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INSERT STORY HERE TO GRAB ATTENTION



INSERT STORY HERE TO GRAB ATTENTION



Agenda

1. How to get more qualified prospects browsing your website

2. What the 3 step conversion process is (and how to double your 
leads)

3. How to follow up with these leads so you can close more sales

4. What tracking tools you need to improve over time



BEFORE GOOGLE, 
HOW DID WE BUY THINGS?







What does this mean for us?





The Inbound Marketing Methodology



Pull your customers in

Step 1: 
ATTRACT



1. Identify Your Ideal Customer (and their burning desires 
and pain points)

2. Create content so good they can’t ignore it

3. Distribute that content in channels where they hang out

How to Attract Your Best Customers



Create Your 
Marketing Persona



BACKGROUND:

Carol is sophisticated buyer and this is not her first home.  
She has a family and wants to find a great location to raise 
her two kids. The home she lives in is currently valued 
between $200,000 and $400,000. 

Carol is active in the community and invests a lot of time 
keeping the family healthy and running on schedule. Her 
husband is the primary breadwinner in the home and often 
works long hours. Building the right home is a key 
investment in raising a healthy, happy family.

Ideal Customer Carol



DEMOGRAPHICS:

• Age: 37-55

• Household income: $200,000 - $400,000

• Enjoys tennis, golf, skiing, and running/working out

• Watches ABC Family, TNT and holiday specials

GOALS:

• Find the right location to raise the family
• Select a quality builder – someone she can trust
• Get a home within budget, but is definitely interested in some 

custom features for her family

CHALLENGES:

• Cost of building new vs. buying an older home and remodeling
• Finding the right location (next to good schools, good shopping)

Ideal Customer Carol



FREQUENTLY ASKED QUESTIONS:

• How much will it cost per square foot?
• What does the process look like from start to finish?
• How long will it take?
• Can you help me find a good piece of land?
• Do you have floor plans I can look at?
• How customizable are those plans?

Ideal Customer Carol



EXERCISE:
Work on Your Persona

7 minutes

Ideal Customer Carol



Create Content So Good 
They Can’t Ignore Your



760 word 
blog post



Out-ranking:
• City Data
• New Home Source
• Trulia





2,457 blog views!

50+ views every month





5,714 blog views!

100+ views every month





40+ views every month



Exercise: 
Blogging Brainstorm



Distribute Your Content in 
Channels Where Your 

Persona Hangs Out





How many social 
networks are there?



60+



Top Priorities
1. Facebook
2. Instagram
3. Houzz
4. Google My Business (Posts)
5. YouTube
6. LinkedIn

Top Platforms to Cut
1. Pinterest
2. Twitter
3. Snapchat
4. Flickr







Engage your audience with polls



The Inbound Marketing Methodology



Step 2: 
CONVERT



1. Premium Content/Offer

2. Call to Action

3. Landing Page

How to Convert More Leads on Your Website



Premium 
Content



Call to Action

Call to Action



Landing Page



Other examples of 
Calls to Action



More Examples of Premium Content



More Examples of Calls to Action



Does it really work?



2012: 0.14% Conversion Rate, 26 leads
2013: 0.41% Conversion Rate, 108 leads
2014: 0.42% Conversion Rate, 127 leads
2015: 0.39% Conversion Rate, 134 leads
2016: 0.60% Conversion Rate, 259 leads
2017: 0.73% Conversion Rate, 276 leads
2018: 0.81% Conversion Rate, 338 leads
2019: 1.67% Conversion Rate, 240 leads thru April (720 forecasted)



Two Levers



Two Levers: Traffic and Conversion Rate

2x traffic 
12x conversion rate 
27x leads



0.51%

0.98%

1.85%

3.17%

1.42% 2.27%
2.81%

1 3 4 13 4 10 7Leads:

2.6 lead/month avg. 7 lead/month avg.



0.59% 2.11%

4.95%

1.39%

9 leads to 36 leads in 30 days 87 leads last month



The Power of Two Levers:
Traffic and Conversion



The Inbound Marketing Methodology



Step 3: Nurture



Email has a median ROI of 122% –

over 4x higher than other marketing 

formats including social media, direct 

mail, and paid search. 

(DMA and Demand Metric)



More than 21% of all 

messages are opened within 

the first hour of sending.

(GetResponse)



BRANDING



Give to get

Give to get





“I’ve been getting so much info from your blog for so long, I 
figured we should work together.”

“Even though we’re meeting for the first time, I 
feel like I know you.”

“You answered all my questions on your website –
I love the transparency.”

“I feel like I can trust you.”



The Inbound Marketing Methodology



Step 4: Analyze



Analyze and Improve



Analyze and Improve



If you can’t measure it, 
you can’t improve it



Tools You Need
1. CRM/Contact Database
2. Marketing Analytics Tools/Campaign Reporting
3. Marketing Tools

• Email
• Social Media
• Blog
• SEO
• Landing Page
• Workflows/Triggers
• Lead Capture/CTAs/Forms



Sample Monthly Activity Plan to Increase Traffic and Conversions
• 4 Blogs per Month
• Search Engine Optimization
• Social Media

• Facebook 3-4x/week
• Instagram 3-4x/week
• Houzz (1-3 new projects/month)
• Google My Business 1-2x/week

• New Conversion Campaign 1x/quarter
• Premium Content
• Landing Page
• Call to Action

• Email Marketing 2-4x/month
• Monthly Analytics Report and Analysis



Create the bridge – capture leads in 
research mode before they get away.



A Quick Re-Cap
1. Build Your Marketing Personal (Ideal Customer)

2. Put the Tracking Tools In Place to Measure Your Efforts

3. Create Content So Good They Can’t Ignore You

4. Use the 3 Step Process to Double Your Leads

5. Send Consistent Email to Build Your Brand and Close More Deals



My Challenge to You….

Go double your leads from your 
website in the next 60 days.
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Need help? Send an email to: 
hello@builderfunnel.com

FREE BONUSES & TOOLS + SLIDEDECK
Marketing.BuilderFunnel.com/PCBC  

mailto:hello@builderfunnel.com
https://marketing.builderfunnel.com/pcbc

