
Marketing Simplified: 
The Key to Connecting With Customers
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Marketing Is Easy as 1-2-3

Implement 
Low-Cost 

Marketing Ideas

Improve Your 
Online Presence

Take Advantage of 
Co-branding with 

Wattsmart®



A Little Marketing Can Go a Long Way
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• Materials that can be left behind with 
customers:

• Program offers
• Energy-efficient equipment
• Benefit to upgrades
• Case study/real-life example

• Minimal cost

• Helpful reminder

• Allows time for customer consideration

Flyers, Cards, Handouts

Presenter Notes
Presentation Notes
It can be a big decision for customers. Sometimes it’s best to have a conversation, then let them think about it. Leave them materials to read and consider or a website to research.

On the right:  These exist as an editable file. Just reach out and ask about what we have. For this one, residential contractors fill in their contact info and print. Add individual’s name and contact or your business. There is a place for the company logo also.
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• Many have been created already and are 
available to print.

• If one doesn’t exist, share your idea for a 
handout with your outreach person.

• The marketing team can help make it happen!

Handouts – How to

Presenter Notes
Presentation Notes
(*Don’t overpromise that we will create ANYTHING. We may already have it. If what they want will add value to the program, we will look into creating it for all to use.)
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• Thoughtful or practical items 
that will be used or enjoyed:

• Magnet or sticker
• Pens, pencils
• Koozie or cup

• Minimal cost

• Helpful reminder to contact 
you when they are ready to 
move forward

Giveaways – Help Keep You in Mind

Presenter Notes
Presentation Notes
Items don’t have to cost a lot. We can refer you to some swag vendors if needed.




7

• Customers making an expensive, long-term 
purchase need to be comfortable.

• Hearing from a friend, neighbor or 
community member sets them at ease.

• Advertising helps you develop name 
recognition.

• Think about the research you do when 
making a high-ticket purchase.

• No cost. Do a good job then ask customers 
to recommend you.

• Offer a referral coupon or incentive.

The Power of a Referral

Presenter Notes
Presentation Notes
A lawn sign can show whoever drives by the company that installed a heat pump here and how to reach them. Your efforts don’t have to be this big. As long as your happy customer has an easy way to remember you and pass along your contact info to others, a business card, magnet or referral link can also work.
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• Do local advertising to increase name familiarity.

• Support local events, sports teams and/or a 
charity/fundraiser.

• Provide occasional donated time with media 
coverage.

• Host a food, coat or blood drive.

• Send employees into the community for a giving-
back day of service (and media coverage).

Become Memorable

Presenter Notes
Presentation Notes
�Here’s an example of an HVAC company participating in a charitable fundraiser/ cause for a family with Cancer. They are helping promote the fundraiser to cover the cost of the installation and providing a family in need a new HVAC system. 

Doing a small job with free labor in a situation where there is a desperate need, for example, demonstrates that your business cares about the community where they reside. 
When a happy customer refers your business, the potential customer may recall seeing your ads or reading how you have supported the community. That makes them more comfortable. 
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• Do you advertise anywhere?
• Do your vehicles include contact info 

and a recognizable logo?
• Do you have an online presence?

• Website (kept current)
• Facebook/Instagram/Twitter (X)
• YouTube

• Do past customers have something 
from you to easily refer others?

• Business card
• Magnet
• Referral coupon

Your Marketing Endeavors

Presenter Notes
Presentation Notes
Labeled vehicles work as a 24/7 mobile advertisement. Much research is done on the internet or via social media so be sure customers can find you.
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• Accompany you on in-person visits

• Listen together to customer needs 
and help you address them

• Provide 
• Printed materials to leave behind
• Links to info on our website
• Money-saving programs
• Online training

What Wattsmart® Marketing Offers

https://rmpwbvn.iqed.online/index

Presenter Notes
Presentation Notes
Until you become expert in all the Wattsmart programs, we are happy to go on customer calls with you. �Remember, we have a number of short, online training courses and videos, including courses on building your customer base. Scan the QR code here and login in to learn.


https://rmpwbvn.iqed.online/index


Examining, Building and 
Expanding Your Online Presence
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• “Google” your business and see 
what comes up.

• Are there online reviews?
• Is your business hard to find?
• Do other similar businesses come up 

before yours?

• Look at competitors online.
• Imagine you are a customer 

doing research.
• Copy what they do well.

Look at Your Online Presence

Presenter Notes
Presentation Notes
Can anyone use more business? Even if you are plenty busy now, things can change over time. Think about the long-term. 
What if some new company moves in and offers something you don’t or lower prices?
You have a long queue of project and need to expand. 
A professional reputation is important not only for getting new business but also for attracting the best employees. 
Be prepared for the future.
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• Make obvious to visitors
• Services offered
• Areas served
• How to contact
• Reviews or ratings
• Community involvement

• Also important
• Visually engaging
• All links in working order
• Updated regularly
• Organized logically
• Accreditations and certifications

Fresh and Current Website

Presenter Notes
Presentation Notes
Mention multiple options for contacting you – online, online scheduling, email, phone, send in a question, request a call back, etc. If you can learn how they found you, that info is very valuable.
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Reduce customer uncertainty.
• Share customer testimonials.
• Provide success stories.
• Show community involvement.
• Feature customer-facing employees.
• Include company background.

• Family-owned
• Years of experience
• Years in the community
• Current on latest technology

• Mention you are a participating Rocky 
Mountain Power contractor on your 
website!

Website and Socials

Presenter Notes
Presentation Notes
Find where your customers are going (sites visiting) for social media before investing much time. Don’t feel you have to be posting everywhere. Just where your potential customers are looking. 
Here is an example of a Rocky Mountain Power social post.
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• Google
• https://support.google.com/business/answer/

3474122?hl=en

• Yelp
• https://business.yelp.com/resources/

• Trustpilot 
• https://business.trustpilot.com/

• Thumbtack
• https://www.thumbtack.com/

• Angi, Inc.
• https://www.angi.com/

Monitor Business Reviews

Presenter Notes
Presentation Notes
Google and Yelp may be the most popular, but it’s good to be aware of how you appear on several review sites.
Setting up a Google business account easy and free. Advertising on Google is additional. They offer helpful articles. Customers can use for free.
Yelp is also free to set up and also offers helpful articles. Customers can use for free.
Trustpilot is also free to set up.  (An official Google review partner) Customers can use for free.
Thumbtack seems like a newer one. 
Angi is a merger of Angie’s List and Home Advisor. Can have a free listing, but offer lead generation and advertising for a fee. Members pay a fee for verified reviews and a happiness guarantee. 



https://support.google.com/business/answer/3474122?hl=en
https://support.google.com/business/answer/3474122?hl=en
https://business.yelp.com/resources/
https://business.trustpilot.com/
https://www.thumbtack.com/
https://www.angi.com/
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• Ask how the customer heard about you.
• Track results so you know where 

to focus.

• Follow-up afterward to 
ensure satisfaction.

• Address any issues to leave the 
customer 100% happy.

• Ask happy customers to give an 
online review.

• Provide a link to a review page.
• Offer a discount/reward for an 

honest review.

Encourage Business Reviews

Social proof

Presenter Notes
Presentation Notes
I recently had a job completed by a vendor. They sent me a link asking me to review them on Google. I did and they replied on Google as well. Now it is posted for anyone who searches. 

Social proof is a psychological phenomenon that explains how “human beings often make choices about what to think, and what to do, based on the thoughts and actions of others.” It’s one of the six key principles underlying the science of persuasion, through the lens of social psychology.
A link to the research is included if anyone wants to read up on it. 



https://news.wpcarey.asu.edu/20070103-gentle-science-persuasion-part-three-social-proof
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Is this effective? You decide.

Marketing / Website Examples

Drains by James
• Radio spots
• Website
• Mascot
• Slogan

Plumr

TJM Plumbing

Presenter Notes
Presentation Notes
(Click on each example)
Drains by James: It’s quite hokey and a bit disgusting, but quite memorable. 
Positives: website includes awards, reviews and certifications
Negative: a happy pile of poo ???
Plumr: It has certifications, testimonials, multiple ways to contact them, details about services provided, an option for a free quote, easy to navigate. 
TJM Plumbing: It's a presence, but pretty basic. Doesn't say very much. They have a 5-star review on Google, and their website should shout that out.

Customers know it can be hard to reach someone at a small business when they have time to call. It's better to have a good amount of questions answered by the website rather than have them wait for a call back.  


https://www.drainsbyjames.com/
https://myplumr.com/
https://www.tjmplumbingheating.com/


The Power of Wattsmart Co-branding

Presenter Notes
Presentation Notes
Co-branding is for Pro Network TAs. If you want to do co-branding, become a Pro Network. Define specialty contractors can be pro network too (distributors, manufacturers, small business)
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Utilize Your Rocky Mountain Power Relationship

Presenter Notes
Presentation Notes
Cobranding is primarily offered to Pro Network contractors. If you want to become one, contact us for how.
This was a campaign where a promotion was offered and one homeowner won a heatpump installed in her home. It was a cooperative effort by a HP manufacturer and an HVAC installer. In return, they were part of a social media campaign. 
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Leave-Behind Cards and Mailer

Presenter Notes
Presentation Notes
�The one on the left was a partnership project that we mailed to a targeted audience.
On the right, a leave-behind card to refer a friend and get a reward.
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Case Studies, Success Stories

Presenter Notes
Presentation Notes
Let us know if you have a success story. We may include you in an upcoming newsletter!
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Social Media Posts

Presenter Notes
Presentation Notes
We can help design a Rocky Mountain Power-branded social media post. Remember to be strategic about where you focus social media efforts.
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Wattsmart® Pro Network Trade Ally Features

Presenter Notes
Presentation Notes
Being featured on WattsmartHomes.com or WattsmartBusiness.com websites is also a perk for Pro Network trade allies. 




24

Identity Badge

Presenter Notes
Presentation Notes
This durable, co-branded badges give you a better sense of legitimacy when showing up at a potential customer’s location. Your face, company logo and contact info are combined with Wattsmart and Rocky Mountain Power.  The QR (quick response) code can be scanned to collect contact info on a customer’s phone. They are also available with NFC (near field communication) tap to share contact info. 
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Yard Signs Referral Program

Presenter Notes
Presentation Notes
Here is an example of a successful lawn sign referral promotion. It is cobranded with the vendor. The program offers a referral bonus to the homeowner and any new customers who make a purchase as a result of seeing the sign. 
We’ve had a request for more signs already. 




Any questions?

It’s time to put what you 

learned into action!

Presenter Notes
Presentation Notes
Choose from different section images by selecting “New Slide.” Use images that are most appropriate for your content.



	Marketing Simplified: �The Key to Connecting With Customers
	Marketing Is Easy as 1-2-3
	A Little Marketing Can Go a Long Way
	Flyers, Cards, Handouts
	Handouts – How to
	Giveaways – Help Keep You in Mind
	The Power of a Referral
	Become Memorable
	Your Marketing Endeavors
	What Wattsmart® Marketing Offers
	Examining, Building and �Expanding Your Online Presence
	Look at Your Online Presence
	Fresh and Current Website
	Website and Socials
	Monitor Business Reviews
	Encourage Business Reviews
	Marketing / Website Examples
	The Power of Wattsmart Co-branding
	Utilize Your Rocky Mountain Power Relationship
	Leave-Behind Cards and Mailer
	Case Studies, Success Stories
	Social Media Posts
	Wattsmart® Pro Network Trade Ally Features
	Identity Badge
	Yard Signs Referral Program
	Any questions?�

