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CASE STUDY

PowerMeans Electric 
trusts Housecall Pro 
to create a seamless 
customer experience

CASE STUDY
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The Challenge
Section 1

Founded over 10 years ago by owner KC 
Cranford, Austin-based PowerMeans Electric 
has grown from a construction-focused 
electrical contractor into a service-driven 
business known for its friction-free customer 
experience. In its first year, the company 
generated $1.5 million in revenue, doubling to 
$3 million annually by year three. Over time, 
PowerMeans strategically shifted away from 
large construction projects toward residential 
and commercial service work, which now 
represents roughly 90% of its business.

Case Study: PowerMeans Electric 1

BACKGROUND

From the start, KC understood that 
technology would play a critical role in 
scaling the company. Over the years, he 
experimented with countless project 
management and field service 
management (FSM) platforms, subscribing 
to many before ultimately canceling in 
frustration. “My relationship with software 
tools is complicated,” he shared. 
“Definitely love-and-hate.”

His frustration stems from the limiting 
nature of the typical FSM platform. “Most 
tools either do one thing well when I need 
something more robust, or they do a lot of 
things I don’t need,” KC said. “That means 
I’m paying for features that don’t actually 
help my business.”

THE CHALLENGE

https://www.housecallpro.com/
https://www.powermeanstx.com/
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The Challenge
Section 1
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KC eventually turned to Housecall Pro in search of a solution that struck the right balance. 
He was drawn to its robust CRM and price book features, as well as its ability to create a 
seamless customer journey, from scheduling to service completion and follow-up. 
Estimates, invoicing, and fleet management capabilities were additional selling points, 
helping streamline daily operations for both the office and the field.

What ultimately set Housecall Pro apart, however, was its impact on the customer 
experience. “The UX for the end customer is all I care about,” KC explained. “This has 100% 
improved the customer experience.”

With Housecall Pro, KC can send clean, professional estimates to customers before leaving 
the jobsite, something he considers a major competitive advantage. “Being able to get an 
estimate to the customer in presentable form before I leave their property is huge. 
Housecall Pro makes this simple and error-free.”

Ease of use has also been critical. After previously investing hundreds of thousands of 
dollars to implement another major FSM platform, only to cancel it six months later, KC 
appreciates that Housecall Pro is “not crazy expensive” and easy for technicians to learn. 
New hires can quickly get up to speed, and existing techs easily adopt new features as 
they’re rolled out.

KC also values Housecall Pro’s responsiveness to customer feedback. “There have been 
numerous times when I’ve suggested a specific feature, and Housecall Pro has added that 
feature very soon thereafter,” he said.

THE SOLUTION

https://www.housecallpro.com/
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Section 2

The Solution
Rey discovered Housecall Pro through electrician groups on Facebook and was immediately drawn to its 

professional features. He adopted it to help R&J Brothers operate at an elevated level—and has been an avid 

advocate ever since. "I'm always recommending it," he says.

Pipeline
Full visibility from estimate to completion. Every 
job tracked so nothing slips through the cracks.

HCP Cam
Technicians embed photos and videos directly in 
estimates and invoices—any tech can complete a 
job, even without the original walkthrough.

HCP Assist
No calls or opportunities missed after hours. Every 
inquiry is captured and logged for prompt 
follow-up.

"On My Way" Texts
Automated messages with technician photos build 
customer trust before a tech even arrives on site.

Automated Reviews
Review requests sent automatically after each job 
have significantly boosted online ratings and the 
company's digital profile.

Business Coaching
Practical strategies from HCP coaches help 
navigate seasonal slowdowns. "Q1 is always 
tough," says Rey, "but it's gotten better."

"I believe in Housecall Pro. I invest in them, and they invest in me."

— Rey Guedes, Founder, PowerMeans Electric

Pipeline
Gives Matthew and his team a 
clear view of everything in 
progress. Each week the crew 
walks through estimates, active 
jobs, and invoices together.

HCP Cam
Gives Matthew and his team a 
clear view of everything in 
progress. Each week the crew 
walks through estimates, active jobs, 
and invoices together.

HCP Assist
No calls or opportunities missed after 
hours. Every inquiry is captured and 
logged for prompt follow-up.

"On My Way" Texts
Automated messages with technician 
photos build customer trust before a 
tech even arrives on site.

Automated Reviews
Review requests sent automatically 
after each job have significantly 
boosted online ratings and the 
company's digital profile.

Business Coaching
Practical strategies from HCP coaches 
help navigate seasonal slowdowns. 
"Q1 is always tough," says Rey, 
"but it's gotten better."

I believe in Housecall Pro. I invest in them, 
and they invest in me.

Rey G.
PowerMeans Electric
Founder

I believe in Housecall Pro. 
I invest in them, and they invest in me.

Rey G.
PowerMeans Electric
Founder
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Section 3

The Results
Since going all-in with Housecall Pro, PowerMeans 

Electric has achieved consistent, compounding 

growth. The company scaled from one truck and 

one employee in 2013 to a fleet of vehicles and a 

full team serving residential and commercial clients 

across New Jersey.

Revenue grew from roughly $500K when Rey left NJ 

Transit to over $1.2 million annually today—with a 

clear target of $1.5 million on the horizon. 

Housecall Pro has been central to that trajectory, 

delivering professional customer-facing tools, 

operational visibility, and a coaching community 

that helps Rey lead through every season.

The polished quotes and invoices have elevated the 

brand's perception with customers. Pipeline keeps 

the team aligned on every active job. And the HCP 

community has given Rey access to peers and 

coaches who understand the real challenges of 

running a trades business.

$1.2M+
Annual revenue — and growing

1 → fleet
Trucks since founding in 2013

$1.5M
Revenue goal for the current year

"I'm an avid user. I'm always 
recommending it."

Rey G.
PowerMeans Electric
Founder
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I’m an avid user. I’m 
always recommending it.

Rey G.
PowerMeans Electric
Founder

$1.2M+
Annual revenue—and growing

1 → fleet
Trucks since founding in 2013

$1.5M
Revenue goal for the current year

Since going all-in with Housecall Pro, 
PowerMeans Electric has achieved 
consistent, compounding growth. The 
company scaled from one truck and one 
employee in 2013 to a fleet of vehicles and 
a full team serving residential and 
commercial clients across New Jersey.

Revenue grew from roughly $500K when 
Rey left NJ Transit to over $1.2 million 
annually today—with a clear target of $1.5 
million on the horizon. Housecall Pro has 
been central to that trajectory, delivering 
professional customer-facing tools, 
operational visibility, and a coaching 
community that helps Rey lead through 
every season.

The polished quotes and invoices have 
elevated the brand's perception with 
customers. Pipeline keeps the team 
aligned on every active job. And the HCP 
community has given Rey access to peers 
and coaches who understand the real 
challenges of running a trades business.

Ready to scale like PowerMeans Electric? 
Start your free trial and see how you can do it with Housecall Pro. 

Today, KC proudly considers himself an 
ambassador for Housecall Pro, having 
referred at least 10 fellow electricians 
to the platform. “For the right 
company, it’s perfect,” he said; proof 
that the right technology can fuel both 
business growth and exceptional 
customer experiences.

THE RESULTS

https://www.housecallpro.com/
https://rjbrotherselectric.com/
https://rjbrotherselectric.com/
https://rjbrotherselectric.com/
https://pro.housecallpro.com/app/signup

