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THE BUSINESS SYSTEMS BLUEPRINT

KAS KAPRIO

BEFORE YOU START

How to Use
This Book

This is not a book you read once and shelve. It’s a working blueprint — designed to

be marked up, argued with, and implemented one layer at a time.

Read itin order, the first time

The six layers build on each other deliberatelu.
Operations comes before Automation because
automating an undocumented process just
automates the confusion. The sequence is the
method.

Then use it as areference

Each layer chapter is self-contained: what the

system is, the symptoms of it missing, and the

exact steps to build it. Come back to whichever

layer is currently on fire.

Do the audit at the end

Chapter 12 contains a scored self-assessment.
Your number tells you exactly which layer to

build first — no guessing, no analysis paralysis.

Implement one thing per week

Every chapter ends with implementation steps.
Pick one. A single system actually built beats six
systems planned. The 90-day roadmap in
Chapter 11 sequences it all for you.

A PROMISE

is for you when you get there.

Everything in this book is implementable on your own. Nothing is held back to force a sales
call. That said — the readers who get the most from this tend to be the ones who realize

halfway through that they’d rather have it built with them than by them alone. The last page

KASKAPRIO.COM
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PART I - THE PROBLEM CHAPTER 01

THE OWNER-DEPENDENT BUSINESS

Most businesses don’t fail from a lack of customers. They stall because
everything — every decision, every process, every fire — routes through one

person.

Here’s the shape of an owner-dependent business. Every function connects to the center,
and the center is you. It works — right up until you need to sleep, take a vacation, get sick, or

grow.

YOU

EVERY DECISION

EIG 01 — THE HUB-AND-SPOKE TRAP:- EVED EUNCTION DEPENDS ON THE CENTER

KASKAPRIO.COM 04



PART I - THE PROBLEM CHAPTER 01

The Real Cost
of Running on Memory

The hub-and-spoke model has a price, and it’s paid in hours. Here’s where a typical owner-
operator’s week actually goes when nothing is systemized — versus where it goes once the

six layers in this book are in place.

Il BEFORE SYSTEMS [] AFTER SYSTEMS
REPEAT QUESTIONS
MANUAL DATA ENTRY
CHASING FOLLOW-UPS
FIREFIGHTING
ACTUAL GROWTH WORK
]
OH 8H 16H / WK

FIG. 02 — WHERE THE WEEK GOES: ILLUSTRATIVE OWNER-OPERATOR TIME ALLOCATION

The goalisn't to work less. It's to move your hours from the top four
rows into the bottom one.

Small business owners consistently name time management — not funding, not competition — as their top
operational challenge. Systemization is the only durable answer, because it’s the only one that doesn’t

require more of you.

KASKAPRIO.COM 05



PART I - THE PROBLEM CHAPTER 02

THE SYSTEMS MATURITY CURVE
I
Every business sits somewhere on this curve. The x-axis is how systemized you are. The y-

axis is how much the business depends on you personally. The entire point of this book is

moving you right.

STAGE 1

STAGE 2

STAGE 4

SYSTEMIZATION -

FIG. 63 — THE SYSTEMS MATURITY CURVE

STAGE 1—HERO MODE. Everything lives in your head. Revenue is directly capped by your hours.
Vacations are theoretical.

STAGE 2 —DOCUMENTED. Core processes exist as written SOPs. Others can execute them — but

you still route every decision

KASKAPRIO.COM 06
STAGE 3 — AUTOMATED. Repetitive work runs on triggers instead of memory. Your time shifts from
doing to reviewing.



PART II - THE BLUEPRINT CHAPTER 03

THE SIX-LAYER FRAMEWORK

Every business that runs without its owner is built on the same six layers, stacked in the same

order. The bottom layers are the foundation — skip them and everything above wobbles.

DECIDES WHAT'S NEXT

LAYER 6 — LEADERSHIP

LAYERS5 —AUTOMATION & Al

LAYER4 —CLIENT MANAGEMENT

LAYER 3 —SALES

LAYER 2 —MARKETING

LAYER 1—OPERATIONS

THE FOUNDATION EVERYTHING SITS ON

FIG. 04 — THE SIX-LAYER STACK - BUILD FROM THE BOTTOM UP

WHY THE ORDER MATTERS

The most common mistake is building Layer 5 first — buying automation and Al tools before
the process underneath is documented. Automation amplifies whatever exists. If what exists

is chaos, you now have faster chaos

ASKAPRIO.COM 07




PART II - LAYER 1 O0F 6 CHAPTER 04

LAYER 1 - OPERATIONS: THE PROCESS LAYER
|

Operations is the documented way work actually gets done — written clearly
enough that it survives you taking two weeks off.

"Ifitisn't written down, itisn't a process. It's a habit living in
someone's head."

The anatomy of a working SOP

Every Standard Operating Procedure worth having answers five questions, in order. If your

documentation can’t answer all five, it’s a note — not a system.

TRIGGER OWNER STEPS OUTPUT ESCALATE
WHEN IT STARTS WHO RUNS IT IN PLAIN ORDER DONE = WHAT IF IT BREAKS

FIG. 065 — THE FIVE-PART ANATOMY OF A REAL SOP

Symptoms this layer is missing

Only you know how a task really gets done — team members ask you the same questions weekly.

New hires take months to become useful because training means shadowing you.

The same mistake keeps recurring in slightly different forms.

KASKAPRIO.COM 08
Quality depends entirely on who did the work, not on the process itself.



PART II - LAYER 1 O0F 6 CHAPTER 04

Building the
Operations Layer

01 Inventory every recurring task.
Anuthing you or your team does more than twice a month goes on the list — client
onboarding, invoicing, publishing, reporting, scheduling, all of it. Most owners find 30-50
items. That’s normal.

02 Rank by hours consumed, not by interest.
The top 3 time-eaters get documented first. Resist the urge to start with the interesting

ones.

03 Write each SOP as if training a stranger.
Plain steps, in order, zero assumed knowledge. Record your screen doing the task once and
transcribe it — this takes 20 minutes and beats a blank page every time.

04 Centralize into one hub.
Notion, a shared drive, an internal wiki — the tool matters far less than there being exactly
one place. Five scattered docs is barely better than zero.

05 Assign one owner per process.
Responsibility that belongs to "the team” belongs to no one. Every SOP gets a name
attached.

06 Review quarterly.
Processes drift as the business evolves. A stale SOP that no longer matches reality is nearly
as dangerous as no SOP — people stop trusting the documentation entirely.

FROM THE FIELD

Every system I've ever built — internal ops hubs, client platforms, Al concierge tools — started
with this exact step: getting the process out of one person’s head and onto a page. It’s
unglamorous. It’s also the single highest-leverage hour a business owner can spend, because

every other layer in this book is built on top of it.

KASKAPRLIO.COWM v9
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PART II - LAYER 2 O0F 6

CHAPTER 05

LAYER 2 - MARKETING: THE

VISIBILITY ENGINE

Marketing as a system means you stay visible whether or not you thought about

marketing this week. It’s a flywheel, not a faucet.

CONTENT

FIXED WEEKLY CADENCE

PROOF
REVIEWS + UGC

TRAFFIC
SEO + SOCIAL

CLIENTS
RESULTS DELIVERED

FIG. 06 — THE VISIBILITY FLYWHEEL:

Symptoms this layer is missing

EACH TURN MAKES THE NEXT ONE EASIER

Marketing only happens when business gets slow — the classic feast-and-famine loop.

Every post starts from a blank page instead of a template and a calendar.

KASKAPRIO.COM

You can’t name a single Google search you rank for.
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PART II - LAYER 2 O0F 6 CHAPTER 05

Building the
Visibility Engine

01 Fix the free SEO foundation first.
A fully built-out Google Business Profile — categories, photos, services, posts — is the single
highest-ROI marketing move for a local or service business, and it costs nothing. Do this
before any paid spend.

02 Pick 3-5 target keywords.
The searches your ideal client actually types. Structure your site pages and content around
them. You cannot rank for what you never target.

03 Build a repeating weekly content calendar.
One theme per week — e.g., Week 1: proof/case story, Week 2: educational, Week 3: behind-
the-scenes, Week 4: offer. Repeating structure removes the blank-page problem
permanently.

04 Systemize the review ask.
Same trigger, every time — the moment a result is delivered. Make it one tap: direct link, QR
code, or automated message. Reviews compound your search ranking month over month.

05 Create once, distribute five times.
One piece of pillar content becomes a post, a short video, an email, a story, and a Google
Business update. The multiplier is the system.

Consistency beats brilliance. A B+ post every week outperforms an
A+ post every random month — because the algorithm, and your
audience, reward rhythm.

1 Bx 0%

CONTENT THEME PER WEEK - DISTRIBUTION FROM EVERY COST OF THE HIGHEST-ROI
REPEATING MONTHLY SINGLE PIECE CREATED MOVE: GOOGLE BUSINESS

PROFILE
KASKAPRIO.COM 11



PART II - LAYER 3 O0F 6 CHAPTER 06

LAYER 3 - SALES: THE PIPELINE

A sales system means revenue depends on a defined pipeline — not on whoever
happens to remember to follow up.

LEAD CAPTURED — 100%

« MOST
QUALIFIED — ~60% HERE: |

CALL BOOKED — ~35%

PROPOSAL —~20%

FIG. 07 — THE PIPELINE: EVERY STAGE IS A MEASURABLE, FIXABLE NUMBER

Symptoms this layer is missing

Leads live in your inbox and your memory — not in a system anyone else can see.

Follow-up happens "when you get to it,” which means most leads get exactly one touch.

You can’t state your close rate with confidence, so you can’t tell where deals are dying.

E¢eky Proposil and quote is rebuilt from scratch. 12



PART II - LAYER 3 O0F 6 CHAPTER 06

Building the
Pipeline

01 Define your real stages.
Not the textbook funnel — the actual path a lead takes with you. For most service businesses
it’s five stages: captured - qualified — call = proposal = closed. Name them and stop
improvising.

02 Put every lead in one CRM.
A simple pipeline board beats a sophisticated tool you won’t maintain. The rule is one place,
updated the moment anything changes.

03 Script the follow-up sequence.
3-5 touches over two weeks, written once, reused forever. Most sales are lost to silence, not
rejection — a lead that goes quiet after one message was never actually worked.

04 Templatize the proposal.
An 80% pre-built proposal with swappable sections turns a 3-hour task into a 20-minute one
— and makes your close process consistent enough to measure.

05 Review the numbers monthly.
Leads in, close rate by stage, close rate by source. Where the funnel narrows fastest is
exactly where to focus next month.

THE UNCOMFORTABLE MATH

If you capture 20 leads a month and close 3, your problem is almost never "not enough leads.”
Walk the funnel: where do the other 17 die? In nearly every business | look at, the answer is

the follow-up stage — the one stage that costs nothing to fix.

5 3-5 80%

PIPELINE STAGES — NAMED, FOLLOW-UP TOUCHES PER LEAD, OF EVERY PROPOSAL PRE-BUILT
VISIBLE, MEASURED SCRIPTED ONCE AS A TEMPLATE

KASKAPRIO.COM 13



PART II - LAYER 4 O0F 6 CHAPTER 07

LAYER 4 - CLIENT MANAGEMENT: THE RETENTION ENGINE

Winning a client is the expensive part. Keeping one is a system — and it

compounds harder than any marketing you’ll ever run.

HIGH-CHURN BUSINESS

TIME -

FIG. 08 — WHY RETENTION COMPOUNDS: SAME LEAD FLOW, WILDLY DIFFERENT OUTCOMES

Symptoms this layer is missing

Onboarding looks different for every new client — first impressions depend on your mood and
calendar.

Clients only hear from you when something’s wrong or an invoice is due.

KASKAPRIO.COM 14
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PART II - LAYER 4 O0F 6 CHAPTER 07

Building the
Retention Engine

01 Script the first 7 days.
Welcome message, kickoff call, access and expectations doc, first deliverable date —
identical for every client. The first week sets the tone for the entire relationship, so stop
leaving it to improvisation.

02 Set a proactive communication cadence.
A short scheduled update — weekly or biweekly — beats a hundred reactive replies. Clients
don’t churn because of bad results as often as they churn because of silence.

03 Build the feedback loop.
A simple check-in at a fixed milestone: "How’s this going for you, honestly?” Problems you
hear about at week 3 are fixable. Problems you hear about at renewal are not.

04 Define the escalation path.
When something breaks, the client should know exactly who to contact and how fast they’ll
hear back. Ambiguity during a problem is what turns a hiccup into a lost account.

05 Ask for the review and the referral — systematically.
The moment a win lands is the moment to ask. Wire it into the process so it happens every
time, not just when you remember.

Your existing clients are the cheapest revenue you will ever
acquire. A retention system is a growth system wearing work
clothes.

7d 1 100%

SCRIPTED ONBOARDING WINDOW - PROACTIVE UPDATE PER WEEK OR OF WINS FOLLOWED BY A REVIEW
SAME EVERY TIME TWO — SCHEDULED / REFERRAL ASK

KASKAPRIO.COM 15



PART II - LAYER 5 O0F 6 CHAPTER 08
LAYER 5 - AUTOMATION: TRIGGERS, SCRIPTS & AI AGENTS
|

Automation is the layer that runs the other five without you touching every step.

Every automation ever built — no matter how sophisticated — has the same

skeleton.

TRIGGER
FORM SUBMITTED

CONDITION
BUDGET = QUALIFIED?

ACTION

CRM + EMAIL + TASK

FIG.

09 — THE UNIVERSAL SHAPE OF EVERY AUTOMATION

Read it in plain English: when a lead fills out your form, if they meet your qualification criteria,

then add them to the CRM, send the welcome email, and create the follow-up task. Nobody

on your team remembers to do it — because nobody has to.

The no-code tool ladder

TOOL WHERE IT FITS

TRADE-OFF

Zapier Fastest start, largest app library (8,000+), zero technical skill.
Ideal for simple, linear "when X then Y” workflows.

Make Visual canvas for branching, loops, and multi-condition logic. The
powerful middle ground.

n8n Self-hostable, execution-based pricing, full custom code

Per-task pricing gets expensive
as volume and complexity grow.

Steeper learning curve than
Zapier; deep custom code is
gated.

Most technical of the three; you

support. The builder’s choice Tor complex or data-sensitive

KASKRPREG G s,

own the infrastructure.
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PART II - LAYER 5 O0F 6 CHAPTER 08

The Three Levels
of Automation

Automation isn’t one thing — it’s a pyramid. Most businesses only ever need the bottom level.

The mistake is starting at the top.

AlIAGENTS
MAKES JUDGMENT CALLS

SCRIPTING & CUSTOM LOGIC
JS / PYTHON / API CALLS — HANDLES THE MESSY CASES

NO-CODE AUTOMATION

TRIGGER — CONDITION — ACTION — 80% OF WHAT YOU NEED

FIG. 10 — THE AUTOMATION PYRAMID: BUILD FROM THE BASE

LEVEL 1 —NO-CODE. Moves data between apps on triggers. Predictable, rule-based, cheap. This is
where every business starts, and where most should stay for a while.

LEVEL 2 — SCRIPTING. Custom JavaScript or Python — inside a tool like n8n or as a standalone
script hitting an API. You reach for this when logic gets conditional, data is messy, or the off-the-
shelf connector doesn’t exist.

LEVEL 3 — Al AGENTS. A language model in the loop, making judgment calls: reading a message and
deciding how to respond, qualifying a lead, summarizing a call. Powerful — and completely
dependent on the two levels beneath it working first.

KASKAPRIO.COM 17



PART II - LAYER 5 O0F 6 CHAPTER 08

Where Al Actually
FitsinaSmall Business

Strip away the hype and Al earns its keep in exactly four places. Each one replaces a

category of work that used to require a person reading, thinking, and typing.

01— THE FRONT DOOR. An Al concierge that answers questions, qualifies leads, and books calls
24/7. Your website stops being a brochure and starts being a receptionist that never sleeps.

02 — THE BACK OFFICE. Meeting transcription and summaries, drafted replies, auto-generated
reports. The swivel-chair work — reading one app and typing into another — disappears.

03— THE CONTENT ENGINE. First drafts, repurposing one piece into five formats, SEO structure. Al

doesn’t replace your voice; it removes the blank page your voice was stuck behind.

04 — THE DECISION DESK. Plain-language analysis of your numbers: "Which service made the most

money last quarter, and which client type churns fastest?” Answers in seconds instead of a weekend

in spreadsheets.

THE RULE THAT SAVES YOU MONEY

Al amplifies whatever it’s pointed at. Pointed at a documented process with clean data, it’s a
force multiplier. Pointed at chaos, it’s a chaos multiplier — with a monthly subscription fee.
That’s why this is Layer 5 and not Layer 1.

The questionisn't "should we use Al?" It's "which documented
process are we handing it first?"

KASKAPRIO.COM
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PART II - LAYER 5 O0F 6 CHAPTER 08

Building the
Automation Layer

01 Pick one bottleneck workflow.
Not five. The single process that eats the most hours or drops the most leads. It’s already
documented — you did that in Layer 1.

02 Write the automation in plain English first.

—_———

"When ___ happens, if then ___, ___,and ___." If you can’t write the sentence, you're

not ready to build the workflow.

03 Build the smallest working version.
Start on the simplest tool that can do the job — usually Zapier. You can graduate to Make or
n8n when complexity demands it, not before.

04 Test against real data, not hypotheticals.
Run live traffic through it for a week with a human double-checking. Real usage finds the
edge cases your test cases never will.

05 Add the failure alert.
Every automation needs a way to tell you it broke. A silent failure that runs for three weeks
does more damage than never automating at all.

06 Only then, add Al to the loop.
Once the plumbing works, insert the judgment step: Al qualifies the lead, drafts the response,
summarizes the call. Human reviews at first; autonomy comes after trust is earned.

1 10+ 30d

WORKFLOW AT A TIME - PROVE HOURS/WEEK COMMONLY REVIEW CHECKPOINT AFTER
IT, THEN EXPAND RECOVERED FROM TOP-3 EVERY AUTOMATION GOES LIVE
WORKFLOWS

Owners who automate their top three workflows commonly report recovering 10-18 hours per week — time

fusda brildincpthe rest of the stack. 19



PART II - LAYER 6 O0F 6 CHAPTER

09

LAYER 6 - LEADERSHIP: THE DECISION LAYER

Leadership as a system isn’t about charisma or hours. It’s about how decisions

get made, delegated, and remembered — so they don’t all still require you.

A DECISION ARRIVES

EVERY REQUEST, EVERY DAY

VES IS THERE A RULE FOR THIS? No

SOP - POLICY - PRECEDENT

YES - TEAM DECIDES NO - YOU DECIDE ONCE

RULE IS THE BOSS. YOU HEAR ABOUT IT LAT| THEN WRITE THE RULE SO IT NEVER RETURN

FIG. 11 — THE DECISION FILTER: HOW OWNERS ESCAPE BEING THE BOTTLENECK

Symptoms this layer is missing

The same debate resurfaces every few months because nobody wrote down what was decided, or
why.

Meetings happen, but nothing changes after them.

Every decision — from pricing to which coffee to stock — lands on your desk.

Vacation peans the business quietly pauses. Or you work from the beach.

20



PART II - LAYER 6 O0F 6 CHAPTER 09

Building the
Decision Layer

01 Start adecision log.
One shared doc: the decision, the date, the reasoning, the owner. Ten minutes a week. It kills
the recurring-debate problem permanently and turns your judgment into an asset the team
can use without you.

02 Fix the meeting rhythm.
One weekly ops meeting (30 min, same agenda: numbers, blockers, decisions needed) and one
monthly strategy review. Everything else is a message, not a meeting.

03 Define decision boundaries.
What can the team decide alone? What needs a heads-up? What needs you? Write the three
lists. Most owners discover 70% of what lands on their desk belongs on list one.

04 Run the disappearance test.
Could the business run for two weeks without you? Write down every "no” — each one is a
missing SOP, a missing boundary, or a missing owner. That list is your leadership roadmap.

05 Decide once, then write the rule.
Every novel decision you make should produce a rule so the same decision never reaches you
twice. This is how the filter in Fig. 11 gets built — one decision at a time.

If the business can't survive two weeks without you, you don't own
abusiness yet. You own a job with extra liability.

1 3 2wk

WEEKLY OPS MEETING - 30 DECISION LISTS: TEAM / THE DISAPPEARANCE TEST YOUR
MINUTES, FIXED AGENDA HEADS-UP / OWNER-ONLY BUSINESS SHOULD PASS

KASKAPRIO.COM 21



PART III - THE BUILD CHAPTER 10

THE AI IMPLEMENTATION FRAMEWORK

When you’re ready to add Al to any layer, this is the sequence. Four steps, climbed in order,

for every single process. Skipping steps is how Al projects fail.

4. AGENT

AI RUNS THE LOOP,
HUMAN MONITORS

3. AUGMENT

AI DRAFTS,
HUMAN REVIEWS

2. AUTOMATE

REMOVE THE
REPETITIVE STEPS

1. MAP

DOCUMENT REALITY

FIG. 12 — MAP - AUTOMATE - AUGMENT - AGENT: EACH STEP EARNS THE NEXT

MAP. Document the process as it actually happens today — the honest version, not the org-chart

version.

AUTOMATE. Strip out the rule-based, repetitive steps with no-code tools. Boring, essential,
foundational.

AUGMENT. Insert Al at specific decision points — drafting, classifying, summarizing — with a human
reviewing every output until the error rate proves itself.

AGENFR.I0nkypafter augmented steps are trusted: let Al run the full loop end-to-end, with monitoringz2
and failure alerts instead of constant supervision.



PART III - THE BUILD CHAPTER 11

THE REFERENCE SETUP

This is the stack | actually build with — for my own ventures and for clients. Every tool has
one job. Nothing on this list is decoration.

TOOL ITS ONE JOB LAYER

Notion The central hub — SOPs, decision log, vendor contacts, checklists. Operations
The single place everything lives.

Google Business Profile Local SEO, reviews, and the highest-ROI free visibility a service Marketing
business can get.

A simple CRM One pipeline, every lead, updated in real time. The tool mattersless  Sales
than the discipline.

Calendly Booking without the back-and-forth. Wired directly into the pipeline Sales
and the follow-up sequence.

Stripe Payments, deposits, and invoicing you own directly — no platform Client
between you and your revenue. Mgmt

Zapier/ Make / n8n The automation engine — pick your rung on the ladder from Chapter Automation
8.

Claude API The reasoning engine behind concierge bots, meeting intelligence, Automation
drafting, and analysis. /Al

Base44 Rapid platform builds — internal tools, client portals, Al-powered Automation
apps — without a dev team. /Al

Email platform The owned audience. The list nobody’s algorithm can take away Marketing
from you.

KASKAPRIO.COM 23
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PART III - THE BUILD

CHAPTER 11

The 90-Day Build

Six layers is a lot. Here’s the exact sequence — three phases of thirty days — so each layer

supports the next and nothing gets skipped.

DAYS 1-30 DAYS 31-60 DAYS 61-90
MAP & DOCUMENT AUTOMATE & SYSTEMIZE AUGMENT & REVIEW

FIG.

Days 1-30 - Map

Inventory recurring tasks; write your first 3
SOPs

Get every lead and client into one CRM
Fully build out your Google Business Profile

Start the decision log

Days 31-60 - Automate

Build no-code automations for your top 3

workflows
Script the follow-up sequence and wire it in
Launch the repeating content calendar

Fix the weekly ops meeting rhythm

13 — THREE PHASES, ONE SYSTEM AT A TIME

Days 61-90 - Augment

— Add Al at 1-2 decision points — drafting,
qualifying, or summarizing — human-
reviewed

— Script client onboarding and the review ask

— Run the first full systems audit (next
chapter)

— Pick the next quarter’s build from your audit
score

PACE YOURSELF

One system built per week is the
sustainable pace. The owners who try to
build all six layers in a month burn out by

week three and keep none of it.

KASKAPRIO.COM
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PART III - THE BUILD

CHAPTER 11

What Changes:

The Systemized Week

Here’s what the transformation actually looks like, side by side — the same business, the

same owner, ninety days apart.

BEFORE — RUNNING ON MEMORY

AFTER — RUNNING ON SYSTEMS

Monday starts with 40 unread messages, half of
them questions you’ve answered before.

A lead from last Tuesday never got a follow-up.
You find out when they sign with a competitor.

A new client’s onboarding is improvised between
other fires.

You cancel Thursday’s content plans — again —
because something urgent came up.

Sunday night is admin catch-up. Every Sunday.

Monday starts with a dashboard: pipeline
status, this week’s content already scheduled,
zero repeat questions — the SOPs and Al
concierge caught them.

Every lead got its 5-touch sequence
automatically. Three calls are booked without

you touching a thing.

The new client’s week-one experience ran itself:
welcome, kickoff, access, expectations.

The 30-minute ops meeting surfaces one real
decision. You make it, log it, write the rule.

Sunday night is yours.

Same revenue engine. Same owner. The only difference is what's
carrying the weight — memory, or systems.

KASKAPRIO.COM
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PART III - THE BUILD

CHAPTER 12

THE SYSTEMS AUDIT - SCORE YOUR BUSINESS

Twelve statements. Give yourself one point for every box you can honestly check. Your total

tells you exactly where to start — no guessing.

D 01 - OPERATIONS — My top 3 processes exist as written SOPs
A new hire could follow them without asking me a single question.

02 - OPERATIONS — Everything lives in one central hub
Not scattered across five apps, three inboxes, and my head.

03 - MARKETING — I publish on a fixed weekly cadence

Whether or not business is slow, and whether or not | feel like it.

04 - MARKETING — My Google Business Profile is fully built out

Categories, photos, services, and a steady flow of reviews.

05 - SALES — Every lead lives in one CRM, in a named stage
Not in my inbox, my memory, or a sticky note.

O 0O 0O O 0O

06 - SALES — Every lead gets a scripted follow-up sequence
3-5 touches, automatically — no lead dies of silence.

KASKAPRIO.COM
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PART III - THE BUILD

CHAPTER 12

The Audit, Continued

O O 0O O O 0O

07 - CLIENT MGMT — Onboarding is identical for every new client
The first 7 days are scripted, scheduled, and don’t depend on my calendar.

08 - CLIENT MGMT — Clients hear from us proactively, on a schedule

Not only when something breaks or an invoice is due.

09 - AUTOMATION — At least 3 repetitive workflows run without me

Trigger = condition = action, with a failure alert if they break.

10 - AUTOMATION — Al handles at least one judgment task daily

Answering, drafting, qualifying, or summarizing — with appropriate review.

11-LEADERSHIP — A decision log exists and gets used

Decisions, dates, and reasoning — so debates don’t repeat.

12 - LEADERSHIP — The business passes the two-week disappearance test
| could vanish for 14 days and revenue, delivery, and clients would be fine.

YOURSCORE

One point per checked box. Be honest — the score is

for you, and an inflated one only costs you time. I

/12

KASKAPRIO.COM
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PART III - THE BUILD CHAPTER 12

What Your
Score Means

0-3 - HERO MODE. The business is you, and it’s costing you. Don’t panic — this is where almost
everyone starts, and it means your upside is the largest. Start at Layer 1: three SOPs, one hub, this
week. Do not buy a single new tool yet.

4-6 - FOUNDATIONS FORMING. Pieces exist but they don’t connect. Your leverage move is Layer 5:
automate the three documented workflows you already have, and let the recovered hours fund the
rest of the build.

7-9 - SYSTEMIZED CORE. The machine mostly runs. Your gaps are almost certainly in the layers you
find least comfortable — usually Client Management or Leadership. Build the decision filter and run
the disappearance test.

10-12 - SELF-OPERATING. Rare air. Your next frontier isn’t more systems — it’s Al agents running
full loops, and deciding what you’ll build with the time your business no longer takes from you.

A PATTERN WORTH KNOWING

Most readers score between 3 and 6 — and most get stuck in the same place: they know what
to build after reading this book, but the building keeps losing to the day-to-day. That’s not a
knowledge gap. It’s a bandwidth gap. Knowledge you now have. Bandwidth is what the next

two pages are about.

The auditisn't a grade. It's a map. Every unchecked box is a chapter
in this book with your name oniit.
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THE BUSINESS SYSTEMS BLUEPRINT ABOUT

ABOUT THE AUTHOR

Who Builds
These Systems

I’'m Kas Kaprio — a Business Systems Architect. | design and build the systems in
this book for real businesses: Al implementation, automation, and the operational
infrastructure underneath growth.

This blueprint isn’t theory assembled from other people’s books. It’s the working method
behind systems I've built hands-on: internal operations hubs for logistics facilities, Al
concierge platforms for hospitality brands, meeting-intelligence tools that turn hours of calls
into decisions, client onboarding machines for agencies, and marketing engines for local

businesses. Different industries, same six layers, every time.

6 1 90d

LAYERS — THE SAME FRAMEWORK RULE: MAP THE PROCESS BEFORE THE STANDARD BUILD WINDOW
BEHIND EVERY BUILD TOUCHING A TOOL FROM CHAOS TO SYSTEM

Two ways | work with businesses

1:1 BUSINESS GROWTH AUDIT FRACTIONAL GROWTH
PARTNER

A focused working session where we run
your business through this exact framework Ongoing, hands-on partnership. | design,
— and you leave with a scored audit and a build, and run the six layers inside your

prioritized build plan for the next 90 days. business — systems, automation, and Al
included — while you run the business.
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THE LAST PAGE - AND THE FIRST STEP

You now know exactly what to build.
The only question left is whether you
build it alone.

If you’d rather have these systems designed and built with you —
by someone who does this every day — the next step is a single
call. We’ll run your business through the audit together, and you’ll

leave with a plan whether or not we ever work together.

BOOK YOUR GROWTH AUDIT - KASKAPRIO.COM

KAS KAPRIO




