	STR Cleaning Startup Checklist

	The STR Cleaning Blueprint™  ·  Chapter 1  ·  Operations Vault



Purpose.  A high-level map of the milestones between understanding the industry and taking your first customer. It is deliberately not a procedure — each milestone links to the chapter (and Vault assets) that develop it in full.
How to use it.  Work top to bottom, but expect overlap. Check a box only when the evidence exists — a document, an account, a completed test — not when you intend to do it. Add target dates and notes as you go.

	Milestone
	Ch.
	Done
	Target
	Notes

	Phase 1 — Understand the Industry

	Understand the difference between a clean property and a guest-ready one
	1
	☐
	
	

	Map the stakeholder network a turnover affects
	1
	☐
	
	

	Complete the STR Industry Readiness Assessment
	1
	☐
	
	

	Reach at least “Ready to Plan” before committing money or clients
	1
	☐
	
	

	Phase 2 — Define & Plan the Company

	Write your one-sentence operating definition
	1–2
	☐
	
	

	Identify target market, density, and reachable properties
	1–2
	☐
	
	

	Choose your first customer type
	1–2
	☐
	
	

	Write your starting scope and “not yet” list
	1–2
	☐
	
	

	Phase 3 — Establish the Company

	Select a business structure (with professional advice)
	2
	☐
	
	

	Complete registration, tax ID, and required licenses
	2
	☐
	
	

	Open business banking and set up bookkeeping
	2
	☐
	
	

	Have the insurance conversation and secure coverage
	2
	☐
	
	

	Buy minimum equipment and approved products
	2
	☐
	
	

	Establish basic brand identity and documents
	2
	☐
	
	

	Phase 4 — Price & Prepare to Operate

	Build a cost-based price for a standard turnover
	4–6
	☐
	
	

	Define a property onboarding process
	4–6
	☐
	
	

	Set daily operating basics and a source of truth
	4–6
	☐
	
	

	Adopt a first-clean readiness review
	4–6
	☐
	
	

	Phase 5 — Ready for the First Customer

	Assemble proof and credibility materials
	3
	☐
	
	

	Build a researched prospect list
	3
	☐
	
	

	Run the First-Customer Readiness path / tabletop test
	3
	☐
	
	

	Correct the gaps it reveals before acquiring customers
	3
	☐
	
	



Reading the map.  Detailed steps and worksheets for each milestone live in the chapter named in the “Ch.” column and its Operations Vault assets. Returning here after each phase keeps the sequence honest.
A planning instrument, not a guarantee of business success. Vendor-neutral — usable with any tools, team structure, or software.  ·  The STR Cleaning Blueprint™


	Startup Checklist — Worked Example

	The STR Cleaning Blueprint™  ·  Chapter 1  ·  Operations Vault   |   Summit Cleaning Solutions



Emily Carter's checklist at Summit's founder-led starting stage: Phase 1 complete and Phase 2 planned, with the company-formation and pricing work still ahead — the exact sequence her weakest readiness pillar points to.

	Milestone
	Ch.
	Done
	Target
	Notes

	Phase 1 — Understand the Industry

	Understand the difference between a clean property and a guest-ready one
	1
	✔
	
	Core Ch.1 lesson — internalized

	Map the stakeholder network a turnover affects
	1
	✔
	
	Guest, owner, PM, vendors, team

	Complete the STR Industry Readiness Assessment
	1
	✔
	
	Result: Ready to Plan

	Reach at least “Ready to Plan” before committing money or clients
	1
	✔
	
	Close Financial pillar next

	Phase 2 — Define & Plan the Company

	Write your one-sentence operating definition
	1–2
	✔
	
	Documented in Business Planning Worksheet

	Identify target market, density, and reachable properties
	1–2
	✔
	
	Lake corridor; ~40–60 fitting homes

	Choose your first customer type
	1–2
	✔
	
	Individual hosts first; PM later

	Write your starting scope and “not yet” list
	1–2
	✔
	
	Turnovers in; biohazard/exterior out

	Phase 3 — Establish the Company

	Select a business structure (with professional advice)
	2
	☐
	
	Consult before choosing

	Complete registration, tax ID, and required licenses
	2
	☐
	
	

	Open business banking and set up bookkeeping
	2
	☐
	
	Top priority — weakest pillar

	Have the insurance conversation and secure coverage
	2
	☐
	
	Describe the real work honestly

	Buy minimum equipment and approved products
	2
	☐
	
	

	Establish basic brand identity and documents
	2
	☐
	
	

	Phase 4 — Price & Prepare to Operate

	Build a cost-based price for a standard turnover
	4–6
	☐
	
	Not the local “going rate”

	Define a property onboarding process
	4–6
	☐
	
	

	Set daily operating basics and a source of truth
	4–6
	☐
	
	

	Adopt a first-clean readiness review
	4–6
	☐
	
	

	Phase 5 — Ready for the First Customer

	Assemble proof and credibility materials
	3
	☐
	
	

	Build a researched prospect list
	3
	☐
	
	

	Run the First-Customer Readiness path / tabletop test
	3
	☐
	
	

	Correct the gaps it reveals before acquiring customers
	3
	☐
	
	



Reading the map.  Detailed steps and worksheets for each milestone live in the chapter named in the “Ch.” column and its Operations Vault assets. Returning here after each phase keeps the sequence honest.
A planning instrument, not a guarantee of business success. Vendor-neutral — usable with any tools, team structure, or software.  ·  The STR Cleaning Blueprint™
