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MESSAGING & FOLLOW-UP

Follow-Up Message Refinement
Fixed price: $99 Format: 4-page sample written report Delivery: asynchronous

FICTIONAL SAMPLE - NOT A REAL CLIENT

Executive snapshot
ClearPath Garage Doors, a fictional garage door service company, is used to demonstrate how this service is
delivered. Refine message clarity, relevance, CTA strength, and sequencing without unsupported promises.

Primary risk

Calls to action are too vague

Best next move

Use one specific CTA per message: reply with timing,
choose a date, or confirm status.

Evidence reviewed

Current email/text templates; anonymized examples;
cadence; common objections.

What this report does

Converts the supplied evidence into prioritized operational
actions without inventing ROI or revenue-loss claims.

Illustrative sample only. All companies, records, metrics, and findings in this document are synthetic.
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SERVICE-SPECIFIC ANALYSIS

Current-state review
The sample analysis below uses synthetic records to show the type of evidence this service would evaluate for a
real client. The numbers are illustrative, not benchmarks.

Illustrative operating data

Clarity 84/100

Relevance 62/100

CTA strength 48/100

Friction 55/100

Tone 88/100

Interpretation

Most messages end with open-ended language instead of a specific, low-friction next step. The copy rarely references
the actual project or prior interaction. Three consecutive touches restate the same request without adding a reason to
respond.

Illustrative sample only. All companies, records, metrics, and findings in this document are synthetic.
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PRIORITY FINDINGS

What deserves attention first
Priority reflects operational risk and controllability, not a claim about financial impact.

HIGH Calls to action are too vague

Most messages end with open-ended language instead of a specific, low-friction next step.

MEDIUM Messages are polite but overly generic

The copy rarely references the actual project or prior interaction.

MEDIUM Sequence length is acceptable, but message purpose repeats

Three consecutive touches restate the same request without adding a reason to respond.

Control implication

The immediate objective is not to add complexity. It is to make the smallest number of controls visible, owned, and
repeatable enough that the process can be managed consistently.

Illustrative sample only. All companies, records, metrics, and findings in this document are synthetic.
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RECOMMENDED ACTIONS

30-day implementation rhythm
The sequence below is intentionally limited. Complete the control work in order, confirm adoption, and only then
expand the process.

0-7 days Use one specific CTA per message: reply with timing, choose a date, or confirm
status.

Owner / manager

8-21 days Personalize the first line with project/service context already known. Process owner

22-30 days Give each touch a distinct purpose instead of repeating the same ask. Manager review

Operating rules

Assign one accountable owner for each action.

Use a dated next action or review date.

Measure only fields the team can maintain consistently.

Do not add software or process complexity unless the current controls are actually being used.

Illustrative sample only. All companies, records, metrics, and findings in this document are synthetic.


