KINJO FIELD GUIDE - FOR HOME SERVICE OPERATORS

THE TRADE OPERATOR'S FIELD GUIDE

Running the

Business While
You Work

A field guide to predictable
growth for home service
contractors.

Five things quietly decide whether a trades business grows or stalls:
the calls you catch, the jobs you book, the leads you follow up, the
reviews you earn, and the work that happens while you're under a
sink. This guide breaks down all five, in the language of the job site,
with the numbers behind each one.

BUILT FOR HVAC - PLUMBING - ELECTRICAL - ROOFING - GENERAL CONTRACTORS



START HERE

You speakinjobs. The
software industry speaks
injargon.

Nobody in the trades wakes up wanting "Al enablement" or
"workflow automation." You want the phone answered when
you're on a roof. You want the estimate out before the homeowner
calls the next guy. You want steady work and a Saturday off.

That gap, between how tools get sold and how the work actually feels, is
the reason most contractors stall on growth. The need is real. A 2026
ServiceTitan survey of 1,000 residential contractors found 74 % see this
kind of technology as the key to running leaner. Only 25% are actually
using it.

The hold-up isn't doubt about whether it works. Among contractors not yet
using these tools, ServiceTitan found the top barriers were lack of training
(44%) and integration headaches (44 %), not skepticism. Only 18% pointed
to staff resistance. People want the help. They just don't know where to
start.

So this guide skips the category names. It walks through the five outcomes
that decide whether your business grows, the way you'd describe them to
another owner at the supply house: never miss a call, book more jobs, stop
chasing leads, get more reviews, and let the office run while you work.

The five that move the needle

Q Never miss a call. The single most expensive habit in the trades.

° Book more jobs. Turn the calls you catch into work on the calendar.

° Stop chasing leads. Follow-up that happens without you remembering.
Q Get more Google reviews. The thing people check before they dial.

° Run it in the background. The business side, handled while you're on site.

Sources: ServiceTitan, 2026 State of Al in the Trades (survey of 1,000 residential contractors).

KINJO PRO Running the Business While You Work

Don't want to build
this yourself?

Everything in this guide, set
up for you, answering your
phone and booking jobs in
days.

SEE HOW IT WORKS -

THE ADOPTION GAP

74% | 25%

See it as essential vs. actually
using it. The owners who
close that gap first take the
work.

kinjo.pro
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OUTCOME ONE - FEAR REDUCTION

Never Miss aCall

A missed call isn't a missed message. It's a homeowner already
dialing the next name on the list. This is the most expensive habit in
the trades, and the easiest one to fix.

"I'm missing sooo many calls when I'm on ajob & I just
can't pickup."”

R/TRADIES — A THREAD TITLE, BECAUSE IT SPOKE FOR EVERYONE



CHAPTER 1 - THE MATH OF A MISSED CALL

The phonerings while
you'reup aladder. Thenit
stops.

Every owner in the trades knows this one. You're under a sink or
on a roof, the phone buzzes, and there's no way to answer it. By
the time you climb down and call back, they've booked someone
else.

The reason it costs so much is simple human behavior. Most people who
reach a voicemail just hang up and try the next number. One trade-focused
answering service puts the figure at 85% of callers who won't leave a
voicemail. So the call doesn't become a slow lead. It becomes nothing.

HOW OWNERS DESCRIBE IT
"By the time I call back, they've already booked someone else."”

The dollars add up faster than most owners track. One HVAC company
calculated the missed-call leak at $46,000 a year, enough that the number
now anchors entire vendor pitches. For a solo operator, even a handful of
caught jobs a month changes the year.

What good looks like
The fix isn't hiring a receptionist you can't afford. It's making sure no call

ends in silence. Two patterns do most of the work:

° Answer live, 24/7. Something picks up every time, gathers the job details,
and sounds like a person, day or night.

@ Missed-call text-back. The instant a call slips, an automatic text goes out:
"Sorry I missed you, what do you need?" That one message keeps the lead
warm until you're off the job.

° Capture, don't qualify-to-death. Get the name, address, and problem. You
can sort the rest later.

Sources: HeyJodie (voicemail behavior); NeverMissHVAC (missed-call revenue estimate).

KINJO PRO Chapter 1 Never Miss a Call

THE LEAK

85%

of callers won't leave a
voicemail. A missed call is
usually alost job, not a
delayed one.

KINJO

An answer for every
ring, while you
work.

Picks up 24/7, sounds
human, books the job, and
texts you the details.

SEE HOW IT WORKS -

kinjo.pro
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KINJO

THE QUIET COST

Every missed callis
answered by your
competitor.

You can't be on the job and on the phone at the same time. You
shouldn't have to choose. The owners who never miss a call aren't
working more hours. They've handed the phone to a system that

doesn't climb down off the roof to answer it.

KINJO.PRO/HOW-IT-WORKS
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OUTCOME TWO - REVENUE GAIN

Book More Jobs

Catching the call is half of it. The other half is turning that call into a
confirmed slot on the calendar before the homeowner cools off or

shops around.

"My calendar runs itself."”

THE GOAL, IN FOUR WORDS



CHAPTER 2 - FROM CONVERSATION TO CALENDAR

Getitonthe books before
they call the next guy.

Owners talk about booking in plain terms: "keep the calendar full,"
"get jobs on the books," "no more back-and-forth to schedule."
The friction between a willing customer and a confirmed
appointment is where revenue leaks out.

Speed is the lever. Most homeowners are calling more than one contractor,
and the first one to lock a real time on the calendar usually wins the job,
regardless of who had the better price.

The proof shows up in the after-hours hours nobody is staffing. One small-
business owner who put an automated system on his phone described it
like this:

FROM THE FIELD - R/SMALLBUSINESS
"Within two months, it handled 70 to 80 % of after-hours calls. |

was scheduling an extra 8 to 10 appointments a month I'd have
lost to voicemail."”

That's not a marketing number, it's an owner counting jobs he used to
lose. Eight to ten a month is a different year.

What good looks like

° Online booking that lands in your calendar. Customers pick a slot without
playing phone tag, and it drops straight onto your schedule.

0 Real-time confirmation. The job gets confirmed and you get a text with the
details, no double-bookings.

° After-hours coverage. The calls that come in at 9pm are booked by morning
instead of forgotten.

Source: contractor account, r/smallbusiness (after-hours call handling).

KINJO PRO Chapter 2 - Book More Jobs

AFTER-HOURS RECOVERY

+8-10

extra jobs a month, booked
from calls that used to diein
voicemail.

KINJO

It books the job right
into your calendar.

Confirms the slot, blocks
double-bookings, and texts
you what's coming.

ro-- N
SEE HOW IT WORKS -
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OUTCOME THREE - FRUSTRATION RELIEF

Stop Chasing Leads

Follow-up is the work everyone knows they should do and almost
nobody does on time. It's also where the feast-or-famine cycle
actually lives.

"I sent an estimate and never heard back."

THE MOST COMMON FIVE WORDS IN A CONTRACTOR'S PIPELINE




CHAPTER 3 - THE FOLLOW-UP YOU NEVER GET TO

Thelead didn't go cold.
Nobody followed up.

"One month the phones ring nonstop. Next, the crew is waiting for
the next big job." Owners call it feast-or-famine and treat it like the
weather, like something that just happens to them. It's a follow-up
problem, and follow-up is something you can actually fix.

When you're slammed, leads fall through the cracks because you're
working. When you're slow, you scramble. The pipeline never gets steady
because the follow-up never gets consistent, it depends on you
remembering, and you're on a job.

Speed is most of the game

The window is smaller than it feels. Reaching a new lead within an hour
makes a business roughly seven times more likely to qualify it than waiting
even a little longer. After that, attention moves on.

And the estimates you already sent are money sitting on the table.
Automated follow-up on quotes that never got a reply recovers
somewhere between 15% and 25% of jobs that would otherwise have
gone quiet, according to home-services automation guides tracking the
practice.

HOW OWNERS DESCRIBE IT

"I'm too busy working to chase work."

What good looks like

o Instant first response. A new lead hears back in minutes, automatically,
while interest is highest.

Q Estimate follow-up on a timer. Unanswered quotes get a nudge on day two
and day five without you lifting a finger.

o Re-engagement of old leads. The "went cold" list gets worked in the
background instead of forgotten.

Sources: speed-to-lead research (1-hour contact window); home-services automation guides
(estimate follow-up recovery).

KINJO PRO Chapter 3 - Stop Chasing Leads

SPEED TO LEAD

Tx

more likely to qualify a lead
when you reach it within the
first hour.

KINJO

Follow-up that
doesn't wait on your
memory.

Replies in minutes, chases
unanswered quotes, and re-
works the cold list
automatically.

SEE HOW IT WORKS -

kinjo.pro
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OUTCOME"FOUR = CONCRETE OUTPUT

Get More Google
Reviews

Homeowners look you up before they call. Your star rating is the
first thing they judge, and it decides whether they dial you or the
next name down the list.

"My competitor has 200 reviews and | have 20."

A RANKING PROBLEM AND A TRUST PROBLEM AT



CHAPTER 4 - REVIEWS EQUAL PHONE CALLS

Peoplelookyou up before
theycall you.

Owners understand the instinct even if they don't track the data:
reviews equal phone calls. Showing up on Google with recent
five-star reviews is often the whole reason one contractor gets
the call and another doesn't.

The buyer behavior is lopsided. Around 90% of consumers read online
reviews before hiring a local service provider, and 87% won't hire a
business rated below four stars. Recency matters too, a wall of reviews
from three years ago reads as a business that's coasting.

Ranking compounds it. Businesses in Google's local 3-pack, the top three
map results, pull 126% more traffic and 93% more actions than the
businesses ranked fourth through tenth. Review volume is one of the
strongest signals that decides who lands there.

Why most owners stay stuck at 20

It's not that customers won't leave reviews. It's that the ask never
happens. "l never remember to ask" is the honest version. And timing is
everything:

THE TIMING DIFFERENCE

Requests sent within 2 hours of finishing the job get 34-48 %
response. Sent days later, by hand, they get 6-9%.

What good looks like

Q Automatic ask, every job. A review request fires within an hour or two of
completion, while the work is fresh and the customer is happy.

° One-tap path. The text drops them straight onto your Google profile, no
hunting.

Q Steady cadence. Done on every job, owners commonly clear 100+ reviews
inside 90 days.

Sources: local-search consumer studies (review reliance, 3-pack traffic); home-services
review-automation guides (response-rate timing, 90-day volume).

KINJO PRO Chapter 4 - Get More Google Reviews

THE TRUST TEST

87%

won't hire a business rated
under 4 stars. Recent reviews
are the price of entry.

KINJO

It asks for the
review so you hever
have to.

Texts a one-tap request right
after the job, while the
customer's still glad you
came.

SEE HOW IT WORKS -

kinjo.pro
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OUTCOME FIVE - OPERATIONAL RELIEF

Run itinthe
Background

You got into the trade to do the work, not to be the phone man, the
scheduler, and the accounts department. The point of all of this is to
hand those jobs to something that doesn't need you watching it.

"I need something running in the background while I'm
on site."”

THE MOST ACCURATE DESCRIPTION OF WHAT OWNERS ACTUALLY WANT



CHAPTER 5 - THE OPERATOR VS. THE CRAFTSPERSON

Workon the craft. Letthe
business handleitself.

There's a split inside every trades owner: the craftsperson who's
good with their hands, and the operator who has to run the
business. "l find myself working and trying to manage my business
at the same time. It is aging me terribly," one general contractor
put it. That tension drives nearly every tool decision.

The phrase that comes up again and again in forums and owner
conversations is "running in the background." Not a new app to babysit.
Not another login. Something that handles the calls, the booking, the
follow-up, and the review asks while you're on a job, and only pulls you in
when a human actually needs to.

This is also the honest answer to hiring. Owners frame it plainly: "l can't
afford a full-time receptionist." A system that covers the phones and the
office work is the affordable version of the office manager you'd otherwise
have to pay for, without the overhead.

HOW OWNERS DESCRIBE THE WIN

"L et the system handle it while I'm on site. | just want to do the
work."

The numbers back it up too. Among contractors already using these tools,
ServiceTitan found 62% report real efficiency gains, with many getting
back three or more hours a week. That's a half-day a week returned to
billable work or to your family.

What good looks like
Q Set-and-forget. It runs without you logging in to check on it.

0 One place, not ten apps. Calls, calendar, follow-up, and reviews in a single
system instead of a pile of logins.

0 Pulls you in only when needed. You handle the judgment calls; it handles the
repetition.

Sources: contractor accounts (r/GeneralContractor); ServiceTitan, 2026 State of Al in the
Trades (efficiency gains, hours saved).

KINJO PRO Chapter 5 - Run It in the Background

TIME BACK

3+ hrs

a week returned to most
owners using these systems.
A half-day, every week.

The office, handled
while you're on the
job.

Calls, booking, follow-up,
and reviews in one system.
Set up for you, not by you.

ro- N
SEE HOW IT WORKS -
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PUTTING IT TOGETHER

Thefive aren'tfive
projects. They're one
loop.

Each outcome feeds the next. Catch the call, and you have a job to book. Book

the job, and there's a customer to follow up with and a review to earn. Earn the

review, and the next call comes in warmer. Miss any one link and the whole loop
leaks. Fix them together and growth stops being a gamble.

Catch Book Follow Up Earn Repeat
Every call The call becomes Leads and quotes A review request More reviews
answered, day or a confirmed slot get worked fires the moment bring warmer
night. Nothing on the calendar. automatically, not the job is done. calls. The loop
ends in silence. from memory. tightens.

Where to start if you only fix one thing

Start with the call. It's the front of the loop and the most expensive leak,
and everything downstream depends on having caught the job in the first
place. Once no call ends in silence, add booking, then follow-up, then
reviews. You don't have to build it all at once. You do have to stop the
bleeding first.

The hierarchy above reflects the order of impact owners report: fear of missing work, then
revenue, then follow-up, then reputation, then time back.

KINJO PRO The Growth Loop

KINJO

All five, set up for
you.

Built for the trades. Done-
for-you setup. The system
runs while you work.

SEE HOW IT WORKS -

kinjo.pro
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THE NUMBERS

What the data actually says.

Every figure in this guide, in one place, with the source. Use these when you're
deciding whether the office side of your business is worth fixing this year.

74%

of residential contractors see this
technology as key to running
efficiently.

ServiceTitan, 2026

85%

of callers won't leave a voicemail.
A missed call is a lost job.

HeyJodie

15-25%

of "lost" estimates recovered with
automated quote follow-up.

Home-services automation guides

25%

are actually using it. The gap is
the opportunity.

ServiceTitan, 2026

$46K

a year lost to missed calls, by one
HVAC company's own math.

NeverMissHVAC

90%

of consumers read reviews before
hiring a local service pro.

Local-search studies

62%

of users report measurable
efficiency gains, many saving 3+
hours a week.

ServiceTitan, 2026

%

more likely to qualify a lead
contacted within the first hour.

Speed-to-lead research

126%

more traffic to businesses in
Google's local 3-pack vs. ranks 4-
10.

Local-search studies

Full citations: ServiceTitan, 2026 State of Al in the Trades (survey of 1,000 residential contractors). HeyJodie, NeverMissHVAC, and home-
services automation/review guides as referenced throughout. Speed-to-lead and local-search figures from widely cited industry research.
Figures are directional and vary by trade, market, and how consistently a system is used.

KINJO PRO The Numbers kinjo.pro



KINJO

YOU'VE READ THE WHAT. HERE'S THE HOW.

See the system that
runs all five.

You now know the five outcomes that decide whether a trades
business grows: catch the call, book the job, follow up, earn the
review, and let it run in the background. Building that yourself takes
time most owners don't have. Seeing it work takes about two
minutes.

KINJO.PRO/HOW-IT-WORKS

Built for the Trades - 100 % Done-For-You Setup - Never Miss Another Call
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