INTERNAL LEVEL 9 VIRTUAL PLAYBOOK - VA EXECUTION GUIDE

Turn Every Completed Job Into a
Google Ranking Asset

The Al-assisted workflow our VAs run to turn a home services client's real jobs, real
photos, and real service areas into consistent Google Business Profile content.

Who this is for

This is an internal Level 9 Virtual document. It is written for the VA or POD team member who will own and run
this workflow on behalf of a home services client.

The client's crews are already producing the raw material every day. Our job is to make sure it actually gets
captured, drafted, reviewed, and published on a schedule, without the owner having to touch it.

Why this matters to the client's growth

Turn every job into a signal search engines and Al can find. Most clients already know Google visibility
matters. What they do not know is why this particular system, built on real jobs, photos, reviews, and service
areas, changes anything for their business. This is the explanation to lead with.

Every completed job gives the client another opportunity to show exactly what their business does, where
they do it, and the problems their team solves.

By turning real jobs, photos, services, locations, and customer proof into useful content, the client is building
a growing library of first-party information about their business. That content can strengthen local relevance
and give Google more context about the services and areas the client serves.

It also creates more opportunities for search engines and Al-powered discovery systems to find corroborating
information about the company.

The more clear, consistent, real-world evidence that exists about what the client does and where they do it,
the easier it is for search and Al platforms to understand when that business may be relevant to a potential
customer.

The opportunity hiding in your client's completed jobs

Your home services client's crews are creating some of their most valuable local marketing content every
single day. The roof they just replaced. The HVAC system they installed. The emergency plumbing call they
solved. The electrical panel they upgraded. The before-and-after photos sitting in a tech's camera roll.

Most home service companies finish the job, take a few pictures, and move on. Nobody inside the business
has the time or the routine to turn that into published content. That gap is the job we are hired to fill.

Instead of inventing new things to post, use the work your home services client is already doing.
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The completed job to Google visibility system
REAL JOB The work the client's crew completed
REAL PHOTO A clear image pulled from the job site
SERVICE + LOCATION What was done and where
AI-ASSISTED WRITE-UP A concise, specific draft you generate
VA FACT REVIEW You verify every detail before it goes out

GOOGLE BUSINESS

PROFILE You publish and log the update

Why this matters more with Al search

The way homeowners search is changing. Instead of only searching for “a roofer near me,” they are asking
much more specific questions:

® Who repairs tile roofs in La Jolla?
" What HVAC companies install heat pumps in North County San Diego?
"= Who can replace a water heater in Chula Vista?

Google and Al answer engines need information to understand which businesses are relevant to those
searches. The client's completed jobs are real examples of what they do, where they do it, and the problems
they solve. Our job is to make sure that information actually reaches the profile.

Exactly how to run it

Run this checklist for every completed job you process. Keep every input factual, specific, and easy for a
reviewer to verify.

01 Collect the job from the field

Pull one or two clear photos from the client's shared album, dispatch tool, or crew thread. Record the service
performed and the city or neighborhood. Chase the crew if the photo is missing, that follow-up is part of the
job.

02 Capture the problem and result

Note what prompted the call, what the crew did, and what changed for the customer. If a detail is unclear, ask
the client contact rather than guessing.

03 Draft with Al

Feed the Al the job facts, service, location, and photo context. Ask for a short, useful write-up.

04 Review the facts yourself

Verify names, locations, service details, claims, pricing language, and anything that could mislead a
homeowner. Nothing gets published on a client profile without a human pass.

05 Publish to the client's profile
Post the approved update to the client's Google Business Profile with the photo attached.

06 Log it and repeat
Record what was published, when, and for which job. Then run the same workflow on the next completed job.
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A simple Al prompt

Use this as a starting point, adjust it to the client's voice, and review every output before it goes live:

Prompt

You are helping a local home service business create a factual Google Business Profile update. Use only the
information provided. Do not invent details, guarantees, prices, reviews, or outcomes. Write 80 to 120 words in
a clear, helpful tone. Mention the service performed, the problem solved, the city or neighborhood, and one
specific detail from the job. End with a natural invitation to contact the business. Job details: [paste details
here]. Location: [city or neighborhood]. Photo context: [describe the photol.

The prompt is the easy part. The value we deliver is everything around it: chasing the photo, confirming the
facts, writing to the client's voice, publishing on schedule, and logging the result week after week. A prompt
does not run itself, and a business owner mid-install is not going to run it either.

The real opportunity is consistency

A client completing 40 jobs a month hands us 40 chances to document a service performed, a problem
solved, a neighborhood served, and what the crew actually did. AlImost none of it gets published today,
because publishing is nobody's assigned task inside the business.

That is exactly where we come in. The client does not need more content ideas and the owner does not need
another marketing task on their plate. They need someone who reliably turns finished work into published
content, which is the role we are staffing.

Consistency is the entire product. One post is noise. A steady cadence of specific, location-tagged,
service-tagged updates is what builds a real body of evidence about the business.

Your execution checklist
The strategy is simple. The system only works when a named person owns the execution, that is you.

[0 Photos collected from the client's field team [0 Service and location recorded

[1 Problem and result documented [ Al draft created from real facts only

[1 Human fact review completed by you [1 Google Business Profile update published
[] Published item logged for reporting

What this looks like over one quarter

Run this five times a week for a home services client and the volume compounds fast. Delegation makes the
cadence happen without adding another task to the owner's list. Here is the math to keep in front of the client
and in front of yourself:

5 / wk published job updates, producing ~22 per month and ~65 over 3 months
~65 distinct service and location signals sent to Google and Al discovery systems
~15-25 neighborhoods and service areas documented in the client's own words
~65 reusable assets the client can repurpose to social, email, and their website
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