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5 Quick Tips for Writing Ads that Bring in Customers for
Your Home Improvement Business

It's tough trying to reach customers who need the kind of top-notch, quality kitchen cabinets and
installation service only your home improvement business offers — especially if they don’t even know
you’re out there. The good news? You don’'t need a massive marketing budget or a degree in advertising
to change that.

This article gives you 5 quick tips for writing ads that help you attract and reel in just the right customers
who want — and need — what you have to offer. They just don’t know it yet.

Whether you’re reaching out through Facebook, Google, or Instagram, or going the old-fashioned print
advertising route, any home improvement ad worth its salt follows five basic rules. Master these, and
your ads will start doing the heavy lifting for you.

The Five Rules of a Great Home Improvement Ad:
1. Mix content and graphics (or video) to show while you tell.
Write a great headline.
Showcase the value of your services.
Highlight your unique selling points.

End with a clear “Call-to-Action” to get them to pick up that phone, send that email, or just walk
right into your store.
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So just how do you manage to get all these things into one little ad? Read on — we’ll break each one
down with practical, actionable advice you can use right away.

1. Mix Content and Graphics (or Video) to Show While You Tell.

There’s an old saying in advertising: a picture is worth a thousand words. Nowhere is that more true than
in home improvement marketing, where the visual transformation is often your single most powerful
selling tool.

Don't just tell people that you can inject new life into old kitchen cabinets — show them. Take some
before-and-after photos and put them in an ad that makes homeowners want to chuck their old cabinets
from the Year One and update them to one of the new styles that only you carry. Nothing convinces a
potential customer faster than seeing the dramatic difference the right renovation can make.



Before

Replace with your own before & after renovation photos for maximum impact.

A compelling before-and-after image stops the scroll, stirs emotion, and plants the seed of “I want that
for my home.” Video walkthroughs of a completed renovation work even better on social platforms —
and they’re easier to produce than you might think.

2. Write a Great Headline.
Your headline is the single most important line in your ad. Keep it short, clear, powerful, and to the point.
You have 3 seconds to grab their attention — so make every word count.

A great headline speaks directly to what your customer wants and gives them a reason to keep reading.
Here are three techniques that consistently work for home improvement businesses:

« Be specific. “10 Kitchen Cabinet Styles to Choose From” is far clearer and more enticing
than the vague “How to Choose Kitchen Cabinets.” Specificity signals credibility.

« Use headlines that sell. “Take 10% Off Your First Order” gives the reader an immediate
reason to act. Lead with the offer when you have one.

+ Create a sense of urgency. “Don’t miss our special offer!” or “What are you waiting for?
20% off...” A deadline makes people move.

The best headlines combine at least two of these techniques — specific and urgent, or benefit-driven
and time-limited. Test a few variations and see which one your audience responds to most.



3. Showcase the Value of Your Services.
Renovations can be pricey for homeowners, so the moment they see your ad, they’re quietly asking

themselves: “Is this worth it?” Your job is to answer that question before they even finish asking it.

Rather than leading with price or features, lead with value — the tangible benefits the customer will
enjoy long after the job is done. Highlight how your company can:

+ Increase the value of their home.
« Save them time or money.
« Demonstrate how this home improvement can also be a real estate boon.

When you speak to outcomes rather than features, your ad stops feeling like a sales pitch and starts
feeling like useful advice. That's the sweet spot where great home improvement marketing lives.

4. Highlight Your Unique Selling Points.
There are a lot of home improvement businesses out there. So why should a homeowner choose you? If
your ad doesn’t answer that question clearly, you're leaving the decision entirely to chance.

Shine a spotlight on what makes your business different from others and why potential customers should
choose you over them. This makes your ad copy more relevant and compelling — especially if you offer
things like:

- Satisfaction guarantee. Peace of mind is worth a lot to a nervous homeowner.
» Free home visit and estimate. Remove the friction of “getting started” entirely.

- Same-day installation service. Speed is a powerful differentiator in a world where
people are used to waiting.

If you can back up your claims with a testimonial or a stat — “97% of our customers would recommend
us to a friend” — even better. Social proof is one of the most persuasive tools in any marketer’s toolkit.

5. Don’t Forget a Clear “Call-to-Action.”

Tell your customers exactly what you want them to do at the end of your ad. If you don’t tell them, most
won’t do anything. A strong call-to-action (CTA) is the bridge between interest and action — and it’'s non-
negotiable.

Use words that encourage urgency and make the next step crystal clear:

«  While supplies last.
+ For a limited time only.



+ Sale ends [Saturday].

Make sure they won’t want to miss the boat. The easier you make it to take action — a memorable
phone number, a one-click link, a clear store address — the more people will.

Quality kitchen cabinets that are sure to bedazzle — which your home contracting business can provide
— are just a phone call away. At BeDazzle, we help your business grow.

Let’s put your ads to work.
Call us at: (702) 898-9870 or email: KitchenCabinets@BeDazzle.com
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