Why Some Cleaners
Stay Fully Booked
While Others Keep
Looking for Clients

The RCA Lead Generation System
for Every Stage of Your Business
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AV Systems. Training. Support. Growth.




NOT EVERY CLEANING BUSINESS NEEDS
THE SAME LEAD GENERATION STRATEGY

The first step is knowing which stage your business is in.
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The biggest mistake is trying to solve every business with the same marketing advice.
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- STAGE 1: SURVIVAL -

Build Credibility. Get Your First Clients.
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YOUR GOAL
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Get your first
recurring clients
and testimonials.
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When you're starting from scratch, your goal is not profit—
your goal is proof.

TELL EVERYONE
YOU KNOW

+ Reach out to your
phone contacts.

+ Friends, family,
neighbors, colleagues.

¢ Let them know what
you're doing.

FOR
CLEANING
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CREATE A NEXTDOOR
BUSINESS PAGE

« Bevisible in your
neighborhood.

+ Post consistently.

« Share your services and
special offer.
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ASK FOR REFERRALS
EARLY

« Tell happy clients
you're building your
business.

« Ask if they know
anyone who needs
cleaning.

DELIVER AMAZING
RESULTS

+ Do more than expected.
« Build trust and confidence.

» Request testimonials
and reviews.
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TURN FIRST CLIENTS
INTO RECURRING

« Set clear expectations.

+ Communicate
professionally.

« Earn their loyalty.
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REMEMBER: You may use deep discounts or even complimentary cleanings

as a short-term strategy to build proof, not as your long-term pricing.

In return, always ask for
honest feedback and
testimonials.
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The goal isn’t to build a big client list yet.
The goal is to build credibility that gets you in the door.
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YOUR GOAL

Create a steady
pipeline of
new leads.

TYPICAL SIGNS

v Regular recurring
clients

v Some reviews
v Some referrals

v Basic online
visibility

— STAGE 2: GROWTH

Build Visibility. Create a Consistent

Focus on consistency, visibility, and building multiple lead sources.
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STRENGTHEN
YOUR REVIEWS

« Ask every happy client
for a review.

« Make it easy for them
to say yes.

+ More reviews =
more trust.

Flow of New Leads.

You have some momentum—now it’s time to grow it
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LEVERAGE
REFERRALS

» Ask for referrals
consistently.

+ Let clients know
who your ideal
clients are.

« Make referrals
rewarding.
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STAY VISIBLE
ONLINE

» Post consistently on
your Facebook Page.

» Share tips, before &
afters, and testimonials.

» People choose
familiar.

BUILD YOUR
EMAIL LIST

« Capture emails from
every opportunity.

« Send helpful tips,
updates, and offers.

« Stay top of mind.

CREATE LOCAL
CONNECTIONS

+ Partner with other
local businesses.

« Join community
groups.

« Build relationships
that refer.

[ @ KEY TAKEAWAY:
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Growth comes from consistent actions over time.

| I Consistency today
Use every satisfied client as a stepping stone to the next one. E creates stability tomorrow.
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W ' " Your goal isn’t to be everywhere.
@ Your goal is to be consistent where your ideal clients are.
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YOUR GOAL

Attract better clients
who are the right
fit for your business
and stay long-term.

TYPICAL SIGNS
/" Business already
established
+ Frequent cancellations
/' Price shoppers

+ Clients who aren’t
the right fit

v Feeling overbooked

—— STAGE 3: OPTIMIZATION

Improve Client Qualification.

Attract Better Clients, Not Just More.
*
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or underappreciated
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Your business is established—now the goal is to protect your time, energy, and profitability
by attracting the right clients.
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STRENGTHEN
YOUR VETTING SYSTEM
» Ask the right questions

before the first clean.

« Clearly communicate
your services, policies,
and pricing.

 Qualify for readiness,
respect, and reliability.
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DEFINE YOUR

IDEAL CLIENT

* Know who you love
working with.

* Know who you
don’t serve.

* Say “no” to protect
your business.
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SET CLEAR
EXPECTATIONS
Use written policies.

Confirm details
in writing.

Make sure the client
is a match—both ways.

DELIVER AN EXCEPTIONAL
EXPERIENCE

» Consistency builds trust.

 Exceed expectations
within your scope.

» Happy clients stay,
refer, and invest more.

FOCUS ON QUALITY,
NOT QUANTITY

+ A smaller list of ideal
clients is better.

* Raise your standards.

« Your business should
serve your life, not
the other way around.
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* KEY TAKEAWAY: ‘

You don’t need more clients—you need the right clients.
Better qualification today means greater stability and freedom tomorrow.
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The right clients
protect your business
and your peace of mind.
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_@’_ Optimization is about alignment.

When you attract the right clients, everything in your business works better.



—= THE RCA LEAD GENERATION SYSTEM +—

Three Stages. One System. Sustainable Growth.

Your business grows step by step.
Each stage builds on the one before it.
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Build Credibility. a Build Visibility. ; Improve Client Qualification.
Get your first Create a consistent Attract better clients,
recurring clients. flow of new leads. not just more. A siabl=ipratitable
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you love.
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refine your strategies, and continue growing to the next level.

[ CONTINUOUS CYCLE:
[ , .

As your business evolves, you'll revisit each stage, ]

|
RESIDENTIAL CLEANING ACADEMY . Thereis no finish line—just better systems,
Systems. Training. Support. Growth. better clients, and a better business every day.



+ THE 5 BIGGEST ~—

LEAD GENERATION MISTAKES (727 1)

Avoid these mistakes and build a steady flow of the right clients.
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. WAITING FOR CLIENTS TO FIND YOU

Visibility doesn’t happen by accident.
Successful cleaners create opportunities every week.

SELLING CLEANING INSTEAD OF SELLING TRUST

Clients don’t hire a mop.
They hire someone they trust in their home.

TRYING TO SERVE EVERYONE

Not every client is your ideal client.
The more focused your business becomes,
the stronger it grows.

DEPENDING ON ONE LEAD SOURCE

Never let your business depend on
one website, one app, or one referral source.

STOPPING MARKETING WHEN YOU’'RE BUSY

The best time to market your business
is when your schedule is already full.
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+ THE 5 BIGGEST ~—

LEAD GENERATION MISTAKES (7%+72)

Fix these mistakes and attract better clients that stay and refer.

NEVER ASKING FOR REFERRALS

Happy clients often want to help.
They simply need to be asked.

NOT ASKING FOR REVIEWS & FEEDBACK

Every review increases trust.
Every piece of feedback helps you improve.

LOOKING FOR MORE CLIENTS
INSTEAD OF BETTER CLIENTS

The right clients stay longer,
refer more, and respect your business.

NOT BUILDING A PROFESSIONAL PORTFOLIO

Show your work. Build social proof.
@ | % | B3 | @ | &
Completed Helpful

Before & Reviews Testimonials

After Photos Projects Content
(with permission)

HAVING NO LEAD GENERATION SYSTEM =
The cleaners who stay booked don't rely on luck. 0/—{;

They rely on a system.

It's a business syslem you build over time.

[ (?) FINAL TAKEAWAY: Lead generation isn't one action.

ol Better systems.

RESIDENTIAL CLEANING ACADEMY S petter clients.
Systems. Training. Support. Growth. W  Better business.




WHY SOME CLEANERS ATTRACT
MORE LEADS THAN OTHERS

It’s usually not about being a better cleaner.

WHAT MOST CLEANERS THINK @ THE REALITY

They get more clients because... They built a business people trust.

They're lucky. They stay visible. {(@)>

They collect reviews.

They charge
lower prices.

They ask for referrals. &-2
They’ve been in g
business longer. They show proof 13

-.I of their work. \

They clean better '
than | do. They attract the e ;\1.

right clients. ]
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They spend more
money on advertising.

0 They follow a repeatable “
lead generation system. m

KEY TAKEAWAY: The cleaners who receive the most inquiries

aren’t always the best cleaners.

They're often the businesses that have built

the most lrust and, stay consislently visible. @




@/ YOUR MISSION |

- THE RCA 30-DAY

LEAD GENERATION CHALLENGE e

Small actions. Consistent effort. Beller resulls.

For the next 30 days, choose ONE lead

generation habit and commit to it consistently.

Don’t try to do everything.

Build one habit that moves your business forward.
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FINAL MESSAGE

f— s
@ What generated the most interest?
@ What built the most trust?

@ Which activity deserves to become part of my
weekly business routine?

Lead generation isn’t something you do
when business is slow.

IT's a buginess system you build every single week. ﬁ‘
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ASK YOURSELF AFTER 30 DAYS ‘
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KEY TAKEAWAY: Small actions, repeated consistently,
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Need more help with your business?
Book your free Private 1:1 Clarity Session for members only and receive step-by step Action
Plan for your business to solve your current problem.

Book the session here:
https://rcapro.systeme.io/clarity-session
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