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Owner Brief (1I-Page Summary — Start Here)

[Business Owner] — here is what this audit found in plain language. (In a real report, this
opens with the owner’s first name.) Sample HVAC has a perfect 5-star reputation across 134
verified Google reviews and holds active Florida contractor licenses that most competitors
cannot match. The problem is not your service — it is that your digital infrastructure is making
it too hard for people to find you, reach you, and book you, especially while you are on-site
handling jobs.

Your Score at a Glance

Category Score Visual

Trust & Authority 9% 00 @
Local SEO 6900 >
Customer Journey 5% 00 D
Lead Capture Y00 @
Organic SEO 5% 00 D
Automation 2% 00 @
Paid Traffic Readiness Y00 @
Al Discoverability 3% 00 @
Overall 49/100 D,

Score Key: @ 0-40 Critical | @ 41-69 Needs Work | @ 70-100 Strong. Each §| = 10 pts.

The 3 Biggest Revenue Leaks

1. Missed After-Hours & On-Site Calls (33 200-$6,400/month) — YWhen you are on a job or after

5 PM, calls go to voicemail and 75% of those callers immediately dial a competitor.
Implementing Missed-Call Text Back captures these leads before they move on.



2. High-Friction Booking (33 200-$6,400/month) — Your website relies on a 5-field contact form
with no self-serve calendar, creating unnecessary back-and-forth. Competitor A uses an
automated scheduling portal and captures leads who want immediate confirmation.

3. Local SEO & Al Mismatch (g6 400-$9,600/month) — Your schema and Google Business

Profile list [Neighboring Town] as the primary address, but your primary market is Tallahassee.
This causes Al search engines and Google Maps to recommend Competitor B or Competitor A
instead of you for Tallahassee searches.

Recommended Next Step

Book a 30-min call to see Missed-Call Text Back live. This single automation stops leads
from bleeding to competitors when you cannot answer the phone. Our Essential
Implementation ($997) pays for itself in just one recovered AC repair or installation job.

The full 14-section analysis begins on the next page.



1. Executive Summary

Category Score Status
Customer Journey %100

Lead Capture & Conversion Y00 @
Trust & Authority 9900 @
Local SEO %100

Organic SEO %100

Paid Traffic Readiness Y 00 ®

Al Discoverability 3% 00 ®
Automation & Operations 20/100 @
Overall Score 49,00

Top 3 Revenue Leaks

# Revenue Leak Est. Monthly Impact
1 Missed After-Hours & On-Site Calls 3,200-6,400
2 High-Friction Booking (No Self-Serve Calendar) 3,200-6,400
3 Local SEO & Al Geographic Mismatch 6,400-9,600
Total at Risk 12,800-22,400

Estimates based on HVAC industry benchmarks: $3,200 blended average ticket, 25% close
rate. See Section 11. Refinable with actual call and analytics data.

This HVAC company has an exceptional foundation built on a flawless 5-star reputation and real
technical expertise. However, the current digital infrastructure lacks the automation and



conversion tools necessary to capture the demand that reputation generates. By closing these
operational gaps, the business can significantly increase its lead capture rate without spending
an additional dollar on advertising.

2. Customer Journey [

Can visitors become customers easily?

The current customer journey introduces unnecessary friction at every step. While the phone
number is clearly visible in the header — a genuine strength — the primary “Book Now” call-to-
action is pushed below the fold on the hero section, meaning many mobile visitors never see it.
The hero itself displays only the logo and company tagline, with no immediate value proposition
or urgency for a homeowner whose AC has just failed in Florida’s summer heat.

When a visitor does decide to reach out, they are directed to a 5-field contact form (First Name,
Last Name, Phone, Email, Message) and must wait for a manual callback. There is no self-serve
booking calendar, no webchat widget for instant questions, and no dedicated after-hours

emergency path despite the website advertising 24/7 availability. For a customer searching at 10

PM with a broken AC unit, this journey ends in frustration — and a call to a competitor.

3. Lead Capture & Conversion

How many leads are being lost?

Lead capture is currently the most critical weakness in the Sample HVAC digital presence. The
site relies entirely on a manual contact form and inbound phone calls. Competitor B deploys a
proactive webchat widget that engages visitors immediately. Competitor A offers a complete self-
serve booking portal powered by ServiceTitan, allowing customers to schedule appointments
without any human interaction.

Without these tools, visitors who are hesitant to call or who arrive outside of business hours are
highly likely to bounce to a competitor. Industry data shows that 86% of callers who reach
voicemail hang up without leaving a message, and 75% of callers who cannot reach a business
immediately call a competitor. There are also no lead magnets — such as a seasonal
maintenance checklist or a “What to Do When Your AC Fails” guide — to capture email
addresses from visitors in the research phase.



1 %00 @

4. Trust & Authority [

Why visitors hesitate

Trust and authority represent Sample HVAC’s most powerful competitive advantage. With 134
verified 5-star Google reviews and a perfect rating, the business has demonstrated exceptional
and consistent service quality. The website prominently displays these reviews, holds active
Florida contractor licenses, and clearly communicates that the company is locally owned and
operated rather than a franchise — a message that resonates strongly with the Tallahassee
community.

The meta description references “Veteran-owned,” which is a significant trust signal, but this
credential is not prominently featured on the website itself. Displaying a veteran-owned badge or
a brief founder story on the homepage would convert this hidden asset into a visible
differentiator. Adding before-and-after project photos, a team gallery, and a clear satisfaction
guarantee would push this score to 100.

5.Local SEO [

Can local customers find them?

The most significant local SEO issue is a geographic mismatch between where Sample HVAC
operates and where its digital signals point. The website schema markup and Google Business
Profile list the primary address as [Neighboring Town], FL 32344. However, the business’s
primary market is Tallahassee, which is a far more competitive and higher-volume search
market. This NAP (Name, Address, Phone) inconsistency confuses Google’s local ranking
algorithm and directly suppresses visibility in the Tallahassee Map Pack.

Competitors like Competitor B and Competitor D dominate the “AC repair Tallahassee” Map
Pack because their geographic signals are perfectly aligned with the city. Sample HVAC's Yelp
presence is also critically underdeveloped, with only 2 reviews compared to the 27 reviews on
Competitor C’s profile and the dozens on larger competitors. Yelp, while secondary to Google,
contributes to the citation ecosystem that reinforces local authority.

6. Organic SEO 60/100

Long-term visibility

The website has a solid structural foundation. Service pages like “AC Repair in Tallahassee, FL”
and “Residential HVAC Services in Tallahassee, FL” are appropriately titled and contain
adequate content depth. The site also has the beginning of a service-area landing page strategy,



with pages for Tallahassee, [Service Area 1], [Neighboring Town], [Service Area 2], and [Service
Area 3].

However, the technical SEO layer is thin. The site uses only basic LocalBusiness and
WebSite schema. Itis missing FAQPage , Service , and AggregateRating schema
markup — all of which help pages stand out in search results with rich snippets and feed
structured data to Al search engines. The blog contains only three posts published over several
months, which is insufficient to build topical authority. The contact page H1 reads “Let’s talk
about it,” which is not keyword-rich and represents a missed optimization opportunity.

7. Paid Traffic Readiness [ 1 %00 @

If they buy ads tomorrow, would it work?

Currently, sending paid traffic to the Sample HVAC website would produce a below-average
return on investment. The landing pages lack the dedicated, high-converting layouts that paid
campaigns require — specifically, a single-focus page with a prominent CTA, social proof above
the fold, and a frictionless booking mechanism. There is no evidence of conversion tracking
pixels, Google Ads remarketing tags, or a Facebook Pixel installed on the site.

Without a streamlined booking process or an instant-response mechanism like webchat,
expensive clicks from Google Local Services Ads or Google Search Ads will bounce at a higher
rate than the industry average of 40—60% for HVAC landing pages. The strong review count and
5-star rating are excellent assets for ad copy, but they cannot compensate for a broken post-
click experience.

8. Al Discoverability [

Can ChatGPT, Gemini, and Perplexity recommend them?

Only 1.2% of businesses in any local category are recommended by Al search engines for
relevant queries. As more consumers turn to ChatGPT, Perplexity, and Google’s Al Overviews to
find local services, Al discoverability has become a critical growth channel. Currently, Sample
HVAC is largely invisible to these platforms for Tallahassee-specific searches.



Live Al Test Results

Query

“Best AC repair
company in
Tallahassee FL”

“Top HVAC
contractors near
Tallahassee”

“Recommend a
reliable AC repair in
Tallahassee”

"[Business Name]
reviews — are they
good?”

Al Signal Audit

Signal

ChatGPT

Competitors cited
(Competitor A,
Competitor B)

Competitors cited

Competitors cited

Limited data

LocalBusiness schema

FAQPage schema

Service schema with location

FAQ section (8+ questions)

GBP complete with Tallahassee address

Bing Places listing

NAP consistent across 10+ platforms

Pricing on site

GBP post within 30 days

3rd-party directory mentions (5+)

Gemini

Competitors cited
(Competitor E,
Competitor F)

Competitors cited

Competitors cited

Limited data

Status

v Present

X Missing

X Missing

X Missing

X Mismatch
X Not found
X Inconsistent
X Missing
Unknown

v Present

Perplexity

Competitors
cited
(Competitor B)

Competitors
cited

Competitors
cited

Limited data

Impact

Critical

High

Critical

High

Critical

High (ChatGPT)
High

Medium
Medium

Medium



Before vs. After

Query Today After Fixes
“Best AC repair in Tallahassee” Competitors cited Sample HVAC in top 3
“How much does AC repair cost in No data returned Al cites starting price

Tallahassee?”

“Best HVAC near me?” Competitors Sample HVAC
recommended recommended

Most competitors in the Tallahassee market have not yet optimized for Al discoverability. By
implementing comprehensive schema markup, creating a Bing Places listing, and correcting the
geographic signals, Sample HVAC can gain a significant first-mover advantage before
competitors catch up.

1 2%00 @

9. Automation & Operations [;

Where labor can be eliminated

The operational workflow currently relies entirely on manual intervention. When [Business
Owner] and the team are on a job site, calls go to voicemail. There is no automated text-back
system to capture those missed callers before they dial a competitor. There is no CRM pipeline
visible for tracking leads, following up with estimates, or nurturing past clients for repeat
business. There is no automated review request sequence after a job is completed, which
means the impressive 134-review count is being built through manual effort rather than a
scalable system.



Automation Heat Map

Process Current Status Recommended Solution Priority
Lead response @ Manual only — Al Webchat Widget (24/7) High
callers wait

Appointment @ cContact form + Self-Serve Booking Portal High

booking callback

Missed calls @ Goes to voicemail Missed-Call Text Back High
(instant SMS)

Review requests Manual / informal Automated SMS post-job Medium

Re-engagement @ None visible Seasonal maintenance Medium
email/SMS

Invoicing & Unknown Integrated payment portal Low

Payments

10. Competitive Gap

Why competitors are winning

Competitor A and Competitor B are not winning because they provide better HVAC service —

they are winning because they have built a better lead-capture infrastructure. Competitor A has
accumulated 307 Google reviews (2.3x Sample HVAC’s count), holds BBB accreditation, offers
24/7 self-serve booking through ServiceTitan, and has a fully optimized Tallahassee geographic

presence. Competitor B deploys a proactive webchat widget, offers promotional specials, and
has a stronger Map Pack presence for Tallahassee searches.



Side-by-Side Comparison

Signal Sample HVAC Competitor B Competitor A Who Wins
Google Reviews 134 +-5.0 188 1 -4.8 307 5.0 Competitor A
Yelp Reviews 2 Minimal 10+ Competitor A
Webchat X v v Competitors
Self-Serve Booking X X v Competitor A
Phone Visible in Header v v v Tie

Map Pack (Tallahassee) X v v Competitors
Service Area Pages v v v Tie

FAQ / Content Depth X v v Competitors
BBB Accredited Unknown X v Competitor A
Al Visibility X v v Competitors
Signals Won %0 %0 %0

Sample HVAC wins on service quality and reputation integrity but loses on booking friction,
local SEO alignment, and automation infrastructure. The gap is infrastructure, not expertise.
Closing these gaps would shift the competitive balance decisively in Sample HVAC's favor.



11. Revenue Opportunities

Priority Gap Solution Est. Leads Est. Monthly
Lost/Mo Impact
@ High Missed calls (after- Missed-Call Text ~ 4-8 3,200-6,400
hours + on-site) Back
@ High Form friction / no self-  Booking portal +  4-8 3,200-6,400
serve booking webchat
Tallahassee Local Schema + GBP 8-12 6,400-9,600
Medium SEO / Al mismatch update
No review automation Automated SMS Reputation Indirect
Medium post-job
D No re-engagement / Seasonal 5-10 1,500-3,000
Growth maintenance club campaigns +
club
Total at Risk 21-38 leads 14, 300-
25,400/mo

Methodology: Figures derived from HVAC industry benchmarks — $3,200 blended average
ticket (repairs + installs), 25% close rate. Leads lost estimated from observed gaps vs.
industry-average inquiry volumes for a market the size of Tallahassee. These are conservative
floor estimates. Connect actual call data and Google Analytics within 30 days to refine with
precision.

12. Implementation Roadmap

Quick Wins (1-2 weeks): Implement Missed-Call Text Back | Deploy Al Webchat Widget | Add
Self-Serve Booking Calendar

High ROI (30 days): Fix GBP address to Tallahassee | Correct schema geographic signals | Set
up Automated Review Requests | Optimize Hero CTA above fold

Growth Initiatives (90 days): Build out FAQPage schema across service pages | Create Bing
Places listing | Launch targeted service-area landing pages | Implement seasonal re-
engagement campaigns



Long-Term (6-12 months): Dominate Al Search recommendations for Tallahassee HVAC |
Scale maintenance plan memberships | Launch Google LSA campaigns with optimized landing
pages

13. Implementation & Optimization Options
What AgentWork Studios can build to stop your revenue leaks.

We execute one-time engagements scoped precisely from what this audit found. We build the
systems required to capture and convert your demand.

Implementation Tiers

Tier Investment What It Does Best For
Essential $997 Implements 1-2 critical audit Triage on biggest
recommendations (e.g., Missed-Call Text revenue leak

Back & Booking Form). Stops the
immediate bleeding.

Growth $2,497 Implements 3-5 recommendations. Building core
* Connects your isolated tools into a single, infrastructure
functional system.

Complete $4,997 Full implementation of the complete audit Full rebuild of
roadmap. Replaces broken manual digital
processes with automated systems. infrastructure

Ongoing Optimization (Retainers)

Monthly retainers to maintain systems, adapt to Al search, and ensure long-term performance.



Tier Monthly Includes

Essential $497/mo Monthly system health check, maintenance, and performance
reporting.

Growth $997Imo  Active technical SEO & Al discoverability improvements + 60-

* min strategy session.

Strategic Custom Fractional growth partner, custom dev, multi-location support,

quarterly business reviews.

Most clients start with Growth Implementation + Growth Optimization (2, 4974+997/mo)
— typically recovers 8-12 leads per month within 30 days and pays for itself before the
second invoice.

Every month without these fixes represents $14,300+ in leads going to Competitor A and
Competitor B instead of Sample HVAC. The Essential Implementation ($997) pays for itself
within a single recovered AC repair.

14. Engagement Options
Claim your free 30-minute strategy call — this week only

This audit identified 8 fixable gaps costing Sample HVAC an estimated 14, 300-25,400/month
in missed revenue. The top fixes can be live within 1-2 weeks.

Recommended path for Sample HVAC:

Option Investment
* Growth Implementation + Growth Optimization 2,497+
Recommended 997/mo
Budget Start Essential Implementation + Essential 997+497/mo
Optimization
Full Build Complete Implementation + Growth Optimization 4,997+
997/mo

This offer expires in 7 days.



Agenda What You Get Time

Top 3 revenue leak walkthrough See exactly where money is going 10
min

Live demo: Missed-Call Text Back + Watch automation respond to a missed 10
Al Webchat call in real time min

Recommended plan review Growth Implementation review, clear 10
go/no-go min

To book: agentworkstudios.com/consultation

(In a real report, this links directly to a live booking calendar.)

"[Business Owner], you have already done the hard part — you have earned a flawless 5-star
reputation with 134 reviews. The only thing standing between you and a full calendar is
making it easier for people to find you and book you. That is exactly what AgentWork Studios
fixes. Let’s get it done.”

Note: This is a real audit conducted on an anonymized HVAC business in Tallahassee, FL. All
identifying details have been removed. Every score, finding, and revenue estimate is based
on actual research. This is what your $397 audit looks like.

Audit prepared by AgentWork Studios LLC | July 5, 2026 | Estimates based on HVAC industry
benchmarks — actual results may vary.


https://www.agentworkstudios.com/consultation

