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Chapter 1: Introduction

Why Litter Control Matters

Look around your city or suburb, and you will see what I see every day -
litter. Parking lots, walkways, and grounds peppered with litter, debris, and
wind-blown in trash. It is ever present and always returns.

It is an unsightly eyesore, and it is expensive. Litter costs property
managers time, money, and reputation. First impressions matter more than
ever, especially in the age of smartphones and cameras everywhere, and
that makes litter control a necessity, not a luxury. Keep reading and I will
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tell you everything you need to know to start a litter control company in
your home market.

Throughout the book you will see paragraphs highlighted in green like this
indicating more information will be explained in greater detail in my new

Litter Control Business Network (starting July 14t"1) Please note, all the

info in this guide is complete, and can 100% get you up and running
successfully, but using advanced stuff like n8n integration, Google Apps
Scripts, or A.I. automated marketing tools require a different kind of
instruction.

I am starting this new community to provide deeper explanations in video,
and direct guidance for people starting their new litter control operation. I
will be available every day to teach, explain, host, communicate, and share
info and resources, so every person who joins can reap the benefits of my
decade of experience. Full details are on the last page. Now, to business.

An Overlooked Business with Real Opportunity

Litter control is a quietly essential industry that keeps businesses running
smoothly and properties looking presentable. Litter control is not glamorous,
but it is an in-demand service that most overlook, which is exactly why it is
such a great business opportunity. There is a real opportunity! It is not a
super saturated, “everybody is doing this so I will try” opportunity.

I want to repeat, this is not a saturated industry even with the low barrier
for entry.

Why are Commercial Accounts the Best Clients for Litter Control?

Commercial cleaning contracts are mostly recurring, prove resilient during
economic downturns, and are open to anyone willing to deliver reliability,
diligence, strong service, and professionalism.

Who This Guide Is For

This guide is for solopreneurs, initiative-takers, individuals, and
entrepreneurs who are sick of their current situation and want out. This is
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for people who want a business with low startup costs, steady income, and
the freedom to work on their own schedule.

Whether you are looking to build a full-time operation or a side job that can
scale, litter control is a proven path to generating serious real-world income.

What You'll Learn

Inside, you’'ll get a step-by-step plan to launch your own litter control
business, from legal setup and gear, to landing your first clients, pricing,
automation, and scaling for growth.

This is not theory, it is my actual SOP (standard operating procedure) based
on proven methods and real-world success. I have been open a little under a
decade now and I am sharing proven methods and real-world experiences.

If you want to control your future, set your own schedule and make your city
a cleaner, better place, you are in the right spot.

Chapter 2: Understanding the
Litter Control Business

What is a Litter Control Service
Business?

A litter control service is an essential maintenance solution for commercial
properties, retail centers, apartment complexes, and public spaces.

Our job is to be the unseen power that keeps grounds, parking lots,
walkways, entryways, and even alleyways clean and inviting every day.
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Types of Clients You Can Serve

Property Management Companies:

Litter pickup at office parks, shopping centers, strip malls, commercial
buildings, apartment complexes, etc. Especially the shopping centers,
they need recurring, reliable litter control because they host several
businesses on one site, generating unique trash problems for the
whole complex.

Retail Chains & Local Businesses:

Storefronts and parking lots with heavy foot-traffic need to be cleaned.
Litter can impact customer impressions and cause dangerous slips,
trips, and falls. Litter control assists in avoiding potentially costly
legislation from disgruntled patrons.

Banks & Financial Institutions:
Reputation is everything banks, so the grounds must stay immaculate.

Restaurants & Food Service:

Outdoor trash, wrappers, and food waste accumulate fast. If these
locations are in a shopping center, they can be responsible for most
the trash blown around. It is usually from not securing trash bags
properly, or just not caring about throwing trash all over the bin
enclosure. It will get out. It will need to be collected.

HOAs and Community Centers:

Shared areas, parks, and clubhouses all require upkeep. These groups
usually add this service to something like pet waste pickup, but they
may have need for independent litter control too.

Municipal/City Contracts:

Parks, sidewalks, transit stops, and downtown zones. Government
contracts are not easy to land, but I have created an automated
system (available in my Skool class) which checks these kinds of sites
daily for new postings relevant to litter control then sends you an
email when the project is public for bidders.
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REMINDER 1: Join me in my BRAND-NEW CLASS at the Litter Control
Business Network. Learn with other members of the litter pick up

community as I teach you how to maximize each step in this guide.

I give hands-on video guides, chats, Q&A sessions, YouTube
tutorials, and templates for every document/process I've ever
used. I want to make your litter control operation as successful as
mine. Click here to join. It is only $7.99 per month for the first 3

months!
The earlier you join, the more exclusive the sessions are!

Scroll to the last page of the eBook for complete details, or ya know,
read the whole thing first to understand why the last 2 pages are so

important!

What Services Do You Provide?

« Parking Lot & Grounds Litter Pickup:
Regular sweeps to remove trash, plastic cups, wrappers, straws,
cigarette butts, glass bottles, fast-food bags, discarded clothing,
cardboard, and other debris.

« Day Porter Service:
On-site, during business hours litter patrols, emptying cans, spot
cleaning problem areas, sweeping down entryways. This is not
different than the above section, but some people refer to this service
as day portering.

« Walkway & Entryway Cleaning:
Removing debris, small humber of leaves, sand, or seasonal mess to
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keep entrances sharp. We are not landscapers and do not have the
tools to clean organic material. We can get some things like leaves,
but only incidentally while we are sweeping up litter.

« Alley and Special Zone Cleaning:
You can clean tougher environments like back alleys, dumpster
enclosures, fence lines. If you are in a city, alleys are messy as hell,
but the service area is comparatively tiny, and you can charge more
for a smaller cleaning area.

« Add-ons:
Graffiti reporting, minor property checks, pet waste pickup (if desired).

There are tons of extra services one can provide. My Litter Control
Business Network will be hosting other professionals from adjacent
industries to give their insights on what worked for them, and how

they expanded.

What Makes Your Litter Control Business
Profitable?

« Recurring Contracts:
Most clients pay monthly for ongoing service, and you want that. It
provides stable cash flow and predictable revenue. Your clients want to
find a single company and stick with them. Providing a stellar litter
control service is step 1, but answering emails, phone calls, texts, and
contact forms right away will put you ahead of 99% of other
contractors.

« Low Startup & Operating Costs:
Minimal gear, low labor, and virtually no inventory or technical
requirements. Litter control is a high margin industry. You just don't
have a ton of overhead and operating costs don’t skyrocket.
Depending on how much you want to drive, fuel isn't as large a cost
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(percentage wise) compared to the massive revenue and hourly rate a
litter control service business provides.

Little Competition:

There are few “"name brand” national players, having local trust is a
huge advantage. I'm sure we all have heard of that giant litter control
compa...oh wait, there are none.

High Retention:

If you show up and deliver a solid service every time, most clients will
stay for years. I've had clients for over 8 years, and they show no sign
of leaving. If you show up to the work site according to the contract,
provide the service, and answer your emails, phone, and texts - they
will not jump ship.

Scalability:

It's easy to add more accounts or workers as you grow. You can reach
the limit of your own labor quickly...and profitably, but you may want
to hire.

The Mindset of a Professional Litter
Control Worker

Reliability:

Showing up every scheduled day, rain or shine, is 90% of success.
Okay, obviously lightning and hardcore rain cannot be worked in, nor
can deep snow, but just about every other condition is still workable.

Attention to Detail:

Clients notice when litter is not picked, and you were supposed to be
on site. Some clients get very nitpicky. They are exactly the kind of
people you've experienced before, so make sure they understand that
litter control absolutely is valuable for their company, but we are not
on site 40 hours a week. Litter will accumulate the moment you are off
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the property. That is why we schedule multiple service days per week
and month.

Professionalism:

Uniforms, branded gear, and a friendly approach set you apart from
other local dudes with just a broom and flannel. They do. Branded
gear signals to the client that you care about image and want to grow
your business. That’s a sign you will be committed to the job.

Responsiveness:

Fast replies to issues, custom requests, and proactive communication
make you indispensable. This is very important. DO NOT wait more
than 3 hours to contact a client back. You will have the time and ability
to answer all questions. It is what will set you apart from the
competition. Always respond quickly.

Key Takeaways

Litter control can be a powerful business when you are cleaning up
with consistency, reliability, and being the unseen asset to every
property you serve. You will never lose a contract if you show up every
service date.

The demand is evergreen: if people gather, eat, shop, or drive, litter
will accumulate. It never ends.

Your success depends on your ability to build trust, show up, and
deliver the “invisible” value property owners crave. Your results speak
for themselves, you will not likely be seen or heard by paying clients,
and that’s exactly what they want.

Here is one of my current infographics I use for bid packages, social media,
and my website. Creating marketing assets to be repurposed across multiple
social media channels, in blogs, and on your website, can save you time,

while creating brand consistency. In my Litter Control Business Network,

I will show you how to create infographics, company mascots, social media
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videos (TikTok, YouTube, Instagram Reels, Facebook) and text posts you

can use for all your marketing channels.
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WHAT CLEAN SQUAD DOES FOR YOU

OUR SERVICES

ﬂ Parking Lot Litter Pick Quick, thorough removal of
trash and debris from your

property’s lots.

58 Day Porter Routine walk-throughs to
keep high-traffic areas
spotless all day.

Grounds/Walkway Entryways, sidewalks, and

Cleanup green spaces always clean
and welcoming.

11| Alley Cleaning

We tackle the toughest spots-
including downtown alleys
and dumpster enclosures.

WHY CLEAN SQUAD?

@ Locally Owned & Insured @ Blue-collar team,
white-glove results

SEE OUR WORK:
Before/After transformation photos

WHERE WE WORK o

Denver | Englewood | Littleton | Centennial | La ewood

GET YOUR FREE QUOTE TODAY! | 970-541-1385
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Legal & Administrative Setup

1. Choose Your Business Structure

o Sole Proprietorship (fastest but limited legal protection) Okay for a
small amount of time, but you should upgrade to an LLC.

« LLC (recommended for liability protection and credibility.) This is what
I recommend for an individual, but if you're already set up and
experienced, an S-Corp may have more advantages.

e S-Corp (for larger ops; consult an accountant if scaling quickly)
2. Register Your Business Name

o Pick a memorable, easy-to-spell name (e.g., Clean Squad, Boise Litter
Control,) DO NOT use a cheesy name, or a weird pun, or goofy play
on words. If you are exploring pet waste services - DO NOT include
the word “poop” and don't use poop imagery (like emojis) to advertise.
It is childish and I've had clients say they chose us because of our
professional name and demeanor, and didn't want to write checks with
someone who uses figuratively uses shit for a mascot.

o Check state/local availability on your state’s official website.
o Register your “doing business as” (DBA) if needed.
3. Get Your EIN & Open a Business Bank Account
o Apply for a free EIN at irs.gov. You will need it for tax purposes.
o Open a separate checking account for all business transactions.
4. Licenses, Permits, and Insurance
o Get your local business licenses for city/county clerk, etc.

o Purchase General liability insurance. $1M-$2M coverage standard is
expected and costs like $30-$40 per month.

o Also get Worker’s compensation if you have employees or
subcontractors.

11
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Do you need bonding? No, it’s optional, but builds trust for large/chain
clients. I've never been asked for it.

We will go over in greater detail how to set all this up and my process makes

it so you can just follow along in my Litter Control Business Network.

These tasks can seem daunting, but they are just a little paperwork and

signing up for things. It can be scheduled, and you won't have a problem if

you follow my guidelines and ask questions if you get stuck.

Gear & Supplies: "Starter Kit”

Essentials:

Broom(s): Push broom, lobby broom (reliable brand, commercial
grade) preferably with strong plastic bristles for outdoor sweeping.

Rake: A small rake as long as a lobby broom. Most trash isn’t just
sitting up and requires the strength of the rake versus the broom. You
carry both.

Litter Licker large trash collector — DO NOT use those little claw
things, or a plastic tub dustpan. The Litter Licker product will literally
save hours and hours of effort. I've used this company for 9 years and
they are stellar. I am not an affiliate and make no money off them -
this is just the best tool for the job by far.

Dustpan(s): An angled, deep collection dustpan can work, but sucks
compared to the Litter Licker.

Large trash bags (33-55 gal. for lots, 13 gal. for cans)

Gloves: You go through several disposable work gloves during the
year. I like neon yellow gloves for increased visibility. Bulk packs are
cheap on sites like Amazon.

12
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Safety vest: This must be worn while walking every account. Yellow,
reflective, noticeable. No matter what. They are cheap, so buy a few.

5-gallon bucket or rolling trash can - I don’t use these, but I've
seen other people do it. It is comparatively a slow way of picking up
trash. Use the Litter Licker, lobby broom and small rake combo.

Backpack blower (optional for leaves/debris but check noise
ordinances.) I've had some clients I've done this for, but I would
suggest an electric handheld one, and any work above that is in the
landscaping crew’s realm.

Headlamp or flashlight: Use a headlamp even if it is dusk or sunrise,
drivers in parking lots are not looking for you and you want as many
notifiers as possible. If you work in the dark (as I suggest) you will
need this to see trash reflecting in the dark.

Safety cones: Optional if you are risk of passing cars, but I've not
had a need in my accounts. I still have a couple in my work car just in
case.

Branded shirt/vest/hat for professional appearance - You
represent your business. Dress in your brand. T-shirts can be cheaply
produced on Vistaprint, as well as matching baseball caps or Boonie
hats. Your hat and shirt should match, and you should wear
professional laboring pants like Dickes. Don’t use dark colors for your
uniform. You will be walking in parking lots and dark areas; you want
to be seen and stand out.

Optional, but Professional:

Company-branded vehicle magnets/decals — I think one person
asked me about my company from these. I can't rule out people who
saw them while parked or next to me while driving, but no one called
and specified that’s why they were reaching out. Skip these until you
can afford a full vehicle wrap.

13
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« Phone mount for route navigation - Don't text and drive. That is
dumbass behavior, and you are representing a money-making entity
now, don’t give yourself a bad rep.

« Clipboards or mobile forms for service checklists - Not
something you will probably need, but can carry, so you look like both
a 1970’s football coach, and reliable contractor.

« First-aid kit — Always. Stock the kit with band aids, blood loss agents,
or any other gear you have in your standard kit. This can be unique,
so tailor it based on your medical needs. I don’t have allergies to bees,
but you can bet I would have an epi pen in mine if I did. Prepare for
your situation.

Startup Budget Example (Solo Operator, 2025)
Item Estimated Cost ($)

LLC Registration/Legal $50-$350

Insurance (annual) $400-$900

Gear & Supplies $250-$700

Website & Domain $50-$150

Branded Apparel $40-$150

Marketing (basic) $50-$200

Total Startup Range: $840-$2,450

Most operations can be launched under $1,500 if you start solo and scale up
gear as needed. I think you can do much less to start, but you will have to
register your business and spend money on the above items at some point
in the first few months of operation. Buy once, cry once when starting (even
a relatively) inexpensive business. Of course, you’ll need to replenish and

14
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update gear, but that’s ongoing expenses all successful business has, so
that’s a good thing.

Branding & Digital Presence

e Secure your domain name (e.g., cleanlitterfellows.com,
hobokenlittercontrol.com)

o Set up a basic website (Weebly, Squarespace, Shopify.) I like Weebly,
because I learned it when I started my costume store in 2011 and
have used it ever since. It is very easy to use for non-coders, which is
almost everyone reading this.

o Set up a Google My Business profile (crucial for local discovery.) Follow
the steps and create a profile, fill it with correct business info,

company pics and logos, and start getting reviews. I will cover in

depth how to do all of this in my Litter Control Business Network.

o Create a simple, recognizable logo and use crisp and clean brand
colors. A.L. interfaces make this easy now. Use ChatGPT, Claude,
Deepseek, or whoever else, and generate your initial marketing
materials on the cheap. It is basically free, or the cost of a monthly
account.

o This tech improves daily and leveraging it early will help you
against late adopter competition.

o This is something I will also be teaching in my class, so you can
leverage these powerful tools to act as your personal assistant,
mid-level marketer, customer service representative, sales
assistant, junior accountant, research associate, and public
relations rep.

o Set up a dedicated business email, it looks more legit than a Gmail or
Yahoo address. I've done this in the past, but Gmail is so known and
trusted today that I have never had a problem with using a

15
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@gmail.com account. It does make it look like you're a larger company
with your own address if you do, though. You can also create several
accounts like customerservice@cleaningcompany.com or
newaccountsetup@cleaningcompany.com to maintain that illusion.

Checklist to Launch

1.
2
3.
4
5.

6.
7.

Register your business & get insured

. Purchase gear & supplies

Set up bank account & invoicing (e.g., Stripe, QuickBooks)

. Build your website & Google profile

Order branded shirts, hats & hoodies
Prepare a basic bid and proposal templates

Start marketing & contacting leads

I'll walk you through each of these steps via video, live chats, live demos

and Q&A sessions during my classroom sessions (they are posted after if you

are not watching live.) All resources will be made available to members of

the Litter Control Business Network community.

Pro Tip:

Start with 1-3 small clients for proof-of-concept and testimonials.
Also, ask your friends and family who have worked with you in the
past to leave a review on Google. Try to get at least 5 to start.

Take before & after photos for your portfolio, Google My Business,
social media and website.

16
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Build your process and professionalism from day one—what feels
“small” now is your foundation for scaling later. Follow standard
operating procedures and recreate the exact same workflows and
contact process for every single account. Standardize as much as you
can and automate everything that is tedious or doesn’t generate
revenue.

Chapter 4: Operational Workflow

Daily & Weekly Routines

A. Before You Start

Review your schedule: Review the list of clients and service stops
for the day. Check your emails and answer them every hour, or have
all business emails pushed directly on your smartphone email app.

Prep your gear: Broom, dustpan, bags, vest, gloves, and any client-
specific supplies. These should always be in your work vehicle.

Check vehicle: Fuel, safety kit, and any required signage or decals,
but also check the tires and do a visual inspection of the vehicle
regularly.

B. On-Site Checklist

1. Arrival

o Park in a visible, safe location (never block client entryways and
never take the best parking spot.)

o Wear safety vests and branded apparel to each account. You
could also create a company ID card and wear a lanyard to add
some extra professionalism, but you don’t have to.

17
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Quick walk-around: Note any hazards or bulk items for client
notification. Let them know if any junk has been abandoned, if a
homeless person has left their stuff in the area, or any other
abnormalities at the work site. This fosters goodwill and trust
with your clients.

2. Litter Pickup Routine

o

Start at property perimeter and work inward to prevent missing
corners. Every property is unique, so you will have some options

for how you walk it. T will livestream from my body mounted
camera, and show you exactly how I walk a small, medium, and

large-sized properties in my Litter Control Business Network.

Sweep curbs, fence lines, and landscape beds where hidden
debris is often missed. Check in the bushes and any building
fixtures that are within arm’s reach. Walk and evaluate the
entire parking lot, this area is easiest to see the litter strewn
about. Working early in the mornings or late nights means fewer
cars and it is easier to see litter on the ground. If you go during
peak business hours, there will be parked cars covering lots of
your litter picking service area. Clients will see that and won't
care about reasonable excuses like cars being parked, they want
it done before customers get there.

Clean all entryways, walkways, and visible corners by scanning
and walking to each area on the entire property. We contract to
pick up in all designated areas, not some.

Empty on-site trash cans (if included in contract.) This is why we
carry the large 55-gallon bags. Some clients have us do this
service. Offering free bags and building that into your initial
estimate is a smart way to charge more while offering something
for free. Every human wants a deal, including your clients. Use
modern psychology in your pricing structure and reap the
rewards.

18
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o Check alleys, dumpster areas, and high-litter zones. You have to
check the whole property, if you skip areas, trash will inevitably
gather, and your clients will be pissed.

3. Detail/Quality Control

o Double-check the main entrance and drive lanes. High visibility
= high priority.

o Use your headlamp for early morning/late night checks.
Headlamps are much better as you will be using both hands for
the cleaning job.

o Take a quick “after” photo for your records and proof of service.
This lets clients know you are servicing the area according to
contract. You may leave a spotless location, but 1 hour and 1 car
dumping their fast-food bags will make it look dirty again
quickly.

4. Report Issues

o Note graffiti, vandalism, or illegal dumping for your client. This is
not a charged service, just take a pic and email it to the client
and let them know the situation. They will be thankful, and you
will continue to build goodwill. You want them to like you. They
will offer more properties to work at, and you won't have to
market to get them. Word of mouth is the holy grail for acquiring
new business. It's free.

o Snap a photo and text or email to the property manager if you
find anything suspicious or out of place.

5. Wrap Up

o Load up collected litter/trash and put it into the onsite dumpster.
Most accounts have their own dumpsters or trash enclosures.
You will need to periodically empty your Litter Licker into those
or have a 55-gallon bag to use and take off site to throw away at
your next client, or earliest available offloading location.

19
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o Double-check if you have all gear and make sure to pack all your
items as you will need them at the next job site. Do you have a
truck or vehicle with a hitch hauler? Add a large plastic storage
bin to carry your work tools or they will have to go in the trunk
with plastic wrap for smaller vehicles.

o Record service time and any notes (paper log, Google Sheet, or
app.) You want to know how long each account takes and the
important details in case you hire other workers. This allows for
a quick start and full understanding of the property.

Weekly/Monthly Routines

Review and update route schedule for efficiency (group clients by
geography.) This can be done every quarter or half year depending on
how many clients you have. Use routing software, or Al tools to map
your drive when you have enough stops to justify it.

Restock supplies: trash bags, gloves, safety gear as needed. Use a
vendor or use Amazon, but make sure you have something ready to

order your supplies. I will have a spreadsheet available in my Litter
Control Business Network, which you can use as an editable

checklist for your business too.

Clean and maintain your gear for professional appearance and
function. Don't use tools covered in shit, and don’t wear clothes
covered in it either. You are a professional. You want to look like the
Orkin-man or Mr. Clean from the TV commercials. You do dirty work,
but you look professional. You don't always need white bleach, but you
get the drift. Dress nice and look respectable (but wear work clothes,
and don't go for a 3-piece suit or whatever.)

At the beginning or end of each month, submit invoices and check
automated systems to make sure everything is firing on all cylinders.
The earlier you invoice, the earlier the client may pay. You want

20
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checks, or billing portal transfers, rolling in consistently. Most clients
process the payment within a couple of days of getting the invoice and
pay well before the month end.

o Follow up with clients for feedback or upselling opportunities.

Team Structure (if Scaling)

« Start solo: The owner-operator model is most profitable at the outset.
You won't be overworked if you bring in $100,000 in annual revenue
($8,333.33 per month) working Monday through Friday.

o If your average account is billed at $319.00 (my company’s
average) you only need 27 service accounts to hit that 100k in
revenue.

o This isn’t 27 different clients, just 27 different properties to work
at. Many of your contracts will have 3-5 locations to service,
which makes getting to 27 total locations even easier.

o Just this week (June 18, 2025) without any marketing,
advertising or running a growth plan, a person reached out to
me to bid 13 properties on the metro.

o They found me online, and because of great search engine
optimization, I show up on the most important keywords — which
is also something I will go into much greater detail in my Litter

Control Business Network.

« As you grow:

o Train team members on your exact routines, uniform standards,
and customer interaction scripts. They can replicate you exactly.
It is not a complex job; it is a necessary one though.

o Use a simple checklist for each job (printed or digital) but I
prefer a combination. I use handwritten lists for assignments

21
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that come in unexpectedly and digital calendars for the regular
work items.

o Consider “lead” team members to check others’ work for quality
if you are at that stage. You will likely be alone, then hiring one
or two workers, and if you are successful, you will need team
leaders and managers. Until that point, you are the quality
assurance agent and need to check in on your employees to
ensure they are working. iPhone and Droid apps have lots of
clock-in and GPS software, so it’s not hard to confirm employee’s
location and route record.

Customer Service & Communication

o Confirm new service dates/times by text or email before first job. Ask
them if they wanted check-ins or pics of the job sent. Most won't. Just
do good work and they won’t micromanage you.

o Proactively notify clients of weather delays, holidays, or special
situations. Most are flexible, just send an email. You can get sick,
travel and have life come up too, just let them know how you will
cover the miss, or cut the bill by the divisible amount of the
days/invoice.

o Encourage feedback after first month (How are we doing? Is there
anything else you need?) Feel free to check in as needed or ask for
feedback, and if they have none - ask for a positive review on Google
and your Facebook or LinkedIn business page.

o Always thank clients for referrals—word of mouth is gold in this
business. It is the single best thing you can get. If your client likes
you, they will suggest you to others in the industry and as your
reputation for quality grows, so will your client list.
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Quality Control: What Sets You Apart

Consistency: Every visit, every detail, every time. You are like the
mail carrier. You are there to deliver. So, deliver. Don’t be a lazy ass
and don’t make excuses. Just get to the account, work it, and head to
the next. Your day will not be 8 hours if you properly execute your
schedule and go to each contracted visit.

Accountability: If you ever miss something, own it and make it right
immediately. Mistakes are going to happen, and you will do something
you consider a little stupid. Let your client know you messed up and
how you are going to fix it. If you can't, it is still your fault and be
honest quickly and apologize for your fault. If they are really mad,
offer a discount on the next invoice to see if that helps...but that costs
you.

Transparency: Clear communication builds trust and long-term
contracts. Always answer the phone or call back if you can’t right
away. Encourage text messaging, and answer emails as fast as you
can. Clients love when you are proactive. Remember, most frequently
deal with shit vendors, you can be a breath of fresh air.

Tools & Apps for Workflow Efficiency

Google Calendar: Schedule routes and reminders. Free and easy to
use. Start here.

Google Sheets/Forms: Track jobs, billing, and client info. Also, it is
free and easy to use. Google apps can be set to automate with Google
Scripts or built in a workflow via automation like N8N.io.

Invoice Apps: Stripe or QuickBooks for billing work. Stripe and QB
are easy enough to use, and I will have a guide in my classroom on

how to establish, operate, and use the accounts to their fullest

features. That goes for any of the tech stack I mention in this
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document. I will show you how to get them working to their fullest
ability.
« Photo Log: Google Photos/Drive folder for before/after pics. You can

sync your accounts to upload business photos for your social networks,
Google My Business account, or future marketing purposes.

Pro Tip: Create a branded checklist or simple job card for each property —

makes it easy for you (and any staff) to standardize quality and it help
clients see your professionalism. Image matters.

You can stand out as the real professional in an industry that, while
employing hard-working, blue-collar pros, can oftentimes have the
appearance of being disheveled or unprofessional.

REMINDER 2: Join me in my BRAND-NEW CLASS at the Litter Control
Business Network. Learn with other members of the litter pick up

community as I teach you how to maximize each step in this guide.

I give hands-on video guides, chats, Q&A sessions, YouTube
tutorials, and templates for every document/process I've ever
used. I want to make your litter control operation as successful as
mine. Click here to join. It is only $7.99 per month for the first 3

months!

The earlier you join, the more exclusive the sessions are!
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Scroll to the last page of the eBook for complete details, or ya know,
read the whole thing first to understand why the last 2 pages are so

important!

Chapter 5: Pricing & Packaging
Your Services

A. Understanding Your Costs

Before setting prices, know your:

o Direct Costs: Labor (your time or employees), fuel/transportation,
supplies (bags, gloves, etc.), insurance

« Overhead: Website, phone, marketing, uniforms, equipment upkeep

Calculate a "minimum profitable price” by adding up costs per service route,
then adding your desired hourly wage or profit.

My class will have downloadable, editable, and ready to use templates for
models like this. You will be able to download them and replace the
names/services with your business information, then deploy them as
needed.

B. Typical Pricing Models

1. Flat Monthly Rate (Most Common)

o Most clients (property managers, retail, HOAs) prefer a predictable
monthly bill.

« Example:
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o 1 visit per week: $179 to $249/month (small lot or property)
o 2 visits per week: $299 to $399/month (medium property)

o 3+ visits per week: $399 to $499/month (large or multiple
properties)

o 5+ visits per week: $499+ (this will depend greatly on workload
and size of the service area.

Pricing varies by region, property size, and local competition.

2. Per-Visit or A La Carte Pricing

Useful for one-time cleanups, “"make-ready” jobs, or small businesses.

Example: $99 to whatever/visit (depending on size and scope) I
would just never work for anything less than $99, or you're wasting
time. One time jobs kind of suck, but you can take them while you
grow. This business works best with corporate contracts from
organizations with money.

3. Custom or Tiered Packages

Offer bundled services for bigger clients or those needing day porter +
litter pick + special zones. I don't really use this model, but it is
something you can do if it fits your situation.

Tiered package sample:
o Basic: Litter pickup, curb sweep
o Standard: Basic + entryway cleaning, can emptying

o Premium: Standard + alley cleaning, problem spot patrol,
monthly feedback report

If you must be on site for more than 60 minutes, you need to consider
that. Ideally, we work accounts we can finish in 5, 10, 15, or 20
minutes. You can get to half an hour, but the longer you are on site,
the less you are making. We don’t charge per hour; it's a fixed rate.
You don't get overtime if you go slow or underbid the project. The
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adage is true, time is money. Work quickly and efficiently. Smarter not
harder. You know the drill.

C. What Affects Your Price?

« Property size: More ground = more time = higher rate
« Service frequency: Discounts for multiple visits/week
« Complexity: Dumpster areas, alleys, and high-litter zones cost more

o Client type: Large chains/HOAs may expect lower rates per property
in exchange for volume

PRICE HIGH AND JUSTIFY! This is why being the best at customer
service and the most responsive on the phone/email/social media matters.
Anyone can pick up litter.

You'll separate yourself from the pack because you will work at the best
hours (early AM, late PM,) you will use the best tools (Litter Licker, etc.),
you will communicate the best by answering all customer inquiries as fast as
possible, and you’ll be accountable to everyone of your clients, so they will
like you and keep hiring you.

D. How to Present Pricing

Always list:

o Clear service frequency (2x/week, every Tuesday & Friday before
8am”)

« What's included (“litter pick, curb sweep, entryways, can emptying”)
« What’s not ("no junk hauling, no hazardous waste”)

« Monthly flat rate, due in advance or by the 1st of each month
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o Cancellation policy (e.g., 30-day notice)

E. Sample Pricing Table (for Bids &
Website)

Service Days/Week Visits/Month Monthly Rate

1 4 $189
2 8 $299
3 12 $399
5 20 $600+

Adjust for your market and costs! Always charge enough to cover all
expenses and leave a profit margin.

I have sample contracts, service agreements, and bid packets which will be
available to download from my L community group. Save yourself the

headache and time by downloading already tried and tested work documents
and procedures.
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E.
SAMPLE PRICING TABLE

SERVICE VISITS/  MONTHLY

DAYS/WEEK  MONTH RATE
1 4 $189
2 8 $299
3 12 $399
5 20 $600+

Adjust for your market and costs
Always charge enough to cover
all expenses and leave a
profit margin.
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F. Tips for Closing the Sale

Offer a discount for multi-property or proximity contracts. If the
customers’ second location is across the street, build a discount into
that bid for both locations. You saved on driving, and it will reflect
positively with the client that you're willing to be flexible and
reasonable.

Give a “satisfaction guarantee” in writing, but be careful, some people
are impossible to please and will try to abuse such a statement.

Explain the impact of clean grounds: Better first impressions, safer
property, less complaints from tenants/customers, fewer rats,
cockroaches and pests, less potential for lawsuits (slips, trips, and falls
on discarded litter.)

Offer a first-week trial rate or a discounted monthly rate if you really
want to land the client.

o If they are huge and you think they’ll lead to more business, try
to close them and consider the lesser profit a marketing
investment.

o You will have to decide how low you go. I like to price at a higher
rate than typical market price and offer superb communication
and immaculate service as my unique selling proposition.

o Companies pay for convenience; a cheaper monthly bill is not
worth an unresponsive litter control vendor.

G. Upsells & Value Adds

Add on: Dumpster enclosure power washing cleaning, graffiti removal,
or pet waste pick up are good places to start.
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o You need to have the equipment and skills, but I know other
entrepreneurs who have started companies selling those
services, and they did very well.

o I will be hosting other entrepreneurs like that in my classroom to
help community members expand into those areas if they are fit.

o I used to do pet waste control and made bank. It is harder than
litter control and you must deal with HOAs, but everyone needs
this service. You can get HOA communities or residential
accounts. The pay is great, and work is easy to perform.

Seasonal services: Leaf removal, snow clearing (walkways) is not in
our scope of service, but I have a friend who does very well with these
offerings, so if you have the equipment, it's something you may offer.

Emergency cleanup (storm, vandalism, events) at a premium rate. I
haven't gotten this kind of client, but if you scale a large team, these
and things like crime scene cleanup, meth house cleanup, and other
more dangerous, way higher value, cleaning opportunities will be
available for you. That’s a little bit beyond this business plan though.

H. Know When to Walk Away

Never price below your costs just to win a bid. This is dumb and you
just lose money.

You are a business. You make money. Your pride, or whatever you
feel, is irrelevant. Get a different client and move on from dead-ends
right away.

You simply will not get every job you bid for, so don’t be discouraged
when that inevitably happens. Keep bidding on as many projects as
possible and your workload will fill quickly.

Bad or high-maintenance clients rarely become profitable—use your
“premium” pricing for extra headaches or politely decline.
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Pro Tip:
Always present pricing confidently and professionally. The best clients value

RELIABILITY and RESULTS over “the lowest bid.” If they are

looking for the cheapest service company, they can expect the cheapest
results.

Chapter 6: Getting Your First
Clients

A. Building Your Target List

Start by identifying your “best fit” local prospects:

« Property management companies (search Google, LoopNet,
LinkedIn.)

o Use A.l. to research and list all property management companies
in your service area.

o You can email these companies, reach out on social, or go
old(er) Network and do direct mail.

o My first advertising campaign in 2017 utilized direct mail. I spent
$750 producing and email 5x8 service postcards to 250 property
management companies in the metro and I signed up $40,000+
in annual service contracts from that.

o Direct Mail still works for the right service and can get you a
great ROI. I will teach this online as well. Traditional media is
dated, but lots of your clients still use it, so don’t write it off.
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Apartment complexes and HOAs (look for visible, high-traffic
properties.) Use A.lL. to research all the HOAs in your service area, find
as many emails as you can, and hit them up directly with service
offers.

Strip malls, retail plazas, shopping centers are usually operated
by property management companies, so you will want to have as
many of these locations as possible. They spread the invoice expense
across each tenant, so they will put up with higher overall costs since
they are shared.

Banks, restaurants, fast-food chains (sites with a lot of foot traffic)
are great. Try and land a corporate account like a gas station chain,
supermarket chain, pizza chain, or whoever has 10-20 locations in
town. You will need to acquire a contact list for this and find someone
who is regional or national to make the decision, but it could be very
lucrative to land a large corporate account.

Medical office buildings, business parks are places that get a lot of
wind-blown litter on to their campus. They usually need service in the
back areas by truck bays or corners where litter and trash have
congregated or become stuck.

**You can also just look around town. You see litter all the time. It is very
visible. Walk into businesses with lots of visible trash and a clear litter
problem and drop off a stylized infographic about your services and your
business card. You don't have to pitch, close, or talk for a long time with a
manager (or even one at all.) Just say you were driving by, noticed the
problem, and are looking for new clients to help. Drop off the two items in a
white folder and follow up with an email in a couple of days if you haven't
heard back. I've signed up several businesses this way. It works.

Pro Tip:
Walk or drive your area early in the morning and take note of which
properties need your service most!
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B. Creating Your Pitch

Key elements:

« Who you are (local, insured, reliable, easy to work with, dependable,
etc.) All the stuff mentioned above is our sales pitch. The reason to
hire us is simple: you have litter, we will control it. This is not software
sales, your potential clients will be well-aware of their litter problem
and are probably hoping a solution like yours will just come about.
Well, it can, just reach out.

« What you do: We keep parking lots, grounds, and entryways
spotless. No more windblown trash, no more litter headaches.

« The outcome: A cleaner property, better first impressions, happier
tenants and happier customers.”

« Simple call to action: "Would you like a me to email some service
options for you to review?”

C. Direct Outreach Methods

1. Cold Email:

o Look up the property manager or business owner’s email. Have
A.l. assist you in finding as many relevant emails as possible.

o Send a concise, friendly email (sample below).
2. Walk-In/Leave-Behind:

o Visit in person, leave a business card or one-page flyer/bid
packet. The infographics go very well with business owners 35+
and taking the time to print something expresses a willingness to
work.

3. Cold Call:

34




CLEAN
SQUAD

s

o Brief, direct: "Do you handle maintenance for [property]? We
offer litter control and grounds cleaning, your site is on our
route, and we are adding new clients, would you like me to drop
you a quick service quote.”

4. LinkedIn Connect:

o Connect with local property managers, facility directors, or HOA
board members. Download a Google Chrome extension that
helps you find “hidden” emails on LinkedIn. There are several.

o Message with a friendly, no-pitch intro: “If you ever need help
keeping your properties spotless, I'm happy to assist. I've been
doing litter control in the area for years and can help if you need
someone for regular clean ups.”

D. Sample Email Script

Subject: Litter question at [Property Name]
Hi [Name],

I'm [Your Name], owner of Clean Squad. I noticed some litter in the parking
lot while driving the other day. We help Austin businesses stay spotless with
fast, reliable litter pickup across your property and grounds.

I can walk through the area and get you some service options to review if
you'd like or let me know when you're free for a call. I'm local, fully insured,
and happy to provide references.

Best,
[Your Name]
[Phone & Website]

E. Leverage Your Network
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o Let friends, family, and acquaintances know what you do. They may
have some people who could use your service.

o Post on local Facebook/Nextdoor groups (with permission.) Locating
community groups on FB or Nextdoor can really supercharge your
client acquisition. Free posting is all well and good, but it takes time
and there is no guarantee of visibility. You should sponsor posts on
both sites, so you can stay at the top of page and start driving visitors
to your website.

o Ask satisfied clients for referrals (offer a free week for every successful
intro, discounted invoice, etc.) Get reviews on Google and Facebook.
Avoid sites like BBB and Yelp, or Yellow Pages, etc. Always respond to
positive or negative reviews with a thank you or an explanation of
service. Some jackasses write negatively and if it is false, you deserve
to defend against their accusations.

F. Showcase Results

o Take before/after photos (with client permission).
o Post results on your website, Google My Business, and social media.

e Share short testimonials or Google review screenshots. Brag about
your service. If people like it, let other people know. Word of mouth is
the pinnacle for driving new business acquisition. You work well, and
people will talk. Get them talking. Showcase their testimonial on your
social media channels and website.

G. Handle the First Contact Professionally

o Respond quickly and courteously.

o Offer to visit the site for a walkthrough/quote—this sets you apart
from “invisible” national competitors. I do this with every client. In my
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Skool class, I will show previous customer interactions via email and
how I answered questions, asked the right questions, and showed
professionalism which led to new account signups.

Play it cool. Never seem like you're desperate for their business. When
I am approached for new business (incoming email, contact form or
phone call,) I say something like “...I bet we have room on the
schedule for that, let me check...ah, yeah, we can fit your accounts on
our route — what are the addresses and what are you thinking for
service days per week? I can visit the locations, put together some
service quotes, email them over and see if we're a match.”

Bring a branded bid packet, wear a Clean Squad shirt/vest, and show
up on time.

o If you look at my website on the About Us page, you can see my
Clean Squad button down shirt. It's just an Old Navy button
down with my high-res graphic stitched onto the left breast side.

o It was done by a local sewing business and cost something like
$8.00 for the shirt and $12.00 to stitch on the shirt. It looks
great too!

o If you need to meet clients before you bid on the project, wear
nice boots, a matching belt, a tucked button-down shirt (with
your logo) and khaki chino pants. Look professional and other
pros will welcome you with open arms.

H. Always Follow Up

If you haven't heard back in a few days, send a brief follow-up email
or call.

Keep it light and non-pushy: “Just checking in! Did you have any
questions about our bid package.”
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Pro Tip:
Persistence beats perfection. Most clients need at least 2-3 touches before

they reply, don’t give up! **Don’t be an annoying bastard either. People
hate that.

Chapter 7: Marketing Your
Business

A. The Digital Foundation

1. Google My Business (GMB)

o Set up your free listing at business.google.com

o Add photos (logo, before/after shots, your mascot**!), service
descriptions, and your actual service area.

o Ask every client for a Google review ("It helps a ton, thank you!”) This
process can be automated in a CRM like HubSpot using Google or
something like N8N, Make, etc.

o Blog to create relevant content which will help your SEO on Google.
This will be something to discuss in depth, but creating content really
helps drive website traffic. If your blog gets picked up anywhere and
you get a lot of visitors, your local rank on Google will explode. The
best thing to be is #1 on Google for people searching for business
services. Although, A.I. services could overthrow this in the future,
which is why you should always stay on top of latest trends in
technology.

2. Your website

o Clear home page headline: “"Denver’s Most Reliable Litter Control
Service” is what I am running right now, but I jump around and test
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other slogans. My favorite is "We Control Litter. Litter Does. Not.
Control. Us!” Imagine it being spoken louder with each word until you
slam your fist on the table with the word “us.” If it isn’t clear, that is
not a good idea to scream your slogan at potential clients, but it is fun
to come up with them. Find one you like and put it on all your
marketing.

e Contact form, phone number, and “"Request a Quote” button on every
page. Easily visible. My website layout will be available to emulate and

if you join my Litter Control Business Network, we also have HTML
code snippets and other useful features to share.

o Service area and before/after photos. Add a map function and list
which cities, towns, counties, etc. you serve.

o List “fully insured,” “locally owned,” and any other trust builders on
each relevant page.

. Social Media Profiles

o Facebook, Instagram, and LinkedIn at minimum, but consider TikTok,
YouTube, X, Snapchat, or any other social media site that could have
potential clients.

o Use your branded graphics (logo, mascot, banner images) on each
page and keep it consistent across platforms.

o Post before/after photos, client testimonials, and “"meet the
owner/team” content.

o Use A.I. to create text, vid, blog and informational posts to your
socials, and automate the process so you are consistently posting and
updating all visible online channels.

« Share infographics and other created media on social media channels
in your network. Share all over. All website visits and traffic help
increase your organic page rank.
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**Example of my company mascot below. You can make whatever
you want - an animal, CGI person, cartoon bear, etc. or skip having
a mascot. I maintain it gives clients the appearance of larger
marketing division, which they associate with more clients, which
they associate with happy customers, which they associate with
inherent trust and good business practices **
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B. Easy, Effective Offline Marketing

« Branded shirts, hats, and hoodies.

« Branded vehicle decals? If you can afford a cool wrap, if not, no one
cares which vehicle the outside cleaner drives. They care more about
how you look and most importantly, the quality of your service.

o Leave-behind flyers (printed infographics) or postcards: Drop at local
businesses, property managers, realtors, and HOAs, but consider
where you are before you do. Don't give people garbage or annoy
them with over-enthusiasm though.

o Sponsor a small local event or sports team: It builds community
goodwill and gets your name out.

o

o

If you have young kids, maybe inexpensive sponsorship like tee-
ball or micro soccer.

Adult sponsorships could be for softball, bowling, darts or other
sports where the competitors are casually using alcohol. I don’t
know if we are at the level of large sponsorships for this industry
yet lol.

« Network with other service providers: Landscapers, snow
removal, or other janitorial pros. They can refer you, and vice versa
and create a nice business referral loop.

o

Ok. This is one of the main reasons I want to start my new

Litter Control Business Network,. If we can get a few

thousand people working together and sharing resources, we will

multiply our successes while avoiding pitfalls and failures.

Here is the best part — every day we can visit and interact
together on each other’s websites, social media channels, and

blogs. We will like, share, subscribe and repost on each other’s
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respective social media channels and websites. This shows the
Google algorithm that we can bring visitors to our website, and
they will rank us higher organically for local search terms

regarding litter control.

Local businesses like ours do not generate a ton of online traffic,
even getting a few hundred or 1,000 visitors over a month would

be comparatively huge to competition’s web traffic.

We want to index well with Google’s search algorithms, so they
list our websites first on the important keywords surrounding

litter pick up + your local market.

There will be fun competitions and raffles where the winner will
get the whole group to visit their website, repost their socials,
and comment on their blog all in the same day. It is a traffic
bomb and other cleaning services like this are not close to

considering this unique approach to growing on Google locally.

C. Simple, Repeatable Online Tactics

1. Local Business Directories

List your service on Angi, Thumbtack, Nextdoor but do it more for the
link attempt than business acquisition. We are going for corporate
clients, and that’s more residential in nature. If you are doing pet
waste pickup, these sites could be very advantageous.

Use identical name, address, phone on every listing for better SEO.

2. Post Results Regularly
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Post your best before/after photos weekly on Facebook/Instagram and
anywhere you maintain an online presence.

Share tips like "How to keep your property litter-free” or “The cost of a
dirty parking lot” on your blog or social posts.

3. Run a Monthly “Clean Property” Contest

Offer a free one-time service for the best client referral or tagged
social media post.

Make it a raffle where the winning company gets a free service day
demonstration or some service-based prize.

D. Referral & Review Systems

Offer an incentive (discount, free upgrade) for every successful client
referral.

Request reviews immediately after a successful month or project. Try
to get them while the positive interaction is fresh in the customer’s
mind.

Use a template for review requests (text/email with link) and make it
easy for customers to fill out the form or link to the correct site to
leave a review.

E. Partnerships & B2B Networking

You can join local business associations or Chamber of Commerce’s if
you'd like, but it is a lot more networking and time-consuming and is
something I suggest when you are already established.

Attending property manager luncheons, real estate mixers, or city
business events is never a bad idea, and if you can mix it up and find
even one client, it will be worth it.
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Network with local realtors, property managers, and vendors to create
a referral loop.

F. Ads—If You Want to Accelerate

Google Ads: Run a local campaign targeting “litter pickup Boston,”
“parking lot cleaning,” etc. Start small, optimize as you go. Pick one
geographic area to target where there are lots of businesses who could
use your service. You do not want to drive all over the metro to each
account. Try to get them as close as possible to start. Create
territories, so new hires can work close to home and won't have to
drive all over. Lots of driving is never a good thing.

Facebook/Instagram Ads: Target property managers, business owners,
or local realtors in your service area. Facebook has advanced targeting
algorithms, as does TikTok.

I will have a dedicated section in my Litter Control Business

Network with videos and text resources that show exactly how to set

up and manage a Facebook ads campaign.

G. Keep It Authentic

Show your work, not stock images. Use A.I. but don't try to pretend it
isn’t artificial.

Use your voice—blue collar, friendly, trustworthy. You are picking up
litter. People like people who do that. You have mail carrier and
garbage collector likeability. People want you to do this job. I regularly
get thanked by random citizens (non-clients) who praise me for doing
a job that pays well, is flexible and fun, but isn’t glamours, so they feel
compelled to thank me lol. I'm getting paid! It is nice to receive thanks
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for the services you provide, though. So, just humbly accept and
continue to clean.

« Show your mascot for memorability, but don’t lose the “pro” vibe when
you market. There is a reason huge companies like Geico have several
well know mascots (Gecko, Caveman, Flo) it is because they reach a
different massive, audience and everyone needs their product.
Everyone doesn’t need our product, and we are local. Don't overdo it,
but it is ok to test out mascots and see if they resonate with your
audience during your advertising campaigns.

Pro Tip:
Your website and GMB are your “always on” sales tools—keep them current,
respond to reviews, and use every photo and testimonial you collect!

REMINDER 3: Join me in my BRAND-NEW CLASS at the Litter Control
Business Network. Learn with other members of the litter pick up
community as I teach you how to maximize each step in this guide.

I give hands-on video guides, chats, Q&A sessions, YouTube
tutorials, and templates for every document/process I've ever
used. I want to make your litter control operation as successful as
mine. Click here to join. It is only $7.99 per month for the first 3
months!

The earlier you join, the more exclusive the sessions are!
Scroll to the last page of the eBook for complete details, or ya know,

read the whole thing first to understand why the last 2 pages are so
important!
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Chapter 8: Billing & Automation

A. Setting Up Your Billing System

1. Choose an Invoicing Platform
« Stripe is solid for recurring payments and website integration.

e QuickBooks is popular for small businesses, auto-invoices, and
bookkeeping.

e Square is good for mobile processing, but I've seen some online
reviews from unhappy customers regarding its service.

2. Create a Branded Invoice Template
e Include your logo and business info.

o List service dates, property address, and service level (e.g., 2x/week
litter pickup.)

e Clearly state payment terms e.g., Net 15 or Due on receipt.

» Add late fee terms (optional but sets expectations.)

B. Automate Invoicing

o Set up recurring invoices:
Schedule invoices to go out automatically each month for recurring
contracts. We will have several ways of achieving this for learning in

online community class.
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« Automate reminders:
Most invoicing software lets you schedule polite reminders at 7, 15,
and 30 days if payment isn’t received.

C. Accepting Payments

« Enable credit/debit card payments via Stripe, Square, or PayPal. I
would start with Stripe, but PayPal works, they just have strict rules
and have been known to withhold money arbitrarily.

o Offer ACH/bank transfer for larger commercial clients. Set up a system
for online checkout on your website for clients to pay each month. This

will also be taught in our online classroom.

o Optional: Enable Apple Pay/Google Pay for ultra-convenient mobile
payments or Venmo if your clients want to go that route. It really
depends on the decision maker and how they operate.

D. Track Payments & Follow Up

o Log all payments into your invoice software or a simple Google Sheet.

« If a client misses a payment, send a friendly email right away (Just a
reminder, your Clean Squad invoice for June is outstanding. Please let
us know if you have any questions!”)

« Keep notes on client payment habits—late payers may require stricter
terms or prepay in future.

E. Automating Client Communication
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« Use canned (templated) emails for new contract welcome, invoice
sent, and “thank you for payment” messages. These keep the client
engaged and are quite easy to automate.

o Consider setting up a simple mailing list for clients. Services like
Mailchimp, HubSpot, or Google Contacts to send service updates,
holiday schedule changes, or offers. Your best clients are the ones you
already have.

F. Going Paperless

e Save invoices and receipts digitally in cloud storage, Google Drive, or
within your billing platform.

« Email all invoices, contracts, and service reminders.

G. Pro Automation Tips

 n8n.io workflows:
o Auto-generate and send invoices at set intervals.

o When payment received (via Stripe/PayPal), trigger a “"payment
received” email to client.

o Auto-archive paid invoices to Google Drive.

o I will instruct a class on this subject since there are so many
ways to automate in 2025. This way is one of my favorites, but it
is novel and hard to learn on your own.

« HubSpot CRM:

o Use automated deal pipelines for prospects and closed/won
deals.

o Track every interaction, automate follow-ups.
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o HubSpot is the best CRM if you have not used one before. It
integrates and automates very well, and a good CRM is essential
to running your operation flawlessly. If you already use one, do
not switch.

Sample Automated Invoice Email
Subject: Clean Squad Monthly Service Invoice
Hi [Client Name],

Attached is your invoice for [Service Month] litter control service at
[Property Name].

Pay online via [payment link] or contact us with any questions. Thank you
for your business!

Best,
[Your Name]
Clean Squad

Pro Tip:
The less time you spend billing, chasing payments, or sending reminders,
the more time you have available to serve clients and grow your business.

Chapter 9: Scaling & Hiring

A. Knowing When to Scale

Signals you are ready:

You frequently have no availability or must decline work.
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You can cover your expenses, pay yourself, and have predictable
profit.

You want to grow—not just because you are “supposed to” but
because it makes the most logical sense for the business.

B. Hiring Your First Team Member

1. Decide on the Role

An assistant who helps you with your route, so each stop is faster, but
twice the labor, so you must find a sweet spot.

A solo crew member who manages their own route.

o

o

A 1099 subcontractor usually. They have their own vehicle, and
they operate independently. You give them the schedule, but

they are responsible for their work materials and transportation.

You can provide uniforms and branded items for them to wear

on the job site, though.

They get paid a percentage of the revenue from each job. We
will address the deep details in the Litter Control Business

Network Community.

2. Recruiting

Start with referrals: family, friends, or trusted contacts.

Post on Indeed, Craigslist, or local job boards. Get free posting credits

from Indeed or other job boards to save on listing costs.

Describe role clearly: Outdoor cleaning, part-time/full-time, early
mornings, diligence required, etc.
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Let the potential hires know that you use GPS to track and confirm
service stops, and hours worked, but it is opt-in and not used for non-
work reasons during non-work hours.

3. Legal Steps

Get general liability and worker’s compensation insurance.

Hiscox Insurance is who I have used for years. It is inexpensive
(relative to revenue) and very necessary if you have more than just
one worker.

If it is you as a solo operation, you will only need the general liability
insurance with $1,000,000 in coverage. It is around $30-$40 per
month.

Have a clear employment contract or offer letter stating the exact
specs of the job and expectations. I will have a downloadable resource
for this in my online classroom.

Set up payroll even if you use a payroll app like Gusto or Square
Payroll. You want to in-house and back up for tax purposes and
general organization.

C. Training & Onboarding

Teach the exact process: which areas are cleaned, how to dress, how
to interact with clients, everything. This job is easy to understand, but
the process needs to be trained right from the start.

Provide a checklist for each property (print or digital) and have your
contact information displayed for your worker to easily get a hold of
you in more than one way.

Emphasize safety, reliability, and customer service. You will lose the
account if you hire a jackass with zero people skills. Find the right
person.
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Pro Tip:
Go with your team on the first few jobs, model the "Clean Squad” standard
and do not rush onboarding.

D

Delegating Without Losing Quality

Use a daily log/checklist: Have every team member complete it at
each site and submit it by the end of the day/week.

Random quality checks—show up occasionally unannounced. Not to be
scary, just to make sure the work is completed as contracted.

Ask clients for feedback after the first month of a new team member.
See what the people who are paying think. They sign your checks, so
their opinion matters.

E. Adding More Clients & Territories

Group clients by location to minimize driving time. Build routes based
on logic and geographic placement. If you take clients all over your
metro, you will be driving more and you will resent it later.

Take on new areas only when your current routes run smoothly. Do
not accept a client thirty miles away from all your other ones.

Consider offering seasonal add-ons (leaf removal, snow shoveling,
minor graffiti removal) to maximize your revenue per client, but only
do this if you possess the skills and the equipment. Do not launch new
service lines until you have perfected your current one.

F. Upgrading Operations
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Invest in better vehicles, uniforms, and branded gear as you grow, but
only if it will lead to more growth. There is no need to overspend on a
brand-new truck if yours works fine.

Use scheduling and CRM tools (Google Calendar, HubSpot, etc.) for
dispatch and follow-ups.

Automate as much as possible: invoicing, reminders, photo logs, social
media, marketing, bookkeeping, etc. anything that can be automated,
should be.

Building a Reputation

Highlight your growing team on your website/socials.

Ask new hires to represent your brand well—attitude and appearance
matter. Make sure they are not in company gear looking like fools.

Continue collecting testimonials and photos as you expand. This should
never stop. Reviews and pics are something you can always justify
having more.

H. Avoiding Pitfalls

Do not grow too fast. More staff means more management and more
money to pay them. You need to grow for the sake of profit, not for
the sake of growth. Work is for money. Remember that. You are trying
to make money.

Do not lower your quality standards to win more jobs. You will end up
with poor pay and clients who take advantage of your situation.

Always keep enough cash on hand for payroll and emergencies. You do
not get to stiff your vendors, workers, or clients. Manage your finances
or you will not make it.
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Pro Tip:

Scaling is about multiplying what works, not just getting bigger for the sake
of it. Protect your reputation, take care of your crew, and grow at a logical
pace.

Chapter 10: Resources &
Templates

A. Sample Client Bid/Proposal Template

s
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Litter Control & Grounds Cleaning Proposal
PREPARED for [Client Name / Property]: by Clean Squad - Denver’s Most Reliable Litter
Control Team

Why Choose Clean Squad?

Locally owned, fully insured, and trusted by Denver property managers and
business owners. Our trained team uses the right tools to keep your property
CLEAN, safe, and welcoming for employees, customers, and tenants.

June 18, 2025
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SCOPE OF WORK & JOB REQUIREMENTS

Our Service Includes:

Litter, trash, and debris removal from parking lots, walkways, entryways,
dumpster enclosures, and property grounds.

Specific Exclusions for the Project:

Clean Squad does not junk haul and cannot remove large items from your
property. We remove what a single team member can safely lift.

Clean Squad cannot carry large items (couches, refrigerators, etc.) on the
property if they are abandoned on site. We will remove items that do not
exceed reasonable weight limits.

Implementation Plan:

Service will be performed 1x, 2x or 3x per week.

Pricing Options for:

Service Days Cost Note

1 Service Day Per Week $ Recurring monthly, 30-day
(4 total days per month) cancellation notice.

2 Service Days Per Week $ Recurring monthly, 30-day
(8 total days per month) cancellation notice.

3 Service Days Per Week $ Recurring monthly, 30-day
(12 total days per month) cancellation notice.

Our Promise:
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Clean Squad stands by our service. If you are not satisfied, we will make it
right.

Fully insured for peace of mind.

We are happy to answer any additional questions you have, please
contact:

Brian Peterson

Owner

970-541-1385
cleansquadsf@gmail.com
https://www.cleansquadsf.com

B. Invoice Template (Ready for Word,
Excel, or Google Sheets)

Property Service Amount

Date Client Address Provided Due

Due Date

Acme Realty 123 Main St, 8x lot cleanings,

06/18/2
6/18/ 5Group Denver June

$280.00 07/01/25

C. Service Checklist/ Job Card

Clean Squad Litter Service: Daily Job Card
o Arrive on time, park safely

o« Wear branded vest/apparel
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« Sweep lot perimeter, entryways, walkways, or designated area
« Empty on-site trash cans (if included)

o Check alleyways and dumpster enclosures

« Note/report hazards or bulk items

o Take “after” photo (optional)

e Text client if anything unusual found

D. Pricing Calculator: Google Sheets
Example

Item Per Job ($) Per Month ($)
Labor 20 120

Supplies 3 24

Insurance 2 16

Overhead 2 16

Total Cost 22 176

Profit Margin Add %

E. Email Script Templates

New Client Intro:

Hi [Name],
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Thanks for your interest in Clean Squad! Attached is your quote for
[property/service]. Please let me know if you have any questions or want to
schedule your first cleanup.

Best,
[Your Name]

Review Request:
Hi [Name],

We appreciate your business! If you have a moment, would you leave us a
Google review? Your feedback helps us grow.

[Review Link]

Thank you!
[Your Name]

F. Links to Helpful Tools

o Logo/Design: Canva, Sora,

o Invoicing: Stripe, QuickBooks, Square

e Scheduling/CRM: Google Calendar, HubSpot.

« Bidding/Proposal: Google Docs, Microsoft Word, Canva

o Bookkeeping: QuickBooks, Excel

« Marketing: Google My Business, Facebook, Instagram, LinkedIn

e Automation: n8n.io, Zapier

G. Additional Resources

« Small Business Development Centers (SBA.gov/local assistance)
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e Local Chamber of Commerce

o State and local business license offices

Customize these templates with your business info, logo, and pricing. Save
copies for each new client. Automation and professionalism drive growth!
Also, join my class online here, and you will get full access to ready-to-use
scripts, templates, and layouts that I have used and updated over the last 9

years.

Chapter 11: Final Thoughts & Next
Steps

You are Ready. Start a Litter Control Service Today.

You now have the step-by-step blueprint to launch, grow, and automate
your own litter control service. Like any business, your success will not come
from ideas alone, but from consistent action. You must show up every day,
do trivial things right, and build your reputation client by client. You will win.

You have a better guide to do it. Join my new Litter Control Business
Network and we can cover every little detail while I provide industry

leading consulting and leadership.

Why Litter Control Wins

Most people overlook litter control. But every property, business, and
community need it, every single week. Your opportunity lies in being the
dependable pro who solves a recurring problem better than anyone else.
There is no magic formula, just professionalism, drive, and the willingness to
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care more than the competition. If you keep going and cleaning the litter,
you will get more contracts.

Your Action Steps (Recap)

1. Get legal, get insured, get your gear.
2. Start with a few clients and make your best effort, every time.

3. Build systems and automate your billing, marketing, and client
communications.

4. Expand carefully, protect your reputation, and hire when you are
ready.

5. Stay visible online and in your community, your next client could
already be watching.

Stay Learning, Stay Improving, Stay
Sharp, Stay Strong

o Talk to your clients. Their feedback is important. They are paying, so
their insight matters. They know what they want, and it is your job to
deliver for them.

o Track your numbers. Know your most profitable routes, clients, and
services. Try and find clients that are like your most profitable. Easy
clients make non-litter picking activities so much better.

« Look for new add-ons and seasonal services if you want to grow or
have time. You are in a small market that goes through all four
seasons. Well, there will not be year-round business for litter, so you
will need income from other sources. We will cover this in the
classroom sessions too.

« Keep up with business tools, automation and marketing will keep you
ahead of old Network folk and late adopters.
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o Get in shape. This business is lots of walking and it is physical. You
cannot work if injured and you will not have back up when you first
start. Physical fitness makes this job easy and fun. You get to take
many steps while lifting, holding, and moving around. If you already
like working out, taking walks, running, biking, skiing, or any cardio

heavy sport, this will feel like a breeze. I have created several
weightlifting and cardio plans over the years. It makes physical labor
so much more enjoyable if you can reap the benefits in more ways
than money. I will share all my workout and diet plans that have

helped me stay lean and healthy.

A Final Note from Brian Peterson

If you are reading this, you are already ahead of 99% of people who dream
and never act.

Your market needs litter control. Use this guide to set up and start running
your company today.

FINAL REMINDER: £ Join My BRAND-NEW Class Today for
Exclusive Pricing! Only $9.99 per month!

First, you can expense the cost of this class, so it is a marketing investment.
I will show you how to eliminate time trying to get clients, brute force
posting to social media, managing Google pages, or crafting repetitive
emails. My Litter Control Business Network leverages a decade of successes
(and failures) and will start you light years ahead of the competition.

In my online classroom, you will find video resources on how to complete
the tasks and processes from this guide. I will also be teaching live classes
on marketing, advertising, building automated funnels, managing client lists,
automating email responses, and much more.

I will be responding to inquiries from the group, hosting guest
speakers/panelists, and going live with my body mounted GoPro to
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demonstrate how to walk, survey, and litter pick properties expertly and
efficiently.

End of Guide

I have been operating my litter control company, Clean Squad, for almost 10
years. Before that I sold costumes online from my website
greenmanfactory.com - which, as you guessed, sold green man suits, but
evolved into a successful 7-year full-service operation.

Click this Litter Control Business Network link to join. It is only $9.99 per
month for early joiners! The earlier you join, the more exclusive the sessions
are! Prices will increase to $19.99 per month by summer’s end.

Now, let me go into a little more detail. I touched on this earlier in the book
about how leveraging a community of litter control businesses could help
skyrocket everybody’s local operation.

We are not close geographically, we are not competitors, and you cannot sell
picking up litter online. Joining this community will allow for a potentially huge
number of people to visit each other's websites, post on each other's social media
channels, and share each other's blogs, DAILY.

Our network will unlock huge opportunities by sending way more visitors to our
websites which will lock in top page results on Google (A.I. included) in each of our
markets. Liking, sharing, subscribing, and backlinking with each other will ensure
we are triggering every algorithm online to favor us when a customer is looking for
our service.

Working together will supercharge our local businesses’ online presence and lock-in
top page rankings anywhere with a search algorithm. Litter Control is not for retail
consumers, it is a b2b operation, and thus it is hard to get thousands of website
visits annually. This modern approach will change that - quite drastically in our
favor.

Your Membership Includes:
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Advanced Automation Templates for Marketing, Customer Service, Email, and
Social Media

Livestream Property Walks Demonstrating How to Litter pick Properties Expertly and
Efficiently

Full Access to All YouTube Guide Tutorials

Free Templates for Bid Proposals, Invoices, Review Requests, and more
Daily Email & Chat Access to Brian

Weekly Q & A Session with Brian

Paid Ads & Promoted Post Proofread & Suggestions

Guest Interviews with Successful Entrepreneurs in Similar Industries

A Community of Like-Minded Litter Control Business Owners to Brainstorm

100% Risk Free Guarantee!
If this turns out to not be your thing, I'll give you a "H'l {I TH'HTT i"HI i i"HH ¢ Ao
questions asked.

DEAL ALERT! $9.99 Memberships will not last forever, though. Join now to lock in
your rate for LIFE and start growing your litter control business today!

Thanks for reading!
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