INTERVIEW PACK AND SCORECARD
Cleaning Supervisor
Commercial Cleaning & Facilities
	Candidate
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WHAT THIS SEAT IS
Runs cleaning crews across one or several buildings: staffing and coverage on a shift that is mostly nights, training and protocol compliance, quality inspections, supply and equipment control, and the client relationship with facility management.
HOW TO USE THIS
Ask the questions as written. They are technical rather than behavioural because a commercial trades hire fails on what the person can do, not on how they describe themselves, and because a question about a real piece of equipment cannot be answered from an interview-prep article.
Score against what a strong answer contains, which is printed under every question, rather than against how fluently the candidate speaks. That line is the difference between a scorecard and a feeling. Where a follow-up is given, ask it: it is chosen to separate someone who has done the work from someone who has read about it.
Write what the candidate actually said in the Said box, not your impression of it. You will be comparing notes with someone who was not in the room, and an impression does not survive that conversation.
RATING SCALE
	
	What it means

	1
	No evidence in the interview

	2
	Some evidence, not enough for the seat

	3
	Clear evidence, meets the seat

	4
	Strong evidence, beyond the seat


THE MISTAKE THIS SEAT INVITES
	Hiring on cleaning skill rather than on staffing and retention. Supervisors are judged on coverage and turnover far more than on technique.


TECHNICAL QUESTIONS (16)
	Q1
	Two people no-show on a four-person building. What do you do?

	Strong
	Covers tonight before solving tomorrow: calls the float list or comes in themselves, re-cuts the scope so restrooms, entrances, touch points and waste are done and the lower-frequency work slides, and tells the client before they discover it. Then finds out why - two people at once is usually a cause rather than a coincidence. Records what was not done so it can be caught up rather than quietly skipped.

	Then
	What gets done and what slides when you are at half crew?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q2
	How do you inspect a site and what do you do with the result?

	Strong
	Inspects to a defined list with the client's expectations in it, in the same areas and the same way each time so the result is comparable, and at hours that reflect how the building is actually used. Walks with the cleaner where they can, because an inspection is training as much as scoring. Follows up with specific fixes and dates rather than a score, and closes the items. An inspection that produces no action is a form.

	Then
	What happened after your last inspection?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q3
	A client complains about restrooms every Monday. How do you diagnose it?

	Strong
	Treats the pattern as the clue: Monday means Friday night's clean, or weekend use with no service, or a Friday staffing gap. Goes and looks early Monday rather than relying on report. Checks whether it is the clean, the supplies running out over the weekend, a drain or a fixture problem, or occupancy the contract never allowed for. Fixes the cause rather than adding a Monday morning check that papers over it.

	Then
	What would make you say it is the building rather than the cleaning?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q4
	How do you decide staffing levels for a building you are bidding?

	Strong
	Measures rather than guesses: cleanable area by type, fixture counts, occupancy, frequencies in the specification, and their own production rates for each task, then builds hours up from the work rather than down from a price. Allows for travel between areas, set-up and clean-down, supplies, and the periodic work. Says where they would be uncompetitive and why, rather than cutting hours to win and failing at month three.

	Then
	Which task do people most often underestimate when they bid a building?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q5
	How do you keep good cleaners from leaving?

	Strong
	Knows the reasons people actually leave this work: an unreasonable building, a supervisor who never appears, equipment that does not work, hours that keep changing, and being the last to know anything. Fixes those rather than talking about pay alone. Shows up on shift, listens, gets the equipment and supplies right, and gives people the same building so they own it. Can say what their turnover is and whether it is improving.

	Then
	What is your turnover, and what have you changed because of it?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q6
	What is your approach to a night crew you rarely see in person?

	Strong
	Makes a point of being there some nights rather than managing by report, and has a way for the crew to reach a person rather than a voicemail. Sets expectations in writing with photographs of what good looks like in that building. Checks work on a rotation so it is not always the same account. Knows a night crew nobody visits drifts within a month, and that it is not the crew's fault.

	Then
	When were you last on a night shift with your crew?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q7
	What does your onboarding look like for a new cleaner on a live account?

	Strong
	Walks the building with them on their first shift rather than handing over a key and a list: the route, the specifics of that client, what matters most, where everything is, and the safety and chemical training before they touch anything. Pairs them for the first nights. Checks back in the first week rather than at the first complaint. Says most first-month failures are onboarding rather than the person.

	Then
	How many shifts before a new person works a building alone?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q8
	How do you manage supply cost without the quality dropping?

	Strong
	Controls where the waste is - dilution, over-ordering, and theft - rather than by restricting what the crew can use, because a building that runs out of paper costs more in complaints than it saves. Uses dispensers and dilution control, tracks usage per building and investigates the outliers, and buys to a standard rather than to the cheapest line. Knows which items are false economies.

	Then
	Where does supply cost actually leak in your buildings?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q9
	How do you build a cleaning schedule for a building you are taking over?

	Strong
	Walks it before the start date with the outgoing information if there is any, measures the areas and counts the fixtures, learns the occupancy pattern and the client's real priorities, and builds the frequencies from the specification rather than from what the last contractor did. Plans the periodic work into a calendar from day one. Agrees the first thirty days with the client so expectations are set before the first complaint.

	Then
	What do you get agreed with the client before your first night?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q10
	What is your approach to periodic work like stripping and waxing?

	Strong
	Schedules it on a calendar the client has seen rather than doing it when a floor looks bad, because the point is to keep floors out of that state. Plans access, drying time and the building being out of use, and tells occupants in advance. Resources it separately rather than expecting the nightly crew to absorb it. Knows the intervals for the floor types and traffic in their buildings.

	Then
	How often does a main corridor need stripping in your buildings, and why that often?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q11
	How do you handle a client requesting work outside the contract?

	Strong
	Does the small thing and says so, so it is recorded as a courtesy rather than becoming the baseline. For anything real, prices it and gets it approved before doing it. Says plainly when a series of small requests has become a scope change, and raises it at a review rather than letting the crew absorb it for a year and then arguing at renewal. Keeps a log of what has been asked for.

	Then
	How do you tell the difference between a favour and scope creep?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q12
	What is your process for training on chemical safety?

	Strong
	Trains before anyone uses a product, not after: what each product is for, dilution, personal protection, what not to mix, where the safety data sheets are, and what to do with a splash or a spill. Trains in the language the crew actually speaks. Records who was trained and when, retrains when a product changes, and checks the closet to see whether the training stuck.

	Then
	How do you check that chemical training actually stuck?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q13
	How do you manage keys, access and security on your accounts?

	Strong
	Treats it as the thing that loses contracts: issued keys and cards recorded against named people, returned and accounted for on the day someone leaves, no sharing, no copies, and alarm codes handled individually rather than one shared code. Audits periodically rather than when something goes wrong. Reports a lost key the same day, knowing that is expensive and that hiding it is worse.

	Then
	What happens the day someone resigns?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q14
	What is your approach to staffing a building that has just doubled in occupancy?

	Strong
	Measures the change rather than reacting to complaints: the areas now in use, fixture loads, waste volume and the frequencies that no longer fit. Takes it to the client as a scope and price conversation with the evidence, rather than adding unpaid hours to keep up. Covers the gap in the short term so quality does not collapse while that is settled, and says what will fail if nothing changes.

	Then
	What evidence do you bring the client to justify more hours?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q15
	How do you handle theft or damage allegations against your staff?

	Strong
	Takes it seriously and investigates rather than defending reflexively or throwing the person under the bus. Establishes the facts - times, access records, who was in the building - and keeps the accused informed. Involves the client properly and their own management, and knows when it becomes a police matter rather than an internal one. Protects the person's position until there is evidence, and acts clearly once there is.

	Then
	What access records would you want in the first hour?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q16
	How do you measure quality in a way the client accepts?

	Strong
	Agrees the standard with the client up front - what is inspected, how it is scored, how often, and what happens when it falls short - so the measure is theirs as much as yours. Inspects consistently and shares the results including the bad ones. Trends it over months rather than reporting single scores. Knows a quality system the client has never seen is for internal comfort only.

	Then
	Does your client see your inspection scores, including the bad ones?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



STRONG-CANDIDATE SIGNALS
Rate these from the whole conversation and the resume rather than from one answer.
	Signal
	Evidence
	Score

	Can state how they cover a call-out at nine at night without the client noticing
	
	1 [ ]  2 [ ]  3 [ ]  4 [ ]

	Inspects against a written standard and keeps the record
	
	1 [ ]  2 [ ]  3 [ ]  4 [ ]

	Has managed supply and equipment budgets, which is where the margin leaks
	
	1 [ ]  2 [ ]  3 [ ]  4 [ ]


VERIFY BEFORE AN OFFER
Not after. A credential taken on trust at offer is the most expensive thing on this page.
	Credential
	Status
	Verify with
	Done

	Bloodborne Pathogens, HazCom and PPE training at trainer level
	Required
	Training records on file, refreshed annually by the safety manager
	[    ]

	Criminal background check and client badging
	Required
	Third-party screening vendor and the client's security office
	[    ]

	Valid driver's license and insurable driving record
	Required
	State motor vehicle record pulled through the company's insurance carrier
	[    ]

	ISSA CMI Custodial Supervisor certification
	Preferred
	ISSA certification registry
	[    ]

	First Aid and CPR
	Preferred
	Issuing provider, with a copy of the card in the employee file
	[    ]

	Healthcare environmental services or infection prevention training
	Preferred
	The certifying body and the client's infection prevention department
	[    ]


DECISION
	Total score
	          out of 76



	[    ]
	Hire. The evidence is on the page.

	[    ]
	Hire with reservations. Name them, and name what would close them in the first ninety days.

	[    ]
	Do not hire.



	Reason
	





	Interviewer
	Date
	Hiring manager
	Date

	
	
	
	


Two notes on reading the total. There is no pass mark here: where the line sits depends on the market you are hiring in and how long the seat has been open, and a threshold we invented would be worse than the judgement you already have. But a 1 on any question that matters for the seat is usually a no whatever the total says, because the total can hide it.
