RABBIT RIVER SYSTEMS

PROSPECT 25

Sample Prospecting Report

Prepared for

Cascade Commercial Cleaning

Fictional client  Vancouver / Clark County ¢ Recurring commercial accounts

MARKET SAMPLE SIZE METHOD
Commercial janitorial 5 of 25 prospects Know ¢ Do ¢ Decide

What this sample demonstrates

Prospect 25 is not a bulk list. It turns a client's definition of a good account into a researched, explainable set of companies
worth human attention, then makes the next action obvious.
IMPORTANT SAMPLE NOTE

Cascade Commercial Cleaning is fictional. The five organizations in this report are real. Fit assessments are illustrative and based only on

public information available in October 2026. Nothing here represents that any organization is currently seeking janitorial services,
changing vendors, or willing to buy.
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HOW THE PRODUCT WORKS

Know. Do. Decide.

The customer-facing language for Context + Execution + Judgment.

KNOW

Define what a good account means here

The system should not invent the target. It starts with the customer's actual economics, territory, services,
constraints, and preferences.

Territory: Clark County, WA and nearby Portland/Vancouver commercial corridors.
Core services: Recurring evening janitorial; office/common-area cleaning; hard-floor care; periodic deep clean.

Best account shape: 10,000-75,000 SF single sites or multi-site portfolios; office, medical office, retail/common-area, light
industrial office/support space.

Economic floor: Prefer recurring contracts at roughly $1,500+/month, or a portfolio relationship with equivalent value.

High-value signals: Local vendor control, property/facility management function, multiple sites, recurring tenant-facing
environments, visible vendor oversight.

Exclusions: Government bid-only work, acute-care hospital environments, national accounts controlled outside the region, tiny
one-room offices, food-production sanitation.

DO DECIDE

Research public sources. Verify asset or location fit. Identify Return an explainable rank, not a mystery score. State why
likely buying function. Note useful triggers and the account fits, what is unknown, and whether the next
uncertainties. Score against the client's fit model. Prepare a move is pursue, nurture, or pass.

first-touch angle.

SCORING MODEL
Ld Ld
Fit score, not purchase intent
Factor Weight What we are looking for
Service fit 25 Office / retail / light-industrial / mixed-use
environments that need recurring cleaning.
Account leverage 20 Multiple locations or a portfolio relationship that
can compound.
Territory fit 15 Local or regional control inside Cascade's service
area.
Visible buying path 15 Property, facilities, operations, or vendor-
management responsibility is identifiable.
Reachability 15 Practical public contact path or locally based
management team.
Timing / trigger 10 Recent leasing, growth, active portfolio, vendor
coordination, or other reason to start a
conversation.
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SAMPLE RESULT

Five prospects worth a closer look

These five illustrate what Prospect 25 returns. A paid report would contain the full ranked set.

Rank Prospect Fit Decision Why it made the sample

1 Fuller Group 92 PURSUE Local commercial property
management; explicitly
sources and oversees
janitorial vendors across
office, retail, industrial
and mixed-use assets.

2 Columbia Commercial, 89 PURSUE Vancouver-based

LLC commercial property
manager; vendor
management, contract
bidding, property
inspections and recurring
site oversight are visible.

3 TMG Commercial 85 PURSUE Locally owned commercial
property manager serving
Vancouver and nearby
markets; coordinates both
in-house maintenance and
outside licensed
contractors.

4 Hurley Development 81 NURTURE Regional mid-market
owner/developer with a
property-management
function and multiple
active commercial assets;
high fit, but buying
process is less explicit.

5 Riverview Bank 78 NURTURE Regional multi-branch
footprint creates recurring
cleaning consistency
needs; centralized
facilities/procurement
path must be verified
before outreach.

START HERE

The first three I would contact

1. Fuller Group
Strongest evidence match. Their public property-management page explicitly lists sourcing, bidding, and oversight of janitorial
vendors. That is a direct buying function, not an inferred one.

2. Columbia Commercial

Local, small enough to be reachable, and explicit about vendor management, bidding services, negotiating contracts, inspections,
and quality workmanship.

3. TMG Commercial

Vancouver-focused commercial property management with active coordination of outside contractors. Good fit for a local,
responsive cleaning partner that can support multiple managed assets.
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PROSPECT 1 OF 5

Fuller Group

Commercial property management with an explicit janitorial-vendor buying function.

FIT SCORE RECOMMENDATION CONFIDENCE
92/100 PURSUE High
WHY IT FITS

Evidence-backed fit

* Fuller Group operates an in-house property and asset management division across the Portland-Vancouver metro.

« Its managed asset mix includes office, retail, industrial, mixed-use, and investment properties, which aligns closely with
Cascade's preferred service environments.

* The company explicitly says its property-management work includes sourcing, bidding, and oversight of janitorial,
landscaping, security, and repair vendors.

» The Vancouver office and local asset-management team create a plausible local decision path rather than a national
procurement maze.

* Recent lease and renewal activity suggests an actively managed portfolio rather than a static owner-only structure.

Useful opening signal
Fuller publishes current leasing and renewal activity in Clark County. That does not prove a cleaning-vendor change, but it
does show active portfolio management and fresh tenant movement that can create service transitions.

CONTACT PATH

Who should own this conversation

Start with the property / asset management function, not brokerage. Fuller publicly identifies a local management team and
provides a Vancouver inquiry channel. A clean next step is to confirm who owns janitorial vendor sourcing for managed Clark
County assets.

FIRST-TOUCH ANGLE
Lead with relevance, not a generic cleaning pitch

Suggested angle

You already manage the vendors that keep office, retail and light-industrial properties operating. Cascade can position
around one local point of contact, after-hours consistency, documented quality checks, and the ability to support multiple
managed properties without creating extra work for the property manager.

VERIFY BEFORE PURSUIT

What we still do not know

* Which managed properties currently use centrally selected janitorial vendors versus tenant-selected vendors?
* When do current janitorial agreements renew or rebid?

* What insurance, COI, access-control, background-check, and reporting requirements apply?

* Is the preferred entry point a portfolio manager, property manager, or facilities/vendor coordinator?

PUBLIC SOURCES USED

* Property management: https://fg-cre.com/property-management/

» Commercial real estate services: https://fg-cre.com/commercial-real-estate-services/
 Team: https://fg-cre.com/the-team/

* Contact: https://fg-cre.com/contact-fuller-group-commercial-real-estate/
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PROSPECT 2 OF 5

Columbia Commercial, LLC

Small local commercial manager with visible vendor-management and contract-oversight responsibilities.

FIT SCORE RECOMMENDATION CONFIDENCE
89/100 PURSUE High
WHY IT FITS

Evidence-backed fit

 Columbia Commercial serves Oregon and Southwest Washington and is headquartered in Vancouver.
« Its property-management services cover office, retail, industrial, and land-related commercial assets.
* The firm explicitly lists vendor management as a property-management responsibility.

« Its detailed management page says it bids services, negotiates contracts, verifies insurance compliance, schedules routine site
visits, and checks workmanship.

» The company describes itself as a small firm with personalized property-management relationships, which improves
reachability for a local service provider.

CONTACT PATH

Who should own this conversation

Target the property-management function. Public information shows a principal/designated broker, an office manager/property-
management assistant, and a general property-management contact path. Lead with local service capability and vendor-
management simplicity.

FIRST-TOUCH ANGLE
Lead with relevance, not a generic cleaning pitch

Suggested angle

Your team already bids and oversees vendors. Cascade can make janitorial easier to manage across office, retail, and
industrial assets by combining predictable scope, local accountability, simple issue escalation, and routine quality reporting.

VERIFY BEFORE PURSUIT

What we still do not know

* Size and location of the active managed portfolio.

» Which properties include janitorial in CAM / ownership responsibility versus tenant responsibility?
* Current vendor contract cycle and rebid timing.

* Whether Columbia prefers one portfolio vendor or property-by-property vendor selection.

PUBLIC SOURCES USED

* Property management services: https://www.ccpprop.com/service
» Company / team: https://www.ccpprop.com/about

» Main site: https://www.ccpprop.com/
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PROSPECT 3 OF 5

TMG Commercial

Vancouver-focused commercial property management with recurring contractor coordination.

FIT SCORE RECOMMENDATION CONFIDENCE
85/100 PURSUE High
WHY IT FITS

Evidence-backed fit

* TMG Commercial is locally owned and regionally focused, with commercial property management in Vancouver and nearby
markets.

* The company serves Vancouver, Camas, Washougal, Salmon Creek, Battle Ground, Ridgefield, Woodland, and La Center.

* TMG says it performs periodic property inspections and coordinates needed work with either its in-house maintenance team
or outside licensed contractors.

* The service model includes tenant relations, lease-ups, accounting, maintenance, and ongoing property operations, which
creates recurring vendor touchpoints.

* A Vancouver-focused footprint fits Cascade's route-density objective.
CONTACT PATH

Who should own this conversation

Begin with commercial property management leadership and ask specifically who owns janitorial / common-area cleaning
vendor decisions for Vancouver-area managed commercial assets. TMG publishes a commercial contact channel and local
leadership contact.

FIRST-TOUCH ANGLE
Lead with relevance, not a generic cleaning pitch

Suggested angle

Cascade can approach as a local portfolio partner for recurring janitorial, especially where TMG needs dependable outside
contractors. Lead with geographic density, evening service, clear scope, fast issue response, and readiness to work inside an
existing property-management process.

VERIFY BEFORE PURSUIT

What we still do not know

* How many commercial properties are currently managed in Clark County?

* Which properties use outside janitorial vendors today?

* Whether janitorial is managed centrally or individually by each property manager.
» Vendor qualification, insurance, access, and service-reporting requirements.

PUBLIC SOURCES USED
* TMG Commercial: https://tmg-commercial.com/
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PROSPECT 4 OF 5

Hurley Development

Local mid-market owner/developer with a property-management function and multiple commercial assets.

FIT SCORE RECOMMENDATION CONFIDENCE
81/100 NURTURE Medium-high
WHY IT FITS

Evidence-backed fit

* Hurley is a Washington-based regional mid-market real estate development company headquartered in Vancouver.

« Its family of companies includes property management in addition to development, construction, co-working, and investment
holdings.

* The public team includes portfolio management, facilities management, and assistant property-management roles, creating an
identifiable operational path.

* Current and completed projects span office, retail, mixed-use, warehouse, and commercial space in Clark County.

* Active commercial development can create future cleaning opportunities, but current janitorial buying structure is not public.

Useful opening signal
Hurley has active commercial and mixed-use development in Vancouver. That is a reason to learn the facilities/vendor path
now, not evidence that a janitorial contract is currently open.

CONTACT PATH

Who should own this conversation

Do not start with the founder or development sales team. The better path is facilities / portfolio / property management. The goal
of the first conversation is to learn which existing assets Hurley operates directly and how cleaning vendors are selected.

FIRST-TOUCH ANGLE
Lead with relevance, not a generic cleaning pitch

Suggested angle

Rather than pitching one building, position Cascade as a local cleaning partner for commercial assets where Hurley retains
operational responsibility. Mention office, mixed-use, and retail common areas, and emphasize easy coordination with
facilities/property management.

VERIFY BEFORE PURSUIT

What we still do not know

* Which current properties remain under Hurley operational control versus sold assets?
* Which assets have owner-managed common-area janitorial needs?

* Whether janitorial is selected by Hurley, a third-party manager, or individual tenants.
» Upcoming openings or turnover dates that could create a vendor-review window.

PUBLIC SOURCES USED

* Projects: https://hurleydev.com/projects/

« Investor / company structure: https://hurleydev.com/investors/
* Team / culture: https://hurleydev.com/culture/
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PROSPECT 5 OF 5

Riverview Bank

Regional branch network with recurring multi-site cleaning needs, but procurement ownership must be verified.

FIT SCORE RECOMMENDATION CONFIDENCE
78/100 NURTURE Medium-high
WHY IT FITS

Evidence-backed fit

* Riverview Bank operates multiple branches across Vancouver and surrounding Southwest Washington communities.

« Its branch network includes Vancouver Main, Hazel Dell, Orchards, Cascade Park, Salmon Creek, Tech Center, Ridgefield,
Camas, Battle Ground, Washougal and other regional locations.

» A branch network creates a repeatable need for consistent public-facing cleanliness, after-hours access discipline, and service-
level consistency.

* The account could be attractive because one centralized relationship may cover multiple locations.

* Unlike the property-management prospects above, public information does not clearly identify the facilities or janitorial
procurement owner, so reachability is lower.

CONTACT PATH

Who should own this conversation

Do not cold-pitch individual branch managers as though they own the contract. Use a branch or client-services path only to
identify the regional operations / facilities / vendor-management owner. Confirm whether janitorial is centrally contracted
before spending meaningful selling time.

FIRST-TOUCH ANGLE
Lead with relevance, not a generic cleaning pitch

Suggested angle
If centralized facilities ownership is confirmed, lead with multi-branch consistency: one local service standard, secure after-
hours procedures, documented issue handling, and simplified oversight across Clark County locations.

VERIFY BEFORE PURSUIT

What we still do not know

* Who owns facilities and janitorial procurement regionally?

* Whether branches contract cleaning centrally or locally.

* Current vendor agreement structure and renewal timing.

* Security, key / alarm, background-check, and banking-facility requirements.

PUBLIC SOURCES USED

* Branch network: https://www.riverviewbank.com/connect/branches

» Vancouver Main: https://www.riverviewbank.com/locations/wa-locations/vancouver-main
* Contact: https://www.riverviewbank.com/connect/contact-us
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