
Business Scaling Readiness Checklist 
Many home service pros say they want to scale, and it makes sense. In a recent Jobber survey, 
75% of service pros expect their revenue to increase in 2026. The industry is growing, and 
opportunity is there. 
 
But as Ryaan Tuttle and Cory Byron shared, scaling doesnʼt fix problems. It exposes them. If your 
systems are messy, youʼll create more chaos. If cash flow is tight, growth can actually put you out 
of business. 
 
Before you add trucks, techs, or marketing dollars, use this checklist to see if your business is 
actually ready to grow.  
 
  How to use: read each section and check off whatʼs already true in your business. Any “noˮ 
answers become your next action steps. Donʼt try to fix everything at once. Pick the biggest gap, 
tighten it up, then move to the next one. 
 

 

1. Systems and SOPs: Can the Business Run Without You? 
Scaling requires repeatable systems, not memory or constant supervision. If key processes live in 
your head, growth will lead to more late nights. Use the checklist below to see whether your 
business is documented, teachable, and consistent. 
 
Systems and SOPs Checklist: 

 We have documented SOPs (standard operating procedures) for core functions 
 New hires can be trained using written processes or recorded walkthroughs 
 There is a clear onboarding system for employees (e.g., techs, sales reps, office staff) 
 Key processes are stored in one accessible place (not scattered across texts or emails) 
 Team members know where to find the “right wayˮ to complete tasks 
 We regularly review and improve processes when issues arise 

 

 

https://www.getjobber.com/podcast/s6e7-cory-byron-ryaan-tuttle
https://www.getjobber.com/podcast/s5e22-forrest-derr-jeff-guldalian/
https://www.getjobber.com/academy/how-to-write-standard-operating-procedure/


2. Sales and Client Journey: Can You Handle More Demand?
If work doesnʼt move clearly and consistently from first contact to final payment, adding volume 
will reveal the cracks. Before you scale, make sure your lead intake, estimating, scheduling, and 
invoicing processes are clear and repeatable. 

Sales and Client Journey Checklist: 

Lead Intake and Estimating 
 We have a clear, repeatable lead intake process (no random texts, DMs, or lost emails) 
 All leads go through one central system (e.g., website form, CRM 
 Every quote is created using a standardized process and template 
 Estimates are sent within a set timeframe (e.g., within 24 hours) 
 We have a structured follow-up process for unapproved quotes 

Scheduling and Completing Jobs 
 Approved jobs move into a clear scheduling and routing workflow  
 Techs receive clear job details, scope, and expectations before arrival 
 We use job forms or checklists to create consistent service 
 We take job photos and notes on every job 

Invoicing and Payment 
 Invoices are sent immediately after job completion 
 We collect payment within our defined terms (e.g., 24 hours for residential or Net 15/30 
for commercial) 

 We have a reliable process for overdue invoices 

3. Marketing and Lead Flow: Can You Predict and Scale Your
Leads?
You need a marketing engine that produces predictable, profitable demand. If you canʼt clearly see 
where leads come from, what they cost, and how they convert, growth becomes guesswork. Use 
the checklist below to see whether your marketing is built to scale. 

Marketing and Lead Flow Checklist: 

 We track every lead source (e.g., Google Ads, referrals, social media) 
 We know which channels generate high-quality, profitable jobs 
 We know our CAC (customer acquisition cost) for each major channel 
 We understand how many leads are needed to hit our revenue goals 
 We review marketing performance regularly and adjust based on data 
 We can increase marketing spend confidently because we know our return 

https://www.getjobber.com/academy/what-is-an-estimate/
https://www.getjobber.com/academy/how-to-follow-up-on-quote/
https://www.getjobber.com/academy/how-to-write-an-invoice/
https://www.getjobber.com/academy/invoice-payment-terms-example/
https://www.getjobber.com/academy/unpaid-invoices/


4. Financial Health: Are Your Margins and Cash Flow Strong 
Enough? 
Revenue alone doesnʼt mean the business is healthy. As Ryaan shared, you can run a $1M 
company for years before realizing the margins arenʼt healthy. Before you scale, make sure your 
pricing, profit, and cash flow can support growth. 
 
Financial Health Checklist: 

 We know our gross margin on every job 
 We price work to hit healthy margins (not just “cover costsˮ) 
 We understand our monthly burn rate (what it costs to run the business) 
 We track accounts receivable consistently 
 Payments are collected within defined terms, and invoices donʼt age excessively 
 We have cash reserves or access to a line of credit before we scale 10% of annual 
revenue is a good rule of thumb) 

 We can clearly explain how growth will be funded 

5. Team Structure: Are Roles Defined and Ownership Clear? 
Real scaling means building the business around roles and responsibilities, not around you. Use 
the checklist below to see if your team structure can support growth without everything running 
through you. 
 
Team Structure Checklist: 

 We have an org chart (even if some roles are still filled by me) 
 The business is structured around positions, not personalities 
 We know which roles need to be hired next as we grow 
 We have a repeatable hiring process (not just “post and hopeˮ) 
 We use a structured hiring funnel or scorecard to evaluate candidates 

 
  Pro Tip: Create your org chart for where you want to be in three to five years. Map out the roles 
required at that level, then work backward to identify your next hire.  

 

 

https://www.getjobber.com/academy/small-business-profit-margin-guide/
https://www.getjobber.com/academy/how-to-manage-accounts-receivable/
https://www.getjobber.com/podcast/s5e15-marco-radocaj-rich-camacho/
https://www.getjobber.com/podcast/s5e8-forrest-derr-jerry-jackson/


6. Business Plan and Goals: Are Directions and Targets
Clear?
Scaling without a plan is just moving faster in a random direction. Use the checklist below to make 
sure your growth has a clear destination, not just speed. 

Business Plan and Goals Checklist: 

 We have a simple written business plan 
 We know our 1-year and 3-year revenue targets 
 We track performance against our revenue and growth targets 
 Weʼve mapped out what staffing would look like at that size 
 We understand how much cash weʼd need to operate at a scaled level 
 Weʼve asked ourselves why we want to scale in the first place 

  Pro Tip: Keep your business plan simple. An outline with clear targets, staffing projections, and 
financial benchmarks is more powerful than a complicated document no one reviews.  

Grow From a Solid Foundation 
The best time to grow is when your business is strong and steady—when youʼre confident in your 
systems and clear on whatʼs next. When your systems are strong, your margins are healthy, and 
your cash flow is predictable, growth becomes a confident decision, not a gamble. 
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