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Executive Summary

Al is no longer something people only talk about. It's already changing how a lot of office work
gets done. For small home services businesses, such as HVAC, plumbing, electrical, cleaning,
landscaping, pest control, restoration, and related trades, the question isn't whether AI matters.
It's where it might help your business first, and how to try it without betting the business on it.

Demand for skilled local service looks solid. For example, the U.S. Bureau of Labor Statistics
projects employment of HVAC technicians to grow 11 percent from 2025 to 2035, much faster
than the average for all occupations (BLS, 2026). In my view, owners who learn to use Al on
everyday work, like answering leads, scheduling, and paperwork, will find it easier to win work,
keep good people, and control overhead. This paper looks at what Al can do today, ten places it
can help, and a simple way to start.

Where Things Stand

People have talked about artificial intelligence for decades, usually as something coming
“someday.” Today, generative Al tools that draft and summarize are in everyday use, and Al
agents, tools that can take steps on their own, are starting to show up in ordinary business
software.

Some owners come to this topic curious. Others come worried about what it means for their
business. Both are reasonable. The useful next step is to learn a little and try something small.

I think the trades are in a good spot. Al won't fix a furnace or clear a drain. The work still needs
skilled people in the field. Where AI can help is the work around the job: the calls, the
scheduling, the estimates, and the follow-up.

What Owners Can Gain
Here's where I see Al helping most:

* Winning more work, through faster replies to leads, better sorting of which leads fit, and
steadier marketing.

e Keeping good people, by cutting paperwork and making training and scheduling easier.

e Serving customers well, with consistent updates, clearer estimates, and fewer dropped
balls.

Speed matters more than many of us think. In a study of 1.25 million sales leads, firms that tried
to reach a lead within an hour were nearly seven times as likely to have a meaningful
conversation with a decision maker as firms that waited even one hour longer (Oldroyd,



McElheran, and Elkington, 2011). That study wasn't about home services, but anyone who has
lost a job to the company that called back first will recognize it.

None of this has to happen all at once. Owners who try Al on one process at a time can learn
what works for them and skip what doesn't.

How Al Fits Into Home Services Work

At the simplest level, Al tools can draft documents, standard operating procedures, research
summaries, emails, proposals, and customer messages. That takes some repetitive writing off
your plate. A person still reads and approves what goes out.

The bigger step is AI agents. An agent pairs a large language model (the “brain”) with tools that
let it take actions. Agents can watch an inbox, draft and schedule social posts, put together a
weekly report, run a multi-step process, and even help build simple internal tools.

Unlike a basic chatbot, an agent can plan, use software, follow steps in order, and hand work to

another agent. In a home services business, that means some of the coordination between sales,

operations, and the office can happen with less back-and-forth. A careful setup gives each agent
only what the task needs, and customer data stays in approved systems.

Ten Places AI Can Help a Home Services Business

These are common starting points. Not every one fits every business. Start with the one that
matches your biggest headache.

1. Lead response and qualification: Agents can watch website forms, calls, texts, and
chat, reply quickly, sort leads by service type, location, and urgency, and book or route
the good ones.

2. Scheduling and dispatch: Agents can weigh technician skills, location, travel time, job
length, and priority to build daily routes and handle last-minute changes.

3. Job estimating: Agents can look at past jobs, material costs, and labor rates to draft
estimates faster, for a person to review and approve.

4. Invoicing and payment follow-up: Agents can create invoices when a job closes, send
payment links and polite reminders, and flag overdue accounts based on your rules.

5. Social media posts: Agents can draft posts and captions for seasonal services and
schedule them, with someone approving each one before it goes out.

6. Review monitoring and replies: Agents can track Google, Yelp, and other review sites,
draft replies for your approval, and point out patterns worth a closer look.

7. Customer updates: Agents can handle job confirmations, day-of updates, follow-up
after the job, maintenance reminders, and seasonal check-ins.

8. Parts and inventory: Agents can track what you use, estimate what you'll need by
season and job type, and suggest what to reorder.

9. Onboarding, SOPs, and training: Agents can draft and update standard operating
procedures, build training material, and answer technician questions from your own
company knowledge.



10. Reporting: Agents can pull together weekly or monthly reports on lead sources, close
rates, technician productivity, customer satisfaction, and cash flow, and point out what
stands out.

In my experience, these build on each other. Faster lead response can mean more booked jobs.
Better scheduling can mean more jobs per day. Less paperwork gives you and your techs more
time for the work that pays. Results vary from business to business, so measure before and after.

Getting Started

Starting is easier than many owners expect. Pick one or two processes that cause the most
friction; lead response and scheduling are common places to begin. Try a widely available Al
assistant on writing and communication tasks first. Then, if it makes sense, look at agent tools
that connect to what you already use, like email, calendars, your CRM, and accounting software.

Keep it small. Write down how the process works today, describe what “good” looks like, try
one change on real jobs, and keep it only if it helps.

If you'd like more to read, there are free resources at agenticsolutions.biz. My book Rethinking
Business in the Age of Al takes a longer look and includes a 100-day plan that starts with one
workflow. A hands-on course is coming January 2027. Use whatever helps, at your own pace.

Conclusion: Start Small

Al won't replace the skilled trades. In my view, it will help the companies that learn to use it
well. Owners who give it a fair, careful try are likely to build businesses that run more smoothly
and are easier to manage.

Demand for good local service looks steady. The tools are here, and they're getting easier to use.
You don't have to do everything at once. Pick one process, try one small thing, and see what it
does for your business.
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