
Best Practices for User Checkins and 
Review Requests
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Checkin Often
• Frequency and volume of new 

content on your site matters –
more content, more often, is 
more effective. 

Checkin Everywhere
• Your checkins automatically 

pick up detailed location 
information – and help drive 
your brand in those locations. 

Checkin Well
• Every checkin is a fresh 

opportunity to grab attention 
for keywords, products, 
services, and locations that 
power your business. 
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The more often the search crawlers see your site has been updated, the 
more frequently they will return,  and the better your site will perform. 

Consider doing both before and after checkins – and in progress or project 
detail checkins for complex jobs. Checkin from sales calls, and warranty 
visits. 

You control how many checkins your team publishes, and how good they 
are!

The platform builds your brand not just where you have an address – but 
in every place you deliver services or from which you draw customers.

Get the mobile app into the hands of as many of your field staff as possible 
– whether they are executing, or selling. Consider posting historical 
checkins through our admin portal for jobs that were completed before 
you began using the platform. 

You control how big your marketing footprint will be and how quickly you 
fill it in! 

Your checkins will be your most frequent opportunity to highlight relevant 
terms, keywords, services, techniques, and brands that will drive the right 
kind of attention. They also offer you the opportunity to get attention for 
things that go wider and deeper than the keywords you are directly 
targeting with your marketing campaigns.

Make sure you and your team familiarize yourselves with the Elements of 
a Good Checkin. Make sure your checkins take advantage of every 
opportunity, and include photos or videos wherever possible!

Checkin Best Practices



Elements of a Good Checkin

[Verb] [service] of [type & details] for [client] in [where].
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Examples: 

Starting

Finishing

Estimating

Working on

Examples: 

installation

delivery

replacement

repair

remediation

demolition

removal

inspection

construction

What is being installed, delivered, 
repaired, etc. – and what else is relevant 
about it such as brand names, reasons 
for repair or purchase, etc.?

Examples: 

a roof with GAF Timberline shingles in 
in sage wood

new Pella double-hung Architect Series 
windows

a Energy Star rated Whirlpool Gold side-
by-side refrigerator

a hail-damaged windshield on Jeep 
Cherokee

a rental Xerox Phaser 3635 copy 
machine

leaking skylights

upgraded copper gutters and 
downspouts

For home services, 
indicate “a family” –
otherwise, identify 
the business, 
government agency, 
nonprofit or other 
client.

Examples: 

a family

Johnson County High 
School

Peterson’s 
Restaurant

the California 
Highway Department

Indicate the city, 
and if there is a 
neighborhood or 
other information 
that would mean 
something to 
potential clients, 
flag that, too. 

Examples: 

Bergen Township.

Baltimore in the 
Inner Harbor area.

DC in Georgetown.

Smithfield in 
Johnson County.

Sterling in the 
Cascades 
neighborhood.

Example Checkins: 

Finishing delivery of a portable cement mixer for a do-it-yourself deck project for a family in Coral Springs.

Working on a commercial warranty inspection for a modified bitumen membrane flat roof for the Peterson Kia dealership in Birmingham.

Starting construction on a new open-plan French-country-style home for a family in the Lowes Island section of the Cascades neighborhood.

Filing a personal income tax return that will result in a $750 refund for a family of four in Madison!

Working on surface prep for an interior repainting job using Sherwin-Williams HGTW HOME paints for a family in Austin.



Prep the Client

• Let them know you’ll be asking 
– and that their response 
matters to you.

Ask Quickly

• Request your review right 
away.

Ask Judiciously

• Don’t ask for reviews that you 
are pretty sure you don’t want 
to get.
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Clients are more likely to respond to a review request if they know it is 
coming – and they are more likely to respond positively if they know that  
their response matters for the person who just left their house or 
business.

Make sure they know you’ll be sending a review request – that it will just 
take a moment to complete – and that your management keeps track of 
reviews as one way of judging your performance. You just took care of 
something for them – they will want to say thank you!

If you request your review from the house/office or right after stepping 
outside – you can expect a 40% response rate! 

If you wait just 24 hours , that drops to 20% -- and it drops even faster 
after that.

Don’t miss your window of opportunity – request reviews right away!

Your reviews are request-only – and drawn only from your clients. 

If you know something went wrong, or you are getting a dissatisfied 
feeling from the client, consider not asking for a review this time.

Review Request Best Practices


