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The
Evolution
of One
Woman's
Cleaning
Business

By Kristin Bergfeld
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Dles to Hoaraing

When my marriage ended 20 years ago, | realized that this was the
time to start my own business, a dream since college. But what would |
do? | wanted to do good public service that was environmentally sound
(I was one of the founders of Earth Day, 1970), and self-supporting.
However, with neither equity nor cash reserves, | had to earn money on
my own, right from the start.

Start simple. Clean apartments. How to advertise? I studied ads in all local newspapers,
called all listed cleaning services and asked how they advertised, developed their niche,
worked, hired, billed and insured. A friend who owned a print shop had reams of purple
paper that he couldn’t sell. He sold them to me at half price. Foor Locker was unloading
white T-shirts that were “slightly irregular.” After soaking them in purple clothing dye, 1
had a uniform.

Mext, I made up fliers on the purple paper, and advertised myself as a house cleaner us-
ing buzz words and phrases I'd seen in newspaper ads, such as "I'll clean your home as
references,
small.” “satisfaction guaranteed,” and “gift certiticates available.”

EUT 1

thoroughly as I do mine,” "reliable,” “reasonable, " no job too big or too

I chose New York City's increasing yuppie population as my niche, guessing they were too
busy to clean. Then, T walked through yuppic neighborhoods and posted my ads, handed
them out, slipped them under windshield wipers, apartment doors, tacked them on bulletin
hoards and m laundry rooms, and chatted up doormen to find prospective clients. It took a
year to build up a client base. Oh, if only I'd had an ARCSI Boot Camp 20 years ago!






