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Coup de balai Inc. is a social economy enterprise whose mission is to 

provide quality domestic aid services and create sustainable 

employment. 
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ANNUAL REPORT 

2015-16 was a year that was full of professional and personal challenges. 

It started with major changes in the financing which had been traditionally 

available for social economy enterprises. We were going to go through the 

year without any supplementary financial aid and we could not afford 

another deficit year. 

Personal health problems which I incurred in the Fall of 2015 made clear 

two important aspects – the level of professionalism of my team, and the 

importance of a continuum of health care services for people who need 

them. 

I now begin 2016-17 fully conscious of the fact that the team at Clean 

Sweepers is strong and dedicated to its mission, and with the vow of 

putting in place services which will better respond to clients’ needs. 

Strategic plan of 2015  review  

 Carry out the recommendations of the first year of the 

strategic planning: 

o We pursued our partnership with the Commission Scolaire de 

Montréal and Emploi Québec to offer French courses to 15 

employees. 

o In January of this year we recast the two jobs of supervisor of 

scheduling and of supervisor of the cleaning staff into two 

team leader positions. 

o Since September 2016 the employees have access to the 

Employee and Family Assistance Program for any work, 

health or life concern. 

o After researching office rentals available in this sector, we 

decided to sign a three-year lease with the same landlord. 

o We increased our presence in local events in the NDG sector; 

also, we participated on many tables de concertation, notably 

on housing and on the mobilisation of Fielding/Walkley 

o We have had many exchanges with the administrators at the 

CIUSS Centre-Ouest concerning the development of personal 

assistance services. 

o We have increased the frequency of meetings with all staff and 

we continue to publish a monthly newsletter. 

 

 Set up all possible strategies to reach 54,000 hours of sales, 

which is this year’s objective; 

o We increased our sales by 7% in 2015-16. Our 10% goal was 

not reached mostly because the organisation with whom we 
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had an agreement in providing heavy work services decided to 

take back such work. 

 

 Continue marketing and communication strategies already 

undertaken, emphasizing the diverse nature of our services. 

Among other items, continue the already started production 

of an institutional video, and study the feasibility of 

approaching commercial enterprises for cleaning contracts, 

with the production of advertising spots; 

o We made a video on our enterprise to better explain the whys 

and wherefores of Clean Sweepers 

 

 Further develop new markets and search out more financial 

resources, so as to grow sales; 

o The austerity measures blocked our access to the traditional 

funding available for the development of markets. In March of 

this year we obtained financing via the Réseau Sociaux 

d’Investissement du Québec, this money will allow us to hire 

a personal assistance service coordinator. 

 

 Develop, if possible, a commercial clientele within the heavy 

maintenance works sector of our services, approaching Small 

and Mid-size businesses, as well as public and private 

residences; this will lead to more stable and durable jobs; 

o We have begun offering an office maintenance service within 

NDG 

 

 Explore other sources of financing and potential partners to 

help us carry out our social mission 

o That objective is part of an ongoing strategy. 

o We shall begin offering personal assistance services this 

Summer/Fall to even better respond to community needs, 

hence tapping into another source of income. 

 

 

The Pair Program 

 

We continue to be the pole for the Pair Program in our sector. 

Unfortunately this program, which offers an automated call service 

that gets in touch with elders to make sure that they are in good 
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health, is underused. We have registered very few people between 

April 2015 and March 2016. 

 

Financial Report 

 

The financial statements are annexed 

 

The Personnel  

 

In 2015-16 we had to reduce our administrative costs. The positions 

of team leader for our heavy maintenance works sector and of 

development agent were abolished. The Director’s position staffed at 

80% full time  

 

The Administrative Team 

Clean Sweepers staff are always ready to help. Clients are at the 

center of the preoccupations of one and all. To enable this, we have 

the following administrative team: 

- Bruce Cameron, General Director; 

- Linda Cassell, field team leader 
- Terry Gianforte, field team leader 

- Luis Cartagena, accounting clerk, in charge of accounting 

Domestic Workers:  

 

The employees in the field are : Val Alexander, Vanessa Alexander, 

Eda Alleyne, Matteo Bongiorno, Nesta Brown, Pauline Brown, Audrey 

Campbell, Djoulie Thomas, Yvette Charles, Sonia Chase, Lecia David, 

Ali Dembelé, Susan DeMedeiros, Estime Demoulin, Niama Diane, 

Aziza Elhaili, Charito Estigoy, Diana Fabiancic, Carol Gabriel, 

Shannon Gardiner, Amenze Itiose, Hyacinth John, Marie Mona 

Joseph, Henriette Kabika, Ronald Lalonde, Doreen Lanteigne, 

Maureen Lewis, Henriette Kabika, Sylvie Lafontaine, Janet Ama 

Langshaw, Doreen Lanteigne, Alita Lasin, Maureen Lewis,  Marie-

Anne Michel, Marjorie Mombrun, Géneviève Nadeau, Claudine 

Ndayikeza, Doreen Nixon, Sharon Prendergast, Veronica Rawlins, 

Pamela Rhoden, Phyllis Riddell, Ana Rojas, Janet Samuels, June 

Weston. 
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Summary Table 2015-2016 

Category 2015 2016 

Administration 5 3.8 

Heavy Maintenance 4 2 

Préposes AVD 41 43 

  

 

Profile of our clientele 

 

I am emphasizing the profile of our clientele this year, in our annual 

report, since, with a better understanding and a deeper analysis we 

would be able to offer services which respond even more adequately 

to its needs. 

 

The portrait of our clientele is the following. Of the total of 904 active 

client files in 2015-16, 72% are women; also, a majority of our 

clients are over the age of 65, even over 75 (57%); in addition, they 

reside mostly in the NDG and Côte-Saint-Luc sectors (80%); 

specifically, a cross analysis shows that 60% of all our clientele, 

while aged over 65, live in these two sectors. We note that, among 

those over 65, fully 91% of them receives a variable subsidy. Finally, 

65% of all our clientele lives alone. Hence, it seems that an 

important portion is both elderly and lives alone and is of relatively 

low income. Concerning the official sources of referral, almost all of 

our clients are referred to us through the Cummings Center (67%), 

or through the CIUSS Centre Ouest (32%). 

 

Finally, we sometimes unfortunately must close a file: here, 77% of 

the closures are due to the lengthy period of inactivity of the clients` 

files. Only 20% of closures are related to the death of the client, to 

his/her moving out of our territory, or to a hospitalization. (files 

opened 268 – 2016; 267 in 2015) ( files closed 298 in 2016; 221 in 

2015) 

 

Concerning the subsidies received by clients, fully one third of them 

receives only the $4 subsidy, while at the other extreme, 37% receive 

a subsidy of $12.20 to $13, which is the maximum; the remainder 

are spread between over $4 to $12.10. If one analyses the subsidy 

distribution, cross analysing age and subsidy categories by sector, 
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we obtain repartitions of the clientele which mirror similar statistics 

for Quebec as a whole. 

 

Hampstead       

 $4 subsidy 
$4 to $6.10 
subsidy 

$6.20 to 
$9.90 
subsidy 

$10 to 
$12.10 
subsidy 

$12.20 to 
$13 
subsidy 

Total for 
each age 
group 

Less than 65 
yrs 15% 0% 1% 1% 10% 26% 

65 to 74 yrs 7% 1% 2% 2% 7% 21% 

75 to 84 yrs 7% 2% 6% 5% 4% 23% 
More than 85 
yrs 13% 1% 3% 2% 10% 30% 

 42% 3% 12% 11% 31% 100% 

       

       

Côte Saint-Luc       

 $4 subsidy 
$4 to $6.10 
subsidy 

$6.20 to 
$9.90 
subsidy 

$10 to 
$12.10 
subsidy 

$12.20 to 
$13 
subsidy 

Total for 
each age 
group 

Less than 65 
yrs 8% 0% 0% 0% 9% 17% 

65 to 74 yrs 2% 0% 3% 2% 12% 20% 

75 to 84 yrs 6% 1% 6% 8% 11% 32% 
More than 85 
yrs 8% 1% 4% 9% 9% 32% 

 24% 2% 13% 19% 41% 100% 
 
 
       

       

Notre-Dame-de-Grace      

 $4 subsidy 
$4 to $6.10 
subsidy 

$6.20 to 
$9.90 
subsidy 

$10 to 
$12.10 
subsidy 

$12.20 to 
$13 
subsidy 

Total for 
each age 
group 

Less than 65 
yrs 17% 0% 1% 0% 11% 29% 

65 to 74 yrs 8% 1% 1% 2% 7% 19% 

75 to 84 yrs 9% 1% 3% 5% 9% 27% 
More than 85 
yrs 5% 0% 6% 7% 5% 25% 

 40% 2% 12% 14% 33% 100% 
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Objectives for 2016-17 

 

Increase sales of home assistance services by 2% 

 

Starting up personal assistance services 

 

Increased the portion of clientele residing in Snowdon and Montreal 

West 

 

Continue outreach to ethno cultural communities 

 

Succession planning for Board and Director  

 

Continue documenting policy and procedures 

 

Provide closer follow-up of inactive files 

 

Promote the enterprise’s successful endeavours 


