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Stop Wasting Time On
Leads That Will Never Buy

Build a smarter system to attract, qualify,
and convert more homeowners who pay
you for a heat pump installation.
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ATTRACT QUALIFY BOOK FOLLOW UP CONVERT
Get in front of the Identify serious Fill your calendar Murture leads & stay Close more jobs
right homeowners buyers early with guality calls top of mind and grow profitably

Proven Step-by-Step Al-Powered Real-World
Strategies Systems Automation Results

written by Al Marketing Systems for

leopardweb.co.uk/ai
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@ THE ASHP LEADS TO SALES PLAYBOOK

WELCOME TO THE

ASHP LEADS &
SALES PLAYBOO

THE HEAT PUMP INDUSTRY IS CHANGING FAST.

The demand for air source heat pumps has never been greater.
Government incentives, rising energy costs and growing
consumer awareness are creating significant opportunities
for installers across the UK,

Yet many businesses are still relying on outdated marketing
methods, inconsistent referrals or expensive lead generation

companies that deliver poor quality enquiries.

The companies achieving consistent growth are taking
a different approach.

They're building systems that attract the right homeowners,
qualify enquiries automatically, book more surveys and

continue following up until the customer is ready to proceed.

That's exactly what this playbook will show you.

INSIDE THIS PLAYBOOK YOU'LL DISCOVER HOW TO:

MARKETING DOESN'T
INSTALL HEAT PUMPS.

O
L —
g I:I
® il
Generate more Turn more website Use Al to answer Follow up Convert more Build a predictable
qualified homeowner visitors into booked questions and consistently surveys into pipeline of
enquiries. surveys. qualify leads without increasing profitable future work.
autoratically. your warkload. installations.
THE MODERN HEAT PUMP CUSTOMER JOURNEY
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1. ATTRACT 2. CONVERT 3. QUALIFY & BOOK 4, SURVEY & QUOTE 5. FOLLOW UP & CLOSE 6. INSTALL & GROW
Google, Meta Optimised Al qualification & Professional surveys Automated nurture & Installations, reviews
& SEOQ landing pages survey booking & quotations sales follow-up & referrals
ONE COMNECTED SYSTEM. MORE QUALIFIED ENQUIRIES. MORE INSTALLATIONS.
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THE SIX

PLAYS OF THE
ASHP LEADSTO @
SALES SYSTEM

A connected system that turns homeowner o i F

interest into qualified surveys, won quotes
and profitable heat pump installations.

Each Play supports the next. Attracting more

< PLAY 1
More qualified
X ATTRACT e homeowners
Bring the right entering your
homeowners into pipeline.
your system.
PLAY 2

[:UHV ERT e More enquiries

from the right

Turn interest into Hereasnee

meaningful
enquiries.

PLAY 3

QUALIFY & BOOK ° Less wasted time.
@ \ Identify serious More qualified
surveys booked.

opportunities and
book more surveys.

PLAY 4
enquiries will not produce growth if the wrong N Better
SUHVEY & ﬂU[lTE conversations.
homeowners enter the system, surveys are
9 Create a professional Stronger

poorly prepared or quotes are left without

consistent follow-up.

The strongest heat pump businesses build
one joined-up process that manages the ~

entire customer journey.

' R
66
The most successful installers
don’t rely on luck or referrals alone.
They run predictable systems
that scale.
L% Y

AL ONE SYSTEM.

sales experience. proposals.

PLAY 5

, FOLLOW UP & CLOSE More guotes
Stay in contact until converted into
the homeowner is installations.
ready.

PLAY 6

More reviews,
INSTALL & GROW @y  orer=="
Turn every successful repeat
installation into momantum.
future growth.

More Qualified @ More Installations

Enquiries
\ | ENDLESS OPPORTUNITIES.
More Booked @ More Reviews
When each Play works seamlessly together, Surveys
= e you create a predictable pipeline of qualified
e SRS oS SuaVE WG QuAtes A0d @ More Quotes Won @ More Referrals
profitable installations.
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PLAY 1

ATTRAGT

GENERATE MORE QUALIFIED
HOMEOWNER ENQUIRIES

Top result
Local Heat Pump Experts
L & 8 & & ¢

The first step in the journey is bringing
the right homeowners into your system.
This Play is all about building predictable
visibility across the channels that
matter most.

THE WHY

_ ‘ THE OBJECTIVE
Without a consistent flow of qualified
homeowner enquiries, every other stage Create a predictable flow

of your sales process becomes harder.

The goal is not to generate more traffic —
it is to attract the right homeowners who
are actively considering an air source heat pump.

of homeowners who are ready
to enquire about an air source

heat pump.

THE 5 PILLARS OF YOUR TRAFFIC STRATEGY

9 || & || & | &

GOOGLE SEARCH GOOGLE LOCAL META CUSTOMER REVIEWS &
& SEO ADVERTISING REFERRALS CASE STUDIES
Capture homeowners Increase visibility in Generate awareness Turn happy customers Build trust, credibility
actively searching for local searches and and create demand into a consistent and social proof
heat pump solutions maps when homeowners among suitable source of warm, to improve conversion
and grant information. look for trusted homeowners in your high-quality across every channel.
installers nearby. service area. enquiries.
T a 5 s

[ A FODARR WER DDA TID Don't measure success by the number of website visitors.

\--) LEOPARD WEB PRO TIP 'S

\ &/ Measure success by the number of qualified surveys booked.

Next: Building Your Traffic Strategy 9
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PLAY 1

BUILDING YOUR
TRAFFIC STRATEGY

The best marketing systems don't rely

Your Business
Heat Pump Specialist

L8 8.8 & ¢
5.0 % % % ¥ (128)

on one source of enquiries. They combine
multiple channels to create a predictable

flow of qualified homeowner enquiries.

THE 5 PILLARS OF YOUR TRAFFIC STRATEGY

1. GOOGLE ADS i

$ Google Ads puts you at the top of the search resuilts,
Best for: Homeowners actively captures high-intent searches, and reaches homeowners
searching for a heat pump. who are already locking for a solution and are closer

to taking action.

2. GOOGLE LOCAL & SEO Why it works

Appearing in Google Maps and local search builds
trust and generates enquiries consistently, even
when ads aren't running.

Best for: Long-term growth
and local visibility.

3. META ADVERTISING Why: ik worke

_ Target the right homeowners with compelling offers
Best for: Creating demand and and messaging. Generate awareness and interest
reaching new audiences. before they even start searching.

4. CUSTOMER REFERRALS Wiy it 'works

Happy customers are your best advocates. Referrals
typically convert at a higher rate and cost you less
to acquire.

Best for: High-converting,
cost-effective enquiries.

5. REVIEWS & CASE STUDIES Why it works

Trust is one of the biggest deciding factors. The more
positive reviews and real project case studies you have,
the more enquiries you'll generate.

Best for: Building trust and
increasing conversion.

ik \\' Don't rely on a single marketing channel. The strongest businesses
LEOPARD WEB PROTIP combine Google Search, SEO, Meta advertising, referrals and customer
reviews into one integrated marketing system.

-@:)

e
[
M,
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Q) air source heat pump installer ‘

Top result
Local Heat Pump Experts

PLAY 2

GONVERT

TURN INTEREST INTO
ENQUIRIES

Getting traffic is only the beginning. This

Play is about converting visitors into
enquiries and making sure every
interaction moves them closer to
becoming a real opportunity.

THE WHY THE OBJECTIVE
Most visitors are not ready to buy yet. Convert website visitors into
Your job is to capture their details, meaningful enquiries and create
so they think of you first when builds confidence in your business.
they are ready.
THE 5 CONVERSION ESSENTIALS
=3

4o %

OPTIMISED INTERACTIVE Al-POWERED INSTANT SMS & LEAD MAGNET
LANDING PAGES ENQUIRY FORM CHAT WHATSAPP RESPONSE
=T grrrey Offer a valuable guide
Clear messaging, strong A dynamic form that Answer questions in real Engage immediately or resource to educate
benefits and a single asks the right questions time, qualify enquiries and follow up while homeowners and capture
call-to-action focused and helps turn more and capture leads interest is hot to high-quality leads for
on taking the next step. visitors into enquiries. automatically. maximise response. future follow-up.

Speed to response is critical. The sooner you engage, the more
LEOPARD WEB PRO TIP enquiries you will convert into booked surveys. Respond within
5 minutes or less.

Next: Create a High-Converting Enquiry Experience %
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PLAY 2B ‘
Get Your Instant Estimate

Answer a few quick questions

CONVERT o
CREATE A HIGH-
CONVERTING ENQUIRY [ @ @

Gas boller

EXPERIENCE S S S
g m & o

Electric radirton Underfloor Cther £
A high-converting enquiry experience ey ey e \ (D Instant estimates and

makes it easy, engaging and rewarding for ?u'ded qiiestions
visitors to take the next ste Increass 9“55!399“9"1
P- and conversion.

The easier it is, the more enquiries you'll get. Estimated Grant: up to £9,000

ELEMENTS OF A HIGH-CONVERTING ENQUIRY EXPERIENCE

CLEAR VALUE PROPOSITION

Communicate the key benefits of working with you, your

O BEST PRACTICE TIPS
accreditations and the value of a heat pump. (D' Keap forms short, engaging and mobils friendly
(%) Use progress indicators to guide completion

INTERACTIVE ENQUIRY FORM

Use a dynamic form that asks the right questions and

@ Offer an instant estimate or result where possible

I=

3
L

(¥} Remove friction - make the next step obvious

provides an instant estimate or tailored results. i
() Follow up immediately with value

Al-POWERED ENGAGEMENT

Use chat or Al assistants to answer questions instantly

) (1
© ¢ 06 0 06 ©

and guide visitors to the next step. Your Instant Estimate

Based on your answers, you could

EASY BOOKING OPTIONS be eligible for:

Make it simple to book a survey with real-time availability
- : { £7,500
and calendar integration.

ESTIMATED GOVERNMEMNT GRANT

TRUST & SOCIAL PROOF
Show reviews, case studies, accreditations and real @
customer results to build confidence.

The next step is 1o book your
LEAD MAGNET OFFER e e
Offer a valuable guide or resource in exchange for contact
details to capture and nurture more leads.

i 100% Secure. Your data is safe with us.

i

Your website should work for you 24/7 - capturing enquiries, answering

LEOPARD WEB |
PRO TIP |

questions and booking surveys even while you sleep.

Make your website your best sales person,

Next: Play 3, Qualify G))

Powered by Al Marketing Systems for

Leopard Web Al Pu leopardweb.co.uk/ai
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PLAY 3 Hi, I'm interested in.ah-eatpump .

Hi! Thanks for getting in touch.

QUALIFY &soox =2

questions about your property?

SPEND LESS TIME —
TALKING TO THE e

What type of property

WRUNG HUMEGWNERS do you live in?
Your team should not waste time answering the Gj @ﬁ

same questions or surveying homeowners who
are not suitable or ready to proceed.

Focus only on enquiries that are genuinely
worth pursuing.

THE WHY THE OBJECTIVE

Every enquiry deserves a quick response. Ensure your team only spends time with
| homeowners who are genuinely suitable for an
air source heat pump and ready to move forward.

Not every enquiry deserves your team's time. |

most likely to become profitable installations. |

Answer common questions, assess suitability @ Respond instantly
and collect key property details automatically, @ Answer questions
so your team can focus on the homeowners | @ Build trust
@ Qualify the enquiry
V]

Book the survey

\ Tae

THE 5 QUALIFICATION ESSENTIALS

1 2 3

P

5

o 000
Y

INSTANT ANSWER COMMON PROPERTY PRIORITISE SERIOUS INTELLIGENT
RESPONSES QUESTIONS QUALIFICATION HOMEOWNERS FOLLOW-UP
Every enquiry receives Answer grants, radiators, Collect property type, Identify serious Keep engaging suitable
an immediate reply, insulation, running costs bedrooms, heating homeowners and guide leads and filter out
even outside office and planning questions system, ownership and suitable leads towards enquiries unlikely to

hours. automatically. postcode before your a survey. progress.
team calls.

Every minute your surveyor spends with an unsuitable homeowner

LEOPARD WEB PRO TIP is time they could have spent winning another installation.
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PLAY 3

QUALIFY

THE ASHP LEADS TO SALES PLAYBOOK

EXAMPLES OF Al CONVERSATIONS

09

@ Homeowner 20:32
Will my radiators work with a
THE QUALIFICATION PROCESS s [ i
We engage every enquiry instantly, answer ]
questions and gather key information to RlAsslatent 2
identify which homeowners are suitable That depends on a few factors,
and ready to move forward. including their size and your home’s
Your team only spends time with heat loss. We'll assess this during
homeowners who are genuinely your free survey. Can | ask a couple
3 i ?
worth pursuing. of questions about your property
1. ENQUIRY RECEIVED
@ Homeowner submits an
enquiry on your website.
* o Homeowner 20:34
2. INSTANT RESPONSE How much is the government
@ Al responds within seconds grant?
to start the conversation.
¢ Al Assistant 20:34
s 3. QUALIFYING QUESTIONS The Boiler Upgrade Scheme currently
= Al asks the right questions offers eligible homeowners a grant
o gutharikiey peoperty @ of £7,500 towards an air source heat
it pump installation. We can check your
¢ eligibility during your free survey.
4. ASSESS SUITABILITY
:-|. ; The system evaluates the
informatien and determines
suitability.
J. @ Homeowner 20:36
9 ? Can | get a survey next week?
SUITABLE NOT SUITABLE (YET)
Al Assistant 20:36
(&) Meve to booking &) Provide helpful advice
& Beck survey (%) Send educational guide Absolutely! Here are our next
@ Create CRM record @  Nurture for the future available appointments:
@ start follow-up @  End workflow politely @ Tue 28 May - 09:00
| ) Tue 28 May - 13:00
v Wed 29 May - 10:00
7 5. OFFICE NOTIFIED Book Your Survey Now
Z '\_ Your team is alerted instantly
I with all the information.
THE BENEFITS
SAVE HOURS FOCUS YOUR TEAM INCREASE SURVEY GROW YOUR BUSIMNESS
of unproductive calls on high-quality, ready COMNVERSION without increasing
and messages homeowners and installation rates admin time

LEOPARD WEB |
PRO TIP

Every minute your surveyor spends with an unsuitable homeowner
is time they could have spent winning another installation.

Next: Play 4B, Move to Survey
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BOOK

BUILD AN APPOINTMENT
BOOKING SYSTEM THAT
PUTS YOU AHEAD OF
YOUR COMPETITORS

A booked survey is not just an appointment
in the diary.

It is your chance to put a system in place that
builds trust, educates the hcmeowner and
positions your business ahead of the other
installers they may be speaking to.

The best companies do not leave this stage to
manual admin, missed calls or patchy follow-up.
They use a booking system that confirms
appointments, sends the right information
automatically and prepares the homeowner
before the survey even begins.

A smart pre-survey booking system reduces
no-shows, builds confidence and gives your
surveyor a much better chance of winning
the installation.

THE WHY

The installer who responds quickly, confirms the
appointment professiomally and sends useful
information before the visit will usually appear
more organised, more trustworthy and easier

to deal with.

b

s ~

@’ THE OBJECTIVE

Build an appointment booking system that confirms
every appointment automatically, sends useful
pre-survey information, reduces no-shows and
prepares both the homeowner and your surveyor
for a stronger conversation.

L J

Your Logo
HEAT PUMP SOLUTIONS

Welcome!

We're looking forward to
meeting you.

Hi Sarah,

Thank you for booking your free heat pump survey.
We've put together some useful information to help
you before our visit.

R % ®

Our Gallery

Customer
Reviews

® ® E

What to Expect
on the Day

Company Video

How Heat Government
Pumps Work Grants

Your pre-survey welcome pack.

Everything you need before

we visit.

If you have any questions, just reply to this email
or call us on 01234 5678%0.

Let's make your home more efficient.

0 0

THE FIVE SURVEY BOOKING ESSENTIALS

FLEXIBLE BOOKING

Offer instant online
booking or have your
team confirm
appointments
personally — the
choice is yours.

%

TEAM CALENDAR
MANAGEMENT

Allocate surveys
across unlimited
team members and
territories from one
connected systerm.

D4

PROFESSIONAL
WELCOME PACK

Automatically send a

polished welcome email

with gallery, reviews,
videos, guides and
key information.

Q

SMART REMINDERS

Automated SMS
and email reminders
dramatically reduce

forgotten appointments

and almost eliminate
no-shows,

EDUCATED
HOMEOWMNERS
Homeownars armive
with the basics
already understood,

ready for a focused
and productive visit.

LEOPARD WEB
PRO TIP

Your sales process begins the moment the homeowner books

the visit not when your surveyor knocks on the door

Mext: The Pre-5urvey Journey @
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PLAY 4 OF 6

SURVEY & QUOTE

CONNECT EVERY SURVEY TO
A MANAGED QUOTING PROCESS

A well-organised survey visit gives the homeowner confidence
and provides the technical information needed to recommend

the right solution.

It is also an important sales conversation. The surveyor must
understand the property, identify the homeowner's priorities,
explain the likely solution clearly and set expectations for

what happens next.

But the process cannot stop when the surveyor leaves.

The completed survey should move directly into a structured
quoting process that prepares the proposal, records its status

and connects it to the wider sales pipeline.

Every survey should lead smoothly towards a
professional quote, a tracked decision and

consistent follow-up.

THE WHY

@ THE OBJECTIVE

(2]
8.0
0

A DEFINED
HANDOVER

A STRUCTURED
SURVEY VISIT

Gather the technical
details and homeowner
priorities needed to
prepare an accurate
proposal.

Record the survey

so nothing is lost after
the wisit.

LEOPARD WEB PRO TIP

THE 5 SURVEY & QUOTE ESSENTIALS

outcome, recommended
solution and next actions

from completed visit to final decision.

11

A strong survey can still be wasted if the quotation is delayed,
unclear or left outside the sales system.

Connect your survey and quoting process to one managed journey

£]

PROFESSIONAL
QUOTE DELIVERY

A CONNECTED
QUOTE PROCESS

Retain an effective
existing quote process,
or strengthen it with
clear templates, stages
and responsibilities.

Send a clear proposal
that explains the system,
scope, costs, available
support and
next steps.

The survey gathers the information. The system makes sure it becomes
a professional quote and a managed sales opportunity.

5
(o

PIPELINE &
FOLLOW-UP
CONNECTION

Record when the quote is
prepared, sent, viewed
and accepted, then move
the opportunity into the
correct follow-up journey.
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PLAY 5

FOLLOW UP

BUILD A SALES SYSTEM
THAT NEVER FORGETS

Homeowners rarely make a decision the moment
they receive a quote.

Your CRM keeps every opportunity moving with
automated email, SMS and WhatsApp follow-up,
useful content, reminders and intelligent task prompts.

It keeps your company visible, keeps homeowners
engaged and alerts your team when an opportunity
needs personal attention.

Every quote stays managed until it is
won, lost or ready for later.

1
i
@_ -- DAY 3: SM5 CHECK-IN
: Friendly message to check they
]
i

o THE WHY

Many installations are lost
simply because nobody
followed up properly.
Manual follow-up is easy
to forget, awkward to
manage and difficult to
keep consistent.

The result is simple:
warm opportunities
go cold.

@ THE OBJECTIVE

Create a follow-up

journey that:

(% keeps homeowners
engaged after the quote

(& answers common concerns

(% builds trust cver time

@ reduces manual admin

() increases quote-to-
installation conversion

(& reactivates homeowners
who take longer to decide

&
=<

FAST QUOTE
FOLLOW-UP
Check in soon after the
quote is sent while the
opportunity is still warm.

7
@4l LEOPARD WEB PRO TIP

-

ity
[1] 808

HELPFUL CASE STUDIES
EDUCATION & REVIEWS
Share useful information

that answers questions
and builds confidence

in your solution.

Real customer stories
and reviews reduce
doubt and build trust

in your company.

i
LL]
e' == MONTH 3+: RE-ENGAGEMENT
]
i
i

THE 5 FOLLOW-UP ESSENTIALS

12

THE FOLLOW-UP JOURNEY

Stay in touch. Stay relevant. Get chosen.

QUOTE SENT
Professional quote delivered
to the homeowner.

DAY 1: HELPFUL EMAIL

Thank you email with next steps
and key information.

received the quote and offer help.

--- DAY 7: CASE STUDY
Share a real customer story
and recent installation.

--- DAY 14: GRANT REMINDER
Helpful update about grants,
financing and next steps.

=== MONTH 1: EDUCATION
Send useful guide or FAQ to
answer common questions.

Keep in touch with helpful content
and seasonal reminders.

HOMEOWNER BOOKS NEXT STEP

They are ready - because you

stayed in touch.

o e

& B

MULTI-CHANNEL LONG-TERM
TOUCHPOINTS NURTURE
Use email, SMS and Stay in touch with helpful
WhatsApp so homeowners content for homeowners
can respond in the way who are interested but
that suits them best. not ready yet.

The quote does not sell itself.
The follow-up is where many installations are won or lost.



P

Lﬂ THE ASHP LEADS TO SALES PLAYBOOK

FOLLOW UP

TURN FOLLOW-UP INTO A MANAGED PIPELINE

Following up is not just about sending messages. It is about knowing exactly where
every oppertunity sits, who needs attention and which quotes are most likely to convert.

A managed pipeline gives your team visibility, control and confidence so good
opportunities do not get forgotten.

e LEAD CONTACTED QUOTE VISIT BOOKED o QUOTE SENT e FOLLOW-UP ;%';?&EEM 0 WON / LOST
12 opportunities 8 opportunities 10 opportunities 7 opportunities & opportunities 13 opportunities
£11,240 £24,180 £32,450 £18,730 £9.950 £61,980
Alison F. [ warm | Hailey E. Anthony H. (LTI Michael C. [0 Deanne M. [N Steph D. £
Heat pump enquiry Visit booked Queote sent Whiting on decision Mot ready yet Installed
© 2 days 8 Jul 22, 9:15 am ® 2 days ® 7 days © 30 days Jul 20, 2025
LT E E 6 L B E 06 L T | v =2 e P L B E 6 TR E 6
Shaun D. coLD Carly 5. Peter W. (11D Amanda B. () Rachel O. Anne S. CD
Initial enguiry Visit booked Quote sent Waiting on decision Future project Installed
(© S days B3 Jul 15, 10:45 am @ 7 days © 14 days ) 14 days B Jul 18, 2025
“ B E OB LB B O LB B 6 v B C # “ B BB TR BB
Emily R. [ WARM | Bob G. [ WARM | Jennifer . (0000 Lynn T.  WARM | Carl B. [ coLp | Chris C. =
Heat pump enquiry Visit booked Quote sent Awaiting info Budget planning Chose competitor
@ 1day 9 Jul 11, 1:00 am ® 4 days ® 5 days (3 60 days &) Jul 16, 2025
«C B GO “C B E B LB E v B8 6 «C R E O T REO
+ ¢ more + 5 more + 7 more + 7 more + 3 more + 10 more

See every quote Track how long Prioritise hot, Assign tasks and
; homeowners have warm and follow-up
in one place Y ;

been waiting nurture leads reminders

THE 5 PIPELINE ESSENTIALS

é

PRICRITY & STATUS
Focus on hot leads and
where action is needed.

N
TN

TEAM MANAGEMENT
Keep everyone aligned
and accountable.

TASKS & REMINDERS
Never miss a follow-up

©

FULL VISIBILITY
See every opportunity

CLEAR STAGES
Move opportunities
forward with confidence.

and its current status. or key deadline.

' The quote does not need more hope.
It needs a system that keeps every opportunity visible,

managed and moving.
Next: Play 6, Install e

LEOPARD WEB PRO TIP
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(@) PLAY®

INSTALL &

GROW

TURN HAPPY CUSTOMERS
INTO FUTURE INSTALLATIONS

A completed installation is one of your most
valuable marketing assets. Our system helps
you automatically collect reviews, build case
studies, request referrals and strengthen every
future marketing campaign.

Installation
THE WHY . s
Many companies finish the job and move on. More Qualified
That means reviews are missed, referrals are Homeowners

turned into proof that helps win the next customer.

forgotten and successful installations are never /'D

A GROWTH
THE OBJECTIVE ""‘:f ::'%ad to LOOP THAT
Create a growth loop that turns every successful MR NEVER STOPS

© ©

Review
Requested

Testimonial
Captured

installation into trust, content, referrals and \
future enquiries. e
—

Referral Case Study
O THE BIG IDEA Prompt Sent Created
= A great installation creates a happy customer.
A smart system turns that happiness into
ongoing growth.
THE 5 GROWTH ESSENTIALS

@ 2 © ©

L 2%

REVIEW COLLECTION TESTIMONIAL CAPTURE CASE STUDY CREATION REFERRAL REQUESTS

1%

Ask for Google reviews Collect genuine customer Turn installations inte Make it easy for happy
automatically at the feedback that builds trust powerful stories that customers to recommend
perfect time, when the and can be used across show the problem, you to friends, family
customer is happiest. your website, emails and solution and result. and neighbours.

sales materials.

ol
PROOF EVERYWHERE

Use reviews, photos and
case studies across your
landing pages, ads,

emails and quote packs.

LEOPARD WEB PRO TIP
The best marketing proof comes from customers who already trust you.

Turn every successful installation into the fuel that powers your growth.
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THE COMPLETE
ASHP LEADS TO SALES SYSTEM

The six Plays work together to attract qualified homeowners, convert enquiries,
book better surveys, manage quotes, follow up consistently and turn completed
installations into future growth.

ATTRACT
Generate interest
and attract qualified
/ *mm.
Deliver a great

ASHP LEADS
e T0 SALES
SYSTEM

One connected system that
turns qualified homeowner
enquiries into bocked surveys,
won guotes, profitable
installations and
long-term growth.

INSTALL & GROW

e CONVERT

Convert visitors into

enquiries using high
converting systems

and offers.

FOLLOW UP & CLOSE o

Follow up consistently,

o QUALIFY & BOOK

Qualify enquiries and
book more surveys
with the right
homeowners.

manage your pipeline
and close more
quotes into
installations.

SURVEY & QUOTE

Connect every survey to a structured
qunting process and ensure quotes
are clear, professional and tracked.

ONE SYSTEM. SIX PLAYS. CONTINUOUS GROWTH.
When every stage is connected, your business runs smoother, I

your team performs better and your sales results keep improving. ] l I
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HOW STRONG IS YOUR
LEADS-TO-SALES SYSTEM?

Use this scorecard to assess how effectively each Play works within your current

sales system. Score each area from 1 (weak) to 10 (strong).

Be honest. The weakest Play often reveals where the most opportunity is being lost.

4 PLAY 1
ATTRACT

PLAY 2
CONVERT

PLAY 3

QUALIFY
& BOOK

PLAY 4
v=#"  SURVEY
& QUOTE
PLAY 5
v' FOLLOW UP
© close
/ PLAY 6
<] INsTALL

& GROW

4

A
—_—
]

YOUR TOTAL SCORE:

Add up your scores across all six Plays.

Are your marketing channels
consistently generating
affordable enquiries from
homeowners who are
genuinely interested in

a heat pump?

Have you installed an Al
support agent and interactive
enquiry forms on your
website to convert a higher
percentage of visitors

into leads?

Does your system
automatically separate good
prespects from unsuitable
or low-intent enquiries,

50 your sales team is not
wasting time visiting
homeowners who are
unlikely to buy?

Does every completed survey
move smoothly into a clear,
professional quotation that

is recorded and tracked
inside your sales system?

Does your CRM keep every
guote visible, prompt the
right next action and
automatically follow up
consistently until a clear
decision is reached?

Does every completed
installation trigger a
structured process for
customer communication,
reviews, testimonials,
referrals and future

marketing proof?

/ 60

THE BOTTOM LINE

WEAK STRONG

OOOOOOOO®O®O®W

WEAK STRONG

DOOOWOHOOOOOW®

WEAK STRONG
OOOWEOOOO®O®® W
WEAK STRONG
QOOOWEOOEO®O®
WEAK STRONG

OOOOEEOOO®OO®W®

WEAK STRONG

0J6]6]0[010I0J0J0J0IT)

STRONG CONMNECTED SYSTEM
Your system is performing well.
Keep optimising and stay consistent.

50-60

GOOD FOUNDATIONS

You have a solid system with a few
weak links to strengthen.
INCONSISTENT SYSTEM
Significant opportunity is being lost.
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A weakness at any stage creates lost enquiries,
wasted time or missed installations.
Strengthen the lowest-scoring areas first.

Your system is only as strong as its weakest Play.

BELOW 25

Focus on your lowest scores first.

HIGH RISK OF LOST SALES

Your system relies too heavily on
manual effort and individual memory.
A better system will deliver real results.



% THE ASHP LEADS TO SALES PLAYBOOK

Is Your Business
Ready for the

Leads-to-Sales
Roadmap™?

YOUR NEXT STEP

You have seen the six Plays behind a connected leads-to-sales system.
The next step is to complete a short diagnostic to see if your business is ready
for the ASHP Leads-to-Sales Roadmap™ and unlock your complimentary

45-minute Quick-Win Session with Thomas Rhodes.
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COMPLETE THE SEE IF YOU BOOK YOUR
DIAGNOSTIC QUALIFY QUICK-WIN SESSION
Answer a few short ques‘tions We review your answers and If suitable, you will be invited
abm_'t e lead generation, identify whether the Roadmap to book a complimentary
qualification and follow-up is a strong fit for your business. 435-minute session with
process. Thomas Rhodes.
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© ' WITH THOMAS RHODES.

Start with the diagnostic to unlock your invitation.
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