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Purpose.  Implementation does not end when the last property enters the schedule. Governance is the rhythm through which the partnership observes, reviews, decides, assigns, and verifies — matched to the account's maturity and risk. When conflict comes, a professional sequence keeps ordinary failures from becoming recurring crises.

	PART 1 — REVIEW CADENCE


	Cadence
	Primary purpose
	Typical output

	Weekly launch review
	Upcoming volume, access, schedule exceptions, open issues, new properties
	Actions, owners, deadlines

	Monthly performance review
	Quality, completion, data, approvals, billing, margin, recurring causes
	Corrective priorities & trend decisions

	Quarterly business review
	Capacity, pricing assumptions, technology, concentration, growth
	Joint plan & executive decisions


Reviews begin with unresolved actions, use shared evidence, identify root causes, assign an owner and deadline, and record the decision. The scorecard reveals which system must improve — it is never a weapon.

	PART 2 — PARTNERSHIP MATURITY MODEL


	Level
	What the relationship looks like
	Next development priority

	1 — Transactional
	Jobs arrive, cleans complete; coordination mostly manual.
	Document scope, contacts, schedule, records, billing.

	2 — Defined
	Core responsibilities, pricing, records documented.
	Create shared issue, approval, launch processes.

	3 — Integrated
	Schedules, issues, communication, billing use connected systems.
	Build scorecards, root-cause review, capacity planning.

	4 — Managed
	Both review metrics, failures, margin, improvement.
	Plan growth and risk jointly.

	5 — Strategic
	Companies coordinate technology, expansion, service design, market plans.
	Protect economics, innovation, mutual accountability.



	PART 3 — CORRECT / RENEGOTIATE / SUSPEND / EXIT


	Stage
	When it is appropriate
	Applied?

	Clarify
	Facts, impact, and obligations are uncertain or disputed.
	

	Correct
	Immediate condition & root cause fixable within the agreement.
	

	Renegotiate
	Scope, price, service level, authority no longer match reality.
	

	Suspend
	Continuing creates unacceptable payment/safety/security exposure.
	

	Exit
	Relationship unsustainable, abusive, materially breached, or incompatible.
	



	PART 4 — CORRECTIVE PARTNERSHIP PLAN & EXIT CHECKLIST


	Corrective partnership plan
	Exit checklist (controlled transition)

	•  Failure pattern & evidence
•  Business impact
•  Required change & owner
•  Deadline & measurement
•  Consequence if unmet — works both directions
	•  Open reservations & final service date
•  Keys, codes, access
•  Linen, supplies, equipment
•  Unpaid invoices, deposits
•  Records, data, photos, open issues, staff instructions



	PART 5 — 40-PROPERTY LAUNCH STANDARD / MINIMUM VIABLE PARTNERSHIP


	Minimum viable partnership (any size)
	Forty-property launch standard (adds)

	•  Written scope & price
•  One accurate property list + source of truth
•  Property Profile per home
•  Named contacts & approval rules
•  Issue reporting & billing terms; weekly launch review
	•  Standard discovery & readiness gate
•  Phased pilot before full exposure
•  Capacity model & concentration review
•  Balanced scorecard & account profitability
•  Named account ownership & review cadence



	⚖  LEGAL & CONTRACTUAL CHECKPOINT
Exit and suspension rights, notice and cure periods, indemnification, insurance, and data-return/deletion obligations are governed by the signed agreement and applicable law. Immediate action may be appropriate for unsafe conditions, illegal requests, harassment, nonpayment, or material breach — subject to the agreement and qualified guidance. This tool identifies operating steps, not legal ones.



	BLUEPRINT PRINCIPLE
The goal of conflict resolution is not to win the disagreement. It is to determine what must change so the same failure does not recur.


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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Worked for Summit Cleaning Solutions & North Shore — the review cadence, first balanced scorecard read, and the corrective path that made the account recoverable after the holiday weekend.

	PART 1 — REVIEW CADENCE


	Cadence
	Primary purpose
	Typical output

	Weekly launch review
	Upcoming volume, access, schedule exceptions, open issues, new properties
	Actions, owners, deadlines

	Monthly performance review
	Quality, completion, data, approvals, billing, margin, recurring causes
	Corrective priorities & trend decisions

	Quarterly business review
	Capacity, pricing assumptions, technology, concentration, growth
	Joint plan & executive decisions


Reviews begin with unresolved actions, use shared evidence, identify root causes, assign an owner and deadline, and record the decision. The scorecard reveals which system must improve — it is never a weapon.

	PART 2 — PARTNERSHIP MATURITY MODEL


	Level
	What the relationship looks like
	Next development priority

	1 — Transactional
	Jobs arrive, cleans complete; coordination mostly manual.
	Document scope, contacts, schedule, records, billing.

	2 — Defined
	Core responsibilities, pricing, records documented.
	◐ Summit/North Shore here → shared issue, approval, launch processes.

	3 — Integrated
	Schedules, issues, communication, billing use connected systems.
	Build scorecards, root-cause review, capacity planning.

	4 — Managed
	Both review metrics, failures, margin, improvement.
	Plan growth and risk jointly.

	5 — Strategic
	Companies coordinate technology, expansion, service design, market plans.
	Protect economics, innovation, mutual accountability.



	PART 3 — CORRECT / RENEGOTIATE / SUSPEND / EXIT


	Stage
	When it is appropriate
	North Shore

	Clarify
	Facts, impact, and obligations are uncertain or disputed.
	Holiday weekend — both had records

	Correct
	Immediate condition & root cause fixable within the agreement.
	Added exception detection + cancellation rule

	Renegotiate
	Scope, price, service level, authority no longer match reality.
	Revised pricing separated implementation & admin

	Suspend
	Continuing creates unacceptable payment/safety/security exposure.
	Not needed

	Exit
	Relationship unsustainable, abusive, materially breached, or incompatible.
	Not needed — account recoverable



	PART 4 — CORRECTIVE PARTNERSHIP PLAN & EXIT CHECKLIST


	Corrective partnership plan
	Exit checklist (controlled transition)

	•  Failure pattern & evidence
•  Business impact
•  Required change & owner
•  Deadline & measurement
•  Consequence if unmet — works both directions
	•  Open reservations & final service date
•  Keys, codes, access
•  Linen, supplies, equipment
•  Unpaid invoices, deposits
•  Records, data, photos, open issues, staff instructions



	PART 5 — 40-PROPERTY LAUNCH STANDARD / MINIMUM VIABLE PARTNERSHIP


	Minimum viable partnership (any size)
	Forty-property launch standard (adds)

	•  Written scope & price
•  One accurate property list + source of truth
•  Property Profile per home
•  Named contacts & approval rules
•  Issue reporting & billing terms; weekly launch review
	•  Standard discovery & readiness gate
•  Phased pilot before full exposure
•  Capacity model & concentration review
•  Balanced scorecard & account profitability
•  Named account ownership & review cadence



	⚖  LEGAL & CONTRACTUAL CHECKPOINT
Exit and suspension rights, notice and cure periods, indemnification, insurance, and data-return/deletion obligations are governed by the signed agreement and applicable law. Immediate action may be appropriate for unsafe conditions, illegal requests, harassment, nonpayment, or material breach — subject to the agreement and qualified guidance. This tool identifies operating steps, not legal ones.



	BLUEPRINT PRINCIPLE
The goal of conflict resolution is not to win the disagreement. It is to determine what must change so the same failure does not recur.


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