REAL RESULTS READY
Positioning & Pricing Rebuild
Two deliverables below: (1) new website positioning copy that leads with your revenue-attribution background instead of the AI-receptionist commodity pitch, and (2) the 8-engine pricing menu restructured into 3 public tiers plus a low-friction entry offer. The original 8 engines aren't gone — they're moved into an internal sales script at the end, which is where they're actually most useful.
A Note on Pipeline Layer
You asked whether Pipeline Layer (your B2B SaaS / Series A-B AI marketing automation consultancy) should flavor this doc. After reading pipelinelayer.ai: I don't recommend merging the brands or offerings, for one main reason — the buyers are opposites. Pipeline Layer sells to Series A/B SaaS marketing and RevOps leaders who speak Marketo, Salesforce, and Snowflake fluently and expect that vocabulary as a credibility signal. Real Results Ready sells to HVAC and plumbing owners who will bounce off that exact vocabulary — to them it reads as ‘this guy isn't focused on my industry,’ not as expertise.
1. Jargon that builds trust in one market actively erodes it in the other — a contractor doesn't care what a CRM optimization system is; a SaaS RevOps leader isn't reassured by AI receptionists for roofers.
1. Credibility runs both directions: a Series A prospect evaluating Pipeline Layer benefits from you looking like a specialist. If Real Results Ready visibly cross-promotes a second, unrelated consultancy, it reads as an unfocused solo operator to both audiences — which undercuts the higher price point Pipeline Layer needs to command more than it helps Real Results Ready.
1. Two narrow, focused brands convert better than one blended one for a solo operator serving two different ICPs — this is a case for keeping the wall up, not tearing it down.
One thing is worth borrowing, and I've folded it into the Credibility band below: the same AI agent infrastructure you built for B2B SaaS RevOps teams is what's running under the hood here. That's a real, honest differentiator — it just needs to stay unnamed and jargon-free on the Real Results Ready site, since the contractor doesn't need the brand name, just proof the tech is enterprise-grade.
PART 1 — WEBSITE POSITIONING COPY
New Homepage Headline
“Stop Guessing Which Marketing Actually Books You Jobs.”
Real Results Ready builds AI-powered systems that answer every call, follow up on every estimate, and show you exactly which dollar turned into a paid job — for HVAC, plumbing, roofing, and electrical companies tired of vendors who can't prove ROI.
Why: Your current homepage meta description sells the AI receptionist — the most commoditized product in this market, with dozens of well-funded competitors on the exact same pitch. This headline keeps your vertical focus (good for relevance and SEO) but leads with the outcome competitors can't credibly claim: proof of what worked.
Credibility / “Why Us” Band
Built by a marketing systems operator with 8+ years running automation and analytics for national B2B brands — including PMI and Trimble — now bringing enterprise-grade revenue tracking to local service businesses that have never had access to it. The same AI infrastructure that runs revenue systems for venture-backed software companies is what's working behind the scenes here — just aimed at booking more trucks rolling out instead of more demos.
Why: Local service owners are wary of AI vendors that feel like resellers of the same white-label bot. Naming real, recognizable employers converts skepticism into trust fast. The ‘venture-backed software companies’ line borrows credibility from your Pipeline Layer work without naming it or using its vocabulary — a contractor doesn't need to know the brand, just that the tech is a tier above what a $99/mo. AI-receptionist reseller is running.
The Framework Name
Retire “Revenue Growth Operating System™.” Two problems: the ™ symbol claims a registered trademark you don’t have, and the name is generic enough that a client could mistake it for boilerplate. Replace it with something that reinforces your own brand name and the actual value arc a client moves through:
The Real Results System — Capture. Convert. Compound.
1. Capture: never miss a lead
1. Convert: turn leads into booked, paid jobs — and prove which dollar did it
1. Compound: automate the business and keep growth building on itself
Why: Verb-based tier names tell a client what happens to them at each stage, instead of generic SaaS labels like ‘Starter/Growth/Scale’ that every tool uses. It also plays off your own company name, which is free brand reinforcement every time someone reads the pricing page.
PART 2 — RESTRUCTURED PRICING (PUBLIC PAGE)
Three tiers instead of eight standalone engines, plus one low-cost entry offer. Individual engines still exist — they're just sold in conversation, not displayed as eight equal-weight tiles that force a contractor to comparison-shop features they don't understand.
Entry Offer — Revenue Leak Audit
One-time diagnostic   $497
“Before you spend a dollar on marketing, know where the last ten leads actually went.”
A short, paid engagement where you pull their call, form, and estimate data and show them exactly where leads are slipping through — missed calls, dead estimates, un-tracked ad spend. Deliver a one-page findings report. Credit the full $497 toward the first month if they sign within 30 days.
Why: This is the tripwire you're missing. It monetizes the exact skill that's hardest for competitors to copy (you can actually read their data), removes the ‘trust a brand-new LLC with $2,000/month’ risk, and gives you a paid discovery call instead of a free one.
Tier 1 — Capture
Starting at   $497/mo.
Never miss another lead.
1. AI Receptionist + AI Chat Widget
1. Missed Call Text Back
1. Lead Qualification & Appointment Booking
1. Optional add-on: Search Visibility (Local SEO, Google Business Profile, GEO) — +$697/mo.
Best for: businesses currently losing jobs to missed calls or slow response — the fastest, cheapest problem to fix first.
Why: This is your price-competitive tier — $497/mo. lines up with the market (competitors in this exact category run $99–$499/mo. for AI answering alone), so it's the right price for the least differentiated product. Its job is to get the account open, not to carry your margin.
Tier 2 — Convert  (Most Clients Land Here)
Starting at   $2,497/mo.
Book more jobs — and know exactly which marketing dollar did it.
1. Everything in Capture
1. Estimate Follow-Up Automation & Quote Nurturing
1. Appointment Reminders & No-Show Reduction
1. Automated Review Requests + AI Review Responses
1. Revenue Intelligence: call tracking, lead-source tracking, revenue attribution, executive dashboard
Best for: businesses ready to stop guessing which marketing spend is actually paying off.
Why: This is the real change from your old structure: Revenue Intelligence used to be a $697/mo. standalone add-on people bought later. It's now baked into the flagship tier from day one, because it's your sharpest differentiator and the thing a $99/mo. AI-receptionist competitor cannot offer. Pricing it in here — rather than as a cheap a la carte line item — reflects that it's doing real analytical work, not a dashboard template.
Tier 3 — Compound
Starting at   $4,997/mo.
A full revenue operating system that compounds without more ad spend.
1. Everything in Convert
1. Workflow & CRM Automation, AI Agents, Process Optimization
1. Past-Customer, Seasonal, Referral & Win-Back Campaigns
1. Competitor Tracking, Keyword Gap Analysis, Opportunity Reports
1. Monthly Insights & Executive Reporting
Best for: businesses with 500+ past customers and enough volume that automation and competitive intelligence pay for themselves.
Why: Same ingredients as your old Scale Combination, repriced up from $3,000–5,000 to reflect that Revenue Intelligence has already moved into Tier 2 — this tier is now pure expansion (automation, reactivation, competitive intel) layered on top of a system that's already proving its own ROI.
PART 3 — INTERNAL SALES SCRIPT (NOT FOR THE WEBSITE)
Your original problem-first framing was the strongest part of the old doc — keep using it on discovery calls. This is where the 8 individual engines still live, sold one at a time when a prospect names a specific, narrow problem.
If they say: “I don't need SEO, but I absolutely need help converting estimates.”
Sell only the Revenue Conversion Engine ($497/mo.) — estimate follow-up, quote nurturing, appointment reminders, no-show reduction.
If they say: “We're drowning in calls.”
Sell only the Lead Capture Engine ($497/mo.).
If they say: “Our reviews are thin and we're losing to competitors on Google.”
Sell the Reputation Growth Engine ($297/mo.) — best fit for businesses under 100 Google reviews.
If they say: “We have a huge list of old customers we never talk to.”
Sell the Customer Reactivation Engine ($397/mo.) — best fit for 500+ past customers.
If they say: “Our team is buried in manual admin work.”
Sell the Business Automation Engine ($997/mo.) — workflow automation, CRM automation, AI agents.
If they say: “We're in a competitive market and want to know what others are doing.”
Sell the Market Intelligence Engine ($497/mo., repriced up from $297 — this is real analyst work, not a $297 add-on) — competitor tracking, review monitoring, keyword gap analysis.
Every single-engine sale is a future upsell path into Convert once they see results — the a la carte door-opener now leads somewhere higher-margin than it used to.
