


Industry Experience 
& Background
+ Founded in 1999; originally worked with 

NASCAR

+ Manage 500+ custom marketing 
campaigns for contractors

+ Full-service marketing capabilities

+ Industry best level of service

+ Solutions for contractors of all sizes; from 
one truck to 100 trucks!

Services
Digital Marketing

+ Websites

+ SEO & GEO

+ Google Ads
+ GLSA
+ PMax & Discovery
+ Social Media
+ Business Directories
+ Yelp & Nextdoor
+ YouTube & Digital Video
+ Review Software

Mass Media

+ Radio

+ Broadcast TV
+ Cable TV
+ Digital Radio
+ OTT/Streaming TV
+ Podcasts

Direct Mail

+ Newsletters

+ Postcards

Our goals are your goals… to build and expand your 

company’s brand with a proven targeted strategy 

designed to drive RESULTS. 





1. The HVAC Buyer’s Journey
Understanding the four main ways 
homeowners purchase HVAC services. 
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Programmatic 
Advertising4 Types of HVAC Buyers’ Journeys

Brand Loyal

Already engaged 
with their HVAC 
provider of choice; 
memberships

Proactive
Actively shopping multiple 
providers, often affluent

Dormant / Activated
Not actively shopping for HVAC; 
activated through demand gen

Brand Loyal
Already engaged with their HVAC 
provider of choice; memberships

Tease previous webinar

Connected TV
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matter what
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The most successful contractors have a locked-in gameplan to drive revenue from 
all four customer segments. 

1.

2.

3.

4.

Service first 
mindset



The actual order:

Reactive

Proactive
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1.

2.

T3.

The most successful contractors 
have a locked-in gameplan to 
drive revenue from all four 
customer segments. 



4 Types of HVAC Buyers’ Journeys

Reactive
Target repair focused keywords through 
PPC, LSAs & SEO combined with a strong 
service-to-install process. 

Proactive
Layer in shared-lead platforms (Yelp, Angi, 
Thumbtack, etc.), optimize for speed to lead & 
have a follow-up strategy for open estimates. 

Dormant / Activated
Neighborhood marketing targeted to high 
value neighborhoods, OTT and geo-fenced 
advertising. Combined with strong promos.

Brand Loyal
Drive stronger customer lifetime value 
through maintenance programs. Email, 
SMS, ringless vm, referral marketing, addons 
and upgrades & social are strong plays. 

The most successful contractors have a locked-in gameplan to drive revenue from 
all four customer segments. 



2. How AI is Disrupting the Market
LLMs are emerging as a predominant modality for 
search, challenging conventional search models. 







AI Search:
Already Paying Off

As of May 2026, it was yielding a

$5,500.00
average ticket value (Data Driven Trades)

Most recent benchmarking 
for home services. Expect the 
other LLMs to catch up later 
this year.

ChatGPT is already driving 
revenue for HVAC and 
Plumbing brands

(April 2026 Study – The Data Driven Trades)



Source: The Data Driven Trades
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3. Getting a Competitive Advantage
Use these tactics to build a moat for your business.





Strengthen local SEO
with verified, structured 
data & implement LLMS.txt

Ensure consistency
across site, GBP, citations and 
directories.

Build trust signals AI models 
recognize and rank higher.

Google AI can call contractors 
directly to compare services 
and pricing.

AI Search Optimization Strategies

Claim Yelp profiles and Nextdoor. 
Optimize for Yelp’s new AI user 
experience.

Publish pricing & detailed 
service coverage. Transparent 
online pricing will soon be 
expected.



Your Database Is Underutilized

Your Database 
Is Underutilized

Every contractor 
has untapped 

first-party data

Most home 
services brands

barely use it

Owned audiences 
outperform paid 

audiences



to acquire
a new customer

than it does to retain 
an existing one

Cost Difference
It costs 5 to 25x more

Cost Difference

It costs 5 to 25x more



Market to Your Database

Market to 
Your Database

Use email, SMS, ringless bypass 
vm, and remarketing

Increase purchase frequency, 
convert one-time customers to 
maintenance plans, get referrals

Extend average customer lifespan
and create a “customer for life” 
engagement strategy.









Market fit analysis + AI Assessment
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