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Course Description 

Marketing is an essential part of running a successful business.  This five hour 
video course will show students how to put together a customized, cost-
effective marketing program that will work year after year.   Even those 
building contractors who have already been in business for years will learn 
how to build strength in the marketing aspects of their company, including a 
cost-effective method of generating leads.  Students will also learn how to 
incorporate successful marketing tactics simultaneously.  

Learning objectives are provided to facilitate student understanding and 
progress.   The assessment at the end of each chapter accurately reflects the 
information covered.  Students must answer 70% of the questions correctly in 
order to receive credit/certification for the course. 

 

  

 

 

 

 

 

COURSE OUTLINE 



  

Chapter 1 - The Market (25 minutes) 

*Learning Objectives:  1) Recognize the value of marketing, and how to 
identify your marketing goals. 2)  Identify the strengths and weaknesses of 
your company.  3)  Be able to analyze the competition and your target base. 

1.  Marketing basics 

2.  Determining your goals 

3.  Identify your niche 

4.  Competitors 

 

Chapter 2 - Circle of Influence (20 minutes) 

*Learning Objectives:  1)  Create a meaningful marketing message that 
targets your circle of influence. 2) Determine your budget.  3)  Understand 
the steps to finding the right marketing team. 

1.  Developing a message 

2.  Determine your Circle of Influence 

3.  Costs of a marketing program 

4.  Who will get the job done? 

Chapter 3 - Branding (30 minutes) 

*Learning Objectives:  1)  Explain the importance of public perception of 
your image or brand.  2)  Manage the brand, company name and logo to best 
advantage. 

1.  Company image 

2.  Company name and logo 



  
Chapter 4 - Signage (20 minutes)  

*Learning Objectives:  1) Use printed marketing materials to your 
advantage. 2)  Recognize and integrate the benefits of signage.  

1.  Printed marketing materials 

2.  Truck signage:  Do's and Don'ts' 

3.  Office staff 

  
Chapter 5 - Customer Relationships (25 minutes)     

*Learning Objectives:  1)  Explain the importance of creating customer 
loyalty, through referrals, testimonials, and a Circle of Influence. 
2)  Understand the importance of repeat and referral business. 

1.  Repeat customers and referrals 

2.  Communication program 

3.  Testimonials 

  

Chapter 6 - Reaching the Customer (20 minutes) 

*Learning Objectives:  1)  Discuss and evaluate the several ways to 
expand your targeted customer base.  2)  Integrate these methods into a 
successful marketing campaign. 

1.  Mailings 

2.  Networking 

 

 

 



Chapter 7 - Targeting (20 minutes) 

*Learning Objectives:  1)  Determine prospective clients and how best to 
target them.  2)  Explain the role of canvassing and telemarketing, and the 
rules and regulations surrounding that type of marketing. 

1.  Jobsite prospecting 

2.  Canvassing and telemarketing 

 

Chapter 8 - Networking (25 minutes) 

*Learning Objectives:  1) Use your experience to market yourself through 
educational seminars.  2) Learn to use community and charity events to your 
advantage. 

1.  Professional branding 

2.  Charitable events 

 

Chapter 9 - Websites (25 minutes) 

*Learning Objectives:  1) Understand how prospective clients use the 
internet to find builders.  2) Recognize how web sites and social media can 
boost your presence in the market. 

1.  Web site basics 

2.  Promoting and updating the site 

 

Chapter 10 - Media and Home shows (30 minutes) 

*Learning Objectives:  1) Describe how to implement a practical and 
successful ad campaign.  2) Explain the benefits of working a professional 
show and of maintaining your own showroom.  

1.  Media advertising:  pros and cons 

2.  Home show tricks and considerations 



 

Chapter 11 - Market Analysis (15 minutes) 

*Learning Objective:  1)  Examine the value of tracking your leads and 
evaluating your customer’s assessment of your services.   

1.  Tracking success and /or failures 

2.  Evaluations 

 

 This course is approved for five credit hours in CCB Residential 
Continuing Education:  Series A 

 The Builders License Training Institute is responsible for the 
content of this course.   

 Students have six months to complete the course. 
 To have access to our online courses students must have access to a 

high-speed internet connection. 
 There are no attendance restrictions with full payment. 

Course instructors will be available by email or telephone between 9am and 
5pm Eastern Standard Time. They will assist you with questions regarding 
course content. 

If you have any questions, please call us at 1-800-727-7104 or send an email 
to info@licensetobuild.com. Email responses will usually be returned 
promptly, but guaranteed within one business day. 

Student policies and procedures are always available by going to 
www.licensetobuild.com and scrolling to the bottom of the page (See Privacy 
and Refund Policy). 

 

http://info@licensetobuild.com/
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