Q OUR COMPETITIVE EDGE

3\ Service
@ ProCall

ProCall Hub: the platform behind every
campaign we run.

Most call centers run on a dialer, a spreadsheet and a monthly report. We built our own platform, ProCall
Hub, so every call, booking, alert and result for your campaign lives in one place and updates through the
day. It's how a focused team with deep home-services experience outpaces much larger vendors.
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Ana Patel - 9 clients - Friday, Oct 23

CLIENT SUCCESS

QI ~

My book Growth Plans Day-22 check-ins Reports Renewals Plays Scorecard

SAMPLE DATA

Client Success Hub » Today

@ What do you want to do or know? cerl K Who hasn't opened their lastreport?  Why is Palmetto red?  Open the save play for Palmetto

wth Plans See all alerts

Open save play
Send drafted text

3 alerts for you

%, Day-22 check-ins Palmetto: show rate 61% for 2 cycles, owner guiet & days - recovery call 2:00

ATTENTION | Sunline: term decision in 5 days, no reply in @ days

iIly Reports
£y Renewal Lakeside: first report not viewed
) Renewals
[> Plays
B Ten OVERDUE AT RISK TRIAL TO TERM NET REVENUE BOOK MRR TO APPROVE
L L KEPT
0

0 1 7% 112% 38K 3
TEAM FEED goal: zero - 7 due Palmetto - save Aug-Sep starts - i +53.4K this month 2 emails - 1 report

today play open target 70% gross 95% - last

380 days

NEW SALE

Triggers fired

Last 24 hours - each created its task and draft

Next actions, ranked Ranked by MRR at risk, deadlines and trigger severity

[l Open save play

GC 5-STAR REVIEW

Gulf PlL 41 1 Palmetto Plumbing
Save call - show rate 61% for 2 cycles, owner quiet & days
Save play attached - Don alerted

® Results drop - Palmetto: show rate down 15%
vs last cycle = issue card, call task

Owner quiet - Sunline: 2 reports unopened =

2 Sunline Electric [oRER MM scnd drafted text text drafted; call task Monday; Don alerted

Our client success team's home screen: alerts first, then ranked next actions and every client's results. Sample data.

N Built in-house by Service ProCall. Every feature answers one question: does it get more of your
(./ customers booked, shown and sold?

One record, start to Problems caught the Every role guided daily Results you can verify
finish same day Each person starts the day Bookings are matched by

Your audit, launch,
campaigns, calls and
results sit on one record
that every team member
works from.

ProCall Hub - Our Competitive Edge

A slipping show rate or a
campaign behind pace
raises an alert with an
owner and ranked fixes,
not a surprise at month
end.

- serviceprocall.com

with a plan built from your
campaign's needs, so
nothing waits on someone
remembering.

job number to your own
field-service software, not
to our spreadsheet.



Q ONE RECORD - LIVE DATA @%;3%8"

Onerecord, fed by the systems you already use.

Your company is one record in ProCall Hub from the first conversation to renewal. Everyone who works on
your account works from it, and its numbers come straight from your field-service software and our phone
systems, so nobody retypes them.

«Q Your journey with us, on one record

O—O—@—O—O—O—0

Equity Audit  Onboarding Go-live Day-22 check-in Every 2 weeks Growth Plan Renewal
We size the Day 0 to 14, Targeted by Day  First results and Results: Day 45 plan, Day  Planned well
revenue in your every step with 14 what to improve  bookings, shows 90 review before term end
customer an owner and return

database

The same record carries every call, message, document and result, so you never repeat yourself to a new contact.

«€ How your results reach you

Your Client Hub

Results, appointments and
recordings, any time

Your field-service software
Bookings, confirmations, shows, —_—>
cancellations and sold revenue

Our campaign dialer ProCall Hub Reports and reviews
Every call, outcome and booking —> Every two weeks, plus your

our agents make for you * Matches every booking to your Growth Plan reviews

job number and our campaign
e Cross-checks sources and flags

anything that doesn't agree .
Your client success

manager

Acts on the same numbers you
see

Our team's phones and
email

Calls, recordings, summaries and
messages with your team

e Turns slips into alerts with an
o owner and a fix

Within 15 min Through the day Time and source
Calls and bookings from our dialer Results from your software, live where Shown on every number, so you know
reach ProCall Hub your plan allows how fresh it is

Q Live data first

We connect the best way your software and plan allow, from a direct connection to a scheduled report, and move up as
access opens. Ready-made setups for:

ServiceTitan Housecall Pro Jobber FieldEdge Service Fusion Successware Workiz FieldPulse
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Q YOUR CLIENT HUB é\\spell"gtéa"

You see what we see, any time.

Every client gets a secure Client Hub, set up the day you start, on the web and, as it rolls out, on iPhone and
Android. No waiting for a report or chasing an update.

QProcan @ sesicomene 0 nre @ @ fegremesen e

Home Results Appointments Call recordings Growth plan Reports & documents Billing Requests Messages @

Welcome back, Mike

Here's how your program is doing. Updated today at 9:40 AM from ServiceTitan and our call center. SAMPLE DATA
@ What do you want to do or know? Ask

How many appointments showed last week? Play this morning’s recordings How do | add my office manager? What would after-hours answering cost?

You asked: "Why was Oct 12 a slow day?"
Two appointments were booked outside your service area (Brandon), and three homeowners rescheduled to the following week. Tom fixed the service-area rule the same
day; no repeats since. See the case - Open Oct 12 appointments

SHOWN APPOINTMENTS S0LD REVENUE RETURN ON YOUR INVESTMENT SHOW RATE
. [+)
151 $94,300 9.8:1 76%
Oct 5-18 cycle - T 13 vs last cycle last cycle - $278,300 since Aug 24 since you started target 70-80%
Your results by CyClE shown appointments - == sold revenue Upcoming appointments
Today - 1:00-3:00
160 151 $100K AC tune-up - Linda R. - Wesichase COMFIRNED
138
Today - 3:00-5:00
Safety inspection - Omar K. - Carrollwood CONFIRRED
97
Tomorrow - 8:00-10:00 it
a0 58 $50K Water heater check - James P. - Brandon
See all 46 this week -
0 - $0K Service levels
Aug 24 Sep 7 Sep 21 Oct5
Answer time 17 sec =ze
Malle ahandanard 2.1% <3%

The Client Hub home page: shown appointments, sold revenue, return on investment and show rate by cycle. Sample data.

som )

e= ) & What'sin your Client Hub

J
card expires Nov 30
i e ol car

o pikine

)

Results and return, cycle by cycle

@

Every appointment, with show status

©

Call recordings and summaries

@ Service levels against your agreement

@ Your Growth Plan, with a one-click quote request

Q Onboarding steps for your software that tick themselves off
s s ) Q Reports, documents, e-signature and invoices

The Client Hub app for iPhone and Android. Sample data.

@

Chat with your client success manager

©

Alerts you control: push, text or email, with quiet hours

@

Your own login with two-step verification, and roles for the owner,
office and dispatch
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Q FROM SIGNATURE TO LIVE

Live in 14 days, with you in the loop.

Day 0 is the day your first month is received. From there every step has an owner and a date in ProCall Hub,

and you track your own steps in the Client Hub.

«Q Your first 14 days

Day O Day 1-3 Day 3-5
Welcome Onboarding Scripts
Your Client Hub meeting Drafted from our
logins arrive and Meet your client proven templates
your onboarding success for each call
meeting is manager. We type, in your
booked. confirm services, company's voice.

booking rules
and service area.

You: list, logins You: approve

Launch-week check-ins — Day-22 check-in ->

«Q Your data, protected

Day 3-7 Day 5-12

Your list

Scrubbed against
national, state
and your own
do-not-call lists,
then loaded in
call order.

Campaign and
agents
Campaign built
and checked;
agents trained
and certified on
your scripts,
service area and

@ Service

ProCall

Day 12-14

Test bookings,
then go-live
Test bookings
land in your
software and are
confirmed with
dispatch. Every
gate item signed

pricing. off.

You: confirm

Results every 2 weeks = — = Growth Plan by Day 45

Working inside your systems is a privilege. These rules are written into your agreement and built into ProCall Hub.

Q Your logins, your control

Our agents book with named logins you issue for your
software, and you can revoke them at any time. No
shared logins, bots or bulk exports without your
written approval.

Compliance built in

@

Every list is scrubbed before it's called. Calling hours
follow each homeowner's state and time zone,
recordings carry the required disclosure, and an opt-
out on any channel applies everywhere.

Client success manager Onboarding specialist

Your main contact from Day 0: Gathers what we need and gets
kickoff, check-ins, reports and your approval on scripts and
your Growth Plan rules

ProCall Hub - Our Competitive Edge - serviceprocall.com

Q Only the data we need

Reports are filtered to our campaign. Customer data
is used only for your program and kept for the term
plus the final true-up, then deleted or returned,
except records the law requires us to keep.

Every action on the record

&

Two-step sign-in, roles that limit who sees billing, and
a log of every login, download and change, so you
always know who did what.

Call center manager
Builds your campaign, trains Trained on your scripts, service
the agents and watches pacing area and pricing before they
daily dial

Certified agents



Q BUILT TO MOVE FAST @I%e;gcéall

Agile by design, accountable by default.

Speed only matters if it's pointed at the right problem. ProCall Hub spots the problem, suggests the fix and
makes sure someone owns it.

NEEDS ATTENTION | akeside is behind pace - 68% of leads used at day 23 of 30 NEEDS ATTENTION 6:02 AM .« due 5 PM
2 suggested fixes » Lakeside is behind pace
Owner: Tom Ruiz (call center manager) - client success:
. . . . Ana Patel
Lakeside Air & Heat - Database Monetization
Leads used Gap Al risk
1,710 -186 ~22
. . - P plan 1,896 by leads behind bookings this
Pacing burn-up - October cycle The flagged point opens the alert today Y cycle 9

2,800 . .
- Why: 2 agents were out Tue—\Wed, and the AC 12+ segment

nemT was third in the call order. Source: dialer feed, synced 6:00
AM.

SUGGESTED FIXES RANKED

Add 2 agent hours

W0 23 tomorrow and Monday
o Closes the gap by Oct 29 - Add to schedule

used 4 times before,
worked 4 times

A campaign falls behind pace: ProCall Hub flags it on the chart, explains why and offers ranked fixes the owner can act on in one click. Sample
data.

A TYPICAL CALL CENTER @ SERVICE PROCALL ON PROCALL HUB
Reporting A monthly spreadsheet Results through the day, matched job by job to your field-service
software
Your data Typed in by hand Pulled from your software and our dialer, with the time and source

on every number

When results slip Noticed at month end An alert the same day, with an owner, a deadline and ranked fixes
Your visibility Ask for an update Your own Client Hub, around the clock
Going live Weeks of back-and-forth Live in about 14 days, with your steps tracked in the Client Hub
Accountability Agent call counts Daily goals for every role, with coaching when one slips
Hand-offs Start over with each new One record from the first call to renewal

contact
Changes Weeks to update a script or list Approved changes tracked and live within days

See it for yourself.

Ask our Client Success Manager, Don Queen, for a live walkthrough of ProCall Hub during your
Database Equity Audit. ProCall Hub is built in-house and released in stages; we'll show you what's live
for your launch.

(800) 458-6211 - serviceprocall.com - hello@serviceprocall.com
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