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Your 2026 Efficiency Playbook 
Squeeze More Revenue from 
the Leads You Already Have

Brought to you by: 



The Scale and Experience That 
Reveal What Really Works
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15+ Years 
Leading relationship marketing 
for home improvement

500+ Contractors
Partnered with 
Nationwide

130,000+ Gifts 
Sent in 2025

1M+ Homeowners 
Nurtured on behalf of our clients 
(Email, direct mail, text)
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4. Rehash Unsold Leads

4 Revenue Generating Strategies 
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Internal Survey - Industry Pain Points
We looked at a sample of 100 contractors who started working with us this year alone. During those first conversations, we always 
dig into how they currently generate referrals, reviews, and repeat business. And here’s what the data told us:

73%
They were getting referrals and 
repeat business — but nowhere 
near the level they should be 
getting.

65%
Lack of consistency or capacity. 

They want to follow up. 

They want to run appreciation touches. 

They want to ask for referrals and reviews. 

But trying to do all of that in-house, 
consistently, puts significant strain on their 
internal teams.
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1. Customer Appreciation



Case Study: Appreciation & Reviews Results

Metric (Before gFour) Year 1 Year 3

5 Star Reviews 28 391 1,022

Percent of 
Customers that 
left a Review 
(%)

~3% 28% 63%

5 Star Rating 
Distribution (%) ~82% 92% 93%

% 5-Star 
Reviews 3% 26% 59%
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Benchmark (n=300):
Average: 40%



Takeaway
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Put a SYSTEM in place to say Thank You to all your customers.

It will DRIVE:
● More referrals
● More repeat business
● More online reviews
● Distinguish you from the competition and position you as the 

premium contractor in your market.
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2. Referral Marketing
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Referral Program Insights

Post Job Completion Referral Timeline 
Distribution

Months After Job Completion

Note: Proprietary gFour analysis

82% of 
customers 
Gave a referral 

3+ months after their job 
was complete.



Referrals Submitted by Relationship Source Number of Referrals Submitted by Customer
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Referral Program Insights

Note: Proprietary gFour analysis

44% 
of people that refer send 

more than 1 Referral



Beta: Automated Referral Text Campaigns 

48% 
Click-through 

rate

98%
Open rate
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Key Takeaways - Building a Referral Program

1. Keep it Simple

2. Put a system in place to remind your customers about the program
a.  82% of customers gave a referral 3+ months after their job was 

complete

3. Have a system to track and pay referrals. 
a. 44% of people that refer send more than 1 referral



3. Past Customer: Database Reactivation Campaign

2 - 10% 
conversion over 

12 months

Customized
Email Campaigns

+ +
Monthly 

eNewsletter
Quarterly Referral

Rewards Prize
Drawing Reminders

Business Type Roofing

Revenue $6M

Past Customer List 2,721

Conversion into Repeat Jobs 94

Timeframe < 3 Months

Conversion Rate 3.5%

Email Open Rate 42%

Case Study

Past Customer Database Conversion
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Past Customer: Unlock More Revenue with Multi-Channel Approach

Direct mail paired with digital campaigns produce 28% higher conversion 
rates and boosts response rates by 450%

Holiday Mailer Case Study
Avg. Campaign Revenue: $38,882
Avg. Campaign Spend: $2,644 
n= 69 

Avg. Cost of Marketing : 6.8%
Highest Cost of Marketing : 33%
Lowest Cost of Marketing : 0.4%
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100 New Leads 
per Month

$500 per lead

$50K Spent

50% 
Convert
50 jobs x 

$15K = $750K 
in revenue 

This is where most 
companies stop.

50% 
Don’t convert

(50 Leads)
Most sit 

untouched in 
CRM

+4 Additional 
Jobs

$60K in Additional 
Revenue 

NSLI increase by 8%
Close rate: increases 

to 54%

Direct 
Mail Email

Rehash 
Campaign

Our data shows that rehash campaigns convert at 7%

4. The ROI Power of Lead Rehash

Monthly 
Newsletter
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Timing Touchpoint Channel

Day 1 Thank-You + Next Steps Email

Day 7 Thank-You Card + “Handwritten 
Letter”

Direct Mail

Day 14 Light Check-In Email

Week 6 Postcard Nudge Direct Mail

Day 90 Final Touch Email

Ongoing
(1×/month)

Monthly Newsletter Email

A Simple 90-Day Rehash Playbook You Can Start Tomorrow

This simple sequence consistently converts ~7% of unsold leads into new jobs— without buying more leads.

Build your rehash list

Set Your Offer & Spokesperson 

Build your sequence (timing + 
touchpoints)

Step 1.

Step 2.

Step 3.

Create a simple process for adding unsold leads to a 
rehash list and sequence

We recommend sending from the owner or sales leader. 
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Case Study: Rehash Campaign 

“We began Rehash a year ago, 
and have added 898 into 
Rehash and seen 99 
conversions (11% conversion 
rate).”

The average nurture time in 
Rehash was 3.5 months.

# of Rehash Leads Added 898

Investment per Rehash Lead ($) $6.25

Total Investment $5,642

Customer Conversion 99 (11% rate)

Average Ticket $10k

Revenue ($) ~$1.0mm

Cost of Marketing (%) 0.6%
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Who can pay more for a Lead?  

Contractor A

Contractor B



A Proven Customer 
Relationship Marketing 
System for Home 
Improvement Contractors

Cutting edge approach. Old-school 
relationships.
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Thank You!
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27.2x



ROI Accelerates the Longer You Run the Program
ROI Benchmarking based on existing customer base and tenure
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ROI (Revenue / Program Investment)
Time 

Bracket
Median ROI Top 75%

0-3 mo 3.0x 90.5
4-6 mo 5.1x 23.1
7-9 mo 6.9x 35.6

10-12 mo 12.1x 23.0
12+ mo 14.0x 115.1

Poll to 
book demo

Sample sizes vary by cohort due to customer tenure (n=13, 9, 5, 7, 241)

Median 14× 
ROI after 
12+ months



Clearwater Beach, FL
February 10-11, 2026

Save $100 off with code: 

         
 GFOUR26

“Pit Crew” Packages

+ SAVE UP TO $4,000 
(50% OFF!) with new


