


EXECUTIVE	SUMMARY

Your	situation,	my	prescription,	and	what	it's	worth	—	before	any	of	the	evidence.	Everything	on	this	page	is	defended	by	a	slide
that	follows.

WHERE	YOU	ARE

You're	writing	every	install	quote	yourself,	at	the	kitchen	table,	after
eight	—	because	you're	the	only	person	in	the	company	who	can	price
a	job.	Brenda	runs	dispatch	off	text	messages	and	a	legal	pad,	then	re-
types	the	same	tickets	into	QuickBooks	the	next	morning.	You	booked
this	assessment	to	ask	about	a	chatbot	for	the	website.

WHAT	I'M	PROPOSING

Not	the	chatbot	—	not	first.	Get	the	price	book	out	of	your	head	and
onto	paper,	put	the	field	work	on	a	real	platform	so	the	double	entry
disappears,	and	give	quote	follow-up	an	owner.	Then	automate	the
parts	that	turn	out	to	be	rules	rather	than	judgment.

WHAT	YOU	SHOULD	EXPECT

21.5	hours	a	week	back	across	the	business,	11.5	of	them	yours.
Quotes	out	inside	24	hours	of	the	site	visit	instead	of	two	to	four	nights.
And	41	quotes	worth	$210K	that	currently	age	quietly	get	worked
instead.

WHAT	IT	COSTS

About	$330	a	month	in	software	against	roughly	$5,400	a	month	of
recovered	time.	Implementation	is	quoted	separately	if	you	want	my
hands	on	it	—	or	$0	and	your	own	evenings.	This	blueprint	works
either	way.

THE	SHORT	VERSION
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YOUR QUOTE WORKFLOW — BEFORE AND AFTER
Same six steps. The difference is who waits, and whether anyone owns the next move.

BEFORE — TODAY AFTER — WITH THE STACK

Call or web form comes in

Brenda logs it on the legal pad

WAITS 1–2 DAYS

Danny calls back to book a visit

Site visit & measure-up

WAITS 2–4 NIGHTS

Quote written at the kitchen table, after 8pm

Quote emailed out

THEN NOTHING.
No reminder, no follow-up, no owner.  41 quotes · $210K.

Call or web form comes in

AUTOText-back fires in seconds — response time logged

Lead lands in Housecall Pro; visit booked on shared calendar

HUMANSite visit; measurements captured on the tech’s phone

AUTOClaude drafts the quote from the price book + notes

HUMANDanny reviews, prices exceptions, sends — 15 min

AUTOFollow-up runs day 2, 7 and 14 until answered

AUTOJob closed → invoice, reminder, review request

THEN THE CLOCK STARTS.
Renewal reminder at 11 months.  Replacement flag at year 12.

TODAY 3–6 DAYS TO QUOTE · NO FOLLOW-UP AFTER UNDER 24 HRS · FOLLOW-UP AUTOMATIC
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THE	SYSTEM	—	WHAT	CONNECTS	TO	WHAT
Everything	above	the	line	is	software	you	buy.	Everything	below	it	is	what	you	write	down	—	and	it's	the	part	that	makes	the	rest	work.

INBOUND

Phone	call Website	form Missed	call

Missed-call	text-back	—	instant	reply	on	every	unanswered	ring,	and	the	response-time	clock	starts	here AUTO

HOUSECALL	PRO	—	THE	SYSTEM	OF	RECORD
Scheduling	&	dispatch	·	digital	job	tickets	on	the	tech's	phone

One	customer	record	·	full	job	and	equipment	history

Invoicing,	payment	reminders,	maintenance	renewal	dates

Claude
Drafts	quotes,	follow-ups
and	FAQ	replies

QuickBooks
Books	only.	Nothing	gets
hand-typed	into	it	again.

syncs

Quote	drafted	→	Danny	sends
HUMAN	GATE	—	nothing	goes	out	unreviewed

Follow-up	&	payment	reminders
Day	2,	7,	14	·	invoices	chase	themselves

Reviews	&	renewals
Ask	after	every	close	·	renew	at	11	months

THE	KNOWLEDGE	LAYER	—	WHAT	EVERY	BOX	ABOVE	NEEDS	TO	KNOW

The	price	book
Labor	rates,	markups,
every	exception

OWNER:	DANNY	·	QUARTERLY

Top-10	answers
The	questions	that	eat
4	hrs	a	week

OWNER:	BRENDA	·	QUARTERLY

Service	&	terms
Service	area,	financing,
warranty	rules

OWNER:	DANNY	·	ANNUAL

Agreement	terms
260	agreements	and	the
renewal	schedule

OWNER:	BRENDA	·	MONTHLY

THE	TWO	RULES:	software	drafts,	a	human	sends	·	customer	data	stays	inside	Housecall	Pro	and	never	gets	pasted	into	an	outside	tool
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BEYOND	THE	ROI	TABLE

Hours	and	dollars	are	only	part	of	it.	These	three	are	what	the	recovered	time	actually	buys	—	and	what	you're	carrying	until	you
spend	it.

THE	RISK	YOU'RE	CARRYING

is	how	long	the	quote	pipeline	survives	if
you're	out	—	sick,	hurt,	or	on	a	first	vacation
in	four	years.	Pricing	exists	in	one	head.
There	is	no	second	copy,	and	no	one	else
can	write	the	quote.

PAYBACK	PERIOD

At	$5,370	a	month	recovered,	this
assessment	pays	for	itself	in	about	three
days	and	the	~$330/month	software	stack
pays	for	itself	in	two.	Everything	after	that
is	the	business	keeping	it.

CAPACITY	UNLOCKED

11.5	owner	hours	a	week	is	roughly	five
more	site	visits	—	or	the	first	four-day	week
since	you	started	the	company.	Which	one
you	spend	it	on	is	the	actual	decision	here.

Revenue	from	the	41	stale	quotes	is	still	not	counted	anywhere	in	this	deck.
It	stays	gravy	—	the	numbers	above	hold	without	it.

THREE	NUMBERS	THE	LAST	SLIDE	DOESN'T	SHOW

2	WEEKS 3	DAYS 5	VISITS
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