The 2026 Playbook for

Remodel Marketing
The definitive guide for contractors,
designers, decorators, and architects

GROW YOUR REMODEL OUTFIT who market to homeowners

Chapter 11

The First

Responder
Advantage




GYRO

GROW YOUR REMODEL OUTFIT

This playbook was created by
TryGyro.com, a team dedicated to helping
remodelers grow smarter, stronger businesses without
wasting time or money. We designed it for leaders
and teams in the remodeling and design industry with

practical strategies that drive real results.




@ Chapter in Brief

Chapter 11

The First

Responder
Advantage

In remodeling sales, speed and persistence
are everything: 78% of customers hire the first

business that responds, and replying within

five minutes can boost your odds 100-fold.

Delayed responses signal unreliability, while tools like instant
lead alerts, automated acknowledgements, and missed-call
text-back ensure no lead is missed.

After that fast first touch, a CRM and structured sales pipeline
keep momentum by tracking every interaction and setting
follow-up reminders. Since half of sales close after the
fifth contact—yet nearly half of contractors quit after one—
consistent follow-up turns “maybes” into signed contracts.
Together, rapid response and disciplined nurturing not only
secure more jobs but also build trust that drives reviews,
referrals, and repeat business.




What You Will Learn in Chapter Eleven

Speed Wins Leads
78% of homeowners hire the first remodeler jfelig=l]elelgleR

Following up within 5 minutes makes you 100x more likely to
connect and 21x more likely to convert.

Why CRM Matters

A CRM organizes all leads, tracks conversations, sets
reminders, and prevents opportunities from slipping through
the cracks—boosting conversion rates by &% el A==

Pipeline Stages Build Clarity

From lead capture » consultation » proposal » negotiation »

signed contract, mapping each stage in a[@;{\V == el pie

follow-up and professional flow.

Follow-Up Persistence Pays

Half of remodel sales close after the 5" contact, yet most
contractors give up after one. Structured, polite follow-ups turn
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Tools Streamline the Process

Instant lead alerts, missed-call text-back, email templates, and
analytics keep your pipeline flowing. CRM automation ensures

fast, personal, repeatable &= =lal=EiE=lnl=lne




CRM and Sales
Pipeline Management

The First Responder Advantage: Speed Wins Leads

in the morning. One company calls her back within 15 minutes, while the other takes

a full day to respond. It’s easy to guess which remodeler has the edge. In today’s on-
demand world, speed is crucial. In fact, 78% of customers buy from the first business that
responds to them. Homeowners often reach out to multiple contractors at once, and they
tend to go with whoever engages first and sets a professional tone.

Imagine a homeowner fills out the contact form on two remodeling companies’ websites

Being quick off the mark isn’t just about winning the initial conversation — it sets the stage
for the entire customer experience. A prompt reply signals reliability. You’re showing that
homeowner, “Your project matters to us, and we're on it” That positive impression can carry
through the whole sales process. On the flip side, a slow response (or no response at all)
sends a message that you might be too busy or not interested. Research has revealed that
the average lead response time across industries is shockingly slow — often over 40 hours,
and nearly a quarter of inquiries never get any reply. As a remodeler trying to grow your
business, you can’t afford to let hot prospects go cold due to delay or disorganization.

So how fast is fast enough? Ideally, aim to follow up within 5 minutes of an inquiry coming
in. That might sound tough, but studies show contacting a lead in the first few minutes
dramatically boosts your chances of connecting and eventually closing. One analysis found
you are 100 times more likely to actually speak with a lead if you call within 5 minutes
versus waiting 30 minutes, and your odds of converting them into an opportunity jump 21-
fold by responding in five minutes rather than an hour later. The takeaway: speed-to-lead
matters. If a prospective client submits a request on your website or leaves a voicemail, try
to get back to them right away — or at least shoot over a quick “Got your request, we’ll call
you ASAP” text or email if you’re tied up. Many modern tools can help automate this initial
acknowledgement (more on that later), so the lead knows you’re responsive.

The first-responder advantage is real, but it's only one part of the equation. Once you've
made that speedy first contact, you need a system to manage the lead from hello to signed
contract. That's where a CRM and a structured sales pipeline come in. Let’'s break down
how adopting a CRM (Customer Relationship Management) system and organizing your
sales pipeline will ensure no potential client slips through the cracks — and that your quick
responses turn into actual remodeling jobs.
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Why Remodelers

Need a CRM

You might be thinking, “I'm a small operation,
do | really need software to track my leads?”
If you have more than a handful of prospects
at a time, the answer is likely yes. A CRM is
essentially a tool (often a simple app or cloud
software) that acts as an organized database
for all your contacts and sales opportunities,
with features to log communications and set
follow-up reminders. Instead of sticky notes
on your desk or an overflowing email inbox, a
CRM gives you a clear picture of every lead’s
status in one place.

This kind of organization isn’t overkill — it’s
now standard practice for businesses of all
sizes. Over 70% of small businesses use some
form of CRM system to manage customer
relationships and drive sales. Why? Because
it works. The days of forgetting to return a
call or losing a scrap of paper with a client’s
info are gone for companies that embrace
these tools. With a CRM, the moment a new
lead comes in, you (or your team) can enter
their details: name, phone, email, what type
of project they want, how they found you,
etc. Many CRM platforms will even integrate
with your website contact form or Facebook
page, automatically capturing inquiries and
funneling them into the system.

Once in the CRM, that lead becomes a
visible part of your sales pipeline (more
on designing that pipeline shortly). You
can assign a status like “New lead — not
contacted” and then update it to “Contacted
— awaiting appointment” after you call them.
You can set a task to follow up in two days
if you haven’t heard back. Essentially, a CRM
helps you stay on top of every opportunity by
tracking where each prospect is in your sales
process and what needs to happen next. This
kind of diligent follow-up can significantly
improve your close rates. In fact, companies
that implement CRM systems have seen an

Q

average 17% increase in lead conversion rates
and higher overall sales revenue, according
to industry analyses. When you’re managing
potentially tens of thousands of dollars per
project, a double-digit boost in conversions
is huge.

Another big benefit: a CRM creates a history
of every interaction. You can quickly review
past notes before calling a prospect back,
so you remember that John and Jane Doe
on Maple Street were interested in a kitchen
remodel and had mentioned their target
budget. That kind of recall impresses clients.
It shows them you’re attentive and care
about their specific needs. If a lead has to
repeat themselves because you forgot what
was discussed, it undermines trust. A CRM
fixes that by letting you log call notes (“Client
mentioned they want to knock down wall
between kitchen and dining room; concerned
about timeline around holidays”) and even
attach files or photos. Then, whenever you
or anyone on your team follows up, you have
the full context at your fingertips.

Lastly, for remodelers who do have a team
(say a partner, an office manager, or a sales
rep), a CRM keeps everyone on the same
page. If youre out in the field and a new
lead calls, your office manager can log it
and maybe even schedule them for an initial
consultation on your shared calendar. You
can see that in the CRM on your phone and
not double-book or forget it. If you have a
sales representative, you can assign leads
to them and track their progress. Essentially,
the CRM becomes the command center
for your sales efforts — a way to coordinate
and not let any inquiry go unanswered.
Given that an estimated 91% of companies
with over 11 employees use a CRM system
to manage sales data (and even many solo
entrepreneurs use simpler versions), you'll
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be in good company adopting one. It's one
of those behind-the-scenes tools that can

make a small business look and perform like
a polished, professional outfit.

Building Your Sales Pipeline
(And Keeping it Flowing)

Think of your sales pipeline as the journey
a homeowner takes from initially saying
“Hello, I might need a remodeler” to signing
a contract with you. Mapping out this journey
into stages — and tracking those stages in your
CRM - is incredibly useful. It brings clarity
to your process and highlights where things
are going well or where they might be getting
stuck. Let's outline a typical remodeling
sales pipeline and how to manage each part:

Lead Capture / Initial Contact: This is
when a prospect first reaches out — whether
by phone call, web form, email, or even a
message on social media. At this stage, speed
is the name of the game, as we discussed.
Your goal here is to make contact (a quick
call or email) and qualify the lead. “Qualify”
means confirming they’re a good potential
fit: What type of project? Where is it located?
What's their rough timeline and budget?
A CRM helps by immediately logging the
time and source of the lead and prompting
you to reach out. Some CRM systems can
even send an automatic thank-you or
confirmation email to the lead (“Thanks for
contacting GYRO Remodeling, someone will
call you within the hour”), which buys you
a bit of goodwill and time. But don’t rely on
automation alone - a personal follow-up
call as soon as possible is best to establish
rapport.

Appointment or Consultation Scheduled:
If the initial conversation goes well, the next
pipeline stage is typically setting up an in-
person consultation or virtual meeting to
discuss the project in detail. In your CRM,
youd move the lead to “Appointment Set”
(with the date/time noted). This stage is
all about professionalism: send a calendar
invite or confirmation email so the prospect

remembers. Many CRMs allow integration
with your calendar and can send reminder
emails or texts to the client, which can
reduce no-shows. It’'s also a good practice
to reconfirm the day before. From a sales
perspective, this stage is critical because
it's often the first face-to-face impression.
Your pipeline should reflect the scheduled
meeting so you can easily see who you're
meeting and when, and make sure you
prepare for each (e.g., review their initial info
and maybe look up any design ideas relevant
to their project).

Needs Analysis & Quote: After the
consultation, you'll likely need to deliver
a proposal or estimate. So once you’ve
visited the site and gathered requirements,
you might update the CRM to a stage like
“Proposal Delivered” or “Pending Quote”
This stage is where many deals stall if not
managed well. Homeowners might be
waiting on your quote or comparing multiple
quotes. Follow-up here is crucial. If you
send a proposal and hear crickets for a few
days, it's absolutely appropriate to nudge.
Sometimes an email gets lost or they got
busy. A quick call or email like, “Hi, just
checking that you received our remodeling
proposal and if you have any questions — I'm
happy to go over any details,” can prompt a
response. Your CRM should remind you who
needs a follow-up. You can set a task, like
“Follow up on Proposal for Jane Doe - due
Friday” Many remodelers lose jobs at this
stage simply by not following up, assuming
“if they liked it, they’'d call” Don’t assume —
people procrastinate. Your polite persistence
can be the difference between winning the
project or losing out to a more proactive
competitor.
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Negotiation & Commitment: Let's say the
homeowner is interested but perhaps has
some concerns orwants adjustments (maybe
about price, timeline, or materials). In your
pipeline this might still be in the Proposal
stage or you might move it to “Negotiation”
or “Verbal Commit” if they’ve signaled strong
intent. Here, your CRM notes are gold. Refer
back to everything you’ve learned about their
priorities and concerns. Perhaps your notes
show they were very budget-conscious about
the kitchen remodel. You might then present
a couple of options in the contract (a high-
end vs. value-engineered version). Logging
these details also helps if you need input
from a team member (maybe your designer
or a subcontractor) — anyone can read the
history and quickly get up to speed to assist.
Once the client gives the green light (“We're
ready to go with you”), you move them to the
final stage.

Contract Signed (Deal Won): You did it — you
closed the deal! Mark that lead as “Closed —
Won” in your CRM with the contract value.
It’'s satisfying to drag a deal into the win
column. But the pipeline work isn't over. A
good CRM will keep that customer’s info for
project management and future marketing
(like asking for reviews or referral business
later). You might even create a follow-up
reminder for after project completion — eg,,
“Call for testimonial or review two weeks

after project finish” That ensures your sales
loop continues into maintaining a great
relationship (and feeding your reputation,
which as we covered, brings in more leads).
If a lead doesnt pan out, youd mark it
“Closed - Lost” and ideally note the reason
(price, went with competitor X, decided to
postpone, etc.). Tracking lost deals is healthy;
it can reveal patterns. For instance, if you see
many notes like “client chose cheaper bid,
you might decide to emphasize your value
more in sales conversations or follow up on
lost leads later if you run a special or have
flexibility in pricing.

Each stage of the pipeline has one thing in
common: active follow-up. A CRM shines
here by acting as your reminder and task
manager. Instead of keeping all those to-
dos in your head, let the system do it. You
can often set up next steps the moment
you complete the last one. Example: After
sending a quote, create a follow-up task
for 3 days later to check in. The CRM will
then ping you when it's time. This ensures
no prospective client is left hanging, which
is professional and also increases your win
rate. Remember, a homeowner reached out
because they have a need - if you're the one
who consistently stays in touch and guides
them, you build trust and momentum
toward a signed contract.
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Don’t Let Good Leads Go to
Waste: Follow-Up Persistence

There’s an old saying in sales: “The fortune is
in the follow-up.” Corny as it sounds, it’s very
true for remodelers. Many contractors are
great at their craft and even great in person
with clients, but then they forget to call
Jim back or they don’t send that estimate
when they promised, and the lead goes
cold. Consistency and persistence set top-
performing businesses apart. Consider this
eye-opening statistic: 50% of sales happen
only after the 5th contact or follow-up, yet
44% of professionals give up after just one
follow-up attempt. In other words, half of
the deals are won by those who politely keep
checking in, while a huge portion of your
competitors may drop off after the first try.
If you make even a couple more follow-up
touches than the average remodeler, you're
already ahead.

Now, persistence doesn't mean pestering
or being annoying. It's about having a
structured approach to stay on a prospect’s
radar and show helpfulness. For example,
here’s a reasonable follow-up cadence after
delivering a remodeling proposal:

Day 1: Send the formal proposal and an
email saying “Thank you for your time today
— here’s your estimate, I'm happy to answer
any questions.”

Day 3: If no word, shoot a quick email or call:
“Just checking that you saw our proposal for
your kitchen. I'm here to clarify anything or
adjust if needed”

Day 7: Follow up again, maybe share a small
value-add: “Hi! | also wanted to share a quick
reference from a similar project we did last
year, in case it's helpful. Let me know if
you’re leaning toward moving forward - our
spring slots are filling up.”

Day 10-14: One more try, perhaps by phone: |
know life gets busy — | wanted to touch base

once more in case you had any questions
or feedback on our proposal. Even if you've
decided to hold off or go another direction,
we'd appreciate knowing. And of course,
wed still love to work with you whenever
you’re ready”

At each touch, you’re polite, professional,
and not pushy. You’re giving them permission
to say “not yet” or “we chose someone
else,” but you’re also reminding them that
you haven’t forgotten them. People actually
appreciate that kind of attentiveness.
Many homeowners honestly do get busy
or distracted — maybe their kid got sick or
work heated up, and the remodel decision
got postponed. Your follow-ups can reignite
the conversation when the timing is right.
And if they did pick another contractor, well,
at least you'll know (and perhaps politely
ask what the deciding factor was - that’s
valuable feedback for you).

Using your CRM, you can automate parts
of this process. You might set up an email
template for the “checking in” message, so
it only takes a minute to personalize and
send. Some CRM systems even allow you to
schedule emails or set up a sequence: for
instance, a pre-written follow-up that will
automatically send if the deal is still marked
open after 7 days. If you prefer a more
personal touch, the CRM will still remind you
so you can do it manually. The key is not
relying on memory alone. We're all human
— you might think “I'll call her next week,
and then you get two new jobs and it slips.
The CRM is like your ever-patient assistant
whispering, “Hey, don’'t forget to follow up
with Jane Doe today”

It's worth noting that effective follow-up isn’'t
just about frequency but also channel. Try
mixing up how you reach out. Maybe you
left a voicemail once — next time try a text
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message or an email. Different people prefer
different communication. A quick text like “Hi
Jane, it's Mike from ABC Remodeling. Sent
you an email with your estimate a few days
ago — just wanted to make sure you got it
and see if you have any questions. Happy to
chat whenever convenient!” can get a faster
response from someone who lives on their
smartphone. Your CRM can often send texts
or at least store the communication history
when you use your phone. Make sure to log
those attempts in the CRM (some systems
do this automatically if you call or text
through the app). This way, you have a record:
e.g. “Left VM on 8/1, emailed 8/3, texted 8/5”
If after many touches there’s still silence,
you might mark the lead lost — but you've

At GYRO, weve seen firsthand how
a systematic follow-up process can
dramatically increase a remodeler’s close
rate. In one case, a client of ours discovered
they had over a dozen old leads in their
CRM that had never been followed up
with beyond the initial quote. We helped
implement a simple re-engagement email
campaign (basically a friendly “Just checking
in — are you still considering your remodel?”
note). The result: they revived a couple of
those leads into actual projects worth tens
of thousands in revenue. It was literally
business sitting on the table that just needed
a little nudge

given it a fair shot, which is more than many I'he lesson: a lead is only truly “dead” when

do. And sometimes, three weeks later, the
client replies out of the blue apologizing for

vou've confirmed they're not moving forward.
Until then, smart, periodic follow-ups can turn a

the delay and ready to start; you just never
know! By staying professionally persistent,
you keep the door open.

o

“maybe” into a “yes.”

Tools and Tacties to
Streamline Your Pipeline

Embracing CRM and disciplined follow-up
doesn't mean you’'ll spend all day glued to
a computer or making calls. The beauty of
today’s technology is that much of this can
be streamlined and automated, while still
feeling personal to the client. Here are a few
tips and tools to help manage your sales
pipeline efficiently:

Set Up Instant Notifications: Ensure your
phone or email alerts you immediately when
a new lead comes in. Most CRM systems will
do this (e.g., send an app notification or text).
If a prospective client submits a form on
your website, you (and anyone else on your
team responsible for leads) should get a ping
right away. This goes back to speed — if you
know the second a lead arrives, you can act
quickly. If your CRM doesn’t have this, even
a simple solution like having website form

submissions forwarded to a special email
that triggers a phone alert can work. Don’t
let inquiries sit unseen for hours.

Missed-Call Text Back: Many remodelers
get leads via phone calls — perhaps from
a Google listing or referral. But you cant
always pick up if you're on a roof or with a
client. Consider using a phone system or
service that has a “missed call text-back”
feature. This automatically sends a friendly
SMS to anyone who calls and doesn’t reach
you, such as: “Hi, this is John from XYZ
Renovations. Sorry | missed your call — how
can | help you today?” It's a small touch
that can prevent a lead from phoning the
next contractor on their list. Some CRMs or
integrated phone apps offer this, and it can
be a game-changer for busy contractors.
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Email Templates and Snippets: \Write out
a few go-to email templates for common
touchpoints — e.g,, initial response, follow-up
after quote, scheduling the next meeting, etc.
Save them in your CRM if it allows (most do)
or even as notepad snippets. This way you're
not retyping the same courteous phrases
each time. Just be sure to personalize each
message with at least the client’s name and
maybe one detail, so it doesn't feel like a
canned form letter. Templated emails help
you follow up fast and professionally (no
typos, well-crafted wording) even on your
busy days.

Task Reminders and Calendar Integration:
Use the task or reminder functions in your
CRM religiously. Got off the phone with a
new lead who said “Call me next Tuesday”?
Create that task in two clicks while it’s
fresh. The CRM will then remind you and
it'll pop up in your to-do list. If you integrate
your CRM with your calendar or project
management tool, you can see those follow-
up tasks alongside your project schedule.
This prevents double-booking yourself and
keeps sales activities in view even when
you’re deep into construction work on other
jobs. Essentially, treat follow-up tasks with
the same importance as a client meeting -
schedule them.

Lead Scoring or Prioritization: If you start
getting a high volume of leads, you might
implement some basic lead scoring -
essentially ranking inquiries by quality or
urgency. For instance, a lead who mentions
a $100k addition and has a desired start
date next month is high priority, whereas a
vague “thinking about a remodel someday”
might be a slower burn. Some CRMs let you
mark hot vs. cold leads or assign scores.
Even if you do it mentally, try to respond to
the hottest leads first (though ideally you
respond to all promptly). The point is a CRM
can help you not just follow up, but follow
up smartly, focusing effort where it’s most
likely to pay off.

Tracking and Analytics: As you diligently
log your leads and outcomes in the CRM,

you'll accumulate valuable data. Take time
periodically to review it. Many CRM tools
can generate simple reports: e.g., how many
leads you got this month, what percentage
converted to appointments, how many
ultimately closed, and how long on average
each stage takes. These metrics are powerful.
If you see, for example, that 50 leads came
in last quarter but only 5 became customers,
that might prompt you to evaluate where the
others dropped off. Did a lot of them go dark
after the initial call? Maybe your pitch needs
tweaking, or you might experiment with a
stronger incentive (like a free consultation or
design) to get them to the next stage. Or if
most made it to proposal but didn't close,
perhaps your pricing is high for the market or
you need to improve how you communicate
value. Knowledge is power — and a CRM
gives you the knowledge by capturing the
history and outcome of each lead. It sure
beats guessing or going off faulty memory (“I
think we did okay on leads last summer?”).
Instead, you’ll know where you stand and
can set goals like “Let’'s improve our lead-
to-sale conversion from 10% to 20% by next
year.” Even a small improvement means a lot
more revenue.

Integrate with Your Marketing: Your CRM and
marketing efforts should talk to each other.
If you’re using tools like email newsletters,
Google Ads, or Facebook campaigns, many
CRMs allow integration or at least importing
of leads from these sources. For instance,
leads from a Facebook Lead Ad can flow
straight into your CRM with a tag “Facebook
Ad - Kitchen Promo,” so you know how they
found you. This helps you personalize your
conversation (“Oh, you saw our Facebook ad
about kitchen makeovers - great!”) and track
marketing ROI (topic for a later chapter, but
you’'ll want to see which sources give you the
most leads and wins). Furthermore, a well-
kept CRM database can become a marketing
asset: you can filter contacts and send past
prospects an email like “We’re booking fall
projects now — get 10% off if booked by Aug
31” to try re-engaging them. Because you
kept their info and email with permission,
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you have the ability to reach out down the
road. Some remodelers even segment their
CRM contacts (e.g.,, a list of everyone who
inquired about bathroom remodels) to send
targeted content or promotions. This is how
you start creating a virtuous cycle between
marketing and sales - leads come in, you
track and nurture them in CRM, some buy
now, those who don't are kept warm for
future nurturing, and you measure which
campaigns work best.

To sum up the tools: let technology do the
heavy lifting wherever possible. Automation
and CRM systems aren’t there to replace

the personal touch - theyre there to
ensure the personal touch actually happens
consistently. They help you respond faster,
follow through more reliably, and stay
organized. When used right, they actually
free you up to spend more time on the
human side of sales (listening to clients,
understanding their concerns, building
relationships) because you’re spending less
mental energy on remembering mundane
details and deadlines.

Turning Leads Into

Loyal Clients

Mastering CRM and pipeline management
isn’t just about “making the sale” — it’'s about
setting the tone for a great client relationship.
When a homeowner experiences prompt,
attentive communication from the first
inquiry, they begin to trust that you operate
professionally. That trust is reinforced each
time you follow through on what you said
you'd do (send an estimate, follow up at a
certain time, etc.). By the time they sign a
contract, they already feel confident that
they’re in good hands. And guess what?
Satisfied clients lead to positive reviews and
referrals, which feed right back into your
marketing engine. In a sense, your sales
pipeline is the bridge between marketing
and fulfillment: marketing brings in the lead,
your pipeline process turns that lead into a
paying project, and a happy customer at the
end can circle back to bring you new leads.

Keep in mind that CRM isn't only for pre-
sale. You can continue to use it during
the project (logging key communications,
setting reminders for client check-ins or
billing milestones) and after the project. For
example, set a task to email the client 6
months after project completion — perhaps
just a friendly “Hope you’re enjoying your new

space! Let us know if you have any questions
or if we can help with anything else”” This kind
of continued touchpoint can generate repeat
business (maybe they’re ready for the next
project) or spur them to finally get around to
writing that glowing review while the positive
experience is still top-of-mind. Many CRMs
allow you to categorize contacts not just as
leads, but as current projects or past clients,
S0 you can manage those relationships long-
term. As a remodeler, your past client list is
gold — don’t let it gather dust. Even a simple
spreadsheet or basic CRM can be used to
keep notes like “Ms. Smith — master bath
remodel completed Oct 2025 — mentioned
interest in kitchen next year” Then guess
who you'll be calling in 8-10 months to check
in? That’s right, and that proactive approach
could win you another project.

In conclusion, adopting a CRM and actively
managing your sales pipeline might feel like
extra work at first, but it quickly pays off
by making your lead handling smoother,
faster, and more effective. It ensures that
the money you invest in marketing to get the
phone ringing or the inbox filling up doesn’t
go to waste. After all, generating leads is only
half the battle — the other half is converting
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those leads into actual revenue. As we
often remind our clients at GYRO, a well-
oiled follow-up machine can sometimes
double your conversion rate, which is just
as good as doubling the number of leads
(and a lot cheaper to do!) If you’re using our
Megaphone system or similar services, you’ll
notice we put a strong emphasis not just
on delivering leads, but on setting up the
processes to capitalize on them. We know
from experience that a modest improvement
in lead response and nurturing can unlock
tremendous growth.

So, equip yourself with a CRM toolkit, map
out your stages, and treat every new inquiry
like the treasure itis. Be speedy, be organized,
be persistent, and watch your close rates

climb. By mastering this “not-so-secret” art
of lead management, you’ll not only boost
your remodeling business’s bottom line, but
you'll also create happier customers from
the very start — and that’s a foundation that
will support your growth for years to come.

Endnotes:

1. LeanData. “The Modern Rules of Lead Response Time.” LeanData Blog, 2021. (Cites that 78% of customers buy from the first company to respond, and highlights
the massive increase in contact and conversion rates when responding within 5 minutes.) <2

2. DemandSage — Ruby, Daniel. “33 CRM Statistics 2025 — Usage & Market Share.” DemandSage.com, 3 Mar 2025. (Highlights that 71% of small businesses use CRM
systems and that CRM users see an average 17% increase in lead conversions, among other benefits.) ¢

Harsh, P. “How to Design a Sales Call Cadence That Converts Leads: With 5 Real-World Examples.” Alore Blog, 4 June 2024. (Notes that 50% of sales happen after the
5th follow-up, yet 44% of sales reps give up after just one follow-up attempt, underscoring the importance of persistence.) <
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GROW YOUR REMODEL OUTFIT

This playbook was brought to you by
Grow Your Remodel Outfit (GYRO). At GYRO, we believe
that remodelers deserve a growth system, as strong as
the homes they build. We partner with organizations and
individuals to turn their brand, website, and reputation into a

steady pipeline of qualified projects.

For more resources, insights, and support, visit us at
TryGyro.com or connect with us on LinkedIn, Instagram,
and Facebook. Together, let's make remodeling growth

sustainable, profitable, and impactful.
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