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Introduction

Most contractors do not have a quality-of-work problem. They have a visibility, lead generation, and follow-up
problem. You can be one of the best contractors in your market, but if homeowners cannot find you, trust you, or
get a fast response from you, the business with the better marketing system will often win the job.

This blueprint gives you seven practical areas to improve so your business can generate more qualified
opportunities, convert more of them, and build a more predictable flow of work.

1. Build a Website That Generates Leads

Your website should do more than look professional. It should make it easy for a homeowner to understand what
you do, trust your company, and take the next step.

e Make your main service and service area obvious immediately.

e Use aclear call to action such as Request a Free Estimate or Call Now.
e Show real project photos, reviews, and proof of your work.

o Make sure the site is mobile-friendly and loads quickly.

o Create dedicated pages for your most important services and locations.

2. Optimize Your Google Business Profile

Your Google Business Profile is often the first thing local customers see when they search for a contractor. A strong
profile can drive phone calls, website visits, and direction requests without the customer ever visiting your
homepage first.

e Complete every relevant section of the profile.

e Use the correct primary and secondary categories.

e Upload fresh project photos consistently.

e Post updates, offers, and completed work.

o Keep your phone number, hours, services, and service areas accurate.

3. Build a Review Machine

Reviews create trust before the sales conversation ever begins. A contractor with strong recent reviews is much
easier for a homeowner to choose.

e Ask satisfied customers for a review immediately after the job.
e Make the review process simple with a direct link.

e Respond to both positive and negative reviews professionally.

e Build reviews consistently instead of asking for many all at once.
o Use strong reviews as proof on your website and in your ads.

4. Use Paid Advertising Wisely

Paid ads can create predictable lead flow, but only when the offer, targeting, landing experience, and follow-up
process work together.
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e Use ads to promote a clear service or offer, not just your company name.
e Send traffic to a focused landing page or conversion-friendly website.

e Track where every lead came from.

e Measure booked jobs and revenue, not only clicks or leads.

e Give campaigns enough data to improve before making constant changes.

5. Win with Speed

The contractor who responds first has a major advantage. Homeowners often contact multiple companies, and a
slow response gives your competition time to win the conversation.

e (Call or text new leads as quickly as possible.

e Use automated first-response messages when you cannot answer immediately.
e Create a simple process so every lead receives the same fast response.

e Make it easy for prospects to schedule the next step.

6. Follow Up Consistently

Many jobs are lost because the contractor follows up once and assumes the lead is gone. A prospect may be busy,
comparing quotes, waiting on insurance, or simply forget to reply.

e Use a CRM or organized lead tracker.

o Create follow-up tasks for every estimate and open opportunity.
e Use a mix of calls, texts, and emails.

e Continue following up until the prospect gives you a clear answer.
e Re-engage old leads and estimates that never closed.

7. Track Your Numbers

You cannot improve what you do not measure. Track the numbers that show whether your marketing and sales
process is actually producing profitable work.

e Calls and form submissions.
e Booked estimates.

o Closed jobs and close rate.
o  Cost per lead.

e Revenue generated.

e Return on ad spend.

30-Day Action Plan

e Week 1: Review your website and Google Business Profile.

e Week 2: Ask at least five customers for reviews.

o  Week 3: Improve your lead response process.

e Week 4: Review your marketing metrics and identify your biggest opportunity.
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Contractor Growth Checklist

e  Website loads in under 3 seconds

e  Mobile-friendly design

e C(lear call-to-action on every page

e 50+ quality Google reviews goal

e  Weekly Google Business Profile updates
e Automated follow-up system

e Lead tracking in place

e Monthly marketing review

Free Contractor Growth Audit

Want an expert opinion? We'll review your website, Google Business Profile, local SEO, online reviews, advertising,
and lead follow-up process. You'll receive a personalized action plan highlighting opportunities to generate more
qualified leads and grow your business.
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