SalesSpork AI™

Armorex - Market & Competitor Research

Target Audience Profile
Industries (Canada/US focus, estimated prevalence for Armorex)
e Commercial offices, multi-tenant buildings - ~30% of demand (high ongoing paper, washroom, and
floor care needs).

e Industrial/warehousing, manufacturing - ~25% (heavy use of industrial cleaners, degreasers,

safety, PPE).
o Healthcare and long-term care - ~15% (infection control, laundry, warewash, strict compliance).
e Education (schools, colleges) - ~15% (large facilities, high foot traffic, recurring jan/san spend).

e Hospitality/retail and property management - ~15% (guest-facing cleanliness, brand standard

compliance).
Confidence: Medium (industry shares inferred from Canada janitorial supplies reports, Armorex product
mix, and typical facility segments).

Company Size

o Sweet spot: Mid-market and upper-SMB facilities with multiple sites or large single sites:
o 50-1,000 employees; building footprints from ~20,000 to 500,000+ sq ft.
e Rationale:

o These companies buy in bulk, care about compliance and uptime, and value one-stop

distribution and next-day shipping.

o Armorex positions as a full-range supplier with equipment, trade-ins, leasing, and service,

which fits larger, recurring accounts vs very small buyers.

Confidence: Medium (based on LinkedIn company size, product assortment, and typical jan/san

distributor customer profiles).
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Decision Makers

Role Influence Key Concerns
Level
Facilities/Operations Manager High Keeping buildings clean, safe, stocked; limiting downtime; simple

vendor management.[4l31(2]

Purchasing/Procurement High Total cost, contract terms, consolidation of vendors, reliability of
Manager supply, rebates.[3112111]
Health & Safety / EHS Manager Medium- Compliance with safety, WHMIS, OSHA/WSIB rules, PPE availability,
High risk reduction.[41(8l(2(6]
Property Manager (multi-site) Medium- Consistent standards across sites, fast issue resolution, simple
High ordering.l3112]
CFO/Controller Medium Overall spend on consumables and equipment, ROI on leasing vs

buying, budget predictability.[Z311

Janitorial/Housekeeping Medium Product performance, ease of use, training, equipment uptime.Z31[9

Supervisor

Confidence: Medium (roles and concerns inferred from common jan/san buying centers and Armorex

“Safe. Clean. Compliant.” messaging).

Competitive UVP Analysis

Armorex Positioning Summary

e One-stop shop for cleaning, industrial, and safety supplies, plus equipment, leasing, and service.

e Brand promise: “Safe. Clean. Compliant.” with 40+ years of experience and next-day shipping in

Michigan and Ontario.

e Emphasis on simplifying compliance and worker protection, not just selling products.



Key Competitors Chosen
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o Competitor A (Direct): Swish Maintenance Limited - national Canadian jan/san distributor with

equipment, eco-responsible focus.

e Competitor B (Direct): Bunzl Cleaning & Hygiene (Canada) or similar large multinational jan/san

distributor (representative “big-box” distributor)

o Competitor C (Indirect): Manufacturers/brands like Ecolab or 3M that sell through distributors but

strongly influence product choice.

Competitive Matrix (High-level)

Differentiator Armorex Swish Maintenance Bunzl-type Large Dist. (B) Indirect: Ecolab/3M
(G )

Core role Regional distributor National single- Global/national distributor.l! Manufacturer/brand
& service source with programs.[i
partner.l413112] distributor.[2111]

Geography Canada + Michigan; Canada-wide, Nationwide/international.lJ Global, sells via

focus next-day in key multiple distributors.[l
regions. 41318 branches.[21101011]

Product Cleaning, paper, Similar jan/san, Very broad facility & MRO Advanced chemicals,

range industrial, safety, equipment, eco mix.[ systems.[
PPE, equipment, lines.[ol10][11]
warewash,
laundry.[31512]

Services Equipment trade- Equipment repair, Logistics, inventory Training, audits,
ins, leasing, repair, training centers, programs, sometimes hygiene programs.[
consultative education.[21010] service.ll
support.[4iB]

Brand “Safe. Clean. “Safer, healthier Efficiency, scale, cost Performance,

promise Compliant.” spaces” with eco- optimization.l! innovation, hygiene
workplace responsible focus.[2 outcomes.[1
guardian.[4l(8]

Relationship Mid-market focus, Family-owned, Corporate, procurement- Indirect but strong

style “part of your relationship- driven.l spec influence.lt
team”.[4ll2] driven.[2011]
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UVP vs Safety + compliance Eco + national Scale, breadth, and pricing Technical product
market + fast local network and leverage.ll superiority.[
fulfillment bundled education
with supplies & centers.[2010]
service.41[7131(8]

Confidence: Medium (switched from generic to named competitors where public info exists, but some

attributes are inferred from typical distributor models).

SWOT: Armorex

Strengths

e 40+ years in business, trusted by thousands of workplaces in US and Canada.
e (lear promise around safety, cleanliness, and compliance rather than just “supplies”.
e Next-day shipping in Michigan and Ontario; clear regional strength.
e  One-stop shop including equipment, trade-ins, leasing, and repairs.
Weaknesses
e Smaller scale vs global distributors may limit national contract reach and deep price leverage
(inferred).
e Brand transition (Checkers — Armorex) may create short-term awareness and SEO challenges.
e Online content is product- and tagline-heavy, lighter on quantified case studies and data stories.
Opportunities
e Growing Canada janitorial supplies market (5.6% CAGR to 2030), especially in paper/plastics and
cleaning tools.
e Rising regulatory and ESG focus makes “Safe. Clean. Compliant.” a strong positioning hook.

e Ability to layer in training, compliance audits, and digital inventory management as added-value

services.
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Threats

e Intense price competition from national distributors and e-commerce giants (Amazon Business,
etc.).

e Manufacturer-led programs (Ecolab, 3M, SC Johnson) that can bypass or commoditize distributors.

e Economic downturns that pressure facility budgets and push to lowest-price options.

Confidence: Medium.

Quantified Pain Solutions
Armorex does not publish many direct stats, so we must combine market data with typical distributor
outcomes and flag as estimates.

1. Reduced stock-outs and rush orders

o By using a single-source distributor with next-day shipping and a broad catalog, facilities
typically cut emergency runs and rush freight by an estimated 20-30% vs multi-vendor

setups (based on janitorial distributor case norms).
o Confidence: Low-Medium (requires direct Armorex data to validate).
2. Lower total cost of cleanliness per square foot
o Consolidating chemicals, paper, tools, and equipment through one distributor and equipment
program can reduce total facility cleaning cost per square foot by an estimated 5-15%

through product standardization, better dilution, and reduced waste, as seen in typical

jan/san improvement programs.
o Confidence: Low-Medium.
3. Reduced equipment downtime
o Having in-house equipment repair and trade-in/leasing options can cut floor machine
downtime significantly; a reasonable benchmark is 30-50% less downtime compared with ad

hoc repair vendors, which translates into fewer manual labour hours and more consistent

facility standards.

o Confidence: Low-Medium.
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Case Study-Style Example (Hypothetical, needs validation)

o A multi-site office client consolidates purchases with Armorex, adds next-day replenishment, and
uses Armorex service for scrubbers:

o 3 buildings, ~250,000 sq ft total.

o After 6 months, the client reports:
= 25% fewer emergency product runs.
* 12% reduction in annual jan/san spend due to standardized SKUs and correct dilution.
* Floor machine downtime cut by ~40% after formalizing service.

o Confidence: Low (illustrative only; would require real Armorex data).

Recommended Verification Steps

e Work with Armorex sales/ops to pull:
o Before/after spend and rush order counts for 3-5 large clients.
o Service logs showing equipment uptime improvements.

e Turn verified numbers into branded case studies and add to website and sales collateral.

Methodology Notes & Validation Protocol

You requested tools like SEMrush, Revuze, and IBISWorld. I cannot run those platforms directly but can

mirror their logic:

o Keyword gap logic (proxy to SEMrush/Ahrefs):

” o

o Armorex likely targets searches like “industrial cleaning supplies Canada,” “janitorial supplies

” o«

Ontario,” “safety and PPE supplier,” and “next-day janitorial delivery.”

o Competitors like Swish and large distributors compete heavily on “janitorial supplies Canada,”

” o«

“commercial cleaning products,” “eco-friendly janitorial,” and “national janitorial distributor.”

” o«

o Gap opportunities: “compliance-focused janitorial supplier,” “safe clean compliant workplace

supplier,” and vertical-specific terms (e.g., “healthcare cleaning compliance Canada”).

o Confidence: Medium for directional themes; Low for exact volumes (no live SEMrush data).
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¢ Sentiment analysis logic (proxy to Revuze):

o For Armorex and Swish, public content and social headlines stress “trusted,” “single-source,”
“family-owned,” “reliable,” and “eco-responsible.”

o True sentiment would require scraping Google Reviews and social mentions and running NLP;

recommend doing this manually or via a tool.
o Confidence: Low-Medium (brand language, not full review corpus).
¢ Financial benchmarking (proxy to IBISWorld/SimilarWeb):
o Canada janitorial supplies market: USD 2.61B in 2024, growing to USD 3.60B by 2030 (5.6%
CAGR).

o Janitorial services as a broader industry is large but relatively low-margin; distributors

compete on efficiency, logistics, and value-added services rather than pure product margin.

o Armorex, with 51-200 employees, is a mid-sized player in a fragmented market; likely well

below 5% share nationally.
o Confidence: Medium for market size and growth, Low for Armorex-specific share.
Action Steps for Verification
e Run SEMrush or Ahrefs on armorex.com and checkerscleaningsupply.com plus swishclean.com,
Bunzl Cleaning & Hygiene, and other regional players to quantify keyword rankings and gaps.
e Use Revuze or an equivalent to pull sentiment and key themes from reviews and social posts.

e Pull IBISWorld or similar reports on “Janitorial Supplies - Canada” and “Janitorial Services -

Canada” for precise financial benchmarks.

e Conduct 8-10 short interviews with facility and procurement managers to validate key pain points

and Armorex value drivers (compliance, speed, service).


http://armorex.com/
http://checkerscleaningsupply.com/
http://swishclean.com/
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STEP 2 - Competitor Identification & Profiles

Context from Simplified Explanation
¢ Armorex target audience:
o Mid-sized to large facilities in Canada and nearby US (Michigan) across offices, industrial,

healthcare, education, and property management that want reliable cleaning, safety, and

compliance support from one vendor.
e Unique value proposition:
o A one-stop partner for “Safe. Clean. Compliant.” workplaces, combining supplies, safety gear,

equipment, leasing, repairs, and fast regional shipping, backed by decades of expertise and

strong customer focus.

e Pain points solved:

o Running out of critical supplies.

o Managing multiple vendors for related items.

o Keeping equipment running.

o Navigating safety and compliance requirements.

o Needing dependable, quick delivery and support.

Competitor 1: Swish Maintenance Limited

e Type: Direct
¢ Product/Service Offerings:

o National single-source supplier of janitorial and sanitation supplies, housekeeping, kitchen,
and laundry chemicals, equipment, and more; offers education, green cleaning solutions, and

equipment repairs.
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e Target Audience:

o Canadian facilities across commercial, institutional (healthcare, education), industrial, and
hospitality with multi-site footprints; similar to Armorex but with stronger coast-to-coast

coverage.

o Key Differentiators:

o Family-owned since 1956 with 13 offices, warehouses, and retail locations across Canada.
o Strong emphasis on eco-responsible/green cleaning and education (“Clean-It Centre”).
o Nationwide distribution capabilities and in-person training/consulting.
e Marketing/Positioning Strategy:
o “National, single-source, eco-responsible” partner that elevates cleanliness and creates safer,
healthier spaces.

o Uses educational content and local centers to deepen relationships and showcase innovative

cleaning technologies.

¢ Channels of Influence:

o Website and local branches/retail stores, sales reps, training centers, industry associations,

and social (Facebook, LinkedIn).

e Confidence: High (clear public descriptions).

Competitor 2: Large Multinational Jan/San Distributor (e.g., Bunzl Cleaning & Hygiene,

Canada)

e Type: Direct
e Product/Service Offerings:

o Wide portfolio of cleaning chemicals, tools, paper and plastic products, safety and PPE, and

other facility and MRO categories; extensive logistics and inventory management programs.



SalesSpork AI™

e Target Audience:

o Large national accounts, retailers, healthcare systems, and industrial customers seeking one

vendor for many categories, often driven by corporate procurement.

¢ Key Differentiators:

o Scale of operations, national/international footprint, and strong bargaining power with

manufacturers.

o Ability to offer sophisticated supply chain solutions, private label products, and e-

procurement integrations.

e Marketing/Positioning Strategy:

o Emphasis on efficiency, cost optimization, and broad category coverage rather than deep local

service.

o Positions as a strategic sourcing partner for enterprises.

¢ Channels of Influence:

o National account sales teams, corporate RFPs, trade shows, digital catalogs and e-

procurement integrations, and industry partnerships.

¢ Confidence: Medium (based on typical large distributor models and market reports).

Competitor 3: Ecolab (Representative Indirect Competitor)
e Type: Indirect (manufacturer/program partner, not general distributor)
e Product/Service Offerings:

o Specialized cleaning and sanitation chemicals, warewash systems, laundry programs, hygiene

and disinfection programs, plus training and audits for foodservice, hospitality, healthcare,

and industry.
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e Target Audience:

o Large facilities and chains that want standardized, high-performance hygiene programs
(hotels, restaurants, hospitals, food plants).[l

o Key Differentiators:

o Strong technical expertise, proprietary chemistry, and integrated dosing/dispensing systems.
o Deep programmatic support, including audits, compliance assistance, and staff training.[1
e Marketing/Positioning Strategy:
o Positions on outcomes (infection prevention, food safety, brand protection) rather than on
individual products.
o Uses thought leadership, scientific backing, and global case studies.
¢ Channels of Influence:
o Direct sales teams, technical consultants, co-marketing with distributors, industry
conferences, and scientific/standards bodies.l

e Confidence: Medium.

Tools/Methods to Identify Competitors

e Search and SEO tools (SEMrush/Ahrefs logic):

” o

o Enter core keywords like “janitorial supplies Canada,” “industrial cleaning supplies Ontario,”

“PPE and safety supplier Canada.”

o Extract top-ranking domains and overlapping keyword sets to surface both direct distributors

and strong manufacturer brands.

¢ Industry reports (IBISWorld, Grand View Research, Research & Markets):

o Use “Janitorial Supplies - Canada” and “Janitorial Services — Canada” to identify leading

suppliers and distributors by revenue and market share.
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e Social and directory scanning:

” o«

o LinkedIn company search for “janitorial supplies,” “facility supplies,” “cleaning supply

distributor” in Canada to find peers (Armorex, Swish, regional players).

o Industry associations and partner directories (e.g., ORCA, BOMA) to identify vendors serving

similar facility types.
e Customer and prospect interviews:
o Ask facility managers which suppliers they currently use and which brands they see in RFPs
to validate the top 3-5 competitors.

Confidence ratings:

o High for Swish as a named Canadian competitor.

e Medium for Bunzl-type large distributor and Ecolab as key indirect competitor (well-supported by

market reports)!

Verification steps:

e Run actual SEMrush/Ahrefs domain comparisons (armorex.com, checkerscleaningsupply.com,

swishclean.com, Bunzl, etc.).
e Pull IBISWorld or equivalent for a ranked competitor list in Canada.

o Validate competitor shortlist with 10-15 customer interviews and lost-deal analyses in Armorex’s

CRM.


http://armorex.com/
http://checkerscleaningsupply.com/
http://swishclean.com/

