
SAMPLE ONLY. Stone Creek Heating & Cooling is a made-up shop. Every name, step and number below is invented for this demo.

Workflow Map, sample
Shop. Stone Creek Heating & Cooling (made up), residential HVAC, 6 people, southern New Hampshire
Process mapped. Missed call and lead intake through quote follow-up
Who touches it. Owner (prices and schedules), office (answers the phone when in), techs (out on jobs)

How it works today
# Step Who Tool Where it stalls

1 Call comes in Office, or nobody Desk phone, cell When the truck is out, call goes to voicemail

2 Missed call follow-up Owner or office Voicemail, pad, callback Some voicemails sit overnight. A few never get called back.

3 Web or email lead Office Website form, email Leads sit in inbox until someone checks

4 Build the quote Owner Spreadsheet or handwritten Done at night after jobs

5 Send the quote Owner Email or text Same info typed again from the pad

6 Follow up Whoever remembers Nothing Quotes go quiet. Nobody said no. They just never got asked again.

Where it leaks
1. Missed calls. In this sample, a couple of callbacks a week never happen. The lead went to voicemail and the pad got buried.

2. Scattered intake. Phone notes, web forms, and emails live in three places. Easy to lose one.

3. Quiet quotes. Roughly half the sent quotes get no second touch.

What I'd automate, ranked
1. Missed-call text-back. A missed call triggers a short text from the shop number: we saw you called, reply with what you need, and someone will get back. The
lead also lands on one sheet. Owner or office still makes the real callback. Apps are the phone line they already have, a text tool, and a spreadsheet. Fits a One
Workflow Build. Fixed build price for this sample: $499.
2. One intake list. Web form and email leads drop into the same sheet on their own. Phone leads get typed into a four-box form on a phone. Nothing lives on a
pad. Apps are email, a form, and a spreadsheet.

3. Quote follow-up drafts. Sent quotes get logged. On day three and day seven, a follow-up email gets written and parked in the owner's drafts. He sends it or
deletes it. Nothing goes to a customer without him seeing it first.

What stays human
Pricing the job. Calling the customer back. Sending the quote. Deciding who gets on the schedule.

Tool options
Uses the phone, email, and spreadsheet the shop already has. Any new tool gets listed with the vendor's published price, and you check it before buying.

Rough hours saved (estimate for this sample, not a promise)
Automation Guess per week

Missed-call text-back About 1 hour, plus leads that would have gone cold

One intake list 1 to 1.5 hours

Quote follow-up drafts About 1 hour, plus quotes that would have gone quiet

Total About 3 to 4 hours

On a real Map I time your process as it runs today so you can check the numbers yourself. No ROI claim. Just the steps, the leaks, and a fixed price to build.

Price
Workflow Map, $249, 3 business days, 1 revision.

One Workflow Build for #1 above (missed-call text-back), $499, 7 business days. Fixed price set by this Map.

Connected Workflows, from $1,200, if you want all three tied together later.

Contact
Jon Anderson, Granite Models Automations · granitemodels@gmail.com · (978) 647-3933 · granitemodels.store


