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Sell more flooring with Al

A practical playbook for faster leads,
faster bids, and cleaner follow-up
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At a glance

Flooring businesses are under pressure to respond faster, bid sooner, and protect
margin, without adding headcount. Al can help, but only when it is practical:
embedded into the workflows teams run every day, focused on real bottlenecks, and
measured like a business initiative.

This playbook shows how to use Al to sell more across four high-impact moments:

a Converting more website shoppers into qualified leads

e Keeping lead signals connected across channels so
follow-up is consistent

e Accelerating commercial takeoffs so bids go out faster

o Capturing accurate project inputs on site to move
from measurement to quote faster
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Guardrail: Al features are
available in select Cyncly
Flooring products and
workflows today. We continue
to develop and launch Al
capabilities where they solve
real customer problems.
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The shift: Al is now part of

everyday selling

Al moved from novelty to normal * Leadsthat arrive after hours and
work behavior quickly. Flooring never convert

teams are already using it to speed .

Follow-up that breaks because

Up communication, summarize context is scattered across systems

information, and reduce “blank page” _
* Bidsdelayed because experts

delays. .

spend hours tracing before
What is changing now is bigger: the estimating even begins
market is shifting from standalone Al .

Margin lost through preventable

tools to Alembedded into the rework and miscommunication

applications people use every day.

That is the definition of practical Al, Thought leadership is not “Al is coming.”
and it matters in flooring because It is naming the problems that hold

your biggest revenue leaks are businesses back, then introducing
workflow leaks: smarter ways to remove friction.
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The revenue leak map for flooring

Most “sell more” conversations are too broad. If you want fast wins, focus on the two
moments that decide outcomes.

Moment 1.
The first response

A shopper asks a question, submits a form, or calls, and they are
waiting. If the response is slow or generic, momentum fades.

Moment 2:
The bid clock starts

In commercial, the moment estimating begins, time becomes a
competitive weapon. The faster you can produce a credible bid, the
more you can win. Blueprint prep is often the hidden bottleneck.

Everything in this playbook ties back to these moments, because
fixing them creates measurable throughput gains.

28 Cyncly




What practical Al means in flooring

Practical Al is not magic. It is a set of embedded capabilities that do four things well:

Remove repetitive work Speed the first draft, while

keeping people in control

Improve consistency and
reduce avoidable errors

Fit into existing workflows,
rather than forcing a
reinvention

If an Al use case does not improve speed, consistency, or capacity, it is a distraction.

‘
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Use cases that help you sell more

Use case A:

Convert more website shoppers into

leads, 24/7

Problem

Flooring demand does not arrive only
during showroom hours. After-hours
traffic often becomes missed
opportunity.

What practical Al does

Keeps the conversation moving,
answers common questions,
recommends products, and captures
lead details with context.

Where this shows up in
your metrics

* Speed to first response (including
after hours)

* Lead-to-appointment rate

* Appointments that arrive with
better context (less back and forth)

Quick checklist

* Identify the top 20 questions
shoppers ask (hours, financing,
installation, warranty, best for pets,
high traffic, waterproof, lead time).

* Decide what “qualified” means for
your team (zip code, room type,
budget range, timeline, material
interest).

* Make sure lead capture lands
where your sales team actually
works every day.

@ Customer voice callout (representative)

“We did not lose deals because we were bad
at selling. We lost them because we replied
too late, or we replied without context.”
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Use case B:

Keep lead signals connected
so follow-up feels personal

Problem * Leadsthat get a complete history,
Leads arrive through forms, calls, chat, not a fresh start

and texts, and someone has to stitch it * Better manager visibility into what
together. When context is missing, is working

customers repeat themselves and

teams give up too early. Quick checklist

* Define a follow-up standard: Day O,

What practical Al does Day 1, Day 3, Day 7 touches.

Brings lead activity into one place, so

) ) Set one owner for each lead, even if
follow-up is consistent and fast.

multiple people contribute.

Where this shows up in * Build one simple “next step library”

your metrics (book measurement, schedule

*  Follow-up speed (first touch and showroom visit, send curated
second touch) product list, send financing info,

send estimate timeline).

@ Customer voice callout (representative)

“Our follow-up was not inconsistent because
people did not care, it was inconsistent
because nobody had the full picture.”
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Use case C:

Bid faster in commercial by
removing manual tracing

Problem * Bids completed per estimator
Tracing is slow, repetitive, and often per week
consumes expert time that should be  Fewer avoidable tracing-related
Spent OptImIZIng Iayouts and imprOVing errors and revisions
proposals.

] Quick checklist
What practical Al does * Track where estimating time really
Converts digital plans into structured goes (tracing vs optimization vs
room outlines so estimating starts review).
sooner.

* |dentify bid categories where
speed matters most (multi-site,
tenant improvement, education,
healthcare, hospitality).

Where this shows up in
your metrics

* Bid turnaround time
* Standardize the bid workflow so

the “fast path” is repeatable.

@ Customer voice callout (representative)

“We did not need our estimators to work harder. We
needed them to stop doing work the software should do.”
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Use case D:

Measure faster on site so

quotes happen sooner
Problem * Better customer confidence,
The sales cycle slows when because the process looks modern
measurements are delayed, inconsistent, and controlled
or trapped in notebooks and photos that
are hard to translate later. Quick checklist
* Define when LIiDAR scanis the
What practical Al does primary method and when manual
Helps capture room dimensions faster verification is required (for
on site and move directly into example, complex edges, tight
estimating and quoting. cluttered spaces).
* Create a “measurement-to-quote”
Where thif shows up in standard operating rhythm:
your metrics measure, confirm rooms, select
* Time from first appointment to materials, deliver quote within a
first quote defined window.
*  Fewer measurement-related * Make sure the handoff to desktop
revisions and ERP workflows is part of the

plan, not an afterthought.

@ Customer voice callout (representative)

“When we can measure and quote faster, customers feel
momentum. Momentum closes deals.”
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The rollout plan: 30, 60, 90 days

The goal is not to “adopt AlL.” The goal
is to remove one bottleneck, prove
impact, then expand.

First 30 days:

Pick one bottleneck and baseline it
Choose one of these: after-hours lead
conversion, follow-up consistency,
tracing backlog, measurement-to-
quote cycle time.

Baseline 2 to 3 metrics:

* Speedtofirst response

* Lead-to-appointment rate

* Bidturnaround time

* Takeoff prep time

* Time from measure to quote

Deliverable: one-page scorecard,
reviewed weekly.

Days 31-60:
Implement, train, and standardize

* Put the workflow in place and train

the team on what “good” looks like.

* Document the first version of your
process (one page max).

* Create a simple exception rule:
when something looks wrong, who
checks it and how fast?

Deliverable: a repeatable standard and

a weekly learning loop.
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Days 61-90:
Expand to the next bottleneck

Only expand if you can prove:
* Speedimproved
*  Qutcomes improved

* Adoption is stable

Then move to the next workflow, using
the same measurement approach.




KPIl dashboard: measure it like
a business initiative

Retail and dealer KPIs

$
* Speed tofirst response (including after-hours coverage) @
* Lead-to-appointment rate

*  Appointment-to-close rate
* Quote turnaround time

* Follow-up completion rate (touches completed within your standard)

Commercial KPIs
* Takeoff prep time per job

* Bidturnaround time

* Bids per estimator per week
* Reuvisions per bid (proxy for rework)

* Winrate (track by segment and project type)

Tip: review weekly during rollout, then monthly once stable.
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Common objections and
practical answers

“Is this just hype?”

Only if you treat it like a trend. Treat it like throughput improvement.
Start with one bottleneck and one metric.

“Will Al replace my people?”

Practical Al removes repetitive work and speeds early steps.
People still sell, advise, and validate.

“What about accuracy?”

Design the workflow so experts remain in control. Al can accelerate
the first draft, your team controls the final.

“] do not want to overpromise.”

Do not sell Al. Sell outcomes: faster response, faster bids, cleaner
handoffs, fewer revisions.
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Mini case study highlight
(illustrative)

&

Situation Change Result
A regional They adopt Estimators spend

commercial blueprint-to-outline more time optimizing

contractor is bidding acceleration to layouts and improving
more projects, but reduce tracing time, proposals, bid

estimating is then standardize a turnaround time
constrained. Tracing faster review path drops, and bid
consumes hours and for common capacity increases
delays submissions. project types. without adding

headcount.

Installer payroll
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Glossary

Practical Al: Al embedded into everyday workflows that
removes friction and improves outcomes, while keeping
people in control.

Lead signal: Any data point that indicates customer
intent, such as forms, calls, chats, texts, or product
browsing activity.

Bid turnaround time: Time from receiving plans to
submitting a proposal.

Takeoff: Quantifying materials and scope from plans or
site measurements for estimating and quoting.

LiDAR scanning: A method for capturing room
dimensions using sensors to speed measurement
and planning.

28 Cyncly




28 Cyncly

You have read the theory. Now see what practical Al looks like in real flooring
workflows.

If you want help identifying your first bottleneck, selecting the right starting use
case, and setting up the KPI scorecard, request a demo or working session
focused on your business goals.

Ready to see
how it works?

Request a personalized demo
of Cyncly solutions today.

\ly

& Request aDemo


https://spaces.cyncly.com/flooring-industry-contact-us.html?utm_campaign=icdj&utm_content=playbook&utm_term=sell-more-flooring-ai
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