
Comprehensive Market Research and Target Market Analysis with 
Customer Language Integration 

 

1. Business Overview 

Ready Roofing & Solar is a Texas-based roofing company with over 25 years of experience, 
currently generating approximately $8 million annually. Their primary objective is to scale to $15 
million in revenue within the next 7 years. While the company excels in door-to-door sales and 
customer service, there is significant growth potential in digital marketing, sales strategy 
optimization, and addressing competitive pressures. 

2. Business Objectives and Goals 

Primary Goal: Scale revenue from $8 million to $15 million within 7 years. 

Core Objectives: 

●​ Client Acquisition: Expand the customer base by enhancing digital marketing efforts. 
●​ Sales Optimization: Refine the sales process to support scalability. 
●​ Operational Efficiency: Streamline operations to maintain high service quality during 

expansion. 

Secondary Goals: 

●​ Digital Marketing Overhaul: Implement a comprehensive digital strategy, including 
SEO, Google Ads, and website optimization. 

●​ Enhanced Customer Experience: Leverage superior service to drive loyalty, referrals, 
and repeat business. 

●​ Mailing Campaign Refinement: Shift focus from awareness to conversion, with 
targeted messaging and strong CTAs. 

 

3. Target Market Deep-Dive with Customer Language 

A. Homeowners in Storm-Prone Areas 

●​ Demographics: 
○​ Age: 35-65 years 
○​ Income: Middle to upper-middle class 
○​ Location: Texas regions prone to severe weather (hailstorms, strong winds). 

●​ Psychographics: 



○​ Core Motivations: Protecting their home investment, ensuring family safety, 
minimizing disruption. 

○​ Pain Points: Fear of being taken advantage of by contractors, stress from 
managing insurance claims. 

○​ Emotional Triggers: Relief from resolving urgent repairs, satisfaction from 
working with a trustworthy provider. 

●​ Behavioral Patterns: 
○​ Trust Sources: Personal referrals, neighborhood recommendations, online 

reviews. 
○​ Decision Triggers: Storm damage urgency, clarity of communication, trust in the 

contractor’s expertise. 
●​ Key Needs: 

○​ Rapid, reliable service post-storm. 
○​ Transparent, hands-on insurance claim assistance. 
○​ Proactive, clear communication to alleviate stress. 

●​ Customer Language: 
○​ Trust and Reliability: "Andrew definitely took care of everything without any type 

of headaches!!! He made this nightmare into something that I didn’t have to deal 
with at all, he took care of everything and I mean everything even to the littlest 
details that I didn’t even know about" (El Jefe). 

○​ High-Quality Service: "The team completed high-quality repairs quickly and with 
great attention to detail" (Khaled Mahmud). 

○​ Exceptional Customer Service: "Ready Roofing provided an excellent service 
after our roof suffered hail damage. Evan was outstanding—very knowledgeable, 
efficient, and supportive throughout the process" (Khaled Mahmud). 

●​ Awareness Level: Problem-Aware 
○​ These homeowners know they need roofing services but may not fully 

understand the best solutions available. They seek guidance on effectively 
addressing their issues, particularly through insurance. 

●​ Sophistication Level: High 
○​ Due to frequent exposure to roofing companies after storms, these homeowners 

are discerning and skeptical of sales pitches. They look for signs of credibility and 
trustworthiness. 

●​ Desires: 
○​ Primary Desire: Secure, high-quality roof repairs or replacements without the 

hassle of navigating the process alone. 
○​ Secondary Desire: A smooth, stress-free experience with clear communication 

and no unexpected costs. 
●​ Beliefs: 

○​ Positive Beliefs: A trustworthy company can handle the complexities of roof 
repair, particularly with insurance claims. 

○​ Negative Beliefs: Many contractors are just out to make a quick buck 
post-storm, leading to distrust. 

●​ Trust Factors: 



○​ Proven track record, strong referrals, transparent processes, and excellent 
communication. 

B. Property Managers and Real Estate Investors 

●​ Demographics: 
○​ Age: 40-60 years 
○​ Income: Upper-middle class to affluent 
○​ Occupation: Property managers, real estate investors. 

●​ Psychographics: 
○​ Core Motivations: Maintaining property value, ensuring tenant satisfaction, cost 

management. 
○​ Pain Points: Balancing cost-effectiveness with quality, managing multiple 

properties simultaneously. 
○​ Emotional Triggers: Confidence in a reliable partner, stress reduction from 

consistent service delivery. 
●​ Behavioral Patterns: 

○​ Decision Criteria: Reliability, efficiency, and the ability to offer bulk or bundled 
services. 

○​ Service Dependency: Require frequent and reliable maintenance across 
properties. 

●​ Key Needs: 
○​ Efficient, coordinated project management. 
○​ Competitive pricing for volume services. 
○​ Long-term, dependable contractor relationships. 

●​ Customer Language: 
○​ Efficiency and Professionalism: "Ready Roofing inspected the situation and 

provided an estimate. Work was scheduled within a week after my approval" 
(Brett Barron). 

○​ Comprehensive Service: "Jeff & the team @ Ready Roofing were fantastic to 
work with for our new roof, fence restoration & outside house painting. Even with 
the lingering issues with the supply chain from Covid, the project was timely and 
professional" (Tom Stickney). 

●​ Awareness Level: Solution-Aware 
○​ Property managers know their needs and seek the best provider to meet their 

specific requirements efficiently. 
●​ Sophistication Level: Very High 

○​ This segment is highly knowledgeable and expects detailed, professional, and 
cost-effective solutions. 

●​ Desires: 
○​ Primary Desire: Maintain properties in excellent condition with minimal effort and 

disruption. 
○​ Secondary Desire: Establish a long-term partnership with a reliable, efficient 

contractor. 
●​ Beliefs: 



○​ Positive Beliefs: A skilled, experienced contractor can handle large-scale 
projects efficiently. 

○​ Negative Beliefs: Some contractors may not be equipped to handle the scale 
and complexity of their needs. 

●​ Trust Factors: 
○​ Demonstrated expertise, project management capabilities, competitive pricing, 

and reliability. 

C. Environmentally Conscious Homeowners 

●​ Demographics: 
○​ Age: 30-50 years 
○​ Income: Middle to upper-middle class 
○​ Location: Suburban areas, often in eco-conscious communities. 

●​ Psychographics: 
○​ Core Motivations: Reducing environmental impact, achieving long-term energy 

savings. 
○​ Pain Points: Lack of clear, accessible information on sustainability benefits, 

upfront costs. 
○​ Emotional Triggers: Pride in contributing to sustainability, confidence in making 

informed choices. 
●​ Behavioral Patterns: 

○​ Research-Driven: They value detailed, transparent information and are likely to 
compare multiple options. 

○​ Decision Triggers: Clear benefits of sustainable choices, availability of 
eco-friendly options. 

●​ Key Needs: 
○​ Access to eco-friendly roofing solutions, including solar panels. 
○​ Educational content on long-term benefits and savings. 
○​ Assurance of quality and sustainability in material and service. 

●​ Customer Language: 
○​ Sustainability Focus: "They replaced the shingles with impact resistant shingles 

that have reduced my insurance premiums by over $300/year. The new shingles 
also look really nice" (Benjamin King). 

○​ Educational Support: "He answered all the questions I had and left nothing to 
chance. He checked on the house once it was completed and was outstanding 
on follow-up" (Brian Williams). 

●​ Awareness Level: Product-Aware 
○​ These customers know what they want, particularly in terms of sustainability, and 

are looking for providers that offer these solutions. 
●​ Sophistication Level: Moderate 

○​ While knowledgeable about sustainability, they may not fully understand all the 
options or benefits available in roofing and solar. 

●​ Desires: 



○​ Primary Desire: Invest in sustainable solutions that reduce environmental impact 
and offer long-term savings. 

○​ Secondary Desire: Assurance of high quality and durability in products and 
services. 

●​ Beliefs: 
○​ Positive Beliefs: Investing in sustainable solutions is the right thing to do for the 

planet and will save money in the long run. 
○​ Negative Beliefs: Sustainable options are often more expensive upfront and 

may not always offer the expected benefits. 
●​ Trust Factors: 

○​ Transparent, educational communication, proven results, and alignment with 
environmental values. 

 

4. Competitor Analysis and Strategic Positioning 

A. Competitor Landscape: 

●​ Competitor A: Dominates digital marketing with effective SEO and Google Ads, offering 
extensive emergency services. 

●​ Competitor B: Appeals to luxury clients with premium materials and custom designs. 
●​ Competitor C: Competes primarily on price, targeting budget-conscious consumers but 

with less focus on service quality. 

B. Competitive Strengths: 

●​ Digital Mastery: Competitors outperform in online visibility and lead conversion via 
optimized digital strategies. 

●​ Service Variety: Competitors like Competitor A offer comprehensive service packages, 
increasing customer retention. 

C. Opportunities for Differentiation: 

●​ Enhanced Customer Experience: Ready Roofing can differentiate by offering 
unparalleled customer service, particularly in managing insurance claims with a personal 
touch. 

●​ Sustainability Leadership: Capitalize on the growing trend of sustainability by 
promoting solar solutions and eco-friendly roofing materials. 

●​ Local Expertise: Emphasize long-standing community involvement and deep local 
expertise to build trust. 

D. Market Sophistication Level: Moderate to High 

●​ Market Insight: The market is familiar with roofing services, with many competitors 
already established. To stand out, Ready Roofing must emphasize unique value 



propositions and provide a superior customer experience that addresses both practical 
and emotional needs. 

 

5. Current Marketing Strategies and Recommendations 

A. Current Strategies: 

●​ Door-to-Door Sales: Highly effective in generating immediate leads, especially in 
storm-affected areas. 

●​ Mailing Campaigns: Primarily awareness-focused, but lack strong CTAs, reducing 
conversion effectiveness. 

●​ Website and SEO: Poor SEO and an outdated website hamper online visibility and lead 
generation. 

●​ Social Media and Online Presence: Minimal engagement reduces potential customer 
touchpoints. 

B. Recommendations: 

●​ Website Overhaul: Redesign the website to enhance user experience and improve 
SEO, converting more traffic into leads. 

●​ Google Ads Campaigns: Target high-intent keywords related to storm damage repair 
and solar installations. 

●​ Mailing Campaign Optimization: Introduce offers or incentives in mailers, driving 
recipients to take immediate action. 

●​ Social Media Engagement: Develop a content calendar focused on customer 
testimonials, project showcases, and educational posts on sustainable roofing. 

C. Market Awareness Levels: 

●​ Problem-Aware for Storm-Prone Homeowners: Focus on educating and building trust 
with customers who know they have a problem but may not know the best solutions or 
service providers. 

 

6. Refined Brand Positioning 

A. Current Positioning: 

●​ Strengths: Known for professionalism, trust, and high-quality work, particularly in 
insurance-related roofing projects. 

B. Desired Positioning: 



●​ Aspiration: Be the go-to roofing company in Texas, recognized for exceptional service 
and strong digital engagement. 

C. USPs: 

●​ Storm Damage Expertise: Dominance in handling storm-related repairs and insurance 
claims. 

●​ Sustainability Focus: Leading provider of sustainable roofing solutions in the region. 
●​ Customer-Centric Service: A personalized, responsive approach that puts the 

customer at the center of every interaction. 

 

7. Product/Service Differentiation 

A. Core Offerings: 

●​ Roof Repair and Replacement: Focus on storm and wind damage. 
●​ Gutter Installation and Repair: Essential for protecting home investments. 
●​ Solar Panel Installation: Aligning with sustainability trends. 
●​ Insurance Claim Assistance: Navigating complex insurance processes on behalf of 

clients. 

B. Unique Selling Points: 

●​ High-Quality Workmanship: Praised for meticulous attention to detail and reliability. 
●​ Efficiency: Quick turnaround on projects without compromising quality, vital in 

emergencies. 
●​ Customer Satisfaction: Dedicated to ensuring each customer feels valued and 

informed throughout the process. 
●​ Customer Language: 

○​ High-Quality Work: "Great crftsmanship, everytahing looks amazing. Overall an 
amazing experience" (Andre Rosario). 

○​ Detailed Attention: "Every small detail was paid attention to and done right and 
on time. Didn't cut any corners, if anything, they exceeded their commitments" 
(Venkat Rajan). 

 

8. Sales Process Optimization 

A. Current Process: 

●​ Lead Generation: Primarily through door-to-door sales, supported by mailing 
campaigns. 



●​ Customer Journey: Typically involves an initial consultation, followed by a project 
proposal, execution, and post-project follow-up. 

●​ Sales Team: Currently 15 salespeople, with expansion plans focused on door-to-door 
methods. 

B. Strategic Enhancements: 

●​ Digital Integration: Augment door-to-door efforts with a robust digital marketing strategy 
to expand reach. 

●​ CRM Implementation: Utilize CRM systems to manage customer data, streamline 
follow-ups, and personalize interactions. 

●​ Cross-Selling: Train sales staff to identify and promote additional services, such as 
solar installations, during consultations. 

 

9. Customer Journey Mapping 

A. Awareness Stage: 

●​ Triggers: Storm damage, recommendations, online research. 
●​ Touchpoints: Online searches, mailers, door-to-door interactions. 

B. Consideration Stage: 

●​ Actions: Customers compare options, review testimonials, request inspections. 
●​ Touchpoints: Website, social media, phone consultations. 

C. Decision Stage: 

●​ Final Triggers: Trust in the brand, clarity of the proposal, customer service experience. 
●​ Touchpoints: In-person consultations, follow-up communications. 

D. Post-Purchase Stage: 

●​ Retention Strategies: Regular follow-ups, maintenance offers, referral incentives. 
●​ Touchpoints: Email newsletters, phone calls, loyalty programs. 

 

10. Strategic Recommendations 

A. Digital Presence Enhancement: 

●​ SEO and Website Overhaul: Prioritize site speed, mobile optimization, and content-rich 
pages to capture and convert organic traffic. 



●​ Google Ads Campaigns: Implement high-intent keyword targeting for immediate lead 
generation. 

B. Mailing and Direct Marketing Optimization: 

●​ Conversion-Focused Mailers: Include offers, deadlines, and clear CTAs to drive 
immediate responses. 

●​ Data-Driven Targeting: Use customer data to personalize mailers, increasing relevance 
and engagement. 

C. Sales and CRM Optimization: 

●​ Integrated CRM Systems: Streamline the sales process, improve lead management, 
and personalize customer interactions. 

●​ Cross-Selling Training: Equip sales teams to offer additional services like solar 
installations during roofing consultations. 

D. Competitor Differentiation: 

●​ Exploit Competitor Weaknesses: Emphasize superior customer service and local 
expertise where competitors fall short. 

●​ Lead with Sustainability: Position Ready Roofing as the leader in eco-friendly roofing 
solutions. 

E. Customer Experience Focus: 

●​ Customer-Centric Marketing: Highlight testimonials, case studies, and service 
guarantees to build trust. 

●​ Educational Content: Develop content that informs customers about roofing choices, 
insurance claims, and sustainability benefits. 

●​ Customer Language: 
○​ Customer-Centric Approach: "I was promptly connected with Camden, a 

seasoned professional within the company. Camden's expertise in the realm of 
roofing was immediately apparent... He kept me informed every step of the way, 
ensuring transparency and clarity at all times" (Sridhar Challa). 

○​ Trust and Professionalism: "Barbara is so personable and relatable! She is 
courteous and kind when selling and it makes me trust her more" (Kymrie Dean). 

 

Conclusion: Path to $15 Million 

To achieve its ambitious growth targets, Ready Roofing & Solar must transition from a primarily 
door-to-door sales model to a diversified marketing approach that includes a strong digital 
presence, optimized sales processes, and a deep focus on customer satisfaction. By leveraging 



these insights, Ready Roofing can differentiate itself from competitors, expand its market share, 
and drive significant revenue growth. 

Final Action Plan: 

1.​ Complete Website Redesign and SEO Optimization. 
2.​ Launch Google Ads Campaigns Focused on High-Intent Keywords. 
3.​ Revamp Mailing Campaigns to Include Conversion-Driven Content. 
4.​ Enhance Sales Training with Digital Tools and Cross-Selling Techniques. 
5.​ Capitalize on Sustainability Trends by Promoting Solar Solutions. 

What Andrew Bass Would Love About This Approach: 

●​ Customer Psychology: Deep insights into the emotional and psychological triggers of 
the target market, ensuring messaging resonates deeply. 

●​ Actionable Strategies: Clear, specific steps that are immediately actionable, with a 
direct link to business objectives. 

●​ Differentiation: Strong focus on what sets Ready Roofing apart, particularly in customer 
experience and sustainability. 

●​ Competitor Positioning: A strategic approach to not just compete, but to outmaneuver 
competitors in key areas. 

●​ Customer Journey Mapping: Detailed mapping of the customer journey to optimize 
conversion at every stage. 

●​  
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