	First-Customer Readiness Path & Tabletop Test

	The STR Cleaning Blueprint™  ·  Chapter 2  ·  Operations Vault



Purpose.  Prove readiness before a real customer depends on it. Walk the whole journey from inquiry to record retention, then stress-test it with three complications. Readiness is demonstrated by evidence, not felt as confidence.

	THE READINESS PATH — WALK EVERY STAGE


☐   Inquiry received and responded to professionally
☐   Discovery: property details, scope, access, linen, and expectations captured
☐   Quote / agreement with clear scope and price
☐   Onboarding: property record, standards, and access documented
☐   First service scheduled with the right people and supplies
☐   Turnover performed, inspected, and documented
☐   Exceptions reported to the correct person
☐   Invoice issued and payment received
☐   Records retained (property, photos, agreement, invoice)

	THE TABLETOP TEST — INJECT THREE COMPLICATIONS


Simulate the turnover on paper, then introduce each complication. For each: who owns it, what is the process, and what is missing?
	1. The vacuum fails mid-turnover
	

	2. The entry code does not work
	

	3. The owner reports damage after arrival
	



	GAPS FOUND — ASSIGN AN OWNER AND FIX DATE


	Gap
	Fixed
	Owner
	Fix by

	Missing decisions, contacts, or records

	
	☐
	
	

	
	☐
	
	

	
	☐
	
	



	READINESS IS EVIDENCE, NOT CONFIDENCE
Confirm before your first customer: documents exist, accounts are active, coverage has been discussed, equipment works (with backups), responsibilities are defined, and this test has been completed with its gaps closed.


A planning instrument, not a guarantee of business success. Vendor-neutral — usable with any tools, team structure, or software.  ·  The STR Cleaning Blueprint™


	First-Customer Readiness Path & Tabletop Test — Worked Example

	The STR Cleaning Blueprint™  ·  Chapter 2  ·  Operations Vault   |   Summit Cleaning Solutions



Emily ran the path with a fictional first customer — a single-owner lake home — and recorded the gaps the test exposed at Summit's launch stage.

	THE READINESS PATH — WALK EVERY STAGE


☐   Inquiry received and responded to professionally
☐   Discovery: property details, scope, access, linen, and expectations captured
☐   Quote / agreement with clear scope and price
☐   Onboarding: property record, standards, and access documented
☐   First service scheduled with the right people and supplies
☐   Turnover performed, inspected, and documented
☐   Exceptions reported to the correct person
☐   Invoice issued and payment received
☐   Records retained (property, photos, agreement, invoice)

	THE TABLETOP TEST — INJECT THREE COMPLICATIONS


Simulate the turnover on paper, then introduce each complication. For each: who owns it, what is the process, and what is missing?
	1. The vacuum fails mid-turnover
	Owner: cleaner → backup vacuum. Gap: backup not yet purchased

	2. The entry code does not work
	Owner: cleaner → owner contact + backup access. Gap: no written failed-access rule

	3. The owner reports damage after arrival
	Owner: Emily. Gap: no written damage-reporting & evidence process



	GAPS FOUND — ASSIGN AN OWNER AND FIX DATE


	Gap
	Fixed
	Owner
	Fix by

	Missing decisions, contacts, or records

	Backup vacuum not on hand
	☐
	Emily
	Buy before first service

	No written failed-access rule
	☐
	Emily
	Draft this week

	No damage-reporting & evidence process
	☐
	Emily
	Draft + add to onboarding



	READINESS IS EVIDENCE, NOT CONFIDENCE
Confirm before your first customer: documents exist, accounts are active, coverage has been discussed, equipment works (with backups), responsibilities are defined, and this test has been completed with its gaps closed.


A planning instrument, not a guarantee of business success. Vendor-neutral — usable with any tools, team structure, or software.  ·  The STR Cleaning Blueprint™
