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Marketing your contracting business takes time and the right approach. If your contracting 
business is a small to medium-sized operation, tools and strategies that increase your 
market presence and help you attract leads are extremely important. Here are a few you 
may need to get started:

A Website (Well-Designed, User-Friendly and Optimized for Search)

Regardless of your industry, a website 
is an essential tool that often creates 
a critical first impression for possible 
customers. Professional design, 
photography and content will help you 
stay competitive and depict you as a 
confident, articulate leader in your field. 
A badly designed website will do just 
the opposite. 

Did you know that most website visitors 
develop that valuable first impression 
within seconds of landing on your site? 
Frustrated users who are forced to deal 
with confusing navigation or sift through 
poorly written messaging are likely to 
leave and not return. Investing in a professional-grade website with regular content updates 
and a design refresh every 3 years or so is a sound best practice.

It is also imperative to make sure that your website is Search Engine Optimized. Designing 
a search friendly site for your industry niche and market location will make a world of 
difference in the amount of leads you capture via your online presence.

All of this means turning to a professional and reputable website firm to do the work – even 
if you’re starting out with a small brochure site for now.

A Blog to Establish Expertise and Attract Leads

Cast a Wide Net with a Lot of Posts
The more pages you have on your website, the more chances there are for someone to find 
it when searching a specific phrase or term. Search engines are scanning your page names, 
heading text, and page text when someone types in a term or phrase to see if there are any 
matches. So, it’s in your best interest to have as many pages full of relevant content as you 
can. A blog is a perfect way to accomplish that goal.

Say, for example, that you are a slab lifting contractor in San Pedro, California. You can write 
up case studies of jobs you’ve performed in your area. Make sure your blog titles include 
terms people will likely search for. For example, a post about a warehouse floor job could 
be titled, “Warehouse Floor Slab Lift in San Pedro”. You get the idea.



Share Your Knowledge and Build Trust 
You can also use a blog as a way to share your knowledge and experience with potential 
customers who are looking for answers. Take some time to consider all that you’ve learned 
over the years and jot down ideas for blog posts that potential customers may find helpful. 
In addition to case studies, you can write posts instructing people how to spot problems 
on their property, comparing your repair costs to the costs of replacing a structure, 
educating people about the materials you use, etc.

You can get quite a few ideas by browsing the posts on our blog. While our articles are 
aimed more at contractors than property owners, you’ll still find many useful subjects to get 
your brainstorming started. The more useful knowledge you share, the more trust you can 
build with potential customers. People are much more likely to buy a service from a known 
expert than from a complete stranger.

Offer More Value in Exchange for Contact Info 
Driving up web traffic is a good thing. Establishing yourself as an authority by creating 
useful content is also very helpful. If you just do those two things, you should get more 
people calling you and filling out the contact form on your website. But if you REALLY 
want to jumpstart the leads, you need to offer something of value in exchange for your 
reader’s contact info. At the end of every article, include a link to a relevant brochure – or 
something else of value – and ask for their contact info in exchange. For an example, see 
the form download buttons we place at the end of the blog posts on Alchemy-Spetec.com.

The Gift That Keeps on Giving 
The great thing about a blog post with a lead capture form at the end is that, once you 
set it up – it’s there forever. We still get leads from blog posts we put up years ago. If you 
consistently write articles, you can create a compounding effect with more and more leads 
coming in each month.

Partnering with Complimentary Companies (Affiliate Marketing)

You may want to find companies that serve your market but offer slightly different services. 
For example, pool contractors and landscaping professionals in your area may see sunken 
slabs on their jobsites be interested in trading leads.

Exhibiting at Home Shows

Home shows are a great place to meet potential customers and partner companies. 
Contractors tell us over and over again that home shows are a GREAT source for leads.

Online Advertising

The two most popular forms of online advertising at the moment are Google Ads and 
Facebook Ads. Advertising on Google and Facebook gets your message out in the two 
most popular internet spaces available right now. Instructions on how to set up Google 
Ads and Facebook Ads are outside the scope of this brochure, but we would be happy to 
refer you to a professional consultant who is also very familiar with the polyurethane repair 
industry. There are also plenty of resources for self-instruction out there if you’d prefer to 
do it yourself.
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Contractor Referral Sites
You can also list your business on referral sites such as Home Advisor, Angie’s List or 
Thumbtack. We’ve heard contrasting reviews of these services, so make sure to thoroughly 
research any site you’re considering. Use the Better Business Bureau and Google to learn 
from other contractors’ experiences.

Presentations at Professional Associations

Giving presentations at local chapters of professional associations like the Building Owners 
and Managers Association (BOMA) and similar organizations is a great way to network, 
meet potential customers and lead sources, etc. Activities like these establish you as a local 
expert and encourage people to come to you when they have slab settlement problems.

Targeted Local Advertisements

Placing ads in local publications, 
sending out mailers, and 
running online campaigns are all 
effective ways of marketing your 
slab lifting business and reaching 
your local market. If you’re aware 
of a specific problem occurring 
in your local geography, such as 
sinkholes, you can even highlight 
that issue in your advertising.

An Active Social Media Presence

Social media is basically free advertising. Channels like Facebook, Twitter, Instagram, 
LinkedIn and YouTube allow you to post detailed updates. Twitter is good for short 
updates and links to longer content on your website. Instagram is perfect for sharing job 
photos, shots of your new rig, scenes from the office, etc. YouTube is great for sharing job 
videos. You can most of these channels to share your blog posts as well. Refrain from any 
temptation to bombard your audience with continuous sales pitches. Keep your posts 
interesting, relevant and useful.

These are just a few of many tools available 
to market your slab lifting business. If you 
have any further questions in this area, 
please contact our Marketing Department for 
assistance.
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