From $10M to $30M

A DIY Growth Protocol for Home Improvement CEOs

Scaling a home improvement business past the $10 million mark presents a unique
set of challenges. This guide provides a disciplined, step-by-step protocol to break
through the common growth ceiling and build a more robust, profitable company.
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Why Growth Stalls Around $10M

Many home improvement companies hit a plateau around the $10M revenue mark. The strategies that got you here are often not the ones that will

get you to the next level. Common roadblocks include operational inefficiencies and a fragmented marketing presence.

Scattered Digital Presence Outdated Website

Your business is hard to find online, with a Your website isn't built to generate leads

mismanaged or ignored SEO strategy. and doesn't reflect the quality of your
work.

Quality Suffers

Crews are stretched thin, running too many jobs too fast, leading to a decline in quality.
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If any of these sound familiar, talk with Quantum Core Marketing today.

Vendor Mentality

Marketing firms act like vendors executing
tasks, not strategic partners driving
growth.
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Step 1. Define Your Unique Selling Proposition

Sustainable growth starts with absolute clarity. Before you spend another dollar on marketing, you must define the core of your brand. This USP
becomes the central hub from which all marketing and operational decisions radiate. Without it, every channel feels disconnected and random.

Who you are How you’re different
Why you’re better What customers can expect

Action: Write a one-page statement answering the four points above. Share it with your entire team, from sales to installation crews.



Step 2. Fix the Website

Your website is your digital storefront and your most powerful salesperson. It must work harder than your best rep, 24/7. It's the primary tool for
converting interest into qualified leads.

Essential Website Checklist: = ool — e °

e Clear Message: A compelling value proposition "above the fold."
e Fast Load Speed: Pages must load quickly on all devices.

e Proof of Quality: Showcase before/after galleries, video
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testimonials, and customer reviews.
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e Easy to Convert: Obvious and easy paths to call, book an Home W].th

appointment, or request a quote. Geta Froe Quole

e Engaging Content: Go beyond coupons with blog posts, project
stories, and educational resources.
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Want a full site audit? Quantum Core Marketing can assess it in 72
hrs.
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Step 3. SEO & Content

Google doesn't just reward websites with keywords; it rewards relevance and engagement. Your content strategy should focus on establishing your

company as the foremost authority in your local market by genuinely helping homeowners.
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Answer Real Questions Tell Service Stories Position Your Quality

Create blog posts that address the common Highlight your commitment to craftsmanship Write value oriented pieces that explain why
questions, fears, and concerns of homeowners  and quality through case studies with photos your process delivers superior, lasting results.
in your area. and customer quotes.

Action: Create at least 10 cornerstone articles this year. Each one should educate, not just sell.



Step 4. Offers & Positioning

Stop blasting generic coupons and discounts. Your offers should reinforce your unique selling proposition, not undermine it. Create value and

urgency that aligns with your brand promise.
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Flexible Financing Natural Urgency
Present financing options clearly and Limit the number of crews or projects per
prominently as a tool for affordability. week to create scarcity based on your

commitment to quality. (via marketing copy)

[J  Need help structuring high-converting offers? Talk with Quantum Core Marketing.
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Believable Promises

Run service promises and guarantees that
directly tie back to your core unique selling
proposition.
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Step 5. Train & Showcase Service

Homeowners buy trust long before they buy a roof, a window, or a kitchen remodel. Your service experience is a product in itself. Every interaction

must reinforce the message that you are the safe, reliable choice.
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Hire for Attitude Humanize Your Team

Prioritize friendliness and communication skills just as much as Use professional photos and bios of your technicians and team
technical skill during hiring. members on your website.

Communicate Your Philosophy Show, Don't Tell

Ensure your unique service philosophy is communicated at every Gather and prominently display proof that you "do it right the first time."

touchpoint, from ads to final walkthroughs.

Action: Script how your reps explain “why we're different” in every sales call.



Step 6. Marketing Channels

A balanced marketing mix combines high-intent channels with broader reach and trust-building platforms. Your budget should be allocated

strategically to capture demand and create it simultaneously.

High-Intent Reach + Trust
e Google Search & LSAs e Local TV & CTV Spots
e Retargeting o Social Ads (with proof)

e Radio (if budget allows)

Budget Guardrail: 8%-12% of Gross Annual Revenue



Step 7. Sales & Speed to Lead

Generating leads is only half the battle. The speed and effectiveness of your response are critical for maximizing conversion rates and marketing
ROI. Set clear, aggressive goals for your sales and appointment-setting teams.

<60s <5m 70%+ 380%+

Call Pickup Time Web Lead Response Set Rate Demo Rate
Answer all inbound phone calls in Reply to all website form Convert at least 70% of qualified Ensure at least 80% of set
under 60 seconds. submissions in under 5 minutes. leads into appointments. appointments are held.
28-35%
(0
Close Rate

Aim for a closing percentage
between 28% and 35% on held

appointments.

Contact Quantum Core Marketing to discuss your "speed to lead" strategy.
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Step 8. Metrics & Cadence

What gets measured gets managed. A disciplined operating cadence with clear KPIs is essential for tracking progress, identifying bottlenecks, and

making informed decisions. Implement a structured rhythm of meetings to review performance.

Key Metrics to Track

Daily: Leads, Call Pickup Time
Weekly: Set Rate, Show Rate, Close Rate, Cost Per Lead (CPL)

Monthly: Revenue Per Lead, Customer Acquisition Cost (CAC), Job Backlog



Step 9. The 90-Day Protocol

Transform your business with a focused, 90-day implementation protocol. This timeline provides a structured path to install the core systems for

growth.

Days 1-7: Foundation 1

Define unique selling proposition, fix core website issues, and

set up tracking and call routing.

Weeks 5-8: Amplification 3

Add reviews & referral programs, introduce CTV/TV campaigns,

and document service stories.

Don't guess your next 90 days. Let Quantum Core Marketing map it for you.

Weeks 2—4: Activation

Launch high-intent campaigns, build simple offer creative, and
train the team on speed-to-lead.

Weeks 9-12: Optimization

Cut waste, fund winning channels, scale offers that convert,
and review backlog and staffing.
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Your Path to $30M

Scaling from $10M to $30M is not about taking on more jobs at any cost. It's about building a disciplined system that delivers quality every time,
and ensuring your marketing and operations tell the same, consistent story.

Before After Bridge
Growth stalls. Website is invisible. Crews Steady, predictable leads. A healthy 2—-3 Follow the 9 steps with unwavering
are rushed. Profitability shrinks. week backlog. Revenue on track for $30M. discipline and commitment to quality.

£ Ready to run this playbook with confidence? Contact Quantum Core Marketing today.

Contact Us
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