
Strategy for Marketing and Social Media Outreach 

 

1. Business Objective 

●​ Goal: Increase the number of renovation projects from both previous home buyers and 

new clients in Palm Beach County. 

●​ Key Metrics: Number of renovation leads, conversion rates, number of projects 

completed, and customer satisfaction ratings. 

2. Target Market 

●​ Demographics: Homeowners in Palm Beach County, typically aged 35-65, with a 

disposable income to invest in home renovations. 

●​ Psychographics: Individuals interested in home improvement, luxury upgrades, and 

increasing the value of their properties. 

●​ Geography: Exclusively focused on Palm Beach County. 

3. Marketing Channels 

●​ Social Media Marketing: 

○​ Platform Selection: Start with Instagram and Facebook to showcase 

before-and-after renovation projects, home design ideas, and customer 

testimonials. Pinterest can also be leveraged for sharing design inspiration and 

reaching users interested in home improvement. 

○​ Content: Post high-quality photos and videos of completed renovations, client 

testimonials, and time-lapse videos of the renovation process. 



○​ Ads: Run targeted ads focusing on homeowners in Palm Beach County, 

emphasizing the benefits of renovating their homes, such as increasing property 

value or personalizing their space. 

●​ Website Development: 

○​ Website Creation: Develop a professional website showcasing renovation 

services, portfolio, client testimonials, and an easy-to-use contact form. 

○​ SEO: Optimize the website for search terms like "home renovation Palm Beach," 

"luxury home remodeling," and "Palm Beach home upgrades." 

○​ Blog Content: Write articles about renovation trends, the value of home 

upgrades, and tips for choosing the right renovations, aimed at driving organic 

traffic. 

●​ Email Marketing: 

○​ Newsletter: Send a monthly newsletter to previous clients and leads, featuring 

new renovation projects, home improvement tips, and special offers. 

○​ Targeted Campaigns: Create segmented email campaigns for different types of 

homeowners (e.g., new homeowners vs. long-term homeowners) offering 

personalized renovation ideas and promotions. 

4. Content Strategy 

●​ Project Showcases: Highlight completed renovations with detailed descriptions of the 

work done, materials used, and the transformation process. 

●​ Educational Content: Develop content that educates homeowners on the benefits of 

renovating, how to choose the right renovations, and trends in home design. 

●​ Video Marketing: Create video content, such as walkthroughs of renovated homes, 

interviews with satisfied clients, and behind-the-scenes footage of ongoing projects. 



5. Lead Generation and Conversion 

●​ Lead Magnets: Offer a free consultation for possible renovation of the home.  

●​ Landing Pages: Create dedicated landing pages for specific renovation services, such 

as kitchen remodeling, bathroom upgrades, or full home renovations, optimized for 

conversions with clear CTAs (e.g., "Schedule Your Free Consultation"). 

●​ Referral Program: Implement a referral program where satisfied clients can refer friends 

or family members and receive a discount or bonus on future services. 

6. Building an Online Presence 

●​ Google My Business: Set up and optimize a Google My Business profile to increase 

visibility in local searches. Encourage clients to leave positive reviews to build credibility. 

●​ Online Directories: List the renovation business on local directories like Yelp, Houzz, 

and Angie's List to increase local visibility and attract new clients. 

7. Partnerships and Networking 

●​ Real Estate Agents: Collaborate with other real estate agents in the area who can refer 

clients interested in renovating their homes after purchase. 

8. Handling Client Objections 

●​ Client Testimonials and Case Studies: Use testimonials and detailed case studies to 

build trust and show potential clients the positive experiences of previous customers. 
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