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Part I: Foundation & Strategy

Every great business starts with clarity. Before you build anything, you need to know exactly who you serve,
what problem you solve, and why someone would pay you to solve it. This foundation phase is where most
entrepreneurs rush — and exactly where most businesses fail.

Define Your Core Offer

o Identify ONE primary product or service to lead with

e Define your ideal customer in specific, detailed terms

e Articulate the outcome your customer gets — not the features
e Price based on value delivered, not time spent

Establish Your Brand Identity

e Choose brand colors that reflect your positioning (Community Place uses Rich Blue #1E3A8A +
Turquoise #06B6D4)

e Select 2 fonts — one for headlines, one for body text (Community Place uses Poppins + Lato)

e Write a one-sentence value proposition you can say in any conversation

e Create a simple logo — done is better than perfect at this stage

Part Il: Operations & Systems

Once your foundation is set, you need systems that let your business run without requiring you to be present
for every decision. This is where automation becomes your most valuable employee.

The 3 Systems Every Business Needs

Lead Generation System A repeatable way to attract new prospects — through content, referrals, paid ads,
or outreach. For Community Place clients, this often means Al voice agents that answer and qualify inbound
calls 24/7.

Follow-Up System Research shows 80% of sales happen after the 5th contact. Automate your follow-up
with N8N workflows so no lead ever falls through the cracks.

Delivery System A documented process for delivering your product or service consistently, regardless of
who is doing the work. If you can't hand it off, it isn't a system — it's a job.

Part lll: Growth & Scale

Scaling is not about doing more — it is about doing the same things better and letting systems handle the
volume. The businesses that scale successfully are the ones that systematized early.

e Document every repeatable process before you hire

¢ Measure what matters: lead response time, conversion rate, client retention
e Build a referral system — your happiest clients are your best salespeople

e Use Al automation to handle volume without adding headcount



e Reinvest a percentage of revenue into tools and training every month

The Community Place Approach

Community Place exists to help technology-challenged entrepreneurs navigate this journey — from building
their first Facebook group community to deploying Al voice agents and automated lead systems.

Our three-tier model meets you wherever you are:

1. Free Community — Access guides, resources, and a network of entrepreneurs
2. N8N Workflow Membership — Pre-built automation workflows for your business
3. Premium Real Estate Voice Al — Full Al phone receptionist with MLS search and lead scoring
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