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1. Executive Summary

This project delivers a complete, reusable GoHighLevel system for real estate clients. Rather than rebuilding a CRM,
automation stack, and marketing assets for every new client, the entire system now deploys from a single snapshot and is
fully branded to a new client in under an hour.

The build covers the full client lifecycle: lead capture through landing pages and forms, automatic qualification and routing,
instant speed-to-lead response, appointment booking with reminders and no-show recovery, long-term nurture sequences
for both buyers and sellers, review generation after closing, and an Al assistant that qualifies and books leads
conversationally.
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The core design principle

Every client-specific value in the system — agent name, phone number, brokerage, city, booking links, review link — is
stored as a Custom Value rather than typed directly into any asset. Thirty of these values act as a single configuration
table.

The practical result: deploying to a new client means filling in one table of thirty fields. Every SMS, email, landing page,
form, and Al prompt across the entire account rebrands itself automatically. Without this discipline, the same deployment
would require manually editing several hundred individual assets.

2. What Was Built

Component Count Purpose

Custom Values 30 Client configuration table — the deployment mechanism
Custom Fields 53 CRM data structure for lead qualification

Tags 41 Lead state tracking and workflow triggers

Pipelines 3 Buyer, Seller, and Investor deal tracking

Calendars 4 Consultation, showing, listing appointment, quick call
Forms 3 Buyer intake, seller valuation, general contact

Surveys 1 Multi-step buyer qualification with conditional branching
Funnels 4 (6 pages) Lead generation and booking pages

SMS Templates 10 Speed-to-lead, reminders, recovery, reactivation

Email Templates 22 Transactional plus buyer and seller nurture sequences
Workflows 14 The automation engine connecting every component

Conversation Al 1 agent Automated lead qualification and appointment booking



Dashboard 1 Performance reporting for the client



3. System Detail

3.1 Data Foundation

The CRM structure was built before any automation, because every workflow condition and form field depends on it. Fifty-
three contact fields are organised into four folders:

Folder Fields Captures

Real Estate — Qualification 6 Lead type, timeline, motivation, source, lead score

Real Estate — Buyer 12 Budget range, pre-approval status, bedrooms, property type, preferred
areas

Real Estate — Seller 14 Property address, condition, square footage, estimated value, reason for
selling

Real Estate — Process 6 Contact preferences, no-show count, SMS consent, internal notes

Field types were chosen deliberately — budget and property value use the Monetary type so they can auto-populate
opportunity values in the pipeline, giving the client a live revenue forecast rather than a list of names.

Tag taxonomy

Forty-one tags follow a strict category-value naming convention ( src-facebook , type-buyer , status-hot , appt-noshow ). The
prefixes make a large tag list searchable and keep workflow conditions readable. Control tags dnc and unsubscribed are
checked before every outbound message in every workflow.

3.2 Pipelines

Three separate pipelines rather than one generic sales pipeline, because buyer and seller transactions follow genuinely

different paths:

Pipeline Stage progression

Buyer New Lead —» Attempted Contact - Connected — Qualified = Pre-Approval - Actively Showing —
Offer Submitted - Under Contract - Won / Lost

Seller New Lead — Attempted Contact —» Valuation Requested — Valuation Delivered — Listing
Appointment Set - Completed - Agreement Signed — Active Listing - Under Contract - Won /
Lost

Investor New Lead - Criteria Captured - On Deal List - Deal Sent - Offer Made - Under Contract » Won
/ Lost

3.3 Calendars

Calendar Duration Configuration rationale

Buyer Consultation 30 min 15 min buffer, 2 hr minimum notice

Property Showing 45 min 30 min buffer for drive time between properties

Listing Appointment 60 min 12 hr notice so the agent can prepare comparables

Quick Call 15 min Low-friction option for leads who won't commit to 30 minutes

All four are built as Round Robin calendars even for solo agents, so a client who later adds team members can simply assign
them rather than requiring a rebuild. Native calendar reminders are disabled — reminders are handled by workflows
instead, which allows SMS, email, and escalation logic rather than a single notification.

3.4 Lead Capture

Three forms and one multi-step survey, all mapped to the custom field structure so submitted data lands in queryable fields
rather than a submission log.

The buyer qualification survey uses one question per screen with conditional branching — a lead selecting "Seller" on the
first screen is routed to property questions instead of budget questions. Contact details are requested on the final screen
only, after the lead has already invested effort in answering.



Compliance: All three forms carry explicit SMS consent language referencing the brokerage by merge field, with separate
marketing and non-marketing consent options and a defined use case description. This wording is what A2P 10DLC reviewers
examine during carrier registration, and incorrect placeholder text is a common cause of registration failure.



3.5 Landing Pages

Funnel Path Function

Home Valuation /valuation Primary seller lead generator; thank-you page embeds the listing
appointment calendar to capture leads at peak intent

Buyer Guide /free-buyer-guide Lead magnet for buyers; delivers guide and offers consultation booking

Book a Call /schedule Minimal mobile-optimised booking page; destination for all SMS
booking links

About /about Agent credibility page; also serves as a lightweight website for clients
without one

Every page is written entirely with merge fields — headlines, body copy, footers, and button links. No client name, city, or
contact detail appears as literal text anywhere in the six pages.

3.6 Message Library
Thirty-two templates, all built with merge fields and consistent branding.

SMS (10)

Instant buyer response, instant seller response, unanswered follow-up, missed-call text back, appointment confirmation, 24-
hour reminder, 1-hour reminder, no-show recovery, review request, and database reactivation.

Each opening message ends with the required opt-out instruction. Subsequent messages omit it to avoid unnecessary
message segments, which reduces the client's per-message cost.

Email (22)

Group Count Coverage

Transactional 5 Welcome, valuation delivery, guide delivery, appointment confirmation,
post-appointment recap

Buyer nurture 7 45-day educational sequence: financing, affordability, neighbourhood
selection, market conditions, case study, re-engagement

Seller nurture 7 45-day sequence: valuation reasoning, pre-listing improvements, local
comparables, pricing strategy, case study, re-engagement

Long-term 3 Quarterly market report, home purchase anniversary, seasonal

greeting

All emails were built in HTML for consistent rendering across email clients, using a single 600px responsive layout with a
shared header, footer, and button style.

Deliberate content gaps: Several emails contain marked placeholder sections such as [Market Data Section] and [Client
Story Section] . These require genuine local market figures and real client stories, which cannot be templated without producing
obviously generic content. They are documented in the onboarding checklist as client-supplied content.

3.7 Automation Engine
Fourteen workflows connect every component above. Grouped by function:
Workflow Behaviour

Speed to Lead — Buyer Form submission triggers SMS within 60 seconds, creates a pipeline opportunity valued
at the lead's stated budget, notifies the agent, and escalates if unanswered

Speed to Lead — Seller Same pattern, routed to the Seller pipeline with opportunity value from estimated
property value; creates an internal task to prepare comparables

Missed Call Text Back Automatic SMS within 30 seconds of any missed call, creating a contact record if none
exists
Lead Scoring Numeric score built from timeline, pre-approval status, engagement, and appointment

activity; scores above threshold trigger an immediate agent alert



Appointment Booked

Appointment Reminders

No-Show Recovery

Post-Appointment Follow-Up

Buyer Nurture

Seller Nurture
Database Reactivation
Review Request

Stale Opportunity Alert

Unsubscribe / DND Handler

Confirmation messages, pipeline stage advance, and removal from all nurture
sequences

24-hour and 1-hour reminders scheduled relative to appointment start time

Three-stage rebooking sequence; repeat no-shows are automatically moved to the
nurture pipeline

Recap email plus an internal task; alerts the agent if the pipeline stage remains
unchanged

45-day sequence with exit conditions on reply or booking

45-day sequence with the same exit conditions

Quarterly re-engagement of cold contacts

Triggered on closed deals; two-stage request via SMS then email
Daily check flagging any deal sitting in one stage beyond seven days

Detects opt-out keywords, applies do-not-contact status, and removes the contact from
every active sequence

Two safeguards built into every workflow. First, all messaging workflows check for do-not-contact status before any send —
this protects the client's phone number from carrier flagging. Second, every nurture sequence carries an exit condition, so a lead
who books an appointment or replies stops receiving automated follow-up immediately.



3.8 Conversation Al

A Conversation Al agent handles inbound message qualification and appointment booking. Its business context is written
entirely with merge fields, so it introduces itself with the correct agent name, brokerage, and service area on deployment
without prompt editing.

The agent is configured to qualify on buying versus selling intent, timeline, budget, and pre-approval status, and to book
directly into the buyer consultation calendar. Escalation rules hand off to the human agent when a lead asks about a
specific property price, mentions a competing agent, or expresses frustration.

It ships in suggestive mode rather than full autopilot, so each client can review its responses before enabling autonomous

operation.

Scope note: Voice Al was not included in this build. The conversational agent operates across text channels only. Voice
capability can be added in a later version if required.

3.9 Reporting

A performance dashboard covering leads by source, appointments booked, show rate, pipeline value by type, conversion

rate, and deals closed. Because opportunity values auto-populate from the qualification fields, the client sees a live
monetary pipeline figure rather than a count of records.

4. Deploying to a Client

Loading the snapshot transfers all configuration. The steps below are the items that cannot be carried in a snapshot and
must be completed per client.

# Step Notes

1 Business profile and branding Name, address, logo, timezone

2 Phone number and A2P 10DLC Start first — carrier approval takes 1-7 days and SMS will not deliver until
registration complete

3 Email sending domain Connect provider, configure SPF, DKIM, DMARC records

4 Complete the 30 Custom Values The step that rebrands the entire account — approximately 15 minutes

5 Add client users Must be done before calendars can be assigned

6 Assign and connect calendars Link each calendar to a user, connect Google Calendar, set real availability

7 Connect integrations Google Business Profile, Facebook, Instagram, payment processor

8 Publish forms and funnels Both arrive as drafts by design

9 Connect client domain Then verify each funnel step path in both the page settings and the

publishing tab

10 Supply client content Testimonials, market data, case studies for the marked placeholder sections

11 Activate workflows All workflows load in paused state

12 End-to-end test Submit each form, book an appointment, verify messages send and merge

What a snapshot does not carry

fields resolve

Snapshots transfer configuration, not live account state. The following are excluded by design and are accounted for in the
checklist above: contacts, appointments, conversation history, message history, reputation data, payment processor
connections, third-party integrations, phone numbers, and user accounts.



5. Design Decisions Worth Noting

Custom Values as the deployment mechanism

The single most consequential decision in the build. Thirty configuration values replace what would otherwise be several
hundred manual edits per client. This is the difference between a snapshot that deploys in an hour and one that takes a full
working day.

Lead type set by workflow rather than form field

GoHighLevel only permits hidden-field mode on single-line text fields, and the lead type and lead source fields are
dropdowns. Rather than working around this with duplicate fields, both values are set by a workflow action immediately
after the trigger. This is the more robust approach regardless — it also captures leads arriving by phone call, manual entry,
or import, not only form submissions.

Email templates built in HTML

GoHighLevel offers no duplicate function for email templates, so the drag-and-drop builder would have required
constructing twenty-two layouts individually. Building in the HTML code editor instead produced consistent rendering,
identical structure across the library, and a significantly faster and more reliable build.

Placeholder values are deliberately obvious

All template values use clearly fictitious data — +1 555 000 0000 , Agent Placeholder , example.com . A missed field during
onboarding is then immediately visible, where a realistic-looking placeholder would pass inspection unnoticed and reach
live client communications.

Reminders handled by workflow rather than calendar

Native calendar reminders were disabled in favour of workflow-driven reminders. This allows multi-channel reminders,
confirmation requests, and escalation logic, and prevents leads receiving duplicate notifications from two systems.

6. Maintenance and Versioning

The master sub-account remains in place and should not be deleted. It is the source for all future snapshot versions.

e Snapshots do not update automatically — the snapshot must be refreshed after any change to the master account
e Refreshing a snapshot does not retroactively update client accounts already deployed from it
e Version numbering should be maintained across releases, with a changelog per version

e Minor fixes for individual live clients are best applied directly to that account; snapshot updates should be reserved for
significant releases, as pushing updates can create duplicate assets

7. Suggested Next Steps

1. Deploy to a pilot client and run it for 30 days. Real usage surfaces issues no amount of internal testing will. The
resulting fixes become v1.1 — the version worth offering commercially.

2. Document the onboarding process as a standalone checklist. Once written up, deployment can be delegated
rather than requiring the original builder.

3. Consider Voice Al as a v2 addition if inbound call handling becomes a client requirement.

4. Build a pre-loaded social media content library as an optional value-add — high perceived value, low build cost.

8. Summary

The system is complete and ready for snapshot export. Every component is client-agnostic: no client name, phone number,
city, or link appears as literal text anywhere in the account. Compliance requirements around SMS consent and opt-out
handling are built in rather than added afterwards, and each automation carries safeguards against the common failure
modes of automated outreach.

The result is a system that can be deployed repeatedly with predictable effort, and which delivers a complete lead-to-close
operation on day one of a client engagement rather than after weeks of configuration.



