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Every missed call is a customer calling your competitor
next

When ahomeowner's AC dies or a pipe bursts, they don't leave a voicemail and wait. They call
the next name on the list. Industry datais brutal here: roughly 78 % of voicemail callers never
call back afterreaching voicemail or a busy line. They've already moved on.

For a single location running on a $400 average ticket, missing six calls a week is over
$124,000inlost annual revenue — and that's before you count the lifetime value of
customers who would have stuck around. Across a franchise network, multiply that by every
location and the number gets frightening fast.

The hard part for operatorsis that missed calls cluster exactly when you can't answer; techs
are onjobs, the office is slammed, it's after hours, or three calls hit at once during a storm. You
can't hire your way out of unpredictable spikes, and you can't ask a tech under a sink to pick
up the phone.

Know your real miss rate before you fix it

Most operators dramatically underestimate how many calls they lose. Pull your phone
records and count, by location, how many inbound calls went unanswered, rolled to
voicemail, or hit a busy signal over the last 30 days. Break it down:

— After-hours calls: Often 20-35% of total volume in home services, and almost always
missed.

— Simultaneous calls: During peak season, a single front-desk line can't catch overlapping
calls.

— Lunch and shift gaps: Predictable dead zones where no one is covering the phone.

Onceyousee therealnumber perlocation, you have a benchmark. Anetwork where
locations miss 25-40% of callsisn't unusual — and that gap is the single biggest, cheapest
source of growth available to you.

Speedis the whole game

The first business to make real contact almost always wins the job. Research onlead
responseis consistent: contacting a prospect within the first minute lifts conversion
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dramatically, and the odds collapse after the first five. A missed call that gets a callback two
hours lateris usually ajob that's already been booked by someone else.

That's why the targetisn't "return the call eventually” —it's first contact in under a minute. The
moment a call goes unanswered, animmediate response keeps you in the running while the
homeowneris still deciding. For a multi-location operator, enforcing a fast-response
standard across every franchisee is the difference between a brand that captures demand
and one that leaksiit.

Build the missed-call recovery sequence

Amissed call should neverbe a dead end. Here's the sequence that recovers the most jobs:

— Instant text-back: The second a callis missed, fire an SMS — "Sorry we missed you! This is
[Company]. What can we help with today?" This alone recovers a large share of callers
because texting feels lower-effort thanredialing.

— Capture the need: Get the problem, address, and urgency in the conversation, not a
phone-tagloop.
— Offerreal slots: Give two concrete appointment windows so the customer canbook on

the spot.

— Follow upif quiet: If there's no reply in 10-15 minutes, send one more nudge. Persistence
inside the first houris where the recovered revenue lives.

The key for franchise operators is consistency. Arecovery sequence only works if it runs
identically at every location, every hour, including 2a.m. — whichis exactly where human
staffing breaks down.

Standardize it across every location

The reason missed-call recovery fails at the network level is variability. One franchisee
answers fast, anotherlets calls roll to a dead voicemail box, and brand reputation suffers from
the weakest link. As an operator, you want a single, enforced standard: every missed call gets
aninstantresponse, every conversation getslogged, and every locationreports the same
recovery metrics.

Centralize the reporting. Track missed-callrecovery rate and first-response time per
location, and you'll quickly see which franchisees are leaking revenue and coach themup. The
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locations that recover 40-60% of missed calls aren't working harder — they've simply
removed the human gap from the equation.

Putit on autopilot with JobOS Pro

You can't staff forunpredictable call spikes, but you can automate the catch. Kate, the Al
Voice Receptionistin JobOS Pro, answers missed calls in about 47 seconds, talks to the
customer, books the job directly onto the calendar, and fires off a follow-up SMS — at every
location, around the clock, with no extra office staff. Operators get one consistent recovery
standard across the whole network and a dashboard that shows exactly how much revenue
eachlocationisreclaiming. Start free at jobospro.com — no credit card.
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