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BEFORE YOU BEGIN 

Before starting this diagnostic, take a moment to notice how your 
business feels to you right now. 

Many solo cleaners describe their business as: 

•  busy, but unclear 

• stable, but exhausting 

• working, but harder than expected 

• successful on the surface, yet stressful underneath 

This diagnostic is designed to replace guessing with clarity — so you 
can make decisions based on reality, not pressure. 

Finish the statement –“Right now, I feel”: 
☐ Clear about my business 
☐ Somewhat unsure 
☐ Overwhelmed or stretched 
☐ Unsure what needs to change 

If your business doesn’t make you feel where you need to be, always 
keep in mind that You Are Not the Problem. 

Most solo cleaners do not struggle because they lack motivation, 
discipline, or skill. They struggle because they are running a real 
business — alone — without having been taught how businesses 
actually work. 

                                  This diagnostic is not about fixing you. 
                                     It’s about identifying what your business needs. 
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Cleaning Foundation Assessment 

Before fixing the business, we evaluate the service it’s built on. 

 Most residential cleaners start their business by learning 
how to clean — often on the job. Over time, techniques are 

repeated, shortcuts are formed, and certain tasks   quietly 
become stressful or inefficient. 

This assessment is not about being “good” or “bad” at cleaning. 
It’s about identifying where friction exists in your process — because 
friction always costs time, energy, and money. 

 

PART A — TECHNIQUE CONFIDENCE CHECK

For each area below, mark what feels most accurate today. 

Bathroom Cleaning 

☐ I have a clear, efficient process and feel confident 
☐ I get good results, but it takes more time than it should 
☐ This area often causes frustration or rework 

Kitchen Cleaning 

☐ I clean efficiently without second-guessing 
☐ Certain surfaces or appliances slow me down 
☐ Kitchens regularly take longer than expected 
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Floors & Vacuuming 

☐ I move through floors efficiently and consistently 
☐ I struggle with certain floor types or layouts 
☐ Floors are physically draining or time-consuming 

Bedrooms & Living Areas 

☐ These areas are predictable and easy 
☐ Clutter or client expectations slow me down 
☐ I often feel rushed or inconsistent here 

Finishing & Quality Control 

☐ I finish confidently and rarely recheck my work 
☐ I sometimes re-clean or worry about missed details 
☐ Final walkthroughs create stress or uncertainty 

Note: There is no “perfect” column. This quiz is aimed at helping you 
to identify your strongest cleaning skills for future marketing 
campaigns.  Patterns matter more than answers. 
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PART B — PROCESS STABILITY CHECK

 

Which statement best describes your overall cleaning process? 
(Choose one) 

☐ My cleaning process is efficient, repeatable, and 
predictable 
☐ My results are good, but I see where I can improve 

☐ My process changes often, and time estimates are unreliable 

 

PART C — SKILL GAP IDENTIFICATION

Which area would improve your workday the most if it were 
stronger? 
(Choose up to two) 

☐ Speed without sacrificing quality 
☐ Task sequencing / workflow 
☐ Specialized surfaces or materials 

☐ Managing client expectations during cleaning 
☐ Physical strain & fatigue reduction 

RCA ANALYST INSIGHT

When cleaning techniques or processes are inefficient, the 
business ends up with: 

• longer hours 

• underpricing 
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• exhaustion 

• client dissatisfaction /client loss/bad reviews 

Most cleaners try to fix this by working harder — instead of correcting 
the process! 

 

PART D — TRANSITION QUESTION (ONE LINER EXERCISE)

If you want your cleaning process to be 20% more efficient in 2026, 
what would you change first? (see your answers in Part A, B & C 
and choose only one  priority task.) 
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IDEAL CLIENT DIAGNOSTIC 

                             Client Pattern & Business Predictability 

Which statement best describes how your client base currently 
operates? 

(Choose the one that feels most accurate overall.) 

 

  OPTION 1 — ALIGNED & INTENTIONAL

(This is the “working” state) 

☐ My clients align with my business vision and service plans, so 
my schedule, pricing, and workload feel predictable and 
controlled. 

  OPTION 2 — REACTIVE INTAKE (NO FILTERING SYSTEM) 

(This is about how clients are accepted) 

☐ I take almost any job that comes in. I don’t have a clear system 
for qualifying or filtering clients, which makes my schedule and 
income inconsistent. 

     This clearly signals: 

• no intake system 

• no vetting 

• reaction instead of selection 
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🟠 OPTION 3 — GEOGRAPHIC SCATTER (LOGISTICS 

PROBLEM)

(This is about distance, not clients themselves) 

☐ My clients are spread far apart geographically. Commute time 
between jobs reduces my available work hours and daily 
capacity. 

  OPTION 4 — SERVICE SCOPE DRIFT

   ☐ I offer many different service types, home sizes, and   
expectations. Because my service plans are not clearly defined, 
my workdays lack consistency. 

           This is no longer “houses all over the place” — it’s: 

• service plans 

• expectations 

• scope creep 

     Very different root cause! 

  

RCA ANALYST INSIGHT  

          Each option points to a different missing system: 
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If you chose one of the following options, here is what actually 
missing  

1 Nothing critical (alignment exists) 

2 Client intake & vetting system 

3 Geographic boundaries & routing 

4 Your cleaning brand doesn’t have a specific niche for clients and 
services. You need to define your service packages, structure & 
scope more 

 

TRANSITION QUESTION (ONE LINER EXERCISE)

Which part of your client setup has the biggest impact on your 
stress or time? 
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 Which statement best reflects your current client demand? 

(Choose the one that feels most accurate overall.) 

☐ I receive regular estimate requests from clients similar to the 
ones I already serve and converting them feels easy. 

☐ I receive estimate requests, but many leads are not a good fit for 
my services, pricing, or schedule. 

☐ I struggle to generate consistent leads, and I am never sure 
when the next request will come. 

☐ I receive a high volume of leads, but many require explaining, 
negotiating, or adjusting my services without closing the deal. 

 
REALITY CHECK

What part of your marketing feels hardest right now — getting 
leads, filtering them, or closing them? 

 

 

 

 

 

 



12 
 

 

 

PART A — CALENDAR FULLNESS DIAGNOSTIC

How full is your calendar on average? 

  (Choose the closest match.) 

 ☐ Under 25% full — I have many open slots 
 ☐ Around 50% full — I fill some days, others fluctuate 
 ☐ 75–90% full — my schedule is mostly booked 
 ☐ 100%+ full — I’m booked out or overbooked 

RCA Analyst insight:

Calendar fullness shows high-demand market 
strength, not necessarily the business quality. 

➢ A full calendar without profit is a pricing issue.  
➢ An empty calendar with great cleaning skills is a visibility 

issue. 

PART B — VISIBILITY & TRUST SIGNALS 

  Now we diagnose why the calendar looks that way. 

Which statement best describes your current visibility and trust 
signals? 

☐ I receive regular referrals and have visible online reviews 
 ☐ Most of my work comes from word-of-mouth, with limited 
online presence 
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 ☐ I have few reviews and limited online visibility 
 ☐ I rely mainly on platforms, ads, or one source for leads 

        Each option points to a different growth blocker. 

 

  What currently brings you the newest clients? 
 ☐ Reviews ☐ Referrals ☐ Platforms ☐ Ads ☐ Unclear 
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MONEY CLARITY DIAGNOSTIC 

Part 1 — Cash Flow & Financial Control Snapshot

Many solo cleaners don’t struggle because they don’t work 
hard — they struggle because money moves through the 

business inconsistently. 

This diagnostic checks whether your business has: 

• stable cash flow 

• reliable payment flow 

• controlled spending 

• basic tax readiness 

• visibility into operating costs 

Choose the answers that match your reality today. 

 

A) Cash Flow Reality Check 

Which statement best describes your cash flow most months? 
(Choose one) 

☐ Stable — I know what’s coming in, and bills/taxes don’t surprise 
me 
☐ Unstable — income timing is inconsistent, and I sometimes feel 
behind or uncertain 
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B) Getting Paid Process 

Which statement best matches your payment situation? 
(Choose one) 

☐ Payment is smooth — clients pay on time with minimal follow-
up 
☐ Payment is a problem — I frequently remind, chase, or deal with 
late payments 

 

(quick diagnostic snapshot): 
☐ I offer multiple ways to pay (card, ACH, etc.) 
☐ My payment options are limited, and I suspect it slows payments 

 

C) Spending & Inventory Control 

Which statement best describes your supplies/tools spending? 
(Choose one) 

☐ Controlled — I restock intentionally and my supply spending 
feels predictable 
☐ Leaky — I often overbuy, emergency-buy, or spend more than 
expected on supplies/tools 

 

D) Tax Readiness 

Which statement best fits your current tax habit? (Choose one) 
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☐ I set money aside for taxes regularly (local/federal or applicable 
in my country) 
☐ I don’t set aside taxes consistently and tax time tends to feel 
stressful 

Many owners choose a simple “set-aside” percentage as a 
starting point, but the right amount varies—use what applies 
to your situation. 

E) Operating Cost  

Do you know your baseline operating costs? (Choose one) 

☐ Yes — I know my approximate business costs per month 
☐ No — I’m not sure what my business costs per month 

 

RCA Analyst Summary 

Which area creates the most financial stress in your business 
right now? (Choose one) 

☐ Cash flow timing 
☐ Getting paid / late payments 
☐ Supply/tool spending 
☐ Taxes set-asides 
☐ Not knowing monthly costs 

(quick diagnostic snapshot) 

If you could see one financial number clearly every week, what 
would it be? 
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Part 2A — Where Profit Quietly Leaks

Many solo cleaners earn money consistently yet struggle to 
grow because profit leaks don’t feel obvious day to day. 

This section identifies where value is created—but not fully 
captured. 

Read each statement and choose what reflects your reality most 
often. 

A) Time vs Price Alignment 

Which statement best describes how your time translates into pay? 
(Choose one) 

☐ Aligned — most jobs take about as long as expected and feel 
worth the pay 
☐ Misaligned — jobs often take longer than expected without 
higher pay 
☐ Unclear — I don’t consistently compare time spent to what the 
job pays 

What this reveals: estimating accuracy and hidden labor 

B) Add-Ons & Scope Capture 

How are extras handled during or after the job? (Choose one) 

☐ Captured — add-ons or scope changes are priced and charged 
consistently 
☐ Inconsistent — sometimes charged, sometimes absorbed 
☐ Absorbed — I usually include extras to keep clients happy 

What this reveals: unpriced value and scope creep. 
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C) Discounts & Flexibility Cost 

Which statement fits your discounting behavior? (Choose one) 

☐ Intentional — discounts are rare and planned 
☐ Situational — discounts happen under pressure or negotiation 
☐ Frequent — flexibility replaces structure to close or keep jobs 

What this reveals: margin erosion through negotiation. 

 

D) Travel & Non-Billable Time 

How is travel time affecting your workday? (Choose one) 

☐ Contained — routes and locations are planned to minimize travel 
☐ Draining — travel regularly cuts into billable hours 
☐ Unmeasured — I don’t factor travel into job value 

What this reveals: unpaid time that reduces effective hourly earnings. 

 

E) Rework, Redos & Quality Anxiety 

Which statement best describes after-the-job effort? (Choose 
one) 

☐ Minimal — rework is rare and expectations are clear 
☐ Occasional — small fixes or follow-ups happen regularly 
☐ Common — rework, callbacks, or over checking are routine 

What this reveals: the cleaning protocols may require adjustments  
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RCA’s Analyst Summary

Profit leaks usually come from time, scope, travel, and 
flexibility—not from lack of clients. 
When these leaks compound, businesses feel busy without 

feeling profitable. 

(quick diagnostic snapshot) 

Which leak costs you the most each week? 
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Part 2B — Profit Reality vs Effort Reality

A business can generate income and still fail to produce the 
profit the owner expects. 

This diagnostic looks at whether your workload, pricing, and 
profit expectations are aligned — or working against each other. 

 

CORE PROFIT DIAGNOSTIC

Which statement best describes your current profit reality? 

(Choose the one that feels most accurate overall.) 

☐ My cleanings consistently meet or exceed my profit goal, and 
my workload feels sustainable. 

☐ My cleanings are profitable, but not at the level I want — I 
work more hours to compensate. 

☐ I break even on many cleanings and rely on volume to make 
my business work. 

☐ I am often overbooked, but my take-home profit does not 
reflect the effort. 

☐ I don’t know what profit each cleaning actually produces. 
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(quick diagnostic snapshot) 

What does your current profit level require from you each week 
— time, energy, or volume 

 

       CRITICAL STRATEGIC NOTE (IMPORTANT)  

If you don’t know your profit per cleaning — or it’s lower than 
you want — the next step isn’t more work. It’s financial clarity 
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As a solo cleaner, you are not only the service provider — 
you are also running multiple business roles. 

This diagnostic helps you see which roles you handle comfortably, 
and which ones limit your capacity to grow. 

PART 1 — BUSINESS ROLE LOAD MAP

For each area, mark how manageable it feels right now. 

Cleaning & Service Delivery 

☐ Runs smoothly 
☐ Manageable but tiring 
☐ Overwhelming or physically draining 

Admin & Organization (scheduling, paperwork, systems) 

☐ Under control 
☐ Takes more time than it should 
☐ Constantly behind 

Finances (pricing, expenses, payments, taxes) 

☐ Clear and manageable 
☐ Partially understood 
☐ Confusing or stressful 
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Marketing & Lead Handling 

☐ Simple and predictable 
☐ Inconsistent effort/results 
☐ I avoid or delay this 

Client Communication & Coordination 

☐ Efficient and structured 
☐ Time-consuming 
☐ Disruptive to my day 

 

PART 2 — CAPACITY PERCENTAGE SNAPSHOT

Roughly how much of your weekly energy goes into each area? 

(Percentages don’t need to be perfect — estimates are enough.) 

• Cleaning & service delivery: ____ % 

• Admin & organization: ____ % 

• Finances: ____ % 

• Marketing & leads: ____ % 

• Client coordination: ____ % 

Total does not need to equal 100%. 
This exercise shows where energy concentrates, not accuracy. 
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PART 3 — OWNER LIMITING FACTOR

Which role currently limits your business the most? 

(Choose one.) 

☐ Time 
☐ Energy 
☐ Skill or knowledge 
☐ Structure or systems 
☐ None — my current setup works 

TRANSITION QUESTION (ONE LINER EXERCISE)

If your most draining role required less effort, what would you 
change first in your business? 

 

 

How Much the Business Is Asking of You

In a residential solo business, the owner is not just the worker 
—the owner is also the decision-maker, problem-solver, and 
emotional buffer. 

This diagnostic looks at whether your business is supported by 
structure —or carried by you. 

CORE DIAGNOSTIC — OWNER LOAD REALITY

Which statement best describes how your role feels most 
weeks? 
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(Choose the one that feels most accurate overall.) 

☐ My business runs with clear rules and expectations, so client 
issues rarely require emotional energy. 

☐ Most things work, but I handle many small decisions and 
client situations personally. 

☐ My business depends heavily on my availability, 
responsiveness, and emotional involvement. 

RCA’s Analyst Summary

When businesses lack clear systems for communication and 
boundaries, the workload shifts from process to person. 
Over time, this creates exhaustion — even when income 
looks stable. It may feel like; “It’s not the cleaning that’s 

exhausting me — it’s everything around it.” 

SECOND DIAGNOSTIC — DECISION FATIGUE SIGNAL 

When client-related decisions come up, what usually happens? 

☐ There are clear rules — decisions are quick 
☐ I pause to think through each situation 
☐ I second-guess myself often 
☐ I adjust on the spot to avoid conflict 

TRANSITION QUESTION (ONE LINER EXERCISE)

Which part of client management drains you the most right 
now? 
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A profitable business depends on how efficiently time turns 
into revenue. 

This diagnostic evaluates whether your systems and workflows 
support efficient work — or create hidden time loss. 

 

PART 1 — WORKLOAD VS TIME REALITY

Which statement best describes your typical workday? 

(Choose the one that feels most accurate.) 

☐ My workdays are predictable, and most homes take the time I 
expect. 

☐ Some days run smoothly, but others take much longer than 
planned. 

☐ I frequently run behind schedule, even when booked 
carefully. 

☐ I often work long hours but don’t feel the results match the 
effort. 
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PART 2 — OVERWORK / UNDERWORK SIGNAL

Which statement best reflects how your homes are priced vs 
worked? 

☐ Most homes feel fairly priced for the time and effort required. 

☐ Some homes require more work than they pay for. 

☐ Many homes feel underpriced for the workload involved. 

☐ I’m not sure which homes are profitable and which aren’t. 

 

PART 3 — SYSTEM SUPPORT CHECK

How much do your systems support your daily work? 

☐ Strong systems — scheduling, checklists, and routines save 
time. 
☐ Partial systems — some structure exists, but I still improvise 
often. 
☐ Minimal systems — most things rely on memory or effort. 

 

PART 4 — TIME MANAGEMENT LEAK

Where does most of your time loss come from? 

(Choose up to two.) 

☐ Poor time estimates 
☐ Travel between jobs 
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☐ Client changes or add-ons 
☐ Lack of standard workflow 
☐ Re-cleaning or re-checking 
☐ Administrative interruptions 

When your working hours run longer than expected, what are 
the most common reasons? 

(Choose all that apply.) 

☐ Lack of a clear cleaning plan or workflow causes delays 
during the job. 

☐ Unplanned changes or extra tasks are added while I’m already 
on site. 

☐ Clients request re-dos or corrections, which extends the 
appointment. 

☐ Long commute times or heavy traffic reduce my effective 
working hours. 

☐ The scope of work goes beyond my offered services, making 
the job take much longer than planned. 

 

Owner Capacity Limitation Signals 

(Read carefully — choose what reflects your current reality) 

Which statements feel true most weeks? 
(Check all that apply.) 
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☐ My business slows down or stalls when I take time off 
☐ I postpone tasks because there isn’t enough time or energy 
☐ I feel in full control of my business, I manage it easily and with 
joy 

☐ My income depends entirely on my physical presence 
☐ I regularly trade rest or personal time to keep the 
business running 

 RCA’s Analyst Summary

When several of these signals are present, the business is 
likely operating at the owner’s capacity limit.  

(quick diagnostic snapshot) 

If your business could operate for one week without you doing 
everything, what would need to change first? 
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A quick diagnostic of how your business is functioning right now 

Read each statement and select the answer that feels most 
accurate: 

• Yes — this is consistently true 

• Sometimes — this is inconsistent 

• No — this is currently a problem 

There are no right or wrong answers. 
This is about clarity — not judgment. 

CORE BUSINESS PULSE (PART 1)

Business Foundations 

Statement Yes Sometimes No 

1.My pricing reflects the time and effort I 
put into my work 

☐ ☐ ☐ 

2.My schedule supports my income goals ☐ ☐ ☐ 

3.I know which clients are profitable and 
which are not 

☐ ☐ ☐ 

4.I feel confident explaining my prices to 
clients 

☐ ☐ ☐ 
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5.I can say no to work that doesn’t fit my 
business 

☐ ☐ ☐ 

CORE BUSINESS PULSE (PART 2)

Operations & Control 

Statement Yes Sometimes No 

1.My admin tasks are organized and 
predictable 

☐ ☐ ☐ 

2.Client communication follows clear 
rules 

☐ ☐ ☐ 

3.My systems save me time rather than 
create stress 

☐ ☐ ☐ 

4.I know what needs attention each week ☐ ☐ ☐ 

5.I don’t feel constantly behind in my 
business 

☐ ☐ ☐ 

SCORING 

Your Business Pulse Snapshot

• Yes = 2 points 

• Sometimes = 1 point 

• No = 0 points 
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WHAT YOUR SCORE MEANS 

16–20 points — Stable but Optimizable 
Your business has structure. Improvements here create efficiency, 
not rescue. 

10–15 points — Functional but Strained 
Your business works, but inconsistently. Systems and boundaries 
will unlock growth. 

0–9 points — Reactive Mode 
You are working hard without enough structure. This is fixable — 
but not by effort alone. 

 

RCA’s Analyst Summary  

A low score does not mean failure. 
It means your business has outgrown its current systems. 
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      What Your Business Needs Most Right Now

You’ve just looked at your business through multiple lenses: 

• how you clean 

• who you work for 

• how leads come in 

• how money moves 

• how time and energy are spent 

• where systems support you — and where they don’t 

This final page helps you interpret the patterns. 

 

STEP 1 — IDENTIFY THE OVERALL STATE OF YOUR BUSINESS
(Choose the one that feels most accurate overall.) 

☐ My business works — but only because I personally compensate 
with extra time and effort. 

☐ My business is stable, but growth feels heavy or blocked 

☐ My business is busy, but profit and time don’t align. 

☐ My business feels scattered — clients, schedule, and systems 
aren’t fully aligned yet. 

☐ My business feels structured, predictable, and sustainable. 
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WHAT THIS PATTERN USUALLY MEANS 

If your business relies on your extra effort: 

Your systems may not yet be carrying the workload — you are. 

If growth feels blocked: 

Your business may be hitting a capacity or clarity ceiling, not a 
demand problem. 

If profit and time don’t align: 

Your pricing, scope, or job structure likely needs clearer visibility. 

If things feel scattered: 

Your business may be growing faster than its systems. 

If things feel structured: 

Your foundation is strong — future changes can be intentional, not 
reactive. 

 

STEP 2 : YOUR MOST IMPORTANT BUSINESS QUESTION

(This matters more than tactics.) 

What would make your business feel lighter, not just more 
profitable? 
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STEP 3 — CHOOSE YOUR FOCUS FOR THE NEXT SEASON

(One choice only — this is about priority.) 

☐ Financial clarity & profit visibility 
☐ Better systems and workflows 
☐ More fit clients 
☐ Lead generation & marketing 

☐ Maintain what’s working, nothing needs to change 

☐ I am ready to hire employees and move my company to the next 
level 

Your answer here is your direction, not a commitment. 
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Businesses don’t grow because owners work harder. 
They grow because effort is redirected into structure, 
clarity, and support. The clarity you just gained is not meant 

to overwhelm you — 
it’s meant to help you move forward intentionally. 

One Intentional Shift

Based on everything you’ve seen, choose one thing to focus for the 
next 30–60 days. 

☐ See my numbers clearly 
 ☐ Simplify and systemize my work 
 ☐ Improve client fit 
 ☐ Increase demand quality 
 ☐ Protect my time and energy 

RCA’s Analyst Summary  

Why Most Solo Cleaners Feel Stuck — Even When They’re Good? 

Most solo cleaners build their business backwards: 

• skills first 

• clients second 

• systems last 
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This diagnostic doesn’t show failure. It shows the missing structure 
— something no one teaches at the beginning. 

If parts of this felt uncomfortable, that’s not a weakness. 
 It’s awareness. 

By completing this diagnostic, you didn’t fix your entire 
business. 

What you did was more important. 

You: 

• saw your business from a higher level 

• identified your dominant constraint 

• separated effort from structure 

• reduced many moving parts into one clear focus 

 

That clarity is the foundation of every strong decision going 
forward. 

 

Compare how your business feels now to how it felt when you 
started this diagnostic. 

☐ I understand what was missing 
☐ I feel calmer about my next steps 
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☐ I’m no longer trying to fix everything at once 
☐ I can name the one area that matters most right now 
☐ I feel more confident in my decisions 

Clarity doesn’t solve everything — but it changes how you solve 
everything. 

What to Stop Focusing On (For Now) 

Once you know your main business blocker, working on everything 
else creates noise — not progress. 

More tools, more tips, and more effort won’t help if they’re aimed in 
the wrong direction. 

THE “BUSINESS STAGE MIRROR

Your Business Is in a Stage — Not a Crisis 

☐ Stabilizing 
☐ Refining 
☐ Protecting capacity 
☐ Preparing to grow 
☐ Maintaining 

Each stage requires a different focus. Problems happen when the 
focus doesn’t match the stage 
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THE “EFFORT vs STRUCTURE” SNAPSHOT

Separates hard work from smart structure 

 

Area 
Mostly  

Effort 

   Mostly  

Structure 

Income ☐ ☐ 

Schedule ☐ ☐ 

   

Clients ☐ ☐ 

Admin ☐ ☐ 

If most of your business runs on effort, fatigue is not a failure — it’s a 
signal. 

(quick diagnostic snapshot) 

If You Had to Explain Your Business in One Sentence… 

Right now, my business is mainly struggling with: 

 

 

 

 

 



40 
 

 

 

Disclaimer & Terms of Use 

Disclaimer 

This workbook and all included materials are provided for educational and 
informational purposes only. They are based solely on the author’s personal 
experience, observations, and analytical frameworks developed through years of 
hands-on work in the residential cleaning industry. 

This content does not constitute legal advice, tax advice, financial advice, business 
advice, or professional consulting of any kind. You should not rely on this material as a 
substitute for advice from a licensed professional, accountant, attorney, or business 
advisor who is familiar with your specific situation. 

Any actions you take based on the information in this workbook are done at your own 
discretion and risk. The author makes no guarantees regarding outcomes, results, 
income, or business success. 

Copyright Notice 

This workbook and all associated materials are the intellectual property of the author and are 
protected by copyright law. 

You may not copy, reproduce, distribute, share, publish, resell, license, modify, or 
transmit this material — in whole or in part — in any form or by any means without prior 
written permission from the author. 

This includes, but is not limited to: 

• sharing with others 

• posting online or in groups 

• reselling or bundling with other products 

• using the content for training or commercial purposes 

For Individual use only. 

 

© 2025 Residential Cleaning Academy. All rights reserved. 

 www.rcapro.org    DM me @RCAsoloclean on FB and IG 

 


