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The Revenue Review
A heating and air company · western US metro · HVAC · 27 September 2026

SPECIMEN — this is not a real business. The format, the evidence standard and the arithmetic discipline are exactly
what you receive. The shop is composite, the figures are illustrative, and no business is named here — yours or
anybody else's. Your report carries your numbers, your competitors by name, and your dates.

What we found

We checked twelve places an HVAC business loses work it should be winning. You get all twelve back in this report —
including the ones that are fine, so you know where not to spend money.

The three biggest, costed against your own figures, come to $99,960. Every number below is either yours, read off
your own screen, or clearly marked as a trade figure where we had to use one.

1. Calls that rang out — $87,360 · ESTIMATED

2. Money you have already earned and not been paid — $9,400 · MEASURED

3. Jobs you finished and never invoiced — $3,200 · MEASURED

4. Estimates sent once and never chased — uncosted · MEASURED

5. Recurring revenue you are not carrying — uncosted · MEASURED

6. Jobs you went back to for free — uncosted · MEASURED

7. Your own website promises what your Google listing denies — uncosted · OBSERVED

8. Your website does not state your hours anywhere — uncosted · OBSERVED

9. You are below the first three when somebody searches for emergency work — uncosted · OBSERVED

10. The shops above you are carrying more reviews than you are — uncosted · OBSERVED

11. Reviews on your listing that nobody has replied to — uncosted · OBSERVED

12. Questions on your listing that you have not answered — uncosted · OBSERVED

Do this first — the seven-day list

If you read nothing else, do these. They are ordered by what they pay against what they cost you to do.

1. Calls that rang out. Forward the line after hours to a service that answers as your business — not a voicemail box.
The script is three lines: take the name, the address, and whether there is water or no heat, then tell them the time
you will call back and put it in writing by text. You are not selling on that call; you are stopping them dialling the next
number.

2. Money you have already earned and not been paid. The step-by-step fix is in your report.

3. Jobs you finished and never invoiced. The step-by-step fix is in your report.

Finding 1 · Calls that rang out

$87,360 · ESTIMATED — uses a trade figure or an assumption, stated in the arithmetic
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What we found. 6 missed calls and voicemails in the last seven days. After-hours, a caller reaching voicemail generally
dials the next shop rather than waiting.

The arithmetic. 6 a week × 52 × [your trade's close rate] × $800 average ticket = $87,360 a year. The close rate is a
trade figure, not yours, which is why this is marked ESTIMATED.

The fix.

Forward the line after hours to a service that answers as your business — not a voicemail box. The script is three lines:
take the name, the address, and whether there is water or no heat, then tell them the time you will call back and put it in
writing by text. You are not selling on that call; you are stopping them dialling the next number.

How you know it worked. Ring your own number at 8pm one weekday and 9am one Saturday. Time how long it takes
to reach a human. If it is not a human inside four rings, the fix is not in place.

Finding 2 · Money you have already earned and not been paid

$9,400 · MEASURED — your own number, off your own screen

What we found. $9,400 of your invoices are more than sixty days old.

The arithmetic. $9,400, read off your own screen. No multiplier — this is not a projection, it is money you have already
earned.

In your report: the fix, written out step by step, and how to check it worked.

Finding 3 · Jobs you finished and never invoiced

$3,200 · MEASURED — your own number, off your own screen

What we found. 4 jobs completed last month with no invoice raised against them.

The arithmetic. 4 × $800 average ticket (measured) = $3,200. Nothing is assumed about whether they would have paid
— the work is done.

In your report: the fix, written out step by step, and how to check it worked.

The rest of what we found

These sit below the three above on what they will pay you back, not on whether they are real. Every one is written out
the same way, and the fixes are just as free.

4 · Estimates sent once and never chased
Uncosted · MEASURED — your own number, off your own screen

What we found. 23 estimates from the last 30–90 days, totalling $71,000 of quoted work, have had one touch and no
second. Average estimate $3,087.

The arithmetic. The $71,000 is your own figure and it is exposure, not a forecast — it is work you have already priced
and not closed.
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Why this is not in the total. We have not measured what a second touch actually brings back to a standard we would
put our name to, so we are not going to put a number on it. The pool above is measured and it is yours to work.

In your report: the fix, written out step by step, and how to check it worked.

5 · Recurring revenue you are not carrying
Uncosted · MEASURED — your own number, off your own screen

What we found. 34 customers on a paid plan, out of roughly 814 you could contact. Your trade's plans typically run
$180-360/yr.

The arithmetic. We are not putting a figure on the gap. We would have to assume what share of a customer base
'should' be on a plan, and we have not measured that for your trade yet.

Why this is not in the total. No measured benchmark for plan attachment in your trade. Counted, not guessed — when
we have measured it across a real population the way we measured listing photos across 443 shops, it will carry a
number.

In your report: the fix, written out step by step, and how to check it worked.

6 · Jobs you went back to for free
Uncosted · MEASURED — your own number, off your own screen

What we found. 3 jobs last month needed a return visit at no charge.

The arithmetic. A return visit costs you labour and a truck, not revenue — so putting your ticket against it would
overstate it, so we will not do that.

In your report: the fix, written out step by step, and how to check it worked.

7 · Your own website promises what your Google listing denies
Uncosted · OBSERVED — something we checked ourselves that you can re-check

What we found. YOUR SITE, read 19 August 2026: "24/7 Emergency Repair" YOUR GOOGLE LISTING, as crawled 19
August 2026: closed Saturday, Sunday

The arithmetic. Checked from outside your business on the date shown above. No multiplier and no estimate — this is
what is published about you right now, and you can look at it yourself in under a minute.

Why this is not in the total. Somebody searching at nine at night sees CLOSED before he sees your promise. He rings
the next shop.

In your report: the fix, written out step by step, and how to check it worked.

8 · Your website does not state your hours anywhere
Uncosted · OBSERVED — something we checked ourselves that you can re-check

What we found. No day-of-week hours found on your website, read 19 August 2026

The arithmetic. Checked from outside your business on the date shown above. No multiplier and no estimate — this is
what is published about you right now, and you can look at it yourself in under a minute.
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Why this is not in the total. Somebody deciding at seven on a Sunday morning cannot tell if you are reachable.

In your report: the fix, written out step by step, and how to check it worked.

9 · You are below the first three when somebody searches for emergency work
Uncosted · OBSERVED — something we checked ourselves that you can re-check

What we found. WE SEARCHED: "emergency ac repair", from your own street, on 19 August 2026 YOU CAME: number
9 of 10 ABOVE YOU: The shop ranking first (#1, 1840 reviews); The shop ranking second (#2, 612 reviews); The shop
ranking third (#3, 305 reviews)

The arithmetic. Checked from outside your business on 2026-08-18. No multiplier and no estimate — this is what is
published about you right now, and you can look at it yourself in under a minute.

Why this is not in the total. We could not get a measured search count for that exact phrase, so we are not going to
put one in front of you. Google shows three before a customer has to tap to see more, and in an emergency almost
nobody taps. Number 9 and number thirty are the same place as far as that call is concerned.

In your report: the fix, written out step by step, and how to check it worked.

10 · The shops above you are carrying more reviews than you are
Uncosted · OBSERVED — something we checked ourselves that you can re-check

What we found. YOU: 148 reviews, 12 of them in the last ninety days (counted 18 August 2026) The shop ranking first:
1,840 reviews The shop ranking second: 612 reviews The shop ranking third: 305 reviews

The arithmetic. Checked from outside your business on 2026-08-18. No multiplier and no estimate — this is what is
published about you right now, and you can look at it yourself in under a minute.

Why this is not in the total. Recency and volume are both part of how Google orders that list, and they are the part a
customer reads too. Standing next to a shop with more reviews than you, on the same screen, costs you the call before
anybody has spoken to anybody.

In your report: the fix, written out step by step, and how to check it worked.

11 · Reviews on your listing that nobody has replied to
Uncosted · OBSERVED — something we checked ourselves that you can re-check

What we found. YOUR LAST 20 REVIEWS, read 18 August 2026: 11 have no reply from you INCLUDING a 2-star
review from 2026-07-21 with no reply

The arithmetic. Checked from outside your business on 2026-08-18. No multiplier and no estimate — this is what is
published about you right now, and you can look at it yourself in under a minute.

Why this is not in the total. A complaint sitting there with no answer under it is the last thing a customer reads before
he chooses somebody else. The reply is not written for the person who complained — he has gone. It is written for the
next twenty people who read it.

In your report: the fix, written out step by step, and how to check it worked.
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12 · Questions on your listing that you have not answered
Uncosted · OBSERVED — something we checked ourselves that you can re-check

What we found. UNANSWERED, asked 2023-06-02 — unanswered for 3 years: "How much do you charge to come
out?" UNANSWERED, asked 2022-09-18 — unanswered for 3 years: "Do you work on weekends?"

The arithmetic. Checked from outside your business on 2026-08-18. No multiplier and no estimate — this is what is
published about you right now, and you can look at it yourself in under a minute.

Why this is not in the total. Anybody can ask a question on your listing, and anybody can answer it. A stranger
guessing your prices or your hours shows up on your listing above your own words, and an open question with no
answer reads as a business that is not there any more. Both are sitting on the same screen as your phone number.

In your report: the fix, written out step by step, and how to check it worked.

Your 90-day order of work

In the order we would do it: what pays back fastest and costs least comes first. Every item is a suggestion. You decide
what happens, and when.

Days 1–7 · stop the calls and the money you're already losing
Calls that rang out (Finding 1). Forward the line after hours to a service that answers as your business. You'll know:
ring your own number at 8pm — a human inside four rings.

Money you have already earned and not been paid (Finding 2). Work through the over-sixty list. You'll know: run
the list again, and it is shorter.

Jobs you finished and never invoiced (Finding 3). Invoice them. You'll know: every finished job this month has an
invoice.

Your website and your Google listing agree (numbers 7 and 8). Your hours on the website, and the listing
matching them. You'll know: search your own name on a phone — both say the same thing.

Days 8–30 · work what you have already priced
Estimates sent once and never chased (number 4). A second touch on the 23 open estimates, $71,000 of quoted
work. You'll know: how many answered, and how many booked.

Reviews nobody answered, and questions strangers answered for you (numbers 11 and 12). Reply to every
one, the bad ones first. You'll know: no review or question on your listing without your reply.

Recurring revenue you are not carrying (number 5). Offer a service plan to the customers you already served this
year. You'll know: plan members this month against last month.

Days 31–60 · stop the leaks that repeat
Jobs you went back to for free (number 6). Write down why, every time, for a month. You'll know: the same
reasons, and the count per month, going down.

The shops above you are carrying more reviews (number 10). Ask every finished job for a review, the same day.
Ask every customer the same way; never offer anything for a review, and never pick who gets asked. You'll know:
new reviews this month against theirs.
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Days 61–90 · check it held, and fix what didn't
Read the same numbers again for Findings 1 to 4: ring your own number after hours, re-run the over-sixty list,
check this month's invoices against finished jobs, and count the estimates chased and booked. Set each one
against the number in this report.

Search for your service from the same spot as your first search (number 9), and compare with where you were.
One honest before and after, not a ranking promise.

Anything that didn't move goes back to the top of this list.

This is an order of work, not a forecast. It does not promise what you will earn. It tells you what to do first, and how to
check each step yourself.

Checked and fine — where not to spend money

All twelve, by name. The ones that are fine are worth as much as the findings — they are where you can stop worrying,
and stop spending.

Whether you show up when someone searches in an emergency — we found something. See "The rest of what
we found", number 9.

Mistakes on your public business listing — we found something. See "The rest of what we found", number 7.

Calls after hours, and calls that ring out — we found something. See Finding 1 above.

How your reviews are coming in next to your competitors' — we found something. See "The rest of what we
found", number 10.

Towns you work in that your website never mentions — we could not check this one. We did not have your
website address to check.

How hard it is for a customer to actually book you — we found something. See "The rest of what we found",
number 8.

Reviews nobody has replied to — we found something. See "The rest of what we found", number 11.

Photos on your listing — how many, and how old — we checked this from outside your business and it is fine.
Nothing to do and nothing to spend.

Questions about your business answered by strangers — we found something. See "The rest of what we found",
number 12.

Whether people can see you offer payment options on big jobs — we checked this from outside your business
and it is fine. Nothing to do and nothing to spend.

Estimates that went out and were never chased — we found something. See "The rest of what we found",
number 4.

Customers who could be on a plan and are not — we found something. See "The rest of what we found",
number 5.

You're probably wondering

"How do you know this without seeing my books?" We do not see your books. Every figure marked MEASURED is
one you typed in yourself. Where we used a trade figure or an assumption instead, it says ESTIMATED on the line where
it appears and the assumption is written out, so you always know which is which.
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"What if a number I gave you was wrong?" Then the finding built on it is wrong by the same amount, and the
arithmetic is printed above so you can redo it in a minute. That is why we show the sum rather than just the total.

"Do I need to buy anything to fix these?" No. In your report every fix is written out step by step, and none of them
requires buying anything from us.

"What if I want to talk it through?" You can — ring 855-409-ROAD and we will walk through it. It is offered, not
needed.

The completion checklist

Tick these off and you have done the whole thing.

[ ] Calls that rang out — fix applied

[ ] Calls that rang out — checked it worked

[ ] Money you have already earned and not been paid — fix applied

[ ] Money you have already earned and not been paid — checked it worked

[ ] Jobs you finished and never invoiced — fix applied

[ ] Jobs you finished and never invoiced — checked it worked

[ ] Re-run the over-sixty list

[ ] Rang your own number after hours and reached a human

The numbers we used

In your report: every figure you gave us, listed with where it came from.

Where a trade figure or a stated assumption was used instead of yours, the line it appears on says ESTIMATED and
names it.

What this is, and what it is not

We are not financial advisors, accountants, attorneys, or licensed consultants, and nothing in this report is
financial, legal, tax, or investment advice.

This is not a valuation. We do not say what your business is worth, or what it should sell or buy for. That is for a broker
and your accountant.

How this was produced. The analysis is built with advanced AI systems working over public information about your
business and the figures you supplied. Every finding in it was then checked by a human before it reached you - but AI-
assisted analysis can still be incomplete or wrong, and we make no claim that it is exhaustive.

These are suggestions, not instructions. Every dollar figure is an estimate built from the numbers you gave us and
from typical figures for your trade. They are ranges, not forecasts. Your actual results will differ.

Talk to your own professionals before you act. Speak to your accountant, financial advisor, or a business consultant
who knows your full picture before making any decision that involves money, staffing, pricing, contracts, or borrowing.
We see one narrow slice of your business. They see all of it.
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The decisions are yours. You know your business, your market, and your obligations. You are ultimately responsible
for what you choose to do with anything in this report, and we accept no liability for outcomes arising from decisions
you make.

No guarantee of results. We do not promise more calls, more jobs, more revenue, or any particular outcome.

The revenue review is $5,000, paid up front after the call, and it is non-refundable, as set out in the terms you agreed to.
Delivered within 48 hours of your answers.
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