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The operation began on the kitchen
table of their Leatherhead home. .

And from distributing a'handful of
catalogues to  her neighbours,
Warrington now oversees a team of
more than 1,000 across the UK and
will soon be expanding overseas to
Holland and Ireland.

The couple’s success in the market
has won them the top industry acco-
lade of Distributors Of The Year.

And as one of the company’s top
earners, the pair have been filmed by
Sky television for a documentary on
Kleeneze only last week.

' mitment, the catalogue market can

‘ ly dlfferent when we decided to go for

While the traditional image of cata-
logue selling is often synonymous with
students and those looking to supple-
ment a main income, the Warrington's
are proof that with hard work and com-

this,” said Jean Warrington.
“But as an accountant, I had no expe-
rience of selling anything and certainly

didn’t want to do anything which

involved the hard sell. i

“With Kleeneze all we were required
to do was to distribute the catalogues
and then go back after a week to collect
the orders, There was no stock-holding
or overheads and no real risk because
people had ordered exactly what they
wanted, so there was no surplus stock.

- The catalogue does the selling for us.”

Kleeneze itself, works solely as a sup-
plier providing the range of products
featured in the main catalogue which
include home care, cooking equip-

ouple kleening up

with catalogue giant

Phil and Jean Warrington now enjoy a luxury Lifestyle thanks to the popularity

ment, garden workshop. And while it
is known as a direct selling company,
the actual selling process is removed
via the catalogues, targeting cus-
tomers through the independent dis-
tributors or representatives.

“Most businesses take a while to get

off the ground and you don't see any
profit until at least the second yea.l,"
she said.

“But with this it was fairly instant.

-We had hoped for about £2,000 a

month but to get £15,000 is fantastic. I
developed a strong customer base
very quickly because the home coun-
ties is a very strong market for this
type of business.”

" ‘Warrington believes the success of
the catalogue business is down to

| product’s accessibility.

“People just love home shopping;

‘it's such a cost effective and conven-

ient way to shop-and the savings that

rare. made from cutting out the con-
ventional middle men is passed on to

our customers.”

Along with ot_her Kleeneze top
achievers, the couple receive two free
holidays a year and are soon off to

of catalogue shopping.

aving established their own suc-
cess, the Warringtons are keen to
focus on helping others realise the
same ambitions in the catalogue mar-
ket by offering their expertise and
support.

They have developed a team of
more than 1,000 people, whose com-
bined sales total are bringing in ever-
increasing profits.

“Literally anyone in our team can
be successful. {

“People join us from all walks of life,
busy parents, retired people and stu-
dents, right up to people like ourselves
seeking a complete career change.”

The Warringtons are looking to
recruit more people in the Guﬂdford
area to join their team.




