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EQUIPPED

Property Management Technology

Operations Strategic Plan
30/ 60 / 90-Day Roadmap, Operating Systems & SOP Framework

Prepared by: Operations Specialist (Founding Operations Hire)
Scope: Pre-launch operational build-out for a B2B Saa$S proptech platform

Objective: Stand up proactive client operations, risk management, support, and revenue-retention
systems before go-live
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v/Tooling stack chosen and configured (account tracker, ticket system, SOP library).
/Client lifecycle mapped end-to-end with a named owner for each stage.
v/Support intake live: a request can be logged, assigned, and tracked.
vEngineering issue-reporting loop agreed and documented.

vBaseline metric definitions drafted (MRR, ARR, churn, ticket SLA).
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Properties registered in the platform.

Tenants onboarded / imported.

Rent collection configured and payment method connected.

Maintenance workflow and contractor preferences set.

Financial reporting reviewed with the client.

Client confirms they can independently perform the core daily tasks.

Activation milestone logged; account moved to Ongoing Account Management.
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|
Level When Who Acts Response Target

(concession, fix, exec call).

Implementation Note

At pre-launch, several of these signals can't be measured automatically yet. Phase 1 documents the
signals; Phase 2 wires up whatever the platform and tooling can track today, with a manual review
cadence covering the rest. The framework is designed to harden as product analytics mature.
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Onboarding
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3. Documented and repeatable. If you do it twice, it becomes an SOP.
4. Measured. Every process has a metric and an SLA.
5. Customer trust is the product. During launch especially, how we handle issues is the brand.
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