
THE DEFINITIVE
GUIDE TO MARKETING
YOUR TRADES BUSINESS

BUILD YOUR LOCAL BRAND
AND FIND MORE CUSTOMERS



You’re probably thinking there’s never been a tougher time to run your own 
business. We’ve never experienced anything quite like Coronavirus in our 
lifetimes and we can’t tell you when anything approaching normal life may 
return. If your business has been badly impacted, we truly feel your pain. 

But wait. You also have a great opportunity. The one thing you may have more 
of now is time.  Use it to look closely at everything you do, from marketing to 
customer service, cost management to pricing.

We’ve written this short guide to help you do just that. You can maintain a 
successful plumbing and heating business, even in the middle of a lockdown. 
Follow our 6 Steps to Success and you’ll not only come out the other side 
stronger, you’ll almost certainly be ahead of your competition.

INTRODUCTION

KEEP MARKETING, OR STOP WORKING?
That sounds harsh right? Times are tough, money is tight. Why spend money 
on promoting your business when there’s very little work about? Makes sense 
doesn’t it? No it doesn’t and here’s why.

Even in downturns, customers are thinking about things they want or need. 
Imagine those people who are spending time during lockdown planning their 
new bathroom. They don’t think they can order their new suite or get a 
plumber to come and fit it. But they are looking around for somebody local 
who could do the job. They might be messaging their friends for referrals. 
Either way, they are in the market, just not today.

So if you stop communicating on social media, investing in Google Ads, keeping 
your website up to date and you don’t think online networking is something 
worth doing at the moment, how are they going to know that you could be the 
ideal person to come to? 

That’s why it’s essential your name is still out there – that means KEEP 
MARKETING! In fact, there’s an old adage that says:

“When times are good you should advertise. 
When times are bad you must advertise.”
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So if you stop communicating on social media, investing in Google Ads, keeping 
your website up to date and you don’t think online networking is something worth 
doing at the moment, how are they going to know that you could be the ideal 
person to come to?  That’s why it’s essential your name is still out there – that 
means KEEP MARKETING! In fact, there’s an old adage that says:

“When times are good you should advertise. 
When times are bad you must advertise.”

Replace the word ‘advertise’ with ‘marketing’ and you’ll understand what we mean. 
The great news is, even on a small budget there’s lots you can do to ensure people 
know you’re still here and will be when they’re finally ready for a new bathroom or 
boiler.

THE SIX STEPS TO SUCCESS

You’re a plumbing and heating specialist with a van, expensive tools and a lot of 
know-how. You’re an expert in your field. However, you may not be an expert in 
running a business effectively. That’s not meant as a criticism. Many plumbers 
don’t get trained to run a business. Your learning gets you qualified to do what 
you do best. So, let us help you.

The diagram below shows you how to review your business, from the inside 
outwards. Each circle represents a part of your business, from inside your van, 
into your customers’ homes to the area you work in and who you work with. 
Use this guide by working through each step, complete the questionnaire at the 
end of each section and create your own action plan. Some things you’ll be able to 
do yourself, others you might need help from an expert. But whatever you do, 
take some action today!

IN YOUR VAN

BUILDING
YOUR BRAND

ON THE TOOLS

IN YOUR
COMMUNITY

YOUR
BUSINESS
ONLINE

YOUR LOCAL
‘TRADE TEAM’
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STEP ONE
IN YOUR VAN

Your van doubles as your office, right? The question is, do you have everything 
you need to work efficiently when you're in it? 

If you’ve got a relatively new van, you’ll almost certainly be able to connect your 
phone to bluetooth so you can stay in contact with customers and suppliers 
hands-free. If not, it’s worth investing in a bluetooth adapter that plugs in to the 
lighter socket. You don’t want to miss that call that could be your next job.

Working on the go has never been easier. There are more tools available on 
your phone or tablet than ever. We want you to be as productive as possible 
while you’re on the go. 

We’ve listed our top apps for a range of uses that will help you run your 
business wherever you are:  

Email Apps – Outlook, Gmail, Yahoo Mail, Apple Mail
People will email you with opportunities or questions throughout the day. 
Make sure you can respond from your phone. You can sync your emails with an 
exchange account on your phone and there are apps for many of the most 
popular like those listed above.

Cloud Storage and Filing - Google Drive, One Drive, Dropbox
If you regularly work on documents with a client or want to share photos, cloud 
file storage is a must. No need to keep emailing documents, keeping your files 
in ‘the cloud’ means you always view the latest document, can see previous 
versions and who made changes and you can share them with other people for 
viewing or editing. 

Make sure you’ve also got the apps on your phone to open word and excel 
docs. You can download the Microsoft Word and Excel apps but you can also 
use free alternatives like Polaris and WPS which work very well.
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Appointment Scheduling - Acuity, Calendly, vCita, Set More
Set up a calendar with the times you are available and send a link that people 
can use to book themselves in to one of your available slots. Now you don’t 
have to answer every call and check your diary each time.

CRM System - Capsule, Zoho, Insightly, Hubspot
Store the data of your clients, prospects, and contacts - much like a lot of 
people do in a spreadsheet, but you can also record notes, details of 
discussions, calls and meetings you’ve had, what services they used, rates you 
gave them, where the business came from and so much more. 

Accounts - Freshbooks, Xero, Quickbooks, Kashflow, Sage
Nobody likes managing their accounts. But you can make it easier by using a 
number of well designed systems that give you quick and easy invoicing with 
reminders sent for outstanding invoices. That means less time chasing 
payments. To make it even easier, you can add your expenses, receipts and 
mileage from an app on your phone. 

Agreements and Contracts - Signable, Adobe Sign, Right 
Signature
Have you ever had a situation where you’ve sent a customer an agreement and 
when you’ve not had it returned, they tell you it was posted days ago? Well 
avoid the ‘it’s in the post’ conversation. Now you can send an agreement and 
have it signed and back to you in minutes, fully secure and so easy for your 
customers. The systems above will all do a great job in managing this for you.

Social Media - Hootsuite, Buffer, Meet Edgar, Postplanner, 
Facebook scheduling
If you’re going to grow your business, you’re going to have to raise your profile 
and that means posting on social media regularly. Now you’re busy and 
probably don’t have the time to sit on your phone for hours every day posting 
on Facebook or LinkedIn. But there are plenty of options to make this much 
easier. You can schedule your posts and updates in advance so you don’t need 
to be working on it during the day and you can do it across all the platforms 
you use at the same time. It also simplifies monitoring your newsfeeds, flags up 
searches or keywords and lists any shares or mentions you’ve had so you can 
really engage with relevant topics and your best customers. 
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Messaging – Facebook Messenger, WhatsApp, iMessage
Plenty of customers prefer using messaging apps rather than emailing to 
contact you these days. Make sure you have access to the most popular so you 
don’t miss those opportunities.

Quote & Estimate Apps – Tradify, YourTradeBase, PoweredNow, 
Quilder
Quoting and estimating can be time-consuming. You can automate a large 
chunk of the process, integrating your supplier catalogues and pricing through 
the apps we’ve listed. This way you can get a quote to your customer much 
quicker and with no room for manual error.

Mobile Payment Apps – Paypal Here, Stripe, Square
Mobile payment apps allow your business to accept payments from customers 
on the go, and they can track business expenses. It also means you get paid 
straight away rather than having to chase your customers.

Note-Taking Apps – Evernote, Microsoft One Note, Google Keep, 
Apple Notes, Simplenote
There are plenty of options available that will allow you to record ideas for 
future work, information about new products, details of a business or 
individual you ‘ve met and so on. They can store web pages, your notes, 
photos, business card details, in fact just about anything you can think of.

Expense Trackers – Expensify, Zoho Expense, Shoeboxed, Concur
Your accountant will love you if you make tracking your business expenses 
easy. If you use an accounting package like Xero, QuickBooks or Kash Flow, 
many apps will integrate with them to give you an instant record with the 
minimum of fuss. 

As you can see, there are a host of tools to help you stay productive even 
where you’re out an about. Look at any existing packages you use to see if you 
can integrate them with each other so you can share information to stop 
entering client details into each one you use. For example, when someone 
books an appointment via Acuity it can add them to a Mailchimp email list if 
they tick the box, raise an invoice in Freshbooks and add them to Capsule. 

There are also services like Zapier and IFTTT which are much more involved 
and can be used to create thousands of automated processes for your 
business even when integration may not be already available.
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SECTION CHECKLIST
IN YOUR VAN

What three processes in your business would you like to run 
more efficiently, or spend less time on?
1. 
2.
3.

Is it easy to contact you during the working day?

Is it easy for you to stay in touch with customers during the day? 

Do you leave your accounts until the end of the quarter or when 
you’ve got too many receipts and invoices? 

Is it easy for customers to book you for a job?

Do you ask your customers for feedback? 
If you said yes to the above, how do you use the feedback you get?

Are you posting on social media during the day?

Do you have a system to store your customers’ contact details 
and records? 
    
Do you email your customers and prospects regularly?
If you said to the yes to the above, do you have a system to help you?

What are the top 3 things you can do to simplify your admin and 
make you more productive?
1.
2.
3.

YES NO
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STEP TWO
BUILDING YOUR BRAND

If you already have a logo and brand colours, this is a great time to review 
them. The whole point of your brand is to attract customers through positive 
perception. Is your logo doing that for you? Work with a branding expert and 
make sure you are maximizing the look and feel of your company.  

Of course, great branding is more than just a logo. This is a real opportunity to 
stand out from your competitors.

Make sure you have branded work wear.  This is a very powerful way to engage 
your customers with your brand. Branded polo shirts and jackets can be easily 
made so your customers see your brand the whole time you’re working with 
them. 

Studies show that this visual type of branding is one of the most powerful ways 
to make your customers remember you, long after you’ve finished their job.

Make your van work for you
Did you know that 63% of buyers when surveyed said the condition of a 
tradesperson’s van would be very important in their purchasing decision? This 
means that if your van isn’t in tip-top condition you’re potentially going to miss 
two thirds of potential business. 

Your van is actually one of your most powerful local marketing tools. Here’s our 
quick checklist for making sure your van is your best marketing asset.

• Clean, tidy and reasonably new
• Sign written with prominent logo and your contact details
• Your social media accounts on the van
• Accreditations visible
• Review scores visible (Trustpilot, Google etc)

Can you tick each one of those when you look at your van? If not, what can you 
do now to improve the look and visibility of your van?
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Email Marketing
Build your list.

When you sign up a new customer, it is vital to capture their email details. You 
must ask permission if they would like to receive details of offers and make it 
clear you will not sell their data to Third Parties. 

We highly recommend Mailchimp for email marketing. It is free up to 2500 
subscribers. You can link it to your website and social media. Plus, when you 
send an email it also posts it via your social media feeds. There are some 
simple and easy to use templates contained in the platform. It is GDPR 
compliant and you can set up a double opt in, meaning when people subscribe, 
they will receive a confirmation email.

Email Content 
Make your content clear and concise. Your customers need to understand your 
offer quickly and without confusion. Ensure the subject line is clear and try it 
make it stand out as this will increase the number of people who open it. 
Here’s some ideas for you:

• Your working hours during lockdown

• Make videos on how to do some basic repairs/maintenance

• Examples of really luxurious bathrooms

• News about innovative new products

• Any discounts and promotions you are running

• Create a service and maintenance package (if you don’t have one)

• Promote customer referral schemes. 
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Website
Have a clear, easy to navigate and well-designed website. Make sure it works 
just as well on a mobile as it does on a PC. Choose a domain name which is 
easy to remember and will look good on your van. Ideally use the services of a 
trained website designer. 

Self-built websites can look unprofessional and experts know how to make 
sure your site is easy to use and to find. And make sure your telephone 
number and email are clearly displayed – have you ever had to search around a 
website trying to find the number to call? So make your contact number large 
and in an obvious place and if you can, allow a customer to call you by pressing 
the number on their mobile. 

And finally, you can guarantee that if somebody is thinking of using you, they 
will have a look at your social media feeds. So make it easy for them - link your 
social media accounts to your website so people can jump from one to the 
other quickly. 

Marketing Trends- What should you be doing?
Live Video – Facebook Live
Video sharing- You Tube Channel
Visual = strong images, pictures with a clear message 
Apps
Develop your business with the next generation in mind
People want to be educated and not have your business pushed at them
Engage, educate and use #hashtags 

Focus on the problems you solve and share your expertise. Tell your customers 
why they should use you. That doesn’t mean slating your competitors. Give 
your customers some strong reasons why you are the best at what you do. Do 
you specialize in particular technology? Do you provide a service that is unique? 
Do you offer payment plans that might not be easy to get from other 
plumbers?

If you focus on making this a key activity and getting your messages right, it will 
drive your business forward. Take some time during lockdown to list your 
strengths, the key elements of your service and offers, make some videos, ask 
customers why they used you. Just take some action!
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Networking
One of the best ways to grow business is through referral. If you’re doing your 
job well, you’ll almost certainly be getting some of your business through 
customer referrals. But there is another powerful way of growing referrals; 
networking. If you can build relationships with local businesspeople, especially 
other tradespeople, your order book will grow. Some tradespeople get nearly 
half of their business through their networking contacts.

At the moment it’s all online. People are becoming increasingly used to Zoom 
so if you haven’t already, check out what’s available in your area. Look at BNI 
(many groups start at 6.30am so don’t eat into your working day), 4Networking 
and local groups in your area.
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SECTION CHECKLIST
BUILDING YOUR BRAND

Is your van branded and in good condition?   

Do you wear branded workwear?    

Do you leave your customer with branded gifts like pens or 
fridge magnets? 

Have you got a well-designed and easy to find website? 

Do you have a marketing plan?     

What are the key strengths of your service and products you sell?   

Have you got a growing list of customers on your email list?           

How often do you send emails to your customers?

Are you in one or more networking groups to grow your 
business?

What are the top three things you will do to improve your 
branding and profile?
1.
2.
3.

   

YES NO

YES NO

YES NO

YES NO

YES NO

YES NO

YES NO

YES NO
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STEP THREE
ON THE TOOLS

12

Making sure you make the most of your visit to your customers is key to 
growing your profits. Treating your customers like they are precious jewels will 
pay dividends. And whilst we never condone pressure selling, make sure you 
tell your customers about any other work you can see is needed now or in the 
near future so you create another opportunity.

But it is not just upselling that is important when you’re on the tools, it’s 
managing the customer before during and after your job. 
Here’s our quick checklist to make sure you’re making the most of every 
customer opportunity.

Before you get the job
• Respond to an enquiry within 1 hour or less (leads often go cold if you 

don’t respond that quickly)

• When a customer contacts you, ask for their email details and what 
social media platforms they use. Also remember to ask how they heard 
about you

• Create a short list of questions for each type of job e.g. boiler 
replacement, new bathroom, repair required

• Provide an estimate within 24 hours of speaking to the customer

• Make sure your paperwork is branded with your logo

• Follow up the quote within 5 days

• If successful, send the customer an email confirming the job details, how 
long you expect it to take and what they should expect whilst your 
working with them. Point out anything you need e.g. water off and for 
how long, animals kept locked away from your area etc

• Phone the day before your due to make sure everything is still OK to do 
the job the following day

• Make sure you have ordered everything you need to complete the job 
whilst your onsite



getmoreleadslocally.com 13

During the job
• Be friendly and polite at all times

• Make sure you’re wearing branded workwear

• Keep your customer’s house clean and tidy – you may well make a mess 
while your doing the job but make sure you clean up completely when 
you’re done

• Point out any other issues the customer may have and either offer to do 
them while you’re there or make a note to contact them about it at some 
point in the future

• Offer advice on other parts, oils, lubricants or fluids that may be needed 
to preserve the life of the item you are fitting or repairing. Have you 
made it easy to supply it while your there?

• Make sure you follow the highest levels of health and safety while your 
working for your customer

• Get some leaflets designed to distribute to neighbouring homes in the 
area you are working in 

After the job
• Leave a fridge magnet with your customer so they always have your 

details handy

• Leave them a card at the end of a job which thanks them for the 
business and gives them the details of where they can leave you a 
review. Also add a discount for new customer referrals.

• Implement a CRM (Customer Relationship Management) to manage 
customers and your future communication with them

• Follow up each job with a call a week or two later to make sure 
everything is working well

• Provide an easy way (with an incentive) for your customer to refer you to 
someone they know

• Ask for online reviews or testimonials

• Make sure you follow the highest levels of health and safety while your 
working for your customer

• Get some leaflets designed to distribute to neighbouring homes in the 
area you are working in 
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Learn about new products
It probably goes without saying that it’s essential you keep up with the latest 
developments in products and technology. Many manufacturers have online 
training for new products. Vaillant, Baxi and Glow-worm have expanded their 
training to include digital learning to support installers. Whether you book a 
course in a classroom environment or use the online modules, make sure you 
are up-to-date with everything you need to know about the products you fit, 
service and repair.

It will also give you more content to talk about when you’re posting on social 
media or sending out customer emails.
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SECTION CHECKLIST
ON THE TOOLS

Do you follow up a customer enquiry within 1 hour or less?  
 
How quickly on average do you provide a quote for a job?

Do you follow up every opportunity to win a customer?
 
Do you confirm each job and make sure the customer knows 
what you need on the day? 

Do you take the opportunity to upsell to maximise profitability 
from each job?

Do you follow up every job a week or two after completion to 
make sure everything is OK?

Do you have a plan to stay in touch with each customer in weeks 
and months to come?

Do you have an effective customer referral scheme in place? 

What are the top 3 things you can do now to improve customer 
service and interaction?
1.
2.
3.

YES NO

YES NO

YES NO

YES NO

YES NO

YES NO

YES NO
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STEP FOUR
IN YOUR COMMUNITY

How well known are you in your local community? 

Now is the time to build your presence so you are the ‘go to’ plumber in your 
area.

Make sure your name is always mentioned when people ask for a 
recommendation on Facebook or in the local pub!

If you need to build your visibility, then here are some ideas on how you can do 
that and make a difference!  

• Sponsor a local kid’s sports team

• Partner with a local charity

• Offer a few hours to help a local project for free

• Arrange a charity event with other tradesman and raise your profile 
whilst raising money

• Offer some work experience for school kids 

• Do something unique for charity – a really tough physical challenge, an 
expedition, etc

We talked about networking earlier. Remember, this is another brilliant way of 
building your profile in your local community.
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SECTION CHECKLIST
IN YOUR COMMUNITY

Are you working with a charity in your local area?       

Are you sponsoring or involved in any local sports teams?  

Are you engaged with any local schools or colleges?   

What are the top 3 things you can do now to improve your 
profile in the local community?
1.
2.
3.

YES NO

YES NO

YES NO
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STEP FIVE
YOUR BUSINESS ONLINE

Everybody seems to go online these days for everything they need. So are you 
set up to be there for them when they do?

Make it a priority to make sure you have a clear, well designed website. Include 
your services, examples of your work, any videos you have taken, client 
testimonials, contact details and some information about you and your team. 
If a customer Googles your local service, are you on page 1 of the Google 
listings? 

Digital impact is one of the quickest wins for your business, and the cheapest 
as most of the tools and software are free.

18

Facebook
You have created a Facebook business page and joined local Facebook 
Groups.

You post 2-3 times a week and share them into Facebook Groups

You share the posts of other local businesses which builds your 
relationships with them

You have created a local promotion Facebook Ad which will run 
consistently – costs are from £1 a day and keep your business presence 
out there. 

Instagram 
You have created an Instagram account. 

You have linked this to your Facebook page.

You regularly post images of your best work
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LinkedIn 
You have created a personal LinkedIn account and a company page.

You’ve improved your Google rating because your LinkedIn page is 
providing you with more links. 

Twitter
You have set up an account using your business name. 

You have started following other local businesses and people in your 
area. 

You take part in Twitter Hours. These are online networking events and 
a great way to connect with other businesses and trades companies 
e.g. Tuesday 8-9pm #TradesTalk run by @tradestalk 
Check for local Twitter Hours 

Client Review Sites
If you want to be trusted by those who aren’t referred to you by customers or 
contacts, you need to build strong review ratings online. It’s how we all buy 
now. If a possible customer cannot see any reviews, they simply won’t have 
confidence in you and will look elsewhere. So make sure you ask for reviews. 
Of course it also makes you better. You know that a poor rating will hurt your 
business, so it’s bound to make you focus on the service you give to your 
customers.

Make sure you drive Google reviews and choose one or two others for 
customers to use. Those could be one of TrustPilot, Feefo or reviews.co.uk. Just 
make sure your star rating is visible for all to see.
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Online Directories
Aside from Google, plenty of customers go to online directories to find 
plumbers. Make sure you are listed on as many of the preferred ones as 
possible. They can also really help with your search rankings and they are all 
free. 

Use the time during lock down to list your business on the following sites: 

Bing Places -www.bingplaces.com
Yell -www.yell.com
Yelp-www.yelp.co.uk 
Thomson Local -www.thomsonlocal.com
Scoot -www.scoot.co.uk
Free Index -www.freeindex.co.uk 
Hot Frog -www.hotfrog.co.uk 
192.com -www.192.com 
Approved Business -www.approvedbusiness.co.uk 
UK Small Business Directory -www.uksmallbusinessdirectory.co.uk 
The Trade Finder -www.thetradefinder.co.uk 
Trade Pages -www.tradepages.co.uk 
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SECTION CHECKLIST
YOUR BUSINESS ONLINE

Did you complete the checklist in this section? 
  
What are the top 3 things you can do now to improve your online 
presence now you’ve completed the checklist?
1.
2.
3.

Are you listed on many of the main online directories?  

Do you use client review sites to demonstrate how good you are?  

YES NO

YES NO

YES NO
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STEP SIX
YOUR LOCAL ‘TRADE TEAM’

Do you work with other tradespeople? Many successful plumbing businesses 
grow by working in collaboration with other tradespeople. Lots of projects 
need a builder, an electrician, a carpenter as well as a plumber so it makes 
sense for businesses to pool their resources when those jobs come along.

Builders like to have plumbers they can call on who they know and trust. In 
fact, every tradesman does. Make sure you build your own trade team so you 
can take advantage of those jobs your associates pick up that need a plumber.
 
We’ve talked about it already but a great source of finding other local 
tradespeople is through networking groups. Even under lock down conditions 
you can find many networking opportunities online, often at times that means 
you don’t need to interrupt your daily customer routine. Even if you have been 
sidelined and can’t work, staying active in networking is one of the easiest 
things you can be doing to stay visible and connected.

Facebook groups are also a great way to maintain your visibility online. Posting 
regular helpful content, even if you’re not selling anything will keep you and 
your business front of mind. Comment on other trade business posts, build 
those relationships and see if you can get close enough to have a conversation 
with some. Who knows what opportunities they may bring you in the future?
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SECTION CHECKLIST
YOUR BUSINESS ONLINE

23

Are you part of a local Trade Team that widens your 
opportunities for work?

Have you got a plan in place to widen your contacts in other 
trades?

Are you part of Facebook Groups that include other 
tradespeople?

If you said yes to the above, do you post regularly in those 
groups to raise your profile? 

What are the top 3 things you can do now to grow your local 
trade team and your profile?
1.
2
3.

YES NO

YES NO

YES NO

YES NO
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We’ve shown you the 6 Steps to Success to grow your plumbing business. 
Armed with a better understanding of what you could be doing to promote 
yourself, it’s time to put some of these tactics into action. 

If you did your homework, you wrote 3 action points at the end of each step. 
Go back and look at what you wrote. Draw up a list of the top 5 things you 
listed and start implementing them today. 

Then as you make progress, go back and prioritise the next 5 things until you 
can honestly say you’re doing everything  you should be to market your 
business and deliver great service so that your business is growing month by 
month.

What are the top 5 things I should do today to grow my business?
1.
2.
3.
4.
5.

We hope you’ll use this guide and put into place some of the things you’ve 
learned. Small changes can bring big results. If you need some help or more 
advice then come and talk to us. Send us a message to 
hello@getmoreleadslocally.com. 

Tell us what’s on your mind and how we can help and we’ll come back to you 
within 1 hour!

Good luck in the next phase of your business journey and do message us to let 
us know how you’re getting on.

YOUR NEXT STEPS
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