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About SLM Facility Solutions Na-

tionwide: 

SLM – Facility Solutions Nationwide 

provides comprehensive facility man-

agement from waste removal and 

recycling to grease trap and hood 

cleaning, cooking oil removal, infec-

tious waste and even power washing 

— all in one simple agreement. 

 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

CEOCFO Magazine 

 

CEOCFO: Ms. Daywitt, what do you 

do at SLM? 

Ms. Daywitt: I manage trash and re-

cycling, grease trap pumping, cooking 

oil removal, hood cleaning, infectious 

waste and power washing services for 

the hospitality, restaurant, real estate 

and major retailers throughout the US 

and Canada. I hire the vendors on 

behalf of my clients and manage the 

services, pay their bills monthly and 

save huge dollars annually. I research 

to obtain cost reductions as well as 

provide all their customer service and 

reporting.  

 

CEOCFO: Is it typical for customers 

to work through a third party like SLM 

or is it a little more unique to provide 

that kind of service? 

Ms. Daywitt: I would say more com-

panies are realizing as they eliminate 

staff from their overhead that SLM 

becomes a player because they are 

looking for somebody who has exten-

sive knowledge, experience and the 

wherewithal for the various commodi-

ties we manage. Since the beginning 

of the recession in 2008, I have seen 

an upswing of clients actually hiring 

companies like us, because they are 

reducing overhead and expenses by 

having SLM, who has the knowledge, 

expertise and negotiating skills to truly 

manage the vendors for all of the 

commodities, while at the same time 

consistently reducing costs year after 

year.      

 

CEOCFO: When you evaluate com-

panies, what does that process look 

like?   

Ms. Daywitt: Normally, it is a simple 

process of taking a look at what a cli-

ent currently has in the way of ser-

vices, frequency and costs and com-

pare that to what is truly taking place 

within the different market areas. We 

in turn supply that data back to the 

client for them to make rational deci-

sions in which direction to take. Some 

clients are into sustainability pro-

grams which is another area we are 

actively engaged in. It is always the 

bottom-line for the clients, they want 

to save money.   

 

CEOCFO: What is your revenue 

model? 

Ms. Daywitt: We hire vendors and 

pay them once our clients pay us. We 

set up customized fee structures that 

work within the budget constraints for 

the clients we serve.    

 

CEOCFO: Is it software that enables 

you to look at all of this and compare 

it easily or is there a gut feeling? 

Ms. Daywitt: We have a custom-

ized/proprietary system known as 

ARCA. It is programmed for the vari-

ous industries we are connected to. 

All of our Research, Administration, 

Customer Service, Reporting and Ac-

counting are connected to this cus-

tomized program. There are no gut 

feelings, we use the research to de-

termine what is in the best interests of 

our clients. We use trending, analysis, 

bidding and intelligence to navigate 

through the immense amount of data, 

where we come up with unique solu-

tions for the clients we serve.    
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CEOCFO: What are some of the 

newer techniques or changes in the 

industry of which people may not be 

aware? 

Ms. Daywitt: I work with many people 

who do not understand what sustain-

ability truly means. Many companies 

want to get to the zero waste; what 

they do not know is how labor inten-

sive it is to get there, and how costly it 

truly is, for it encompasses everything 

in a building including the exterior. 

We set up customized programs for 

clients to establish targets; we set 

goals, educate employees and make 

changes as clients are able. The big-

gest deterrent is the company culture, 

for we have to change that and it 

takes time. Grease traps are ever 

changing; each municipality is differ-

ent in its regulations with mandates. 

What makes us so unique is the im-

mense amount of information we 

have on each municipality, our con-

nections with city inspections and the 

fact we know the rules of engagement 

throughout all primary, secondary and 

most tertiary markets. We know 

where to place single-stream recy-

cling (bottles, glass, aluminum, card-

board and newspaper), co-mingle, 

composting and compaction equip-

ment. It depends upon the municipal-

ity; each is different. We simply keep 

our clients out of trouble. There is 

nothing similar out there when it 

comes to trash and the same thing 

works with grease trap pumping. 

Every city is different. We are 100% 

up to date with our knowledge base 

when it comes to mandates within 

each municipality we work in. For 

purposes of new technology, we are 

the extreme, in that we consistently 

advise new processes, procedures 

and the newest equipment within the 

market place.  We understand the 

importance of saving money and also 

having the newest technology; our 

research is constant, strategic and our 

clients are made aware of this infor-

mation regularly. Clients want to save 

money, be sustainable and not have 

problems.  This simply means being 

fully accountable and quickly follow-

ing up to closure for any customer 

service issue.  For SLM, it is getting 

the vendor out there to do what they 

are supposed to do. It is making the 

customer happy as well as reporting 

data and making sure the client has 

the information readily available for 

them so it is transparent for them.  

 

CEOCFO: How do you keep track of 

all of the changes in small towns? 

Ms. Daywitt: I have learned over 

many years in being in this type busi-

ness, that the laws change all the 

time. While I get a lot of information 

in the market from vendors and 

manufacturers, what I find most suc-

cessful is our Research team who is 

dedicated 24/7 to get the answers.  

What SLM does have are people 

whose sole function is to make sure 

our information is up to date. Every 

six months we go back and reconfirm 

everything; we have to, as it is on-

going and things change every day. 

Every six months, we go through our 

entire database and confirm, delete 

and add new vendors, mandates and 

information relative to the customer. 

We then do it again; we are always 

checking and always asking. We are 

not going to rest on our laurels from 

year to year, because we cannot. We 

know the competition is fierce; there-

fore, we stay on top, based on our 

research. 

 

CEOCFO: Are there industries where 

you would like to be more involved? 

Ms. Daywitt: I am always looking for 

unique and different types of busi-

ness. I am very geared into the hos-

pitality/restaurant/retail type industry 

and am happy being there because 

our footprint is there. Incidentally, we 

provide Carbon Footprints for our 

clients also. They all want to know 

how many trees they save a year and 

how much they diverted from the 

landfills. Our reputation stands firm 

on our customer service follow-

through and follow-up. I am going to 

stay into the trash/recycling, grease 

trap pumping, hood cleaning, cooking 

oil removal, infectious waste and 

power washing for many years.  I am 

not willing to branch out into other 

commodities, for we are the experts 

in these six areas.   

 

CEOCFO: How do you reach poten-

tial customers? 

Ms. Daywitt: We do a great deal of 

networking and tradeshows as well as 

white papers and making follow-up 

calls to existing clients to obtain refer-

rals. Your reputation has to stand firm 

in truth, integrity and do what you say 

you are going to do. That is the way I 

have built up strong relationships.  It 

is how you build trust, confidence and 

clients who will listen. All sales are 

relationship driven in my mind. It is all 

about meeting the client and setting 

expectations and doing what you say 

you are going to do. If you get that 

reputation which we have, you con-

tinue to grow and prosper. Your word 

is your bond irrespective of the con-

tract.  

 

CEOCFO: Are there areas more 

harder hit and do you see changes in 

the overall approach of the govern-

ment? 

Ms. Daywitt: Sustainability is becom-

ing a much bigger picture item. Most 

people do not understand zero waste 

because when you talk zero it means 

you have nothing. That waste has to 

go to someone out there. Everyone 

throughout the United States gener-

ates between 1.2 to 1.7 lbs. of trash 

per week; that has to go somewhere. 

“We are the experts in the five 

commodities; we know the 

vendors, the type of wastes to 

be diverted and how to save 

money. Clients want us on call 

24/7/365 all while saving be-

tween 20 to 40% off their bot-

tom line costs. Clients like it 

when we give them $100,000’s 

of dollars in rebates from the 

different areas we are involved 

with. Plus, we take the head-

aches away for compliance, 

reporting and paying/tracking 

vendor services and payments. 

Our whole premise is we are 

not going to work for you 

unless we save you money. 

When you need us 1:00 am or 

2:00 pm Sunday afternoon, we 

are on call 24/7/365 for every-

thing including emergencies, 

all at the same time while sav-

ing you money.” 

                          - Susan Daywitt 
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Over half of the trash collected is re-

cyclable. In most restaurants 67% of 

everything put in a trash container 

can be recycled. If you work in a 

business environment, look around. 

You will see desks, monitors, phones, 

cords, books, carpet, flooring, etc. 

Almost everything can be recycled if 

the client has the mind-set. How 

much effort the company is going to 

put into depends on the initiative and 

that is why we get into some of the 

consulting. If you are talking sustain-

ability, you have to ask what are your 

initiatives and where do you really 

want to go with this. What you are 

saying to me and what you are doing 

are two different things. We sit down 

with check lists and say what is it that 

you are looking for that will get you to 

your expectation in 2014. Most new 

initiatives with sustainability are very 

farfetched and can be costly. In some 

markets, we get huge reductions in 

costs, based on the environmental 

initiatives. Being environmentally 

friendly is harder than it sounds. Go-

ing ‘green’ everyone wants, but are 

they willing to pay for it? It is a big 

deal out there. Large companies want 

these initiatives in place; however, it 

always comes down to the bottom-

line. If it costs more, clients 98% of 

the time say, “NO.” It is all about set-

ting up expectations from the very 

beginning to get down to the root 

cause of what they want in sustain-

ability. 

 

CEOCFO: When you work with a cli-

ent, do they typically turn over all of 

the services that you could provide for 

them or that you could work with? 

Ms. Daywitt: I have clients that want 

us to do everything for them. The 

typical client, however, is going to hire 

me for one service and if we do a 

good job there, they normally go to a 

second or third service. The norm is 

that they are going to test the water 

with the first service for at least a 

year. If they like us, they give us more 

locations or another service. If they 

like that, they give us all locations. It 

is all about the reputation, the rela-

tionships and the follow-up and follow 

through accountability process. It is 

never the same; each client is differ-

ent.    

 

CEOCFO: What surprised you most 

as the business has grown and devel-

oped? 

Ms. Daywitt: I do not have any great 

surprises but I what I like the most is 

being so instrumental in helping cli-

ents see the value of being, “green.” I 

love getting  food waste from all over 

the country, shredded up cardboard, 

mix some grass clipping with that in-

fuse oxygen and out pops top soil af-

ter the mixture is continually turned 

for 90 days. You give that back to a 

farmer who grows fruits and vegeta-

bles for the clients. It is called the 360 

complete cycle when it comes to sus-

tainability. Another area that I am 

thoroughly enjoying working in is with 

cooking oil. About 90% of all cooking 

oil that we pick up around the United 

States from fryers is converted into 

bio diesel fuel; the other 15% goes to 

Glycerin, which is sold to soap manu-

facturers who use the by product in 

their chemicals for cleaning, which in 

turn is sold back to our clients. I am 

not surprised what happens; it is by 

far one of the most interesting proc-

esses and has such much value to 

fuel our country. Here is another ex-

ample of a 360 cycle.  

 

CEOCFO: Why should the business 

and investment community pay atten-

tion to SLM Facility Solutions Nation-

wide? 

Ms. Daywitt: We are the experts in 

the five commodities; we know the 

vendors, the type of wastes to be di-

verted and how to save money. Cli-

ents want us on call 24/7/365 all while 

saving between 20 to 40% off their 

bottom line costs. Clients like it when 

we give them $100,000’s of dollars in 

rebates from the different areas we 

are involved with. Plus, we take the 

headaches away for compliance, re-

porting and paying/tracking vendor 

services and payments. Our whole 

premise is we are not going to work 

for you unless we save you money. 

When you need us 1:00 am or 2:00 

pm Sunday afternoon, we are on call 

24/7/365 for everything including 

emergencies, all at the same time 

while saving you money.    
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