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Purpose.  The discovery call is a structured conversation to understand the prospect's operation, problems, expectations, decision process, and fit — not a chance to recite every service. You should leave knowing whether you can help; they should leave feeling understood.

	THE DISCOVERY MAP — WHAT TO LEARN


	Their operation & properties
	

	Problems & what failure costs them
	

	Expectations & standards
	

	Decision process & timing
	

	Fit — can we serve this well?
	



	GOOD QUESTIONS  ·  AND QUESTIONS TO AVOID


	Ask
	Avoid

	•  What does “guest ready” mean for this property?
•  Which failures matter most to you?
•  How do changes reach your cleaner today?
•  Who decides, and what would a good start look like?
	•  Questions implying the current provider is incompetent
•  Questions that only lead to your preferred answer
•  Personal or confidential questions unrelated to service
•  Premature price questions before scope is understood



	QUALIFY BEFORE PROPOSING — THE SAFE FIT TEST


Not every interested prospect should receive a proposal. Confirm the account is safe, serviceable, financially sound, and realistic in its expectations.
Red flags that require caution:
☐   Refuses to define the service but expects a fixed low price
☐   Unsafe access, unknown hazards, or unresolved environmental concerns
☐   Expects unpaid emergency availability or unlimited rework
☐   Start date allows no reasonable inspection, planning, or transition
☐   Disparages every previous provider but accepts no responsibility
☐   Payment expectations are vague, delayed, or inconsistent with the work
☐   Would require hiring, buying, or promising beyond confirmed capacity
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 discovery notes for the Lakeview Retreat owner, and how the account qualified before she wrote a proposal.

	THE DISCOVERY MAP — WHAT TO LEARN


	Their operation & properties
	One lake home; self-managed; summer-heavy

	Problems & what failure costs them
	Last cleaner unreliable; a bad turnover risks a review

	Expectations & standards
	Consistent presentation; wants photos

	Decision process & timing
	Owner decides; wants to start before June

	Fit — can we serve this well?
	Yes — within territory, right size



	GOOD QUESTIONS  ·  AND QUESTIONS TO AVOID


	Ask
	Avoid

	•  What does “guest ready” mean for this property?
•  Which failures matter most to you?
•  How do changes reach your cleaner today?
•  Who decides, and what would a good start look like?
	•  Questions implying the current provider is incompetent
•  Questions that only lead to your preferred answer
•  Personal or confidential questions unrelated to service
•  Premature price questions before scope is understood



	QUALIFY BEFORE PROPOSING — THE SAFE FIT TEST


Not every interested prospect should receive a proposal. Confirm the account is safe, serviceable, financially sound, and realistic in its expectations.
Red flags that require caution:
☐   Refuses to define the service but expects a fixed low price
☐   Unsafe access, unknown hazards, or unresolved environmental concerns
☐   Expects unpaid emergency availability or unlimited rework
☐   Start date allows no reasonable inspection, planning, or transition
☐   Disparages every previous provider but accepts no responsibility
☐   Payment expectations are vague, delayed, or inconsistent with the work
☐   Would require hiring, buying, or promising beyond confirmed capacity
A planning instrument, not a guarantee of business success. Vendor-neutral — usable with any tools, team structure, or software.  ·  The STR Cleaning Blueprint™
