you in your butt after and it's 

better to do it early than basically learn after the fact. But you need to have clear guidelines, and that 

would go into your agreement with that particular subcontractor, to ensure that everything they say 

they're going to do is what is done, and ensure that the figure that they quote is the figure that they 

execute the job on, so that they don't come back after they tell you, Well, hey, I need more money, but 

we already quoted your client a specific figure. It looks very unprofessional to have to go back and tell 

them, hey, it's going to cost you a little bit more. Because everybody works with budgets. 

 

Tim Clagg  16:21 

In the last 13 years. I want to go back, in the last 13 years, have you thought about that conversation 

that you had with your friend that led to the business taking off if, hey, where would I be if this 

conversation never took place? What if we didn't catch up that time? Do you ever have that kind of 

thought in your head, like, man, I was just so blessed kind of like fate lining up, right? The Stars aligning 

all together. 

 

Kendal St. Louis  16:48 

Yeah, of course I recap because I it's hard to say where I would have been, because definitely that 

opportunity did give me the start that I need, even though I was not fully prepared, it made me 

prepared. It made me ready to start any business, grow any business, and then, because I was already 

in it, I couldn't do anything else. It's the business is where it is at today. I had no choice but to do it. I 

wasn't working anywhere. The construction was at the dip, so I had to figure it out. And I mean 

everything, like I said, divine intervention, everything just laid itself out and worked out on its own. 
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Tim Clagg  17:30 

We're talking with Kendal St. Louis, owner and CEO of Ladnek. You guys grew very quickly, going from 

just yourself, the loan employee, hitting that 100 employee milestone and 200, you've continued to 

grow. What were some of the challenges growing that rapidly? 

 

Kendal St. Louis  17:49 

Um, cash flow. Cash flow was one of the main challenges growing that rapidly. So, as you know, this 

business, usually when you deal with commercial it is a credit based business, so while you would get 

the jobs, you have to buy the consumables, you have to pay the labor, and then you usually have to 

wait for payment from the client that you're working for. So cash flow was a big issue, because as soon 

as we got the job, we had to hire people, and then people came in, and then you have to pay them. You 

can't let workers wait, because they're going to get rowdy, they're going to quarrel, and all these 

different things. So definitely, cash flow was a big problem. And then a main issue that we had was 

vehicles. We had to get vehicles so quickly and to purchase a vehicle, you have to do a down payment, 

so that's cash coming out of you immediately. So that was the first time that I ever explored the lease 

option for a vehicle, and I did it, I wasn't too happy about about it, because to me, you overpay for a 

vehicle when you lease, but I think it's a bit different in America than it is here. I think at least from what 

I've read, is kind of okay in America, but for us, we pay way too much for the vehicle that's leased. And, 

yeah, to me now, because I was able to catch myself in cash, become a bit cash strong, now we do our 

down payment, and we do our installment, and we have a vehicle that is added to our fleet, and then 

when we finish the installments, we end up owning the vehicle. So, I mean, it worked out for me back 

then, because I was at a certain position then. And anybody, I wouldn't say don't lease, if you have to 

lease, do it, but try to get yourself out of there. 

 

Tim Clagg  19:50 

And you guys have over 15 vehicles now, 15-20 ish? 

 

Kendal St. Louis  19:53 

Yeah, we have a lot. I don't even know off the top of my head, but we have a lot of vehicles. Yeah, it 

grew so quickly. 

 

Tim Clagg  20:01 

What were and were there any pivotal moments or decisions that significantly contributed to the 

company's growth? 

 

Kendal St. Louis  20:09 

So during COVID, when COVID 19 came, we pivoted very strongly off of a lot of relationships that I 

would have fostered going to the ISSA shows where I was able to tap into suppliers of dispensers. So, 

as you know, during COVID 19, there was a lot of mandates where businesses needed to fix hand soap 

dispensers, hand sanitizers, dispensers outside of your business premises for people to sanitize on 

entry. We were out of, our country was out of stock of those dispensers.  

 

Tim Clagg  20:49 

Oh, wow.  
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Kendal St. Louis  20:52 

I tapped into some of my contacts that I had, that I met in the ISSA. This was actually the first time I 

actually purchased from suppliers from ISSA. I used to just go to trade shows and save the flyers, the 

brochures, and it's a good thing I did. Started reaching out to them, I found some suppliers who had 

stock, and I ended up purchasing all of them. And I remember they reached so quickly, because at that 

point in time, the logistic channels weren't backed up at that point, but I saw the vision before, before it 

was mandated globally, about the dispensers and the businesses. And I ordered a lot of dispensers, so 

much so when I got them, I started email marketing outreaching to companies, hey, I have these 

expenses. X, Y, Z. No one was listening. No one was replying to my emails, nothing. And then I started 

saying, wow, maybe I shouldn't have spent all this money on these things. And then the Minister, I think 

it was the World Health Organization, it trickled down to our Ministry of Health, and my phone started 

ringing the next week. All these people that I was sending these emails for, they didn't even read the 

emails, but they started reaching out to find out if we have these things. And that put us in a position 

where even our competitors were ordering dispensers from us. So much so we started to diverse 

heavily into products. And to this day, we do products now. So I think that COVID 19 decided to pivot 

into products helped our business drastically. 

 

Tim Clagg  22:39 

Again, hustling coming into play here, thinking outside the box, being ahead of the curb and now selling 

your own products as well. What were some of the biggest operational challenges, if any, that you 

faced when you were scaling that fast, and how were you guys as a company, able to kind of overcome 

them? 

 

Kendal St. Louis  23:04 

Cash flow. Again. Cash flow is the king of your business. If you don't have cash, you can't do anything. 

And funny enough, there was, with the same name, the Black Syrian. And there's an article that I wrote. 

Sorry, there was an article that was written about me by a news agency in Trinidad. 

 

Tim Clagg  23:24 

I found that! November of 2020. 

 

Kendal St. Louis  23:26 

Yeah, yeah. They wrote about me and I was contacted by a business manager for a bank locally, and 

he reached out because of that. And he was like, hey, I want you guys to join the bank and come with 

us and whatnot. I told him. I said, listen, I am already with your bank. And he said, Well, hey, I want you 

to come to our unit. I can help you with this and that and whatnot. And funny enough. Fast forward, they 

granted me an overdraft that I was not able to get without his help. And that overdraft came in, let's say 

it came in today. Within five days of that overdraft coming in, I was able, I utilized, probably like 35% of 

the overdraft. And if I didn't get that overdraft at that particular time, I don't know how I would have paid 

salaries that month. Really and truly, I don't know how, because things grew so quickly. And I would 

say it is divine intervention. Everything works itself out. Because he called me because of that article, 

that article came out. I didn't even expect that, right? And mind you, I was actually trying to get the 
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overdraft before. And I was getting turned down and whatnot. But he was sent by God, divine 

intervention again, and everything happened like that. 

 

Tim Clagg  25:11 

Did scaling impact the types of clients or contracts you guys pursued? If so, how? 

 

Kendal St. Louis  25:23 

Scaling shows you that focusing on a niche is important. And for us, we try to target clients at pay on 

time. Not necessarily does that always works in your favor, but that is really our ideal client, right? But 

not all the time we do get those, but we try to focus on getting clients who pay on time. So like financial 

institutions, insurance agencies, those are companies that have cash and are able to pay their invoices 

on time. 

 

Tim Clagg  26:04 

With the industry globally continuing to grow so fast, how important is it for everyone to understand their 

why? As to starting in the industry, looking at your LinkedIn, you're a heavy, influential guy, posting a lot 

of things that make you think a little bit deeper. How important is that aspect to hey, I've got this idea. I 

want to join it. Okay, that's great, but why? 

 

Kendal St. Louis  26:35 

Yeah, you need a why because you could get all bumped up because I'm an idea, but if you don't have 

a why you're doing something, there's going to be a particular day, a particular morning, that you don't 

feel like waking up, you don't feel like doing anything, and your why is, what is going to give you that 

energy, that motivation and that reason to do what you're doing. So you need a why, and your why 

can't just be making money. 

 

Tim Clagg  27:04 

Because there's going to be a lot of highs and a lot of lows, and the lows outweigh the highs. 

Sometimes. 

 

Kendal St. Louis  27:10 

That's correct.  

 

Tim Clagg  27:11 

In October of 2023 you guys had a fire in one of your buildings, and it did some pretty significant 

damage. At this point, how devastating was that for you and the business at this time? 

 

Kendal St. Louis  27:26 

It was pretty devastating because, I mean, nobody wants to hear that their business place is on fire or 

their equipment is on fire. But fortunately, we didn't feel it too badly, because we were insured, which is 

something any business owner, I would recommend you look into insurance, because that is important. 

Usually we, I'm just making a wild assumption here, but usually we are not all informed or fully informed 

about the benefits of insurance, but I would say I'm happy I did make that choice to invest in insuring 
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the property and my equipment and my stock, because if I didn't, I definitely know I would have felt that 

that fire a bit more than I felt it. I felt it, but I would have felt it a bit more if I didn't have the insurance. 

 

Tim Clagg  28:23 

How did this experience at this time, bring everyone involved with the business closer together as a 

unit, as a team? 

 

Kendal St. Louis  28:35 

Basically everybody came together. Everybody was concerned. We all came together to clean up. We 

all came together to put things, to figure out what was reusable, what was usable again. And you could 

have felt that the staff didn't know about the insurance aspect, but you could have felt that they were 

concerned. It directly affects them, because, hey, I work for this company. This company pays me. If 

the company can't function, this could drastically affect me as an individual. So you saw that concern, 

and you also saw that love from them, because everybody came together and everybody helped, 

everybody put their best foot forward. I think it did bring us a bit together, a bit stronger. So like anything 

in life, there's the highs, there's the lows, there's a good, there's a bad. In every situation. 

 

Tim Clagg  29:31 

I feel like too, in those moments, it's very revealing, too. We self reflect, and we learn a lot about 

ourselves. What did you learn about yourself in that time of frustration and uncertainty for a little bit, 

what did you learn about yourself as a leader and as an individual? 

 

Kendal St. Louis  29:54 

I learned that I have a lot of composure and I'm resilient.That could set you back and make you, make 

you figure why am I doing all this for? Why is all these bad things happening to me? But I didn't let that 

throw me off of my path or my why to what I'm doing in business. I just took the knock on my chin, and 

got back up and we started fighting. We started operating like it didn't happen. Now, mind you, we 

posted about the fire on social media and all social media accounts after the fact. And some of the 

comments you would have seen were people were saying, Wow, we didn't even know that this 

happened. You guys were posting content like nothing was going on. Y'all didn't share this at that 

point? People were amazed at how we didn't even we didn't even broadcast it. We were basically, it 

was business as usual. 

 

Tim Clagg  30:57 

It's incredible. That says a lot about your team and the trust that they have in you as a leader to hey, 

we're going to get through this. We've got a job to do, and we're going to continue to keep one foot 

moving forward at a time.  

 

Kendal St. Louis  31:11 

Yeah, yeah, yeah. 

 

Tim Clagg  31:14 

TikTok and social media has been a global game changer for not only influencers, but marketing teams 

as well. There are very few people from the commercial cleaning industry that have tried and had 
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success, but Kendal, you're one of the few exceptions. You and your team have found great success 

on TikTok, and it's not just one or two. You guys have numerous videos with hundreds of thousands of 

views. How can commercial cleaning companies leverage TikTok to build brand awareness and attract 

new clients? And what strategies have proven most effective for businesses in service based industries 

for you guys? 

 

Kendal St. Louis  32:03 

Well, social media, I think, in any business right now, is 100% beneficial and useful. I mean, it is the 

way the world is going. It gives you good visibility. It gives good brand awareness. And it's going to be 

hard for any business owner, because, you know, we could over critic ourselves. We may be bit a bit 

shy on camera and we wonder what any Tom or Harry is going to say about us, but I think we need to 

come out of our comfort zones and basically just do it. It usually is a challenge to figure out what to say, 

what content to produce, and how to bring your story across. But, I mean, the good thing is just start 

and you're going to find your way. You're going to find your way. Usually, I think you need to figure out 

what your target audience likes. So for instance, we used to try doing the informative content. Now, I'm 

not too sure how the American audience is for informative cleaning, janitorial based content, but I 

realized that was not working in Trinidad.  

 

Tim Clagg  33:20 

Same thing. Same thing here. 

 

Kendal St. Louis  33:22 

Well, in our country we are not very serious about things, right? And I realized a lot of the influences 

and a lot of the content that resonates and gets a lot of engagement here is funny, comedic stuff. So I 

said, Hey, maybe we need to incorporate this into our content. So, I started doing that, and our 

engagement went up. 

 

Tim Clagg  33:53 

It didn't just go up, it skyrocketed, to be honest with you! I went back during my research and looked at 

the beginning and saw where you guys started, and then you made the pivot, and then after that switch, 

I mean, the numbers just took off. 

 

Kendal St. Louis  34:09 

Yeah, so I realized people like the funny content. So what we do, we are hitting you with so much funny 

content that is related because we're doing, like, office style stuff to cater to the BTB, because our 

content is funny, comedic stuff that happens in an office. My thought process is, you're going to see 

this, and this is going to be relatable to you, so you're going to like it, you're going to engage, you're 

going to share, you're going to favorite it, and it's going to help our following go up and whatnot. And 

then we're going to stick in the educational stuff in between, so that you also see the educational 

aspect. So whoever is interested in the educational aspect they are going to engage to that. And who 

wants the funny stuff, they're going to engage to that. 

 

Tim Clagg  34:57 
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And I think you guys do a great job. Of mixing in 50/50, okay, first 15 seconds is going to be the sketch 

bit, right? And then you're going to tie in and transition into the facts that you want to get across within 

the industry, and sometimes that they don't mesh well, but you guys are able to combine both of those 

ideas and make it seem pretty darn seamless. 

 

Kendal St. Louis  35:25 

Trust me, it's a lot of work. Like, sometimes I set myself for, like, hey, Monday, let's do 15 videos, and 

you're just there recording, you're looking at your script and showing that you go, not fully line for line, 

but as best to get the message across that you're trying to tell in that particular video. So it's a lot of 

work, but you have to put in the work for it to rip your results. So it's a long game we're playing. 

Basically, we're looking at it to be a long term thing, because in our industry locally, there's not much 

companies who are producing content, and if you don't see the trends early, you can end up lost in the 

sauce two, three years down the road. 

 

Tim Clagg  36:10 

And it's a free resource. That's the biggest thing. All forms of social media, signing up with an email 

address, a valid email and the part I like you mentioned, hey, we're gonna come in here Monday and 

shoot 15 videos. You aren't just in those discussions, my friend, you are front and center in almost 

every video. So that's another aspect people are seeing and familiarizing themselves with Kendal as 

the owner. But hey, this is him. He's in these videos, so it shows another side of you as well.  

 

Kendal St. Louis  36:44 

Yeah, definitely it helps, because something I would have learned years ago from Gary V and there 

was another influencer that said that. But you have to be omnipresent, right? Um, you need to be seen 

everywhere. And you need to be the first thought on anyone's head when it comes to whatever your 

niche is, whatever your business is. And I think I'm doing a pretty good job with it, because people see 

me out and Hey, Mr. Ladnek, Mr. Ladnek. Yeah, so it works. 

 

Tim Clagg  37:22 

And I gotta ask too, have you seen success to those conversions? The people that are maybe needing 

cleaning jobs stumbling across, following you, hey, well, let's give them a call. Let's give Ladnek a call 

and see if we can't get them out to our commercial space here. Have you had the success with the 

conversion rates there? 

 

Kendal St. Louis  37:47 

Yeah, we did. What I've noticed as well is that I see random people come into our business 

establishment and purchasing stuff, what I need to start doing is tracking the metrics, like ensuring I'm a 

sales rep. Ask them, How did they find out about us. So that's something that I have to work on. 

Definitely going to work on that, but I do see the very random person coming into our our 

establishment, and purchasing products. Sometimes calls come in. It's funny enough, emails come in 

from from prominent companies requesting quotes, inviting us to their premises to provide cleaning 

coats. And funny enough, as well, I was talking to my staff, my tenders team, this week, there was a big 

company that sent us an RFP, it's a huge tender. And I said to them, funny, when I started this 

business, I used to go door to door, and this was one of the companies that I was trying to get work 
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with. And it was like knocking on a brick wall and imagining that I no longer prospect to them in that 

capacity, but they are reaching out to me now, and they are probably reaching out because of visibility, 

because we don't have any documents. If we have documents in there about us, I'm pretty sure who 

would have ever been in charge back then, is no longer with the company, but they must know of us 

from somewhere in order for them to reach out to us. So it's amazing. 

 

Tim Clagg  39:24 

That's fascinating and very exciting to hear kind of that full circle moment of, hey, I've made it. One of 

the first ones you talked to. It's early 2025, what's the forecast look like commercial cleaning wise in 

Trinidad and Tobago for this year. I'm curious to kind of see, are there any common issues or things on 

the forefront that you guys are dealing with in the industry that might be a little bit different from the 

United States? You know, obviously a continued one of course, as everybody says, is retention and 

finding and keeping staff fully on their team. 

 

Kendal St. Louis  40:11 

I think every cleaning contract that I've spoken to, whether it be in Trinidad, America, the UK, we all 

have that issue with retention, um, and I think it comes with the territory of, remember, you're hiring low 

paying employees for a job that is somewhat considered as a low class job, even though, I mean, we 

know this job is very important to any business and establishment, because you could get shut down if 

your place isn't clean. But for me, I think in Trinidad, what we are challenged with right now commercial 

cleaning contractors, there's a law that has been passed called the Procurement Act, and with this act it 

aims to make the playing field fair for everyone as it relates to service based businesses. It creates 

transparency, makes the whole process a little bit more ethical and fair, but it also to me, in my opinion, 

it also creates a bidding war. And when I mean a bidding war, everyone knows your price. So, if I do a 

job for 1000 US this year, the next year, you as my competitor, you're going to be like, hey, I want this 

job. I can do this job. Kendal does this job for 1000 US. I can do this job for 900 US. So I'm going to be 

900. 

 

Tim Clagg  41:50 

So it's public information then? 

 

Kendal St. Louis  41:52 

Public information.  

 

Tim Clagg  41:54 

Wow. Okay. 

 

Kendal St. Louis  41:55 

Public information. So what that creates, to me is a bidding war, where basically it comes down to price, 

because our country is price sensitive. So, we would bet a tender and ensure that they meet the 

criteria, and then it just boils down to price, right, which is not how it should be, but it is how, in reality, 

that is how it is in our country. So I think that is going to affect our industry in the coming years. It's a 

challenge that we all have to deal with. It's not a sustainable model, because it actually forces me as a 

company, if I want to keep this job, I have to tend to go down in my price when I shouldn't have to go 
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down my price, because chemicals is going up. Workers want more salary, administrative want more 

salary. And yeah, it's a ripple effect, basically. And everything is going up. So in order to retain some 

contracts, sometimes we have to make the choice to shrink our charge for it, in order for us to keep it 

and in order for us to keep employees employed. Now, employees aren't even aware that that's the 

situation, but it is the situation. So, yeah. 

 

Tim Clagg  43:20 

Another hurdle, challenge, to adapt. And you know it also too, goes back to customer relations too. If 

you have a customer, let's say they've been with you for five years. You've got that trust, you've got that 

reputation, they may be a little bit more understanding saying, You know what, we don't care about 

Tim's company, because we know what we're getting with Kendal. We know what we're getting with his 

staff, the service, the quality. Is that something that you have found to be true? 

 

Kendal St. Louis  43:51 

No, not with not with government entities because of the act they are compelled to to once the criteria is 

met and it comes down to price, they are compelled to utilize the cheapest price, not and I mean, it 

would be a great world if it, if what you said, there was how it, how it is operated. But we've seen 

companies where we've had that tenure with we've had good service, we had a great relationship. And 

sometimes there was one, most recent one, we were, we were under bidded. Well, we our bid was 

$500 more than the other contractor, and we were there for years, right? And they went with the other 

contractor because they met the criteria, and their figure was lower than ours. Man, yeah. 

 

Tim Clagg  44:41 

My friend, well, I hope 

 

Kendal St. Louis  44:42 

Another hurdle. 

 

Tim Clagg  44:43 

Yeah, another hurdle. Just a brick wall standing your way, but you've already been able to knock down 

several and continue moving forward. 

 

Kendal St. Louis  44:54 

I got to. 

 

Tim Clagg  44:55 

Exactly. You've been able to create something special there in your country. And Kendal, we greatly 

appreciate you taking time, coming on this month's episode and telling us about your unique journey 

that led you into the commercial, cleaning industry and sharing with us your success. Where can 

people follow you? Since you have a big following on TikTok, you're a huge LinkedIn guy, I follow you 

and your content there. Where can they follow you on TikTok and you personally on LinkedIn to 

communicate directly with you? 

 

Kendal St. Louis  45:27 
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You could find me on LinkedIn, Kendal, Saint Louis, K, E, N, D, A, L, Saint Louis S, T, L, O, U, I, S, 

similar to the state in America. And you could find me on Instagram and Tiktok. My TikTok is Mr. 

Ladneck, M, R, L, A, D, N, E, K, and my Instagram is Mr. Ladneck official, so you could find me on all 

those channels. 

 

Tim Clagg  45:52 

And it's great content, TikTok, hilarious content, but unique to the industry and great leadership skills 

and just personal development overall on your LinkedIn. So Kendal, we appreciate you coming on this 

show and wish you guys continued success in 2025. 

 

Kendal St. Louis  46:11 

Much appreciated, and thank you for having me on your podcast. Much appreciated. 

 

Tim Clagg  46:17 

That will complete this month's edition in the Business of Cleaning podcast. Be sure to subscribe to us 

on Spotify, Apple Podcast, Amazon Podcast, or wherever you get your podcasts from. Also be sure to 

leave a five star review and your comments from everyone at Janitorial Manager, our guest, Kendal St 

Louis. I'm Tim Clagg saying so long, until next time. 

https://otter.ai/

