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Whether generating new business is done through an internal marketing team or an 
external agency, confidence in your marketing strategies is hard to come by.  

Marketing seems to be a never ending series of stressful questions. 

Two questions can summarize them all: 

Are my current strategies as effective as they could be? 

Are there any opportunities that I am missing out on? 

 

With this document, you will be able to re-evaluate your processes at a fundamental 
level. You can take a look at what you’re doing now, and ask the right questions that 
will identify potential missed opportunities.  

 

By taking the time to carefully read each section, you will be able to connect the dots 
within your own business, spark new ideas, and re-evaluate the fundamentals. 

 

Best of luck following my trains of thought. They will lead you places 

 

Many more concepts and thought exercises can be found at: 

www.growthbydesign.biz/content 

What Will I Learn? 

“ 
Love your family, work super 
hard, live your passion 

Gary Vaynerchuk 

“ 

http://www.growthbydesign.biz/content
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Automation and Freedom 

Entrepreneurs and small business owners are born dreamers.  

We envision a future filled with a growing bank account, our dream house, a 
sports car, and a loving family.  

We picture margaritas on beaches in Mexico, encountering new cultures across 
the world, and buying an RV to travel the US. 

 

We build our business so that we can live FREE.  

 

 

Unfortunately, running a business, even a successful one can become a 24 
hour/day position.  

 

Even if we could afford the dream house, the car, and we have an amazing 
family… We have no time and copious amounts of stress. 

 

Our bodies take the brunt of our lifestyle. We have back pain, we skip workouts 
and healthy meals in lieu of getting work done.  

 

Our families do too. They can sense our stress. They want us home. 

 

We want to retire before we’re 70. 

What do we do with our time once we’re free? 



In order to live free, we must make sure that our business is ready and capable of 
growth. Some of us never make it past this point. 

 

Once we’re there, we need to design our internal systems and long term 
marketing plans to suit our income goals. 

We need strong, automated marketing strategies for increased sales 
opportunities. We need systemized and dynamic sales processes for high 
conversion rates. We need a fulfillment team to do the work. And finally, we need 
internal employees and external companies to handle financial, legal, and day-to-
day operations. 

 

The best part is… you don’t have to do any of this. 

 

Your skills are what makes your expertise valuable. 

Not your marketing knowledge. Or skills in quickbooks. How fast you can install a 
roof. How beautiful your designs are.  

 

Those individual skills don’t make you money. 

 

Systemized processes combined with effective, scalable marketing strategies 
(again, automated) will make you money. 

Automation and Freedom 



An automated business is akin to a cake recipe. 

When you have a recipe for a cake, you know the cake will come out exactly as 
expected. However, one missing ingredient is all it takes to ruin the entire thing. I 
work hard to make sure that you understand each ingredient so that you can bake 
the best cake you possibly could.  

Our strategies are unique, creative, and extremely effective.  

 

The Recipe: 

Dedication to success 

Enthusiasm and belief in the process 

 

Then: 

Understand, Develop, and Implement strategies that will grow your customer base 
and revenue… Which are to… 

Define your sales goals. (Make em big) 

Take advantage of your own competitive advantages 

Tailor strategies to position yourself against your competition 

Define and strategize a growth plan for your highest ROI service 

Define your value proposition and marketing strategy 

Build effective lead magnets and sales funnels using: 

Audiences and segmentation 

Marketing messaging and offers 

Landing page psychology and conversion optimization 

Lead nurturing and lead closing strategies 

Traffic Generation through organic methods, PPC advertising, social proof, lead 
gen websites, and automated referral requests.  

Understand marketing analytics and marketing ROI.  

Put in $1 and pull out $__ 

The Automated Recipe 



Now that your online presence and customer acquisition processes are in place, 

 you will have a steady stream of highly qualified leads. 

 

Now it’ll be time to automate and systemize the internals of your business. 

 

Fulfillment and Day-to-Day Operations (Not Included): 

Contractors, fulfillment teams, management, legal, accounting, HR, hiring, etc. 

Hire and outsource wherever possible. If your plan is to exit your business or to work 
less hours, you shouldn’t have to touch any of this in day-to-day.  

 

Sales Processes: 

Understand the customer journey in order to make sales calls more effective.  

 (we’ve already primed your leads through the online sales process) 

Develop dynamic sales scripts for your salespeople. Teach them AUTHENTICITY 

Great invoicing, onboarding, and fulfillment processes 

 

Automate Marketing, Sales Processes, and Customer Service: 

Train your marketing agency to implement YOUR strategies 

 (this way they cant take advantage of you and it’s cheaper) 

Get your leads on the phone with fantastic sales people: 

 Can be trained and hired for CHEAP, just have to know  

 where to look and how to train them in your process. 

Outsource your customer service (again, there’s a right way to do this) 

The Automated Recipe 



I am in the business of connection. The business of helping others and using my 
expertise for GOOD. Because of this, I have a strong desire to give away every 
strategy, process, and informative nugget possible.  

While I know that this e-book will help some people, I feel as though I’m leaving 
you in the dust. I could provide a 100 page book and still feel unfinished.  

 

I didn’t believe in my personal coach until I was shown the power that they 
possess. My business and my personal mindsets shifted and moved in ways I 
never could have done alone.  

I now get to use my marketing expertise to coach others through my own 
processes. To help people achieve the next chapter the way my own coach did.  

 

Coaching and consulting is where my future belongs. 

It gives me the chance to work alongside some amazing people.  

It gives me the chance to make a difference in peoples lives. 

It gives me the chance to use my experience and overcrowded brain in a 
dynamic, creative, and insightful way every single day.  

 

I couldn’t be happier to be doing this for a living.  

 

I look forward to our partnership. 

Dylan Heinkel | Founder  
Growth by Design 
www.growthbydesign.biz 

Mobile: 727-285-8163 

Thanks for Reading. 

http://www.growthbydesign.biz/
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Market Positioning 

The first thing you learn in business is The Unique Selling Proposition (USP). 

 

When a customer is in the market for your industry, they have goals, fears, and biases. 

Because of the overwhelming information available online, you must have to gain their 
attention and highlight your business quickly and effectively. 

 

Once you have their attention, you must then drive them through a process of 
discovery that will completely eliminate their fears of moving forward, excite them for 
your process, and give them a reason to move forward.  

 

This means that, while your USP is an important piece of the marketing puzzle, it will 
NOT guarantee an effective customer journey. 

 

You might be the very best in the business, or you do it better, cheaper, faster, etc.  

BUT… 

People buy on emotions too.  

 

They need to see why you’re the best, why there is no risk, and they need social proof. 

 

More on all of this later… 

 

Finding your Audience at the  
Right Time with the Right Messaging 



I love to help my clients niche down. This allows them to pick their highest dollar 
services and create a system of driving sales there instead of spending time on 
services that cause headaches. 

 

Todays consumers are overwhelmed. 

There is more information and more choices than ever before. 

 

Standing out in the crowd is harder than ever.  

 

That is the problem with generalized marketing strategies.  

your audience will see you as “just another” company. 

 

When your messaging, offer, branding, and process is tailored to a customers 
exact needs, they can’t help but want to learn more. 

 

Take a minute to identify what services you like to perform the most. Whether that 
be that the service provides the greatest ROI, or it helps the most people, or that it 
is the most enjoyable work. 

 

Once you identify that “niche”, you can now tailor your online marketing strategies 
to that one area of expertise. 

 

This way, you'll spend more time doing exactly what you want to do, and you’ll 
have a greater opportunity to sell your audience. 

They will see you as an expert and as a solution to their needs. 

Your processes can be systemized and automated, and your marketing can be 
scaled.  

Niche and High Ticket 



How do you build an effective marketing strategy? 

The key to discovering the answers lies in asking the right questions.  

 

Take some time on following page to answer the questions as true as possible. 

 

This practice will open up more doors for your business than knowledge ever will.  

 

 

 

 

"We hear only those questions for which we are in a position to find answers."  

- Friedrich Nietszche 

 

"He who asks a question is a fool for five minutes; he who does not ask a question 
remains a fool forever."  

- Chinese proverb 

 

"It's not that they can't see the solution. They can't see the problem."  

- G.K. Chesterton 

 

Asking the Right Questions 



What is your competition doing to drive results? 

What aren’t they doing that you can capitalize on? 

 

When it comes to evaluating your marketing strategies, we have to understand 
where your potential consumers are in their buyers journey, 

Awareness, Consideration, or Decision? 

 

How do they evaluate a purchase decision? 

What factors affect their decisions at each stage of their journey? 

 

What makes you unique? 

Why are you the obvious choice? 

 

How can we address objections before they occur? 

How can we provide massive value to your audience? 

 

Where can you be found online for either warm or cold audiences? 

 

Which strategies are wasting my time and money? 

Which strategies are providing ROI on my time and money? 

 

What strategies might I be missing out on? 

Asking the Right Questions 



In order to drive interest or traffic to your service, we need to tap into your 
markets mindsets and create a “Buyer Persona”. 

This buyer persona will be a complete understanding of who your highest value 
clients are and what drives them on the deepest level.  

 

Let’s do a little exercise here. 

Let’s say you install high end luxury dream pools. 

 

Meet Shannon:  

Shannon works 40 hours per week for a mid-size law firm. She loves margaritas on 
the beach, has three kids and a loving husband. Loves her time off of work and 
being with family.  

She owns a nice, mid-tier home and lives comfortably. 

 

Let’s say she has a decent backyard pool but she doesn’t use it often because it 
just doesn’t have “comfort, class, friends, etc.” 

 

Where can we find Shannon online and what would motivate her to consider 
installing a luxury dream pool? 

Understand your Buyers 



There are many ways Shannon may discover “Luxury Pools LLC”. 

1. Searching for luxury pools 

She’s warm and ready to go, we get your business in front of her with the right 
web design, offers, and conversions strategy. SOLD. 

 

2. Discovering your work through social media 

She hasn’t thought about redesigning her backyard yet, but, she’s impressed with 
the possibilities! She follows your accounts and is reminded about the opportunity 
for years to come.  

 

3. A cold advertisement from your business 

Many different strategies here based on psychology and offers. But, in this 
advertisement, you drive curiosity and intent through a few methods. Things like a 
limited time, free blueprint to a new backyard. Free quotes. Discounts and special 
financing.  

 

Show her the potential of redesign with waterfalls, outdoor bar, jacuzzi, stunning 
fireplace and design. 

Address objections in the landing page, excite her about the affordability and 
opportunities to enjoy her home anew. 

 

4. Retargeting 

Shannon has clicked on your pages or followed you on social media. Because of 
this, we can find her anywhere else online and place another ad in front of her at 
the right time of day with messaging that may respark her curiosity and drive her 
to pick up the phone and give you a call.  

 

Her Buyers Journey 
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Building Value 

Your customers know how to do research and they are still human beings, not 
robots. We all have our biases and things that drive our purchasing decisions.  

 

We need to remember that we are selling to PEOPLE and not demographics.  

 

Unfortunately (and fortunately), understanding your customers biases and 
purchasing motivations can help you drive more sales online than ever before. 

  

In fact, there are multi-million dollar companies out there whose only job is to 
convert psychology into advertising. 

 

 

So, how do we do this? 

Giving your audience a reason to buy 



Just like we did before, we need to understand your target audiences and give 
them what they want deep down.  

 

Product Catalogues 

Special Financing 

Budgeted Builds or Luxury Builds 

PDFs, eBooks, and Cheatsheets such as: 

Guides to picking the right contractor 

Regulations and considerations to home additions guidelines 

 

Show them why you’re the best 

Tell them a story 

VIDEO 

 

Offer them something for FREE.  

 

Give them a questionnaire that will build them a dream build: 

What’s great about something like this is that it is low commitment.  

(In this questionnaire. Ask them if they want a different options… 

bar, waterfall, pool shape and depth, Jacuzzi, toys, tables, lounges, fireplaces, etc.) 

 

With all of the answers they are redirected to a video showcasing exactly what 
they want to build. 

 

 

It’s as simple as this.  

1. Give them what they want and get them excited 

2. Eliminate their fears 

3. Drive them to the next step 

4. Sold 

How do you build value? 
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Sales Funnels 

Sales funnels will allow you to customize your marketing campaign to the people 
that you want to buy your service.  

A sales funnel is a specialized series of steps that your customers will take to go 
from an advertisement or a post and into a customer.  

 

An example of this would be: 

Advertisement  Landing Page  Download eBrochure  Schedule appointment 
 Follow-up  Another Appointment  SOLD  Long term follow up or cross 
sell services 

 

Funnels are custom tailored to your segmented audiences and their needs. 

You must also take into account WHERE this traffic comes from.  

 

Because of this, every marketing campaign and traffic generation strategy need to 
be carefully designed to maximize market penetration and to maximize the 
conversion percentages of each person who discovers your product. 

 

Not only will these funnels change based on your audiences… 

But… 

They will change based on YOUR motivations as well. 

What service would you like to sell? What do you want your customers to do? 
What are your long term follow up strategies? How much do you want to spend 
and how many new clients do you desire? 

 

Your messaging and offers have to be evaluated within each state of the buyers 
journey. Cold leads, warm leads, or hot. What stage are they in and what do they 
need to see and hear to continue with your services? 

The Buyer Journey 
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Audiences and Traffic Gen 

1. Identify the service you’d like to sell 

2. Identify the audiences that desire that service 

3. Identify the pain points and motivations behind your audience 

4. Build the sales funnels 

5. Drive targeted traffic 

 

We’ve talked about buyer personas. An in depth understanding of what REALLY 
drives your prospective audience to buy.  

If you remember our example from before, we created a persona for Shannon. We 
also and we talked about how to position yourself in front of Shannon for the sale. 

 

There are entire books on audiences, behaviors, and targeting so we wont go deeper 

 

 

So, now that we’ve already covered steps 1-4, how do we drive traffic? 

 

Now, let’s cover the PLATFORMs that you can use to find your potential audiences 
online and how to drive targeted traffic through these services. 

 

I won’t get into the nitty gritty such as relevancy, bidding, and all of the fun 
abbreviations, but you’ll understand the approaches to each channel.  

The Scalable Part 



There are many different online platforms nowadays and each platform will need 
to be approached with different strategies.  

 

1. Facebook 

Facebook is great for many different strategies and can be very effective. 

Organic - grow your audiences and keep yourself front of mind in your followers 
for years to come. (tough to grind every day in your industry) 

Pay Per Click (PPC) – My personal favorite. Target the people that will be the most 
interested in your service and place an advertisement RIGHT IN FRONT OF THEM.  

It’s like TV 2.0. They have to see your message, but your message is only being 
seen by potential customers!  

 

2. Google 

PPC - Place yourself in front of the people that are ready to buy NOW. By placing 
your ads in front of the right keywords, your cost per click drops, and your cost 
per acquisition drops.  

Organic – Be placed at the top of certain searches and at the top of the maps in 
Google searches.  

Organic strategies should be utilized in your industry. Not just utilized, but done 
WELL. There is a lot of competition for you here. But, if this is done right, you will 
be driving new sales basically for free.  

 

Scalable Marketing Strategies and Automated Growth - An Introductory 
Cheatsheet 

 

Download Here: https://www.growthbydesign.biz/the-home-builders-guideline or 
download via the link provided on this LinkedIn page. Chapter 1 – Market 
Positioning Chapter 2 – Building Value Chapter 3 – Funnel Strategies Chapter 4 – 
Audiences and Traffic Strategies Chapter 5 – Automation and Living Free  

Platforms 



3. Google Adwords – Drive your advertisement in front of targeted prospects 
ACROSS THE INTERNET.  

If somebody is looking at your competition, has been to your website, or is 
showing interest in your services online, you can place an advertisement in front 
of them on any website that is part of the Google Adwords network. Places like 
news sites, forums, recipe sites, mobile apps, etc etc etc etc etc. Everywhere. 

 

4. YouTube – A fantastic lead generation platform. Underutilized in your industry 
and is amazingly cheap.  

Somebody looking up how to build a backyard fireplace? 

Maybe how to resurface a pool? 

Fix a roof leak? 

Fix a screen lanai? 

BOOM – Advertisement for your company showcasing your work. 

 

5. LinkedIn – Target professionals and people with money. Keep things 
professional. Build an audience. Harder to drive local traffic though.  

 

6. Lead gen sites like HomeAdvisor.  

Most of you have experience with these sites.  

The only problem is that YOU aren’t driving your traffic. 

You need strategies that allow you to take the reigns.  

To develop strategies that allow you to put money in and get money out. To be 
the leader in your market.  

Platforms 



7. Instagram 

Fantastic platform for you. 

Showcase your work. Build organic audiences. Pay per click for people that are 
most likely to be interested in your services. 

 

8. Microsoft 

Same idea as Google Ads. BUT, is underutilized by your industry. 

50% cheaper than Google most of the time.  

Massively underestimated.  

 

9. Other Ad Platforms 

Some ad services will allow you to place your messaging in mobile apps, games, 
and certain websites. 

While I don’t use these platforms, they could be a good opportunity

Platforms 



Don’t Hesitate to 

I love what I do and am here to drive YOUR 
success. There’s a lot that hasn’t been covered here 
today, keep an eye out for more valuable content. 

A conversation is free. 

Let’s Chat 

Start a Conversation 

http://www.growthbydesign.biz/

