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A Division of Ring Ring Marketing

ABOUT RRM@home

RRM@home is a major division of Ring Ring Marketing, which has provided
advanced digital marketing techniques to help small businesses succeed for over
a decade.

RRM founder and CEO Welton Hong created RRM@home to deliver the same
market growth and revenue generation for home improvement and home repair
firms.

Mr. Hong and his team at RRM have a proven record of helping business owners
generate more leads, convert those leads into clientele, and expand their local
market share.

Unlike other local marketing firms, RRM@home is founded on high-level

technological proficiency. Before founding RRM, Hong was a senior technologist
at R&D facilities for Intel, Sun Microsystems, and Oracle.

RRM@home

7318 West Post Rd #210

Las Vegas, NV 89113
(888) 383-2848 or (408) 982-6096
info@ringringmarketing.com
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Introduction

Marketing often feels complicated for
home improvement companies,
especially if you're just getting started.
Between ads, social media, websites,
and reviews, it can seem like there are
too many moving parts to manage.
The truth is, marketing doesn’t have to
be overwhelming. With the right
approach, you can build a steady
system that consistently brings in new
projects.

This guide is designed as a starter
roadmap. Each step is clear, simple, and
actionable so you can begin right away
without feeling stuck. By following this
plan, you'll learn how to attract more

homeowners, earn their trust, and
convert inquiries into paying clients—all
without wasting time or money on
strategies that don't work.

Why Marketing Matters for

Home Improvement Companies

Homeowners today start their search
for contractors online. Whether they're
looking for a kitchen remodel, roofing
repair, or flooring replacement, they'll
check websites, read reviews, and
compare options before making a call.
If your company isn't showing up where
they're looking, you risk losing business
to competitors who are more visible.

Effective marketing does more than just
generate leads—it builds trust and

credibility. When homeowners see your
company appear in search results, on
social media, and in positive reviews,
they feel more confident choosing you
for their project. And in an industry
where reputation is everything, that
confidence is what turns interest into
real jobs.

To keep things simple, we'll break
marketing down into manageable steps.
Ready? Let's dive in.



Step 1: Define Your Target Audience

Before you spend a dollar on marketing, you need to know who you're trying to reach.
Homeowners aren't all the same—some want full-scale remodels, others need small
repairs, and some are focused on affordability over luxury. Defining your target
audience ensures your message speaks directly to the people most likely to hire you.

a. Identify Your Ideal Customer

Think about the types of projects and
clients that are most valuable to your
business. Here are some ways to
narrow it down:

* Project Type: Focus on services
you want more of, such as kitchen
remodeling, roofing, or flooring.

* Budget Range: Consider whether
you want to target higher-end
projects, mid-range jobs, or
budget-friendly services.

e Location: Define the neighbor-
hoods, cities, or zip codes where
you want to concentrate your
efforts.

c. Create Simple Customer Profiles

A customer profile (or “buyer persona”)
is @ short summary of your ideal client.
Having these on hand helps you and
your team stay focused on who you're
trying to reach. Keep it simple with
details like:

« Demographics: Age range,
income level, and family status.

b. Understand Their Needs

Once you know who you're targeting,
take time to understand what matters
most to them. This will shape your
messaging and offers. For example:

* Motivations: Homeowners may
want to improve comfort, increase
home value, or solve urgent
problems.

* Concerns: They might worry
about cost, trustworthiness, or
project timelines.

* Decision Makers: Know whether
you're marketing to the homeown-
er directly or to couples/families
making joint decisions.

Homeownership Stage: First-time
buyers, long-term homeowners,
or retirees.

Preferred Services: The type of
projects they're most likely to
request.

By defining your audience, you'll avoid
wasting money on ads or messages that
don’t connect. Instead, every dollar and



every effort will go toward reaching the homeowners most likely to choose you for

their next project.

Step 2: Build a Strong Online Presence

Once you know who you want to reach, the next step is making sure those homeown-
ers can actually find you. A strong online presence ensures your company shows up
when people search for services, compare options, or look for trusted contractors in

their area.

a. Google Business Profile

Your Google Business Profile is often
the first thing homeowners see when
they search for contractors near them.
Setting it up properly helps you appear
in local search results and builds
credibility.

 Complete Every Detail: Add your

business name, address, phone
number, hours, and service areas.

» Add Photos and Videos: Show off
your best work, team members,
and before-and-after results.

* Post Updates: Share promotions,
seasonal services, or helpful tips
directly on your profile.

c. Basic SEO

Search engine optimization (SEO) helps
your website appear higher in search

results. Even small steps can make a big
difference for local contractors.

b. Local Directories

In addition to Google, homeowners use
other sites to research contractors.
Listing your business on these
platforms expands your visibility and
strengthens your reputation.

* Claim Your Listings: Make sure
you're on Yelp, Angie’s List, Houzz,
and any local home improvement
directories.

» Stay Consistent: Keep your busi-
ness name, address, and phone
number the same across all
listings.

* Encourage Reviews: Ask satisfied
customers to leave reviews on
these platforms to boost
credibility.

Use Location Keywords: Include
terms like “flooring company in
[City]” or “kitchen remodeling near
[Neighborhood].”




* Write Helpful Content: Post blogs
or service pages that answer
common homeowner questions.

Optimize Your Website: Make
sure each page has clear titles,
meta descriptions, and contact
information.

Building a strong online presence
makes your business easier to find and
more trustworthy in the eyes of home-
owners. With this foundation in place,
you're ready to start bringing in leads
through paid advertising.

Step 3: Use Paid Advertising Wisely

Once your online presence is in place, paid advertising can help you generate leads
quickly. The key is to use your budget wisely, so you get the best results without over-

spending.

With the right setup, paid ads put your company in front of homeowners at the exact

moment they're searching for your services.

a. Google Search Ads

Search ads are one of the most effective
tools for home improvement compa-
nies. They connect you directly with
people who are actively looking for help.

* Target High-Intent Keywords:
Focus on phrases like “bathroom
remodeler near me” or “roof repair
in [City].”

* Write Strong Headlines: Include
keywords and a call-to-action such
as “Get Your Free Estimate Today.”

e Track Results: Use Google Ads’
reporting tools to measure clicks,
calls, and form submissions.

b. Retargeting

Not every homeowner will contact you

the first time they visit your website.
Retargeting helps you stay visible to
those who showed interest but didn’t
convert right away.

* Follow Visitors Around the Web:
Show ads on other sites after
someone visits your website.

* Stay Top of Mind: Remind them
of your services with ads highlight-
ing your expertise or promotions.

* Encourage Action: Use CTAs like
“Book a Free Consultation” to pull
them back in.

c. Setting a Starter Budget

Paid ads don't have to break the bank.
Even a modest budget can deliver
results if managed carefully.



« Start Small: Begin with a daily
budget that you're comfortable
with.

Focus on Best Services: Priori-
tize ads for the projects that bring
in the highest value.

Adjust as You Learn: Increase
your budget once you see which
ads and keywords are performing
best.

By using paid advertising wisely, you
can generate leads quickly while keep-
ing costs under control. Once you've
established steady traffic, the next step
is connecting with homeowners

through social media.

Step 4: Leverage Social Media to
Connect with Homeowners

Social media isn't just for sharing photos—it's one of the best ways for home improve-
ment companies to build trust, showcase work, and connect directly with homeown-
ers. A smart social media strategy helps you stay visible where your audience spends
time and positions your company as approachable and reliable.

a. Choose the Right Platforms

Not every platform will be worth your
time. To focus your effort where it mat-
ters, review the options below and pick
the ones that match your audience and
content style:

* Facebook: Reach local communi-
ties, share updates, run targeted
local ads.

* Instagram: Tell visual stories with
before and after photos or short
reels.

* TikTok or YouTube: Share quick
tips, project walkthroughs, or tool
breakdowns.

b. Share Valuable Content

Homeowners look for ideas and guid-
ance, not only promotions. To keep your
posts useful and engaging, focus on
these content types:

* Project Highlights: Show finished
work with a short caption about
scope and timeline.

* Tips and Advice: Offer mainte-
nance checklists, design ideas, or
cost saving insights.

* Behind the Scenes: Introduce
team members, show progress
photos, explain your process.



Encourage Interaction: Post
polls, Q and A threads, or simple
contests to spark replies.

c. Engage with Your Community .

Social media works best when it feels
like a conversation. Use these simple
practices to show you are active and

responsive: When used strategically, social media

helps you connect with homeowners
on a personal level. By choosing the
right platforms, sharing useful content,
and engaging actively, you'll build rela-
tionships that lead to real projects.

* Reply to Comments: Answer
questions quickly and thank
people for feedback.

e Join Local Groups: Participate in
neighborhood groups where
homeowners seek recommenda-
tions.

Step 5: Optimize Your Website
for Leads

Your website is often the first impression a homeowner has of your company. Even if
your ads and social media get clicks, it's your site that convinces visitors to take
action. A strong website builds trust, provides clarity, and makes it easy for
homeowners to reach out.

b. Calls to Action (CTAs)

Once visitors are interested, they need a
clear path forward. Strong CTAs guide
them toward taking the next step with-
out confusion. Consider these options:

a. Clear Design

A cluttered or outdated site can push
visitors away. To keep people engaged,
focus on these design basics:

e Simple Navigation: Organize

menus so visitors can easily find .

services, reviews, and contact info.

Professional Branding: Use con-
sistent logos, fonts, and colors that
reflect your company’s quality.

Strong Visuals: Feature high-qual-
ity project photos that demon-
strate your craftsmanship.

Direct Phrasing: Use simple
wording like “Request a Free Esti-
mate” or “Schedule a Consulta-
tion.”

Multiple Placements: Place CTAs
at the top, middle, and bottom of
key pages so they're always visible.



* Value-Driven Incentives: Pair
CTAs with benefits, such as “Book
Today and Get a Free Design Con-
sultation.”

c. Mobile-Friendly Layout

Most homeowners browse on their
phones, so your site must be easy to
use on small screens. Pay attention to
these essentials:

* Responsive Design: Ensure your
site automatically adjusts to fit any
device.

Quick Load Times: Compress
images and remove heavy ele-
ments that slow down pages.

Easy Buttons: Make forms and
contact buttons tap-friendly for
mobile visitors.

An optimized website turns clicks into
conversations. By focusing on design,
clear CTAs, and mobile usability, you
create an online experience that
encourages homeowners to take action
instead of leaving for a competitor’s site.

Step 6: Harness the Power of
Reviews and Testimonials

Homeowners don't just take your word for it—they want proof that you've delivered
quality work for others. Reviews and testimonials act as social proof, helping build
trust and tipping the scales in your favor when homeowners compare contractors.

a. Collecting Reviews

The first step is to make sure you have
reviews to showcase. Asking satisfied
customers directly is often the most
effective way. Here are a few simple
approaches:

e Ask at Project Completion:
Request a review when the home-
owner is most excited about the
results.

* Make It Easy: Provide direct links
to Google, Yelp, or other review
sites.

* Send Reminders: Follow up with a
thank-you email or text that
includes a review link.

b. Displaying Testimonials

Once you've gathered reviews, put them
where potential clients will see them.
Strategic placement increases credibility
and reassures homeowners at key
decision points. Consider these options:

* On Your Website: Feature testi-
monials on your homepage,
service pages, and landing pages.



* Visual Formats: Use short video
testimonials or before-and-after
photos paired with client quotes.

» Sales Materials: Include reviews
in proposals, brochures, or
presentations.

c. Responding to Feedback

Reviews only build trust if you handle
them well. Your responses show profes-
sionalism and care, whether the feed-
back is positive or negative. Here's how
to manage them effectively:

* Acknowledge Positives: Thank
happy clients to show you value
their time and comments.

* Address Negatives: Respond
politely, offer solutions, and show
accountability.

* Stay Consistent: Keep your tone
professional and respectful across
all replies.

By actively collecting, showcasing, and
responding to reviews, you build credi-
bility that no ad campaign can match.
The next step is making sure you track
your efforts so you know what's working
and what needs adjusting.

Step 7: Track Results and Adjust
Your Strategy

Marketing isn't a “set it and forget it” process. To get the best results, you need to
regularly check what's working, what's not, and make improvements along the way.
Tracking performance ensures your time and budget are being used wisely.

a. Monitor Simple KPIs

Key performance indicators (KPIs) give
you a quick snapshot of how your mar-
keting is performing. Focus on the
basics so you don’t get overwhelmed:

e Lead Volume: Track how many
calls, form submissions, or inqui-
ries you receive.

Conversion Rate: Measure how
many leads turn into actual paying
clients.

Cost per Lead: Keep an eye on
how much you're spending to
generate each lead.




b. Review Performance changes. Small adjustments can create

Numbers don't mean much unless you big gains over time. Focus on these

review them regularly. Setting aside areas.

time to evaluate performance helps you * Refine Messaging: Update ad
catch problems early and double down copy, CTAs, or service descriptions
on what works. Here's what to check: to improve clarity.

e Ad Results: See which campaigns * Adjust Budgets: Spend more on
or keywords bring in the best high-performing campaigns and
leads. cut back on weak ones.

* Website Traffic: Look at which * Test New Ideas: Try different ad
pages get the most visits and formats, landing page layouts, or
which ones convert visitors into content topics to find better
inquiries. results.

e Social Engagement: Track likes,
comments, and shares to see what
content resonates.

By tracking your results and making
ongoing adjustments, your marketing
becomes a reliable system instead of a
guessing game. The final step is avoid-
ing common mistakes that hold many
contractors back.

c. Make Improvements

Once you know how your marketing is
performing, the next step is making

Common Mistakes to Avoid

Even with a simple plan, it's easy to fall into traps that slow down your marketing
success. Many home improvement companies waste time or money on strategies
that don't deliver results. Being aware of the most common mistakes will help you
sidestep them and stay focused on what works.

a. Trying to Market Everywhere Risk: Time and money wasted on
at Once platforms that don’t reach your

Spreading yourself too thin can lead to target audience.

burnout and poor results. Instead, focus Solution: Start with one or two
your efforts on the channels that will proven channels, then expand as
give you the best return. yOu see success.




b. Ignoring Follow-Up

Even strong marketing won't work if you
don't respond to leads. Homeowners
expect quick replies when they reach
out.

* Risk: Losing interested homeown-
ers to faster competitors.

* Solution: Put a system in place to
respond within hours, not days.

c. Not Tracking Results

Guessing instead of measuring perfor-
mance makes it impossible to improve.
Simple tracking tools can prevent this.

e Risk: Wasting budget on cam-
paigns that don't work.

* Solution: Monitor KPIs like lead
volume, conversion rates, and cost
per lead.

d. Weak Online Presence

Some contractors rely only on
word-of-mouth or referrals, but home-
owners often search online before
making a decision.

» Risk: Potential clients never find
your business when they're
looking.

e Solution: Keep your website
updated, maintain your Google
Business Profile, and gather
reviews.

Avoiding these mistakes keeps your
marketing simple, focused, and effec-
tive. With the pitfalls out of the way,
you're ready to close with a clear action
plan.




You've now walked through a clear, beginner-friendly roadmap for home improve-
ment marketing. By keeping things simple and focusing on the basics, you can attract
more leads, earn trust, and turn interest into paying projects—without feeling over-
whelmed.

Recap of Key Steps

To bring it all together, here are the most important points from this guide:

» Define Your Target Audience: * Leverage Social Media: Connect
Know exactly who you want to with homeowners where they
reach. spend their time.

e Build a Strong Online Presence: * Optimize Your Website: Make it
Set up your Google Business Pro- easy for visitors to contact you and
file, directories, and SEO basics. request estimates.

e Use Paid Advertising Wisely: * Harness Reviews and Testimoni-
Invest carefully to generate leads als: Build trust with social proof.
quickly. .

Track Results and Adjust: Moni-
tor performance so you keep
improving.

Creating a Simple Action Plan

The next step is putting this into practice. Choose one or two areas to focus on
first—whether that's improving your website, collecting more reviews, or running
your first ad campaign. Set small, achievable goals and track your progress.

Getting Expert Support

If you'd like guidance, we're here to help. Our team specializes in helping home
improvement companies like yours attract more leads and grow revenue through
proven digital marketing strategies. Call us today at (888) 383-2848 or email
info@ringringmarketing.com for a free review of your current marketing
approach.

Marketing doesn't have to feel complicated. With a simple step-by-step plan—and the
right support when you need it—you can create a steady flow of clients and grow
your business with confidence.
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FOUNDER & CEO
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or toll-free at (888) 383-2848
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