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Remodeling Contractor Marketing Plan


1.0 Marketing Vision

We are on a path to becoming the remodeler of choice in our chosen upscale market. Our weekly all-staff meetings always involve discussion of ways we can improve every aspect of business and service to reflect this vision.

1.1 Gap Dashboard

My personal projections are based on a 20% increase in income tied to an even larger increase in revenue.

The business projections are a healthy but realistic 30% increase in business due in large part to our added design capabilities.

Table: Gap Dashboard

	Gap Dashboard
	
	
	
	

	
	Year 1
	Year 2
	Year 3

	Personal
	
	
	
	

	Income of $275,000
	275,004
	$288,754
	$303,192
	

	21 Days of vacation
	21
	21
	21

	National Ethics in Business Award
	0
	Yes
	Yes

	Top 25 Remodeler
	0
	Yes
	Yes

	Business
	
	
	
	

	Revenue of $5 million
	$5,120,000
	$5,632,000
	$6,195,200
	

	25 Design Projects
	25
	30
	35

	100% Ratings of 9 or above
	0
	yes
	yes

	Tactical
	
	
	
	

	Redo website
	0
	yes
	yes

	Top 10 for 5 Internet search terms
	0
	yes
	yes

	Write column for the newpaper Home section
	0
	12
	12

	Hire marketing coach
	0
	0
	0

	Strategic
	
	
	
	

	Top 3 in market
	0
	yes
	yes

	10 carpenters on staff
	0
	ten
	ten

	Buy a building for our business
	0
	done
	done


2.0 Ideal Customer

You would spot our ideal customer in an older, established neighborhood sending one or more their children off to college and making plans for tomorrow's volunteer board committee meeting. They subscribe to urban living, entertainment and design magazines and entertain often. They belong to an area country club, may own a lake home and attend church on Sunday. They have remodeled before and are probably looking to stay in their home for at least 10 more years.
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3.0 Remarkable Difference

Our process is just as important as the completed project. Many companies can get the work done, but few can get it done in a way that doesn't make you hate the journey.

4.0 Product/Service Innovation

Free Offerings for Suspects:
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 Design Trends newsletter: highlights upscale national trends
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 Free design workshops: gives prospects a chance to experience the fun side of designing
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 'Ask our Architect' monthly column: questions from local homeowners will position our architect as the accessible expert

Trial Offerings for Prospects:
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 Paid design sessions with experts
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 Cooking lessons with gourmet chefs

Core Offerings for Prospects and Clients:
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 DesignRemodel
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 Design only

5.0 Lead Generation Plan

Our lead generation will come from a combination of targeted advertising, monthly PR, and focus on customers for referrals.

Monthly press announcements to media and contact database. We'll produce a Q and A column in weekly newspaper Style section as well as a Quarterly big pitch story.

Quarterly direct-mail full-color, oversized postcards to core ZIP codes highlighting before and after project images. Promote design seminars in each mailing.
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