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PART 1 WHY SOME CLEANING BUSINESSES EARN MORE
THAN OTHERS

Some cleaners believe that the businesses making the most money simply
charge the highest prices.

In reality, profitability is much more complex. Two residential cleaning
businesses can offer similar services, work similar hours, and even clean
similar homes, yet end up with completely different financial results.

Why?

Because a profitable business isn't built around one factor—it's built by
balancing several business decisions that work together as one system.

A business may generate more revenue.

A business may operate with lower expenses.

A business may complete appointments more efficiently.

A business may choose business models that better match their financial
goals and lifestyle.

Understanding these factors will help you stop comparing your
business to others and start building a business that works for
you.




PRICING

you want.

* RCA PRINCIPLE

Your prices must
support your business
and the lifestyle

EXPENSES

The more efficiently
you operate, the more
money your business

BUSINESS
MODEL

The services you offer
shape your income

potential and
workload.

A
PROFITABLE
CLEANING
BUSINESS
AN

The faster and more
efficiently you work,
the more your business
can support.

BUSINESS
SYSTEMS

Good systems save time,
reduce stress, and help

you build a consistent,

profitable business.

TIME

Stop comparing your business to others.



PART 2 THE FIVE PILLARS OF
PART 2 A PROFITABLE CLEANING BUSINESS

Every residential cleaning business is built on several key business areas that
work together. Think of them as five supporting pillars.

THE FIVE PILLARS
OF A PROFITABLE CLEANING BUSINESS

These five pillars work together. When one is weak, the whole business is affected.

G

BUSINESS PRICING TIME EXPENSES BUSINESS

MODEL SYSTEMS
The services you Your prices must The faster and The more Good systems save
offer and the type support your more efficiently efficiently you time, reduce stress,

of clients you serve business goals, you complete operate and help you stay

shape your income cover your costs, high-quality work, manage costs, organized, and
potential, workload, and reflect the the more your the more money create a consistent,
and predictability. value you provide. business can your business profitable business.

support. keeps.

— ey ———

A profitable business is only as strong as its weakest pillar.

‘.. o RCA PRINCIPLE Strengthen all five to build a business that lasts.



When one pillar becomes weak, it affects the strength of the entire business.
For example:

« You may have excellent clients, but if your pricing doesn't support your
business, you'll continue working hard without earning enough.
. You may charge premium prices, but without good business systems,
you'll lose time, create unnecessary stress, and limit your growth.
. You may have low business expenses, but if your business model
doesn't generate enough revenue, profitability will always be limited.
. You may have a fully booked schedule, but poor time management can
leave you exhausted while reducing the value of every working hour.
No single pillar can create a profitable business on its own. Long-term
profitability happens when all five pillars work together to support your
business.

Take a look at the chart below that explains you the way each pillar influence
your business.

Strong Pillar Weak Pillar Business Result
Loyal clients Low pricing Busy, but underpaid
High prices Poor systems More stress, less efficiency
Low expenses Weak business model Limited earning potential
Full schedule Poor time management Long hours, lower profitability




PART 3 THE FIVE-PILLAR BUSINESS ASSESSMENT

Test How Strong Is Your Business Foundation
Every cleaning business has strengths and weaknesses. Very few businesses
are equally strong in all five pillars. The first step to improve your profitability
is identify which areas of your business are already working well and
which ones need the most attention.

Important! Before You Continue..

You may discover that you don't know the answers to some of these
questions. That's perfectly normal. In fact, recognizing what you don't know is
one of the most important steps toward building a profitable business.

If you can't answer a question today, simply write:

"I don't know yet."

As you continue through this Profit System, you'll learn exactly how to answer
every one of these questions using real numbers and a proven process.



Step 1 Evaluate Your Five Business Pillars

Business Model
1. Do the services | offer support the business and lifestyle | want?

2. Am | focusing on the type of cleaning work | enjoy and want to grow?

3. Does my current business model give me consistent work and income?

Pricing
1. Do my prices cover the cost of running my business?

2. Am | confident charging my current prices?

3. Do I regularly review my pricing instead of leaving it unchanged?

Time
1. Am I completing appointments efficiently without sacrificing quality?

2. Does my schedule leave me enough time for administrative work and personal
life?

3. Aml spending too much time driving between appointments?

Expenses
1. Dol know my average monthly business expenses?

2. Aml actively managing unnecessary business costs?
3. Do lunderstand where most of my business money is spent?

Business Systems
1. Do | have organized systems for admin, and client communication?

2. Do my current systems save me time and reduce stress?

3. Can my business continue running smoothly without constant problem-solving?



Step 2 Rate Each Pillar.

Rate each pillar honestly based on how your business operates today. There
are no right or wrong answers. The purpose of this assessment is to help you
focus on the areas that will have the greatest impact on your business.

Pillar Weak Average Strong
1.Business Model [l ] [l
2.Pricing ] ] []
3.Time [ [ [
4.Expenses [] [] ]
5.Business Systems [] ] []

Step 3 Final Reflection.

Which pillar is your strongest?

Which pillar needs the most improvement?

Which pillar you need to focus on first?

What Did You Discover?
If you answered "l don't know" to several questions, don't be discouraged.
Many residential cleaners work hard every day without fully understanding the
financial side of their business. The good news is that every unanswered
question can be answered. The rest of this Profit System and its tools will help
you to fill up the gap.

RCA Principle You can't control what you don't measure. Knowing your
numbers is the first step toward controlling your business.



PART 4 INTRODUCING THE PILLARS
Pillar 1 — Business Model

Does Your Business Model Support the Business You Want to Build?

The type of cleaning services you choose has a direct impact on your revenue
potential, workload, scheduling, client relationships, and lifestyle.

Every residential cleaning business model has its own advantages and trade-
offs. Some generate higher revenue per appointment, while others provide

greater stability through recurring income.
The comparison below highlights the strengths and characteristics of the
most common residential cleaning business models.

RCA Principle Don't choose a business model because it earns the most money.
Choose the one that best supports the business and lifestyle you want to build.

: Revenue . - Physical Repeat
Business Model ] Predictability - Best For
Potential Demand Business
Recurring Stable long-term
. Moderate Moderate Excellent .
Cleaning business
. ) ] ] Higher one-time
Deep Cleaning High High Limited
revenue
Move-In / Move- . . .
High High Low Short-term projects
Out
Post- . . Maximum revenue
. Very High Very High Low .
Construction potential
Vacation Moderate- Fast turnaround &
. Moderate Excellent .
Rentals High recurring schedules
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DECISION NOTES

These notes will help them interpret the table and make a business
decision.

< RCA Business Insight #1

Lower repeat business means you'll need to spend more time and money
finding new clients.

Business models with low repeat potential often require more marketing,
more estimates, and more time replacing completed jobs.

< RCA Business Insight #2

Higher revenue doesn't always mean higher profit.

Some services generate more revenue per appointment, but they may also
require more labor, supplies, equipment, travel, or recovery time.

Always evaluate the complete business—not just the price.

< RCA Business Insight #3

Recurring clients create predictability.
A predictable schedule makes it easier to plan your week, forecast your
iIncome, reduce marketing efforts, and build long-term client relationships.

< RCA Business Insight #4
Physical demand affects long-term sustainability.
Higher-paying services can also place greater physical demands on your body.
Choose a business model you can realistically maintain over the long term.
< RCA Business Insight #5
Every business model requires a different strategy.
There is no perfect business model. The best model is the one that matches:
. yourfinancial goals,
. your preferred lifestyle,
. your physical capacity,
. and the way you want to run your business.

11



< RCA Business Insight #6
Changing your business model doesn't have to happen overnight.
Many successful cleaners gradually transition from one business model to
another as their goals, experience, and business evolve.
< RCA Business Insight #7
Your business model determines more than your income—it determines
your daily life.
The services you choose influence:
. the clients you attract,
. the hours you work,
. the amount of driving you do,
. the physical effort required,
. how often you need to market your business,
. and the lifestyle your business can support.
That's why choosing a business model is one of the most important business
decisions you'll make.

Final RCA Principle Don't ask, "Which business model makes the most
money?" Ask, "Which business model gives me the best balance between
revenue, expenses, time, and the lifestyle | want to build?"

12



PILLAR 2 -PRICING
Pricing Supports Your Business

Many cleaners believe pricing is simply choosing how much to charge for a
cleaning. In reality, pricing is one of the most important business decisions
you'll make. Your prices don't just pay for today's appointment. They support
every part of your business—from cleaning supplies and insurance to
equipment, taxes, and your personal income.

Prices that are too low may attract clients, but they can make it difficult for
your business to grow and remain financially healthy.

Prices that are built around the needs of your business create long-term
stability and allow you to continue providing professional service.

¥ RCA Business Insight Your clients don't determine your prices.

Your business does. Your prices should reflect the cost of operating your
business, the value of your service, and the financial goals you've set for

yourself.

Scenario A |Scenario B
Cleaning Price $140 $180
Monthly Visits 8 8
Monthly Revenue [$1,120 $1,440

What's the difference?
$320 every month. That's $3,840 every year.
The cleaner B didn't:

. work more hours,

. add more clients,

. drive farther,

. buy more equipment.

The only thing that changed...... was the pricing decision.



< RCA Business Insight
Small pricing decisions can create a significant difference in annual

business revenue. That's why pricing should never be based on what

another cleaner charges.




Pillar #3 - Time
Cleaning Time Isn't the Only Time Your Business Requires

Many solo cleaners measure only the time spent inside the client's home.
But every appointment begins before you arrive and continues after you
leave. Your business also requires time for:

THE TRUE TIME BEHIND ONE APPOINTMENT

(1] © 3] (5] o o

CLIENT TRAVEL EQUIPMENT & LEANING TRAVEL PAYMENT & BUSINESS
COMMUNICATION TO CLIENT PREPARATION \PPOINTMEN FROM CLIENT ADMIN TASKS
* Answer inquiries » Drive time * Load/unload The time spent  Drive time * Invoicing » Scheduling
+ Provide estimates « Traffic + Set up equipment inside the « Traffic * Collecting payment  « Bookkeeping
« Confirm details « Parking « Prepare supplies client's home. « Parking « Recording payment  » Marketing
* Reminders + Client follow-up * Shopping
* Learning &
L |mprjwr|ng

ONE APPOINTMENT = TOTAL BUSINESS TIME

Cleaning is only one part of the time your business requires.

WHY IT MATTERS | % EXAMPLE

A “3-hour cleaning” might actually take 4.5 to 5+ hours

° When you only count cleaning time, you underestimate when allbuaibesstimeils tnchidad.

how long appointments really take.

o This makes it difficult to set the right prices, plan your 20 + 40 + 15 + 1 80 + 40 + 35 - 5+
schedule, and understand your true profit. MIN MIN MIN MIN MIN MIN HOURS
: ; v 2 Communication  Travel to Preparation Cleaning Travel Admin & Total Business
o Treicking all your time helps you identify where hours are S SR G P st e
being lost so you can work smarter, not longer.
RCA BUSINESS INSIGHT RCA PRINCIPLE
Every appointment includes more than cleaning. Don’t measure only your cleaning hours.
The more efficiently you manage all the time surrounding your appointments, Measure the total time your
the more capacity your business has to grow. business requires.

In the Building section of this Profit System, you'll learn how to track your total business time

and identify where unnecessary hours are being lost.
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In the Building section of this Profit System, you'll learn how to track your total

business time and identify where unnecessary hours are being lost.

Why Time Matters

Every solo cleaner has the same 24 hours in a day. Your business can only
grow within the time you have available. The more efficiently you use that
time, the more capacity your business has to generate revenue without
increasing your working hours. Time isn't just about cleaning faster.

It's about using every working hour intentionally.

If you’re struggling with the time management, here are a few examples of the

strategies that will help you to reduce your business time.

EVERY HOUR YOU SAVE INCREASES YOUR BUSINESS CAPACITY.

You can’t create more time, but you can use the time you have more intentionally.
There are two main areas where solo cleaners can save the most time:

®

Better Cleaning Workflow () Scheduling Systems
= Use a proven system and clean Use online scheduling to eliminate
in a logical order. constant back-and-forth.

Payment Automation
Set up automatic payments or
online payment options.

Clean rooms in an order that
reduces backtracking.

] Efficient Room Sequence

% invoices quickly.
save time and steps.
Appointment Reminders

E&
Well-Organized Equipment Automate reminders to reduce
Everything has a place and is no-shows and last-minute changes.
h it. :
ready when you need it ClientFonmns
Use digital forms for policies,

Proper Preparation information, and agreements.

Prepare before you arrive so you
don’t waste time at the home. Recurring Booking Systems
Set clients on recurring schedules

N Consistent Cleaning Routine to save time every week.
i
A repeatable routine builds speed

without sacrificing quality.

Organized Business Records
Keep all client and business
information easy to find.

Multi-Purpose Products g niSice Fanginses
; Use templates to create and send
Use effective products that ()
/|
-

/ GOAL: / GOAL:
" Reduce cleaning time " Reduce administrative time
without reducing quality. without reducing professionalism.

A _ RCA BUSINESS INSIGHT RCA PRINCIPLE

& @ = Every hour you save has the same value—whether it comes from 5

X ﬁ cleaning more efficiently or managing your business more efficiently. The easiest hour to earn
- The goal isn’t simply to work faster. The goal is to spend more of is the one you don’t

o INSIDE THE APPOINTMENT e OUTSIDE THE APPOINTMENT
Reduce Cleaning Time Reduce Administrative Time

your time on work that moves your business forward. have to work.
L] REMEMBER:
5: Small improvements in both areas add up to significant hours over weeks, months, and years. 2 L
%= Protect your time. It's the foundation of a profitable and sustainable cleaning business. *
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Pillar #4 — Expenses
Not all business expenses are equal
Many business owners think the goal is simply to spend less money. It’s not
entirely true. Your objective is to make every business expense work for your
business. A good business expense isn't just money leaving your bank
account. It should provide something valuable in return. Every expense should
help your business do at least one of these three things:

. Savetime

. Improve the quality of your service

. Increase your long-term profitability
If an expense doesn't accomplish at least one of these goals, it may be time to
reconsider whether your business truly needs it.
Before You Spend Money, Ask Yourself...

Does this save me time?
Examples:
« Scheduling software
« Payment automation
- Route planning
. Appointment reminders
Does this improve my service?
Examples:
. Better equipment
. Professional cleaning products
. Training and education
« Quality tools

Does this increase my long-term profitability?
Examples:
. Marketing
« Accounting services
. Business software

17



Think Like a Business Owner

Instead of asking: "How can | spend less?" Ask: "How can | get more
value from every dollar my business spends?"

Sometimes spending more on the right tool, product, or service saves far
more money through increased efficiency, fewer replacements, or better
business decisions.

A GOOD BUSINESS EXPENSE SHOULD: .

@ — () wesove auaurv S werense pror

Reduce the time it takes Help you deliver better Help your business earn

to run your business. cleaning and a better more and grow.

Examples: client experience. Examples:

* Scheduling software Examples: « Marketing

* Payment automation * Better equipment + Accounting services

* Route planning » Professional cleaning products * Business software

» Appointment reminders + Training and education « Systems that help you retain

+ Quality tools clients or operate more

efficiently

BEFORE YOU SPEND BUSINESS MONEY, ASK YOURSELF...
WILL IT SAVE ME TIME?
o ® Will it reduce the time | spend on _'m_’

tasks or simplify my business? 4 NS IDERE
- It may be a worthwhile

: m business investment.
WILL IT IMPROVE MY SERVICE"
o ﬁ Will it help me deliver a higher quality ’m

cleaning or better client experience?

oS

o WILL IT INCREASE MY

,.l}l' LONG-TERM PROFITABILITY? %_ Q RECONSIDER IT.
| ]

Will it help me make more money Ask yourself whether your

or run my business more efficiently? business really needs it.

RCA BUSINESS INSIGHT
3 : . RCA PRINCIPLE
The most profitable businesses don't
always have the lowest expenses. Don’t focus on spending less.

They have the most intentional expenses. Focus on making every business

Every dollar has a purpose and contributes expense earn its place.
to building a stronger, more efficient business.




Think Beyond Today's Price

Every purchasing decision affects your business in more ways than your bank
account. Before focusing on the cost, consider the long-term impact that
decision may have on your time, the quality of your work, and the future of
your business. The most valuable investment isn't always the cheapest one—
it's the one that helps your business perform better over time.

THE RIGHT EXPENSE CAN
COST MORE TODAY AND SAVE MORE TOMORROW

e : # Spend intentionally. Invest in what grows your business. % —— ==

o EQUIPMENT INVESTING IN THE RIGHT OPTION
@ BUSINESS IMPACT

CHEAPER OPTION Professional vacuum ($450)
Budget vacuum ($120) @ Stronger performance ® Saves money over time
© Weaker suction @ Lasts for years ® Saves hours every week
© Breaks sooner @ Fewer repairs ® Increases capacity
© Needs replacement & Cleans faster = more and profits
sooner appointments e Creates a more
© Slower cleaning time @ Better results = happier clients professional image
E—— S
o SOFTWARE INVESTING IN THE RIGHT OPTION
BUSINESS IMPACT
CHEAPER OPTION All-in-one business platform ($49/mo)
Multiple basic apps E @ One system for scheduling, e Saves money every month
(3-4 different apps) payments, invoices, and clients e Saves 5-10 hours weekly
€) Pay for several subscriptions S @ Everything in one place e Fewer mistakes
O Dok vy Capnacts © Automates reminders e Better client experience
€ More manual work and follow-ups h
. A ® More time to grow
€ Harder to keep organized = @ Saves hours every week
€ More time spent managing == @ Less stress, more control
e ACCOUNTING INVESTING IN THE RIGHT OPTION
BUSINESS IMPACT
CHEAPER OPTION Professional accountant ($100-$200/mo)
DIY or basic tax prep @ Maximizes deductions e Saves money on taxes
© Easy to miss deductions : @ Helps you plan and save ® Avoids costly mistakes
€ Risk of errors or penalties , @ Keeps you compliant ® More confidence
© Takes your time Y @ Saves you time and stress and clarity
© Hard to plan for taxes . @ Helps you make smarter \ ® Supports long-term
N — financial decisions growth
KEY TAKEAWAY Ask Yourself:
8 If YES, it's not an
The cheapest option often costs more .
o Will this expense save me time, expense—it's an
in time, money, and stress. d A y y k
hatl gt insatitent pois ik Bk improve my service, or increase investment in your
my long-term profitability? business success.

many times over. 1 9



Pillar #5 — Business Systems
Systems Turn Good Decisions Into Consistent Results

Successful businesses are not built through experience alone. They rely on
systems. Every residential cleaning business operates through a series of
business systems.

A system is a major area of your business that manages an important
business function. Each system is supported by policies, protocols, and
standard procedures that explain how your business operates in different
situations.

Some systems are completely internal and help you organize your business.
Others are client-facing and communicate what clients can expect when
working with you. Together, these systems create consistency,
professionalism, and a better experience for both you and your clients.

<@ RCA Business Insight

Every successful business is built one system at a time. You don't need to
perfect everything today. Focus on strengthening one business system, then
build the next.
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+  EXAMPLESOF +
ESSENTIAL BUSINESS SYSTEMS

Every system is a major area of your business. Each system is supported by
policies, protocols, and standard procedures that guide how your business operates.

CLIENT SCHEDULING PAYMENT
MANAGEMENT SYSTEM SYSTEM SYSTEM
Manages your client Keeps appointments Ensures your business
relationships from inquiry organized and is paid professionally
to long-term service. consistent. and on time.
EXAMPLES INCLUDE: EXAMPLES INCLUDE: EXAMPLES INCLUDE:

@ Client onboarding ) @ Booking procedures ] €) Payment methods
e e
@ Communication @ Rescheduling policy " @ Due dates
policies -/
Appointment i (L ‘-
@ Complaint handling @ © confirmations E © Late payment policy
0y
2 o
@ service pauses @ @ Recurring scheduling L__) @ Invoicing
° Client records B o Calendar management Q Receipts

@) SERVICE DELIVERY SYSTEM @ BUSINESS OPERATIONS SYSTEM

Creates consistency in the cleaning Supports the day-to-day operation
experience and quality. and behind-the-scenes management.
EXAMPLES INCLUDE: EXAMPLES INCLUDE:
@& Cleaning standards @ Inventory management @
@ Appointment workflow ,5-3—&, @ Supply purchasing E
& Before-During-After procedures @ @ Vehicle readiness @Sl
@ Quality control @ @ Record keeping =
@ Equipment preparation @ @ Business documentation
' That creates consistency,
* * saves time, and allows your
. business to operate
Wlthout‘syst@..-ms, With systems, professionally as it grows.
every situation your business already
becomes a new knows how to respond.
\ decision. .

; > S —



BUSINESS SYSTEMS REVIEW

A professional business doesn't become organized overnight. It becomes

organized one system at a time. Review the five essential business systems

below and identify where your business stands today.

Business System In Place| Needs Improvement |Not Yet Created
Client Management L] L] []
Scheduling [] L] ]
Payment L] L] ]
Service Delivery [] [] []
Business Operations [] L] ]

Review Reflection

Which business system is currently your strongest?

Which business system causes you the most problems?

Which system would have the greatest impact on your business if you

improved it first?
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PART 5 THE FOUNDATION OF EVERY CLEANING BUSINESS

Throughout this resource, you've learned about the five pillars that support a
profitable residential cleaning business. But every building relies on
something even more important than its pillars.
Its foundation...
In a solo cleaning business, you are that foundation!
Your physical health, mental well-being, energy, and ability to continue doing
the work are what support everything you've built.
The strongest pricing strategy, the best business systems, and the most
efficient schedule cannot replace a business owner who is exhausted,
overwhelmed, or burned out.
That's why every business decision should have two goals:

. Help your business become more profitable.

. Help your business become more sustainable.
A successful cleaning business shouldn't require you to sacrifice your health
to keep it running. It should be designed to support both your business and
your well-being for years to come.

¢ RCA Business Insight

Every improvement you make to your business should make it easier to
operate—not harder to survive. A truly successful business doesn't just
increase your income. It also protects your time, your energy, and your ability
to continue doing the work you enjoy.
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——+ THE FOUNDATION +

of Every Cleaning Business

Every profitable business stands on five strong pillars.
But those pillars stand on one person—YOU.

1.
BUSINESS

MODEL

The type of
cleaning
business you
build and the
value you
provide.

+ STRONG FOUNDATIONS CREATE STRONG BUSINESSES +

THE REAL
FOUNDATION

PHYSICAL HEALTH
Your body is your
most important tool.

@ MENTAL WELL-BEING

A clear mind helps

you make better
decisions.

o ENERGY
Your energy drives
your productivity
and consistency.

PERSONAL CAPACITY
Your capacity

determines how
sustainable your
business can be.

—

—

LEANING BUSINESS

2 4.
PRICING EXPENSES

Prices that Investing in
reflect your
value, cover
your costs,
and create

profit.

supplies, and

services that

support your
business.

YOUR S

the right tools,

5.
SYSTEMS

Operational
systems,
policies, and
protocols that
create
consistency.

A BUSINESS THAT
SUPPORTS YOU

@ should be sustainable,
not exhausting.

@ Should protect your
time and energy.

@ should give you
freedom, not limit it.

@ Sshould allow you to
grow without
burning out.

+

BUILD A BUSINESS
THAT SUPPORTS
YOUR LIFE—NOT ONE
THAT DEPENDS ON
SACRIFICING IT.

E 4 YOU ARE THE FOUNDATION. PROTECT IT. STRENGTHEN IT. BUILD ON IT. 4
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PART6 WAYS TO STRENGTHEN YOUR FOUNDATION

A profitable business isn't only measured by the money it earns.
It's also measured by how well it allows you to continue doing the work
you love. Protecting your health isn't separate from running your
business—it's one of the smartest business decisions you can make.
Small habits, repeated consistently, help protect the foundation your
business depends on.

BUILD THE BUSINESS THAT SUPPORTS YOU

PROTECT
YOUR ENERGY

Avoid overbooking and give yourself
time to rest and recharge.

Rest isn’t lost productivity—
it’s part of your capacity.

PROTECT
YOUR BODY

Use smart tools, safe techniques,
and efficient workflows to reduce
physical strain and prevent injury.

clean longer.

PROTECT
YOUR TIME

Eliminate time wasters, streamline
admin tasks, and set clear boundaries.

More time back in your day means
more life for you.

PROTECT
YOUR MIND

Strong systems, clear boundaries,
and professional policies reduce stress
and decision fatigue.

A calm mind makes better business
decisions.

PROTECT
YOUR FUTURE )

Build a business that can grow without
requiring you to work harder each year.

Design today for the life and
freedom you want tomorrow.

Working smarter helps you e I
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