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Purpose.  A focused month that converts the Chapter 3 tools into action. Adjust the number of prospects to your market and time, but keep the sequence: prepare, target, converse, propose, review.

	Action
	Done
	Notes

	Week 1 — Prepare

	Finalize the ideal first-customer profile
	☐
	

	Write the positioning statement and one-page overview
	☐
	

	Prepare sample checklist, reporting example, credibility materials
	☐
	

	Create the pipeline tracker and define stages
	☐
	

	Write the initial email, phone intro, and referral request
	☐
	

	Week 2 — Build & begin

	Build a researched list of 20–30 qualified prospects
	☐
	

	Prioritize the strongest opportunities
	☐
	

	Begin personalized outreach in daily blocks
	☐
	

	Record every attempt and next action
	☐
	

	Practice the discovery conversation aloud
	☐
	

	Week 3 — Converse & qualify

	Conduct discovery calls and property discussions
	☐
	

	Use the SAFE Fit Test before proposals
	☐
	

	Follow up with useful information promised
	☐
	

	Ask warm contacts for introductions
	☐
	

	Week 4 — Propose & review

	Present proposals to qualified prospects
	☐
	

	Schedule reviews and ask for the next decision
	☐
	

	Offer a single-property start when it lowers risk
	☐
	

	Review pipeline metrics and loss reasons
	☐
	



Keep the sequence honest.  Don't chase a high response rate by contacting poor-fit prospects. The most important early signal is whether you are creating conversations with customers you can serve profitably and professionally.
A planning instrument, not a guarantee of business success. Vendor-neutral — usable with any tools, team structure, or software.  ·  The STR Cleaning Blueprint™
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Emily's plan in her second week — preparation complete, outreach underway, first discovery calls booked.

	Action
	Done
	Notes

	Week 1 — Prepare

	Finalize the ideal first-customer profile
	✔
	Done — lake-corridor hosts

	Write the positioning statement and one-page overview
	✔
	Drafted

	Prepare sample checklist, reporting example, credibility materials
	✔
	

	Create the pipeline tracker and define stages
	✔
	Tracker in use

	Write the initial email, phone intro, and referral request
	✔
	

	Week 2 — Build & begin

	Build a researched list of 20–30 qualified prospects
	☐
	~15 so far

	Prioritize the strongest opportunities
	☐
	Lakeview, Harbor House top

	Begin personalized outreach in daily blocks
	☐
	

	Record every attempt and next action
	☐
	

	Practice the discovery conversation aloud
	☐
	

	Week 3 — Converse & qualify

	Conduct discovery calls and property discussions
	☐
	

	Use the SAFE Fit Test before proposals
	☐
	

	Follow up with useful information promised
	☐
	

	Ask warm contacts for introductions
	☐
	

	Week 4 — Propose & review

	Present proposals to qualified prospects
	☐
	

	Schedule reviews and ask for the next decision
	☐
	

	Offer a single-property start when it lowers risk
	☐
	

	Review pipeline metrics and loss reasons
	☐
	



Keep the sequence honest.  Don't chase a high response rate by contacting poor-fit prospects. The most important early signal is whether you are creating conversations with customers you can serve profitably and professionally.
A planning instrument, not a guarantee of business success. Vendor-neutral — usable with any tools, team structure, or software.  ·  The STR Cleaning Blueprint™
