
Case Study 3 
HVAC 

We were referred to this company to assist in managing three LSAs, one of which the company was having a hard time 
getting opened.  He was averaging about 3-4 calls per day and was targeting 7.  After taking a look at all three LSAs we 
decided the optimal thing for this company was to consolidate and use one LSA.  We combined all the service areas, and 
he is now reaching his minimum target average of 7 calls per day.  In July, they had to turn the LSA off the entire month 
because they received over 50 calls in one day and needed the month to service them all! 
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Leads Charged $4,840.52 $5,356.10 $5,551.23 $8,568.51 $8,071.20 $9,078.77 $3,099.00 $13,082.8

Leads to be Credited $971.06 $884.49 $1,379.37 $1,066.15 $1,408.10 $1,450.02 $766.61 $2,138.89
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January February March April May June July August September October November December

Total Leads 93 117 150 150 138 156 57 214

Disputed Leads 18 18 27 18 24 23 13 35

Actual Leads 75 99 82 132 114 133 44 179

Leads Received 

Total Leads Disputed Leads Actual Leads


