
 



The Gold Standard GMB Guide 

3 Hacks to Attract Premium Clients and A-Players 
Most people think of Google My Business as a simple trio: SEO, photos, and 
reviews. Your GMB is more than a marketing checklist. It is the public face of 
your company and a reflection of your culture. 
 
It is not just potential customers who search for you. Your next great hire 
might be researching companies before applying. A vendor or subcontractor 
might be checking if your business looks professional and trustworthy. 
 
Everyone who finds your profile is forming an opinion about you. They are 
deciding if you are the kind of company they would want to do business with, 
work for, or partner with. That is why your GMB cannot just share information. 
It needs to show identity. 
 
Use the Know - Believe - Feel - Do framework. For each group of people who 
visit your profile, ask: 

• What should they KNOW about us? 
• What should they BELIEVE about who we are? 
• How should they FEEL when they see our presence online? 
• What should they DO next if they want to work with or for us? 

Customers: Turning Browsers into Believers 
Your best customers are not searching for the lowest price. They are looking 
for the right company. The way you show up on Google either confirms their 
trust or turns them away. 

• KNOW: Make sure your profile clearly shows what you do, where you 
work, and what makes you different. Use quality photos and detailed 
service descriptions so customers quickly understand who you serve. 

• BELIEVE: Your reviews, responses, and descriptions should build belief 
that you are a professional they can rely on. Focus on expertise, quality, 
and long term value instead of discounts or deals. 

• FEEL: The right visuals and tone help customers feel confident in 
choosing you. Photos of your real team, branded vehicles, and clean job 
sites show pride and care. 

• DO: Make it easy for them to take the next step. Check that your phone 
number, website, and booking buttons are accurate and visible. 

 



A strong GMB does not just make the phone ring. It brings in the right kind of 
calls. 

Team Members: Attracting A-Players Before the Interview 
Your Google profile can also be a recruiting magnet. Skilled technicians, office 
staff, and customer service pros look at your online presence before they 
apply. They want to know what kind of place they are joining. 
 

• KNOW: Show that your company is organized, growing, and built on 
excellence. Include photos of your team at work, in training, or serving 
the community. 

• BELIEVE: Positive reviews and photos of your equipment, trucks, and 
team culture create belief that you value quality and professionalism. 

• FEEL: Great people want to feel proud of where they work. Use your 
profile to express your values, teamwork, and family atmosphere. 

• DO: Tell them how to reach out. Add a line like "We are always looking 
for professionals who take pride in their craft" and link to your hiring 
page. 

When your business looks like a place people are proud to work, you will start 
attracting people who are proud of their work too. 

Vendors and Partners: Building Trust Before the First 
Handshake 
Your GMB also helps potential vendors, suppliers, and referral partners decide 
if you are reliable. Before they send materials, leads, or credit terms, they are 
checking your profile to see how you operate. 

• KNOW: Keep your information complete and consistent. Update hours, 
phone number, and website so you look professional and dependable. 

• BELIEVE: Vendors are more likely to work with companies that look 
stable and established. Reviews that mention long term service 
relationships or reliability help build that image. 

• FEEL: They should feel confident that doing business with you will be 
smooth and beneficial. Use a friendly, professional tone in replies and 
posts. 

• DO: Make it easy for partners to connect. Add a vendor contact email or 
a simple note like "We proudly partner with trusted suppliers to deliver 
quality results." 

When your profile communicates professionalism, vendors respond in kind. 
You can earn better pricing, faster service, and stronger partnerships. 



The 3 Hacks 

Hack 1: The 'Broke O Meter' in Your GMB Description 
Your Google Business Profile description should filter who you serve. Low 
budget shoppers scan for the cheapest words. Use high value language that 
attracts premium clients and repels tire kickers. 
 
Action: Update your GBP, website homepage, and social bios with High Value 
Filter Phrases: 

• Replace "Affordable," "Cheap," or "Low Cost" with "Premium," "High 
Quality Solutions," or "Precision Service." 

• Replace "Free Estimates" with "Detailed Diagnostics" or "Professional 
Service Assessment." 

• Add a Policy Snippet: "Experts at complex system repairs and 
replacements. Minimum service call fee applies." 

Dual result: Low budget shoppers move on to the discount providers which 
saves you time. “A” player technicians see a professional company that 
commands premium pricing which makes them want to apply. 

Hack 2: Turn 5-Star Reviews into a Sales Filter and Team Recruiter 
A five-star review that says "They were so cheap" attracts the wrong customer. 
A five-star review that says "They fixed a complex issue after two other 
companies failed" attracts the right one. Coach your happiest clients on what 
to write. 
 
Action: When you send a follow up link to a satisfied customer, preface it with 
this request: 

"We would love your 5-star review, especially if you can mention the 
specific technical challenge we solved and that you felt the value 
justified the price." 

Guide them to mention the problem, the service, the value, and your 
technician by name. This builds social proof for future customers and 
motivates your team. 
 
Dual result: Your reviews stop attracting price shoppers and start attracting 
high margin clients who value expertise. These detailed reviews also act as 
testimonials to technicians which helps you recruit top talent. 



Hack 3: Everything Speaks 
Everything communicates quality. Your photos, captions, and Q and A section 
all speak for your brand. Use text in photos, show real people, include before 
and after images, and highlight community engagement. If you serve high-
end homes, make sure your visuals reflect that level of service. Let your gallery 
tell a story about who you serve and how you serve. 

The Hidden Power of the Q and A Section 
The Questions and Answers feature is often empty. It is a missed opportunity. 
Google and AI assistants can pull from this section. You do not have to wait for 
customers to ask questions. Seed it yourself with keyword rich FAQs. 
 
Not like this: 
Q: Do you offer landscaping services? 
 
Better like this: 
Q: Does GreenScape Landscaping install irrigation systems in Phoenix, AZ? 
A: Yes, GreenScape Landscaping installs irrigation systems in Phoenix, AZ. Our 
team specializes in water smart solutions designed for Arizona homeowners. 
 
This small tweak feeds Google precise, structured data and increases your 
chance of being featured in People Also Ask and voice answers. 

Here are 5 quick templates you can use to get you started. 

5 Plug and Play Q and A Templates 
Service or Location 
Q: Does [Company Name] offer [service or product] in [city or region]? 
A: Yes, [Company Name] provides [service or product] in [city or region]. Our 
team specializes in helping customers with [pain point or benefit]. 
 
Process and Trust 
Q: How does [Company Name] handle [common concern]? 
A: At [Company Name], we make [process] simple by [specific guarantee]. This 
ensures every customer in [city or region] gets reliable service. 
 
Price and Value 
Q: What does it cost to get [service or product] from [Company Name] in [city 
or region]? 
A: Prices vary depending on [factor], but [Company Name] provides upfront, 
transparent pricing. No hidden fees. 
 



Speed and Availability 
Q: How quickly can [Company Name] provide [service or product] in [city or 
region]? 
A: Many times, [Company Name] can help the same week or even the same 
day. Fast response without sacrificing quality. 
 
Guarantee and Differentiator 
Q: Why should I choose [Company Name] for [service or product] in [city or 
region]? 
A: Customers choose [Company Name] because we deliver [unique promise 
such as eco-friendly, 24 or 7 availability, satisfaction guarantee]. 

 

Putting It All Together 
Your Google Business Profile isn’t just another online box to check. It’s the first 
impression most people will ever get of your business. Every photo, 
description, and review tells a story about your standards and your culture. 
 
When you design your GMB with purpose, it becomes more than a listing. It 
becomes a filter. It helps attract people who share your values and quietly 
turns away the ones who don’t. 
 
The result is a profile that brings in premium clients, top-performing team 
members, and professional partners who want to work with you for the long 
haul. 
 
That’s the real goal of The Gold Standard GMB Guide — creating a presence 
that doesn’t just show what you do, but who you are. 

 

Ready to Go Beyond GMB? Unlock Consistent, High-Value 
Clients with The Blueprint. 
You've just learned how to leverage your GMB to filter out low value leads and 
attract the kind of clients (and team members!) who truly respect your 
professionalism. These hacks are powerful, but they're just the beginning. 

The truth is, a Gold Standard GMB is one critical piece of a much larger puzzle: 
consistently ATTRACTING premium clients and securing predictable profit. 



If you're serious about transforming your business from a constant chase to a 
predictable, profitable machine, then your next step is The Seven Figure 
Tradesman Blueprint. 

The Blueprint is your complete, step-by-step program to master the ATTRACT 
phase of your business, enabling you to: 

• Implement a full Gold-Standard Client Filter System: Beyond GMB, 
learn how to optimize your website, social media, and communication 
to attract only high-value prospects. 

• Design a "No-Discount" Pricing Strategy: Confidently charge what 
you're worth with our proven tiered quoting system, ensuring every job 
is profitable. 

• Build a Predictive Sales Blueprint: Create a streamlined, high-
conversion sales process that consistently fills your calendar with 
premium jobs, eliminating unreliable lead flow forever. 

Stop relying on luck and start building a predictable pipeline of profitable 
work. 

The Gold Standard GMB Guide is a powerful first step. The Blueprint is the 
entire foundation for your Seven Figure Legacy. 

 

Click Here to Learn More About The Blueprint & Secure Your Spot Today: 

https://www.sevenfiguretradesman.com/blueprint 

https://www.sevenfiguretradesman.com/blueprint
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