
Buying floor mats sounds simple until you’re the person who has to make the choice stick across every entrance,
every season, and every tenant complaint. In commercial properties, mats are small purchases that quietly shape
daily operations: they control tracking, protect flooring finishes, reduce slip risk, and take a beating you might not
notice until it’s too late.

This guide is written for buyers who want to make a smart, defensible decision when evaluating mats inc for a
commercial property. I’m going to lean into the practical questions that come up on job sites and during
walkthroughs, including the trade-offs that often get glossed over in brochures.

Start with the job your mats actually need to do
A mat is not one thing. It is a system, usually with two goals working at once: catching soil before it spreads and
managing water or moisture without becoming a soggy sponge.

Commercial entrances tend to fall into a few repeatable scenarios:

At a main exterior door, you’re usually dealing with tracked dirt, grit, leaf debris, and moisture that turns into mud
when it freezes or refreezes. Near loading docks and service doors, you’re often seeing more sand, salt, and heavier
debris, plus rolling cart traffic that abrades whatever is on the floor.

Inside, you may still need mats, but the problem changes. You might be dealing with dust and lighter particulate
from foot traffic, spilled liquids, or the need for standing comfort in specific work zones. Even in office buildings, the
“inside” mat has a job, because it’s often where particles finally break free from shoes after the first mat stops the
bulk of the mess.

The buyer mistake I’ve seen is choosing based on appearance first and performance second. That can work for a
showroom or a lobby with pristine conditions, but it fails in retail, multifamily common areas, schools, medical
clinics, and any property with high seasonal variability.

When you evaluate mats inc, treat the selection like coverage planning and maintenance planning at the same
time. A mat that performs well but is undersized or poorly serviced becomes an expensive decorative item.

Measure like a flooring manager, not like a shopper
You don’t need perfect math to buy mats, but you do need correct dimensions and realistic placement. The
biggest variable is where the mat ends and the flooring begins, because that border is where the tracking begins.

Before you talk to any vendor, walk the entrances and identify:

1) the exact doorway swing and clearance area,

2) the typical shoe traffic path across the mat, and 3) the “leak points” where dirt bypasses the mat.

In one property I supported, the client picked a mat that technically fit the recess. It still looked clean after install.
Two weeks later, the corners stayed grimy because people naturally stepped around the ends to avoid brushing
past the door threshold. The mat size was correct on paper, but placement and user behavior weren’t considered.

For most commercial entries, the best results come from mats sized to interrupt the most direct walking path, not
just mats that look tidy along the wall line. Mats Inc If the mat is too short, people step past it. If it’s too narrow,
they go around it.

https://www.pinterest.com/matsincofficial/


Also think about whether you want a mat to be flush with the floor or raised. Raised edges can be fine when
properly engineered and maintained, but they can also create a tripping hazard if the mat shifts or if the building
has mobility devices moving through the space. That risk isn’t theoretical, especially at busy entrances with
strollers, carts, or wheelchairs.

Choose the right mat type for the moisture and soil mix
Commercial floor mats generally get grouped by function: scraping and doormat-style capture, wicking or
moisture management, and interior comfort or safety. In real usage, you’ll often want more than one of these
approaches, even if the entrance mat looks like “just one product.”

Exterior matting systems usually need both a scraping component and a moisture-handling component. Dirt
control works because the mat physically removes soil from tread. Moisture control works because the mat
manages water so it doesn’t migrate deeper into the building. If you buy only for scraping, you can still end up
with wet tracking. If you buy only for moisture, you may not stop grit and debris that behaves like sand.

Inside mats also have different priorities. If your inside spaces are primarily dry, a mat designed for dryness and
debris control can outperform a heavier wet-environment mat that becomes hard to maintain. Conversely, if you
have a clinic, a gym, or an area where people arrive after rain or snow, an inside mat that handles residual
moisture can reduce slip risk and keep floors cleaner.

The key is to align the mat category with the conditions you actually face. “All-purpose” options exist, but the best
performance usually comes from the right mat system at each stage of entry.

When discussing mats inc options, ask yourself whether you want a single-material approach or a layered system
concept. The layered idea is not a marketing slogan. It’s what many high-performing entrances do naturally: one
stage captures and breaks down soil at the source, another stage absorbs remaining moisture and fine particulate.

Pay attention to backing, stability, and safety in real traffic
If there’s one thing that turns a mat purchase into a liability conversation, it’s movement. A mat that slides, curls
at edges, or creates uneven transitions can be a slip-and-trip problem, especially when combined with water.

For commercial buildings, the best backing is the one that stays in place under your traffic pattern. That means
you should care about:

whether the mat will be placed on smooth flooring, on resilient flooring, or in a recessed well,

whether the mat will see rolling carts,

whether maintenance staff will frequently pull it for cleaning, and

whether water accumulation and drying cycles will compromise the mat or the surface beneath it.

I’ve also seen mats installed correctly but treated incorrectly. In one multi-tenant building, cleaning crews used a
wet method right after installation and left water sitting near the edges. The mat shifted slightly during drying, and
by the time anyone noticed, the edges were out of alignment. Six weeks later, the mat looked “fine,” but the
border had turned into a dirt channel.

Stability is a design feature, but it’s also a maintenance outcome. A good product can fail if the cleaning routine
undermines its performance.

When you evaluate mats inc for a commercial property, bring up the practical safety details early. Ask how the mat
is expected to lay flat, resist shifting, and handle moisture. Even if the surface is mostly dry, entrances are rarely



perfectly dry.

Think through maintenance, not just purchase price
The purchase price matters, but the total cost of ownership is usually what separates a smart decision from a
regrettable one. Total cost is influenced by cleaning frequency, the effort required to keep the mat functional, and
how quickly the mat loses its surface performance.

A mat that traps heavy debris will need maintenance. That might mean regular vacuuming, periodic deep cleaning,
or swapping inserts depending on the system. If maintenance cannot match the mat’s demands, the mat becomes
less effective over time, and the building will lose traction and soil control.

Two common failure modes show up repeatedly:

First, mats are cleaned too rarely, so they become saturated or loaded with grit. Then they perform worse because
the surface can’t capture more soil and water. Second, mats are cleaned incorrectly, using methods that damage
fibers or backing and reduce lifespan.

If your building has on-site staff, you can often run a routine that keeps mats effective longer. If your property
depends on contracted cleaning, you need to align mat selection with the contractor’s actual capabilities and
schedule. A mat that demands frequent specialty cleaning can create friction if the contract is built around general
office cleaning.

A practical way to approach this is to estimate how the mat will be serviced over the first few months, not based
on best-case ideals but on your real operation. Ask for usage and cleaning guidance from the supplier, and match
it with your maintenance plan before you commit.

If mats inc provides product guidance, treat it like an operating instruction, not a brochure. The right mat with the
wrong cleaning approach will still fail.

Consider the property’s risk profile, not just aesthetics
Slip resistance is a serious concern. Mat systems often reduce slip risk by preventing moisture from spreading and
by keeping walking surfaces drier. But slip risk also depends on the mat surface, edge transitions, and the behavior
of water under footwear.

In healthcare or senior living environments, where mobility assistance and frequent cleaning are common, mat
selection has to balance control with predictable maintenance. In warehouses and back-of-house areas, the mat
has to tolerate scuffs, abrasion, and rolling equipment. In retail, it has to handle seasonal peaks and still look
acceptable to customers.

Even if you don’t have a formal risk assessment, you can spot where risk is highest. Look for wet seasons, high-
traffic thresholds, areas where people hurry or carry items, and locations where mat edges are exposed to water
pooling.

For commercial buyers, the best argument for investing in a higher-performing mat is usually operational, not
promotional. Cleaner floors mean less labor, reduced floor finish wear, and fewer incidents. Those outcomes are
measurable, even if the mat itself is a simple component.

Placement strategies that make mats work longer



A lot of mat performance is placement strategy, not just the mat’s inherent features. The best entrance mat
system is only as good as how it covers the actual walking path.

Here are the placement realities I’ve found to matter most:

The mat should sit so people step on it, not around it. That can mean adjusting size or shifting the mat
position slightly compared to “standard” visual alignment.

If there’s a recess, the mat should still allow for natural drainage and drying behavior. Poor drainage can
shorten the lifespan of both mat and flooring.

Door hardware and thresholds matter. If the door creates a consistent footfall that hits an area outside the
mat, tracking will build up there.

If you’re evaluating mats inc for a multi-location organization, standardizing placement across buildings can help.
Still, even within the same company, building entrances vary. Local conditions such as climate, tenant turnover,
and maintenance staffing can shift which mat system works best.

When in doubt, do a quick traffic walkthrough at peak times. Watch for where people step when the mat is newly
clean. Patterns become obvious quickly.

Questions to ask mats inc before you finalize
The right vendor conversation saves time and prevents mismatches. Don’t rely on a single spec sheet. Ask
questions that connect to how the mat will behave in your specific building.

Here’s a focused set of questions that tend to surface the real differences quickly:

What mat system is recommended for an exterior entrance with tracked dirt and moisture, and what
dimensions do you suggest for our door geometry?

How should the mat be cleaned, how often, and what cleaning methods should we avoid?

Will the mat stay in place under our foot traffic, and what backing or anchoring approach is appropriate for
our flooring type?

What is the expected lifespan under similar commercial use conditions, including seasonal stress?

Do you offer guidance for recessed well installation or do you recommend a different approach based on our
environment?

If a vendor can answer these clearly, you’re already ahead. If they answer in marketing language but avoid
practical instructions, that’s a sign to press harder or look elsewhere.

Build a mat plan by zone, not by assumption
Commercial buildings rarely need one mat solution. Instead, think in zones: exterior approach, entry interior, and
special-use areas like workstations, kitchens, or equipment zones.

Exterior zones usually need stronger soil capture and moisture handling. Interior zones usually need to manage
whatever makes it past the first barrier, and sometimes add comfort or drainage where appropriate. Special-use
zones often need properties tuned to the environment, such as chemical resistance, increased durability, or
enhanced comfort for prolonged standing.

This zone approach is also how you control costs. You do not have to put your most robust, most expensive mat
material in every location if the risk is lower. At the same time, you can’t under-spec the zones where the mat
must handle the hardest conditions.



For example, a lobby may look like it only needs an aesthetic mat, but if people enter through an exterior door
during rainy months, the lobby still inherits some wet tracking. In that case, you may need a more functional
inside mat than your first instinct suggests.

If mats inc offers product families suited for different zones, use them that way. Choose based on what each zone
must accomplish, then tie that choice to maintenance and expected traffic patterns.

How to estimate coverage and avoid the “almost covered” problem
Mats fail when they are nearly, but not fully, where the feet go. That’s why buyers should be wary of ordering
mats that are “close enough” without checking how traffic actually moves.

One concrete approach is to mark the busiest walking lanes with painter’s tape during a walkthrough. You don’t
need long observation. Even five to ten minutes during peak arrival times can reveal where people step. Then
choose mat dimensions that cover those lanes with enough buffer to prevent bypassing at corners.

If your property has multiple access points, repeat this for each entrance. Standardizing dimensions across
entrances is tempting, especially for managed portfolios. The problem is that a rear service door often receives
different traffic patterns than a front customer entrance. The “almost covered” issue becomes more costly when
the material is chosen for a different scenario.

Finally, remember that people adapt. They learn where the mat is, and they exploit gaps if those gaps remain
consistent. It’s not malicious, it’s human behavior. Your mat plan should anticipate that behavior from day one.

Common trade-offs you’ll face with commercial matting
A good buyer decision includes trade-offs. Most mat choices create benefits in one area and constraints in
another.

A common trade-off is thickness and cushioning. Thicker mats can improve comfort, but they can also create
transitions that require careful attention to edge safety and door clearance. Thinner mats may be easier to
integrate but can feel less comfortable and may not absorb impacts as effectively.

Another trade-off is between high capture performance and ease of cleaning. Mats designed to catch more soil
often hold onto that soil more effectively, which means maintenance has to keep up. If your building cannot
support regular cleaning, a mat that is too aggressive for the schedule will eventually stop performing the way you
expect.

Durability is also a trade-off. Some materials resist abrasion better, but may have different drying behavior or
different surface characteristics. In wet climates, a mat that dries faster can outperform a more abrasion-resistant
option that stays wet longer.

When evaluating mats inc offerings, discuss these trade-offs in the context of your property. The “best” mat
depends on whether your priority is tracking control, comfort, slip risk reduction, or lifespan under your cleaning
routine.

A quick decision framework you can use on-site
You can reduce decision stress by using a simple mental framework during walkthroughs. Don’t treat it like a
checklist you stamp, treat it like a set of questions that forces clarity.



The framework is straightforward: decide which surfaces need moisture management, decide where soil capture
must be strongest, decide where stability and safety are most critical, then align the mat system and maintenance
expectations.

If you do that, your selection becomes more defensible internally, especially when someone later asks why you
didn’t choose a cheaper or more “decorative” option. You can point to the conditions that drove the decision.

For a commercial buyer, the real win is consistency. When the team understands the logic, there’s less churn in
future reorder cycles.

What a good installation and handoff looks like
Mats are only half the story. The other half is the installation and the operational handoff.

A good installation ensures the mat lays flat, aligns with the doorway threshold, and covers the walking path
without creating awkward transitions. In recessed areas, good installation also accounts for how the mat will drain
and dry. In flat surface areas, installation should consider whether the mat can shift during cleaning or high traffic
periods.

A good handoff means the building team knows what maintenance is expected and what signs of failure to watch
for. If the mat begins to curl at edges, becomes persistently wet, or looks loaded with debris, it’s a signal that
cleaning frequency or technique needs adjustment. When staff know what to look for, mats keep performing
instead of silently degrading.

If mats inc provides installation guidance or recommended maintenance steps, make sure it becomes part of the
building’s routine. Put it in the binder for facilities and share it with the cleaning contractor. That simple step
prevents months of guessing.

Selecting mats inc for a managed portfolio
If you’re buying for multiple commercial locations, the challenge shifts from product selection to standardization
and variability management. You need enough consistency to keep ordering simple, but enough flexibility to
address local conditions.

A good portfolio approach is to standardize by zone type, not by building. For instance, you may standardize on
one exterior entrance mat system for similar climate zones, while selecting a different interior mat for lobbies with
lighter moisture exposure. Then within that framework, you confirm dimensions and placement for each location.

You also want standard service expectations. If cleaning schedules differ drastically across properties, mat
performance will differ too. That can create disputes between property management, tenants, and contractors.
When mat expectations and cleaning capabilities are aligned, complaints drop.

Finally, keep reorder and replacement timelines realistic. Even durable mats eventually wear down. A replacement
strategy that includes planned inspection reduces surprise failures, which is particularly important for properties
with strict visitor access schedules.

Final checks before you place the order
Before you buy, pause long enough to confirm the details that prevent returns and wasted labor. This is the part
people rush, and it’s also where the cost savings vanish if you get it wrong.



A mat order can be technically correct and still fail if the dimensions do not match the actual doorway geometry or
if placement assumptions are off. Confirm that the mat will cover the primary walking path, that it is safe under
typical traffic conditions, and that your maintenance plan can support the mat’s performance.

If you’re working with mats inc, use their guidance to validate your selection. Then build a plan to monitor the first
few weeks of real use. Most mat performance issues reveal themselves quickly, especially at seasonal transitions.

When you approach the purchase like a system, not a single item, the result is calmer operations: fewer tracking
complaints, cleaner floors, and a mat program that keeps earning its place in your building rather than getting
replaced after a frustrating trial period.


