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Executive Summary

Many construction firms do not struggle because demand is

weak. They struggle because growth starts to outpace the 44

way the business operates. Leads come in, estimates get

created, projects move forward, invoices go out, and teams The guaf was not a

stay busy, but the systems connecting those steps are often technolo gy overhaul. The

goal was better control,

inconsistent, manual, or hard to see across departments.

This whitepaper looks at Summit Ridge Construction Group, clearer handoffs. and
¥

a growing regional contractor that improved lead handling, N o
stronger visibility across

project visibility, scheduling coordination, invoicing flow, and
executive reporting through a focused digitalization and the business.
revenue operations effort. The company did not need more

software for the sake of software. It needed a clearer

operating model.

o Where Things Stood

. What Leadership Wanted

Website leads coming in without a Faster, more consistent response to new
consistent intake process. inquiries.
* Quotes and follow-up tracked differently * Clearer visibility from lead to signed job.

from person to person. i
* Better coordination between sales,

* Scheduling details spread across email, operations, and finance.

calendars, and staff memory.
L * Faster invoicing after completed work.

e Billing delays caused by incomplete i
: * Reporting that helped management make
handoffs from operations. g2 ,

decisions with confidence.
 Limited visibility into pipeline, backlog, and

collections,
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Transformation Goals and L

Approach

The business did not need
more moving parts. It
needed a more connected

Leadership did not start by asking for another tool. They
started by asking how the business could respond faster, way of operating.
coordinate work more smoothly, invoice more consistently,

and gain a clearer view of revenue performance.

The Transformation Goals

The Consulting Approach

L]

Improve speed and consistency of lead
handling.

Create usable visibility from inquiry to
signed job.

Standardize the handoff from sales to
operations.

Improve scheduling coordination and
project status visibility.

Reduce invoicing lag and strengthen cash-
flow visibility.

Give leadership practical dashboards for
pipeline, backlog, billing, and collections.
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Discover

Interview stakeholders, review
systems, and document the
current lead-to-cash workflow.

Diagnose

Identify bottlenecks, duplicate
effort, weak handoffs, and
reporting gaps.

Design

Define future-state workflows,
responsibilities, stage definitions,
and KPI logic.

Implement

Roll out process changes,
documentation, and system
updates in manageable phases.

Optimize

Review results, refine the
workflows, and continue
Improvement.
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Future-State Operating Model

The new operating model was built around clarity. Each

platform had a defined role, each handoff had an owner,

and each step in the customer journey became easier to

track.
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Operating model

Digitalization worked because
the tools were aligned to
business roles, not added for
novelty.

How the Workflow Was Structured

O 0 O

WordPress HubSpot CRM
Website The visibility layer
The front door for for lead tracking,

lead capture,
landing pages,
service content, and

pipeline stages,
follow-up, and sales
reporting.

inquiry forms.

o What Changed

Website forms were standardized so intake details
were more complete.

Pipeline stages were clearly defined so every
opportunity could be seen and managed.

Won jobs moved through a documented handoff
package before scheduling.

Operations and billing had clearer status signals for
completed or milestone-based work.

Leadership gained a cleaner view of what was in
pipeline, what was scheduled, and what had been
completed.
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QuickBooks
Online

Jobber

The coordination
layer for scheduling,
job status visibility,

The financial system
of record for

and selected invoicing, payment
workflow visibility, and
management. receivables tracking.
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KPIs and Business Results

Once the workflows were clarified, leadership could finally manage the business with better visibility. The focus
shifted from chasing updates to reviewing performance.

Core KPI Framework

Marketing Operations Billing and
and Intake Finance
» Estimate volume » Sold backlog
* Inquiry volume by o Estimalatocioss value « Days from
source rate + Schedule-ready completion to
: - 4 Invoice
» Response time . Open quote aging jobs awaiting
. [ camant « Unbilled
» Qualified lead . Average time

+ Project status completed work

aging « Accounts

receivable aging

rate from estimate to

« Site-visit or decision

appointment set

rate accuracy + Invoiced revenue
versus collected
revenue

* Completion signal

Results the Team Began @ Business Results Snapshot

.
0
o
o
O
il

to See
More consistent response to new Inquiry Estimate-to- Open quote
Ingquiries. response close rate aging over 30

Cleaner quote follow-up and better
pipeline discipline.

Stronger coordination between
office staff and the field.

Fewer delays between completed
work and invoicing.

Leadership confidence based on
real operational data.

within 1 hour

82%

T from 41%

Average time
from estimate
to decision

18

| days
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28%

T from 16%

Days from
completion to
invoice

9

| days

days

-37%

| reduction

Forecast
confidence
for next 90
days

92%

T confidence
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Conclusion and Next Steps

For growing construction firms, digitalization is not about
chasing new software. It is about creating a more
connected business, one where lead intake, estimating,
scheduling, operations, invoicing, and reporting work
together instead of operating in silos.

° Key Takeaways

* Growth becomes easier to manage when
teams share one operating rhythm.

* The biggest problems often live in the
handoffs between departments.

» Clear ownership, cleaner data, and better
visibility create better decisions.

* The right systems matter, but process
design matters even more.

* Afocused RevOps and digitalization effort
can improve both efficiency and control.

@ Contact

Web Search Professionals
919 Partridge Lane
Fredonia, WI| 53021

(414) 234-5624

rudym@web-search-pros.com

web-search-pros.com
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Conclusion

When the business runs with
better visibility, better
handoffs, and better
reporting, growth becomes
easier to control.

About Web Search
Professionals

J

Web Search Professionals helps small and
mid-sized businesses improve marketing,
operations, and growth through practical
digital strategy. Our work connects websites,
CRM, service workflows, reporting, and
revenue visibility so companies can operate
with more clarity and confidence.
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