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Manufacture and Distribution of Cleaning Products 
 

About Protonics Cleaning Solutions Corp  
Protonics Cleaning Solutions manufactures and distributes cleaning products 
and solutions to a wide variety of customers. We specialize in the 
Restaurant/Hospitality Industry as well as selling into the Industrial market. 
 
Interview conducted by: Lynn Fosse, Senior Editor, CEOCFO Magazine 
 
CEOCFO: Mr. Manning, what is Protonics Cleaning Solutions? 
Mr. Manning: We manufacture cleaning supplies for the restaurant and hotel 
hospitality industry as well as industrial industry and truck washing products. We 
manufacture about 400 different products, including some retail products for 
resale. However, our focus is the restaurant/hospitality industry. 
 
CEOCFO: Why should a restaurant want to use a Protonics product? 
Mr. Manning: There are multinationals in every market. Often the smaller local 
manufacturer such as ourselves offer a higher level of hands on service. We are 
the largest local manufacturer in this marketplace, so when we built our 
company, we built it to fit that niche in the middle. There are your small, local 
companies and then your large multinationals, but we wanted to be that 
company that fit in-between. During our twenty years in business I believe we 
have accomplished this goal. 
 

CEOCFO: Do many of the restaurant you deal with typically buy all of their supplies from Protonics? 
Mr. Manning: In some cases, yes. We do supply janitorial products such as garbage bags, paper products and 
hand soaps for washrooms, so often they will. We have a machine rental program where we actually rent out 
glass washers and dishwashers. When we do that, they have to buy their products for those machines off us, 
but they do not have to buy their other products from us. We are also in the beer line cleaning business, which 
is an additional service we are able to provide.  
 
CEOCFO: What might need cleaning that would surprise people? 
Mr. Manning: Grease traps; the traps where all the grease accumulated in the drains in the kitchens. Other 
than that, it is common sense. We are in the bar line cleaning business as well; we clean out beer taps and 
lines as well.  
 
CEOCFO: What is your geographic reach? 
Mr. Manning: We currently handle most of the lower mainland in Vancouver and the Vancouver region. We go 
from Harrison Hot Springs all the way up to Whistler and we go into Kelowna at this point as well. We have a 
few small distributors handling some remote areas in the province, but the majority of our business is in the 
lower mainland. We do ship one retail product nationally through a retail chain. 
 
CEOCFO: Do you see expansion? 
Mr. Manning: Yes, we are actively seeking acquisitions. We are looking for ways to grow both organically and 
through acquisitions. 
 
CEOCFO: Why now? 
Mr. Manning: It is time! We originally had three partners in 1995, one of the partners departed eight years ago. 
The remaining two of us grew it and when we made it into Profit Magazine from 2008-2013, we had 78% 
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growth in 5 years. We were looking at ways to grow and increase the company to a larger size. Therefore, we 
brought in an investment firm that got involved with us. FDC is a local boutique investment firm and it is not 
their history to buy and sell after five years, they just want to put it in the stable and grow it. We brought them in 
to help us with marketing, financing and to help us take that next step so that we could become more than just 
a regional player in the Vancouver market. 
 

CEOCFO: Your site indicates “Proactive, Professional, Proven.” What is the proactive part of how you 
work? 
Mr. Manning: We have a group of sales service reps that provide ongoing proactive service to our customers. 
We are in the process of automating that with a new CRM system. Currently they go out and make proactive 
calls on all of our accounts. They will go into the machines in the accounts and they will go through the 
equipment to make sure there are no issues that may come up that night or on the next weekend. We have 
people that are on call, but it is disruptive to a restaurant if their dishwasher or glass washer goes down. They 
have a short period before they run out of wares that they can put out for their customers. We need to be 
proactive to make sure that their businesses do not go down as well. 
 

CEOCFO: Do most of the businesses that you deal with understand the need to be on top of these 
issues? 
Mr. Manning: I do not think they have a choice; the health boards remind them of that on every visit. 

 

CEOCFO: You mentioned that you bring in some outside products. How do you decide what to bring in 
and how do you decide what to develop on your own? 
Mr. Manning: The products we develop in house are limited by the space and the technology we have on site. 
Some of the multinationals have solid products, which is like taking what is in a 20L pail and shrinking it down 
and putting it into a little container that weighs six to eight pounds. Then the water is injected into that and it 
dilutes is injected to the machine. We do not have the facility to produce this product. It would likely cost a 
million dollars to set up a facility to manufacture those products to compete against the multinationals. We 
sourced out a company in the US. I had a visit and saw the sight and facility. I had a long conversation with 
them, looked at the support system and backup, as well as what the products were and the history of the 
company. We made the decision to go with them because we felt that they could best partner with us to 
provide the products to our customers in those cases where we could not compete with the multinationals.  
 

CEOCFO: What is the key to keeping track of such a large and varied inventory? 
Mr. Manning: Keeping on top of it is certainly key but you have to make sure you have systems and 
procedures in place to track minimum product levels and not have too much tied up in inventory. We try to do a 
lot of on demand manufacturing, which means that we are not making six months’ supply, we are hopefully 
making two to three weeks’ supply and keeping the finished goods. Raw materials are easier to store than 
finished goods.  
 

CEOCFO: You mentioned that you do rent equipment. Are there many changes? Are the machines 
pretty much tried and true or do you find that there is a great deal of innovation and new technologies? 
Mr. Manning: With the push for green and environmentally friendliness, there have been many changes in the 
last five years as compared to the previous twenty years. If you look at a large conveyer dishwasher now, it 
can use half the energy, half the water and half the chemicals than one ten or fifteen years old. It is all about 
what is coming in and what is going out. Less water going in means less energy to heat it less chemical to 
charge it. You have more efficiencies and horsepower, using less water. It is all about how it moves the water 
and how it recaptures the water. 
 

CEOCFO: Do you see that as a growing part of the business? It sounds like everything is growing at 
Protonics? 
Mr. Manning: It absolutely is. When we made the decision about fifteen years ago to get into the rental 
business, it was very difficult. We did not have a proven track record, the banks would not talk to us, we had to 
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talk to friends, family and neighbors and pay high interest rates to borrow money to finance these machines. 
The leasing companies were charging us an excess of 20%, but we knew that without that part of our 
business, we were not going to be able to compete with the multinational. In many cases, many of these 
restaurateurs do not have the budget to put in their own equipment and they know they can lease it from a 
multinational or someone else. If you are not in that sandbox, you are not going to be able to play.  
 
CEOCFO: What gave you the confidence to compete with multinationals and know that you could get it 
right? 
Mr. Manning: It was just from looking at their model and how they did things and a great deal of it at that time 
was just sales, sales, sales and move on to the next sale. They did not necessarily support the customer after 
they had closed the sale. We learned early that if we did what we said we were going to do and we continued 
to provide that level of service, we would have success. For years, the majority of our new sales have come 
from word of mouth. 
 
CEOCFO: Put it all together. Why is Protonics a company to watch? 
Mr. Manning: We did a remarkable job of getting to where we are. We made a decision that if we wanted to 
take the next step that we would need to enlist the help of those who have done it before. We went out and 
sought that knowledge and skill set. I still have equity in the firm, so I still have the desire and skin in the game. 
With these new folks on board and everything that we are looking at doing, we are making remarkable 
changes. We are spending a great deal of energy to revamp our service systems so that everything is 
automated. Every time a service call is completed, it is documented using a CRM tool. We are also investing in 
our image. We recently built a new website, the reps all have new shirts and uniforms, and we are looking at a 
fleet of vehicles that will promote our brand. We are setting ourselves up to be an alternative to the 
multinational for chain business in western Canada. If you know this business, there are not alternatives; there 
are two multinational companies, those are your choices, you live with the service levels you get. We hope to 
provide a third option. 
 

 
BIO: Protonics was established in the greater Vancouver market on September 1 1995. The company has 
grown to 25 employees and has enjoyed large growth in the last 6 years. 
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Protonics Cleaning Solutions Corp 
#270 - 19358 - 96th Ave. 
Surrey, British Columbia 

V4N 4C1 
604.513.8888 or 855.373.0334 

www.protonics.ca 
 


