
Strategic Overview
Kodaco Construction operates in the commercial and investor-

focused construction market in Charlotte, NC. The company has 

built a strong operational base with solid project history and growing 

social media presence. However, the business currently lacks a 

unified marketing system capable of generating consistent, qualified 

leads. Most inquiries originate from informal channels such as 

referrals, past relationships, and scattered social engagement.

The digital ecosystem4website, ads, content, follow-up4is not yet 

structured to convert awareness into predictable project flow. This 

marketing strategy establishes a clear direction for positioning, 

messaging, target audiences, and the core funnel architecture that 

will convert market visibility into revenue.

Primary Objective: Build a repeatable, measurable engine that 

drives investor and commercial renovation work year-round, without 

relying on luck or sporadic outreach.

Market Focus & Positioning

Define clear target segments and 

competitive differentiation

Messaging & Value Proposition

Craft compelling communication 

aligned with buyer priorities

Acquisition & Conversion 
System

Deploy structured funnel for 

predictable lead generation



Market Analysis and Target Segments
Understanding who to serve and why they matter forms the foundation of effective marketing strategy. Kodaco's 

target market consists of three distinct segments, each with unique characteristics and value potential.

Local Real Estate 
Investors
Primary Segment

Small-to-mid size investors 

managing income-producing 

properties including retail 

spaces, small office buildings, 

multi-tenant commercial units, 

and mixed-use properties. They 

handle several projects annually 

and prioritize predictability over 

low bids.

Why they matter: Repeat work, 

higher-value projects, and 

relationships built on trust and 

operational reliability.

Small Business Property 
Owners
Secondary Segment

Business owners responsible for 

upgrades, expansions, or tenant 

improvements. Lower project 

volume but needs align perfectly 

with Kodaco's service structure: 

minimal disruption, clarity, and 

consistent communication.

These clients value contractors 

who understand business 

continuity concerns.

High-Value Residential 
Remodels
Supporting Segment

Residential projects support 

credibility and maintain steady 

workload during gaps. They offer 

visual proof, positive reviews, and 

portfolio diversity.

Strategic role: Supplemental 

rather than primary focus4

credibility builders, not core 

business drivers.



Customer Pain Points and Buying Drivers
Understanding what keeps your target customers awake at night is essential to crafting compelling messaging. Across 

investors and commercial property owners in Charlotte, consistent patterns emerge that shape their contractor 

selection process.

Critical Pain Points

Project Delays

Poor planning or contractor mismanagement 

creates cascading timeline failures that impact 

tenant turnover and revenue.

Communication Breakdowns

Missed updates, unclear timelines, and 

unresponsive contractors create anxiety and 

operational uncertainty.

Unreliable Quality

Substandard work leads to rework, cost inflation, 

tenant complaints, and damaged property value.

Permitting Problems

Poor administrative processes create regulatory 

headaches, unexpected delays, and compliance 

risks.

Budget Inconsistency

Low initial estimates followed by surprise cost 

increases erode trust and strain financial planning.

What Wins the Project

These pain points reveal what actually drives buying 

decisions. The contractor who wins the project 

demonstrates:

01

Structured Process

Clear methodology from consultation through 

completion

02

Transparent Communication

Proactive updates and accessible project leadership

03

Timely Completion Evidence

Documented track record of on-schedule delivery

04

Permitting Competence

Proven ability to navigate regulatory requirements

05

Clear Documentation

Detailed proposals, scopes, and project records

"In commercial construction, the contractor who 

reduces uncertainty wins the contract. Price 

matters, but predictability matters more."



Positioning Strategy
Kodaco cannot win by being a generic contractor. The Charlotte market is saturated with "generalists" competing 

primarily on price. Instead, the brand must own a clear, defensible position that reflects its operational strengths and 

resonates specifically with investor and commercial clients.

Positioning Statement
"Kodaco Construction is a project-driven contractor focused on predictable timelines, clear 

communication, and end-to-end management for commercial and investor renovations in Charlotte."

Operational 
Reliability

Consistent on-time 

delivery supported by 

documented project 

workflows and proven 

execution discipline.

End-to-End 
Coordination

Permits, planning, 

scheduling, and 

communication managed 

internally, reducing risk and 

burden for investors.

Commercial & 
Investor 
Specialization
A clear shift away from 

generic contractor 

messaging creates 

differentiation and elevates 

perceived value.

Proof-Based 
Credibility

Every marketing asset 

anchors in project photos, 

documented timelines, 

testimonials, and 

measurable outcomes.

This positioning guides all messaging, content strategy, website structure, and channel deployment. It becomes the 

filter through which every marketing decision is evaluated.



Value Proposition and Core Offer

Value Proposition

"Kodaco delivers renovation and build-out projects with 

structured planning, predictable timelines, and 

proactive communication4reducing delays, minimizing 

risk, and ensuring each project moves efficiently from 
concept to completion."

Key Differentiators

Clear timeline commitments backed by project 

management systems

Weekly progress updates keeping all stakeholders 

informed

Documented project scopes eliminating ambiguity and 

scope creep

Investor-ready cost transparency with detailed 

breakdowns

Proven commercial experience across tenant 

improvements and renovations

These differentiators must be visible on the website, in 

proposals, and throughout every stage of the marketing 

funnel. They transform abstract promises into concrete value 

statements that address specific buyer concerns.

Primary Market Offer

Free On-Site or Virtual Consultation

Delivered within 48 hours

Comprehensive project assessment

Preliminary timeline outline

Budget range estimate

Clear next steps

This low-friction entry point converts interested 

prospects into active leads. It removes barriers, 

increases conversion rates, and gives Kodaco the 

opportunity to demonstrate competence early in 

the relationship.

Strategic benefit: The consultation serves as both 

a conversion mechanism and a qualification tool, 

ensuring both parties invest time wisely.



Messaging Framework and Channel Strategy
Consistent messaging across all channels builds recognition and trust. The framework below governs how Kodaco 

communicates across digital properties, advertising, and direct client interactions.

Core Messages

Timelines and Process Matter
Commercial clients demand predictability. Emphasize 

schedules, coordination discipline, and execution 

excellence.

Communication Is a Service
Weekly updates, clear expectations, and proactive 

management differentiate premium contractors.

Proof Over Promises

Documented projects, before-and-after photos, and 

client testimonials validate competence.

Investor-Aligned Delivery

Address tenant turnover, leasing deadlines, minimizing 

downtime, and tight project sequencing.

Channel Deployment Strategy

Website
Primary Conversion Asset

Direct headline targeting commercial and investor 

clients. Consultation form at homepage top. 

Prominent phone number. Proof elements 

throughout. Clear service descriptions. Mobile-

optimized and fast-loading.

Google Search Ads
Primary Paid Channel

Target high-intent search terms: "commercial 

renovation Charlotte," "tenant improvement 

contractor Charlotte," "general contractor 

commercial NC." Direct traffic to dedicated landing 

pages.

Social Media
Awareness and Credibility

Instagram/Facebook: Progress updates, completed 

projects, job site clips. LinkedIn: Target business 

owners and investors with professional project 

insights and before/after documentation.

Retargeting
Conversion Recovery

Essential for bringing back high-intent visitors who 

reviewed project galleries or service pages but didn't 

submit the consultation form.



Funnel Architecture and Performance Metrics
A predictable marketing system requires a simple, linear, and measurable funnel. Each stage must be tracked, 

optimized, and aligned with revenue generation goals.

Awareness

Google Ads targeting commercial renovation 

keywords, consistent social posting schedule, local 

SEO optimization through Google Business Profile

Intent

Optimized landing pages, website service galleries, 

project documentation, client testimonials and case 

studies

Conversion
Streamlined consultation form, 5-minute follow-up 

standard via call/SMS/email, structured quoting 

process

Retention and Referral
Systematic review requests, documented project 

outcomes, published case studies, quarterly re-

engagement campaigns

Key Performance Indicators

Primary KPIs

<$70
Cost Per Lead

Target maximum 

acquisition cost for 

qualified consultation 

requests

20-30
Monthly 

Consultations

Target volume of qualified 

project assessment 

meetings

25-35%
Close Rate

Conversion from 

consultation to signed 

contract

7-12%
Website Conversion

Percentage of visitors who 

submit consultation form

Secondary KPIs

Time to follow-up: Monitor response speed to new 

leads

Social engagement consistency: Track posting 

frequency and audience interaction

Review acquisition rate: Measure new testimonials 

per completed project

Bounce rate on service pages: Identify content or 

design friction points

Return on ad spend (ROAS): Calculate revenue 

generated per dollar invested

These metrics create accountability and enable data-

driven decision-making. Monthly review ensures 

continuous optimization and identifies underperforming 

channels quickly.



90-Day Rollout Framework
Successful implementation requires phased execution with clear milestones. This framework prioritizes foundation-

building before scaling, ensuring each component functions properly before adding complexity.

1 Month 1: Foundation
Building Core Infrastructure

Redesign website with conversion-focused architecture

Create consultation form with automated follow-up sequences

Optimize Google Business Profile with photos, services, and reviews

Standardize brand visuals and messaging across all channels

Establish baseline analytics and tracking systems

2 Month 2: Visibility
Activating Acquisition Channels

Launch Google Ads campaigns at $20-30/day targeting commercial keywords

Implement regular social posting schedule (3-5x weekly)

Launch and optimize LinkedIn company page

Establish lead tracking dashboard with KPI monitoring

Create email nurture sequences for consultation follow-up

3 Month 3: Optimization
Refining and Scaling Performance

Implement retargeting campaigns for website visitors

Add 3-email nurture sequence for unconverted leads

Create first batch of case study materials from recent projects

Adjust ad targeting based on conversion data

Increase budget on top-performing keywords and campaigns

After 90 days, the system becomes predictable enough to scale gradually. Data accumulated during this period 

informs budget allocation, messaging refinement, and channel prioritization. Cost per lead should stabilize, allowing 

confident investment in proven acquisition channels.

Month 1

Month 2

Month 3

Month 4+

0 10 20 30



Long-Term Strategy and Conclusion

Long-Term Strategic Initiatives

Video Testimonials

Produce quarterly video case studies featuring 

satisfied clients and completed projects

Case Study Library

Document high-visibility projects with detailed 

narratives, timelines, and outcomes

Local SEO Dominance

Continue building organic search authority for 

commercial construction keywords

Service Expansion

Extend Google Ads into tenant-improvement and 

maintenance contract segments

Operational Excellence

Build internal SOPs for lead handling, quoting 

processes, and client communication

Scaling with Data
As campaign data accumulates over 6-12 months, several 

improvements emerge naturally:

Campaign performance optimization: Historical data 

reveals which keywords, ad copy, and landing pages drive 

highest-quality leads

Cost per lead reduction: Increased Quality Scores and 

conversion rate improvements lower acquisition costs

Client volume stabilization: Predictable lead flow enables 

better resource planning and project scheduling

Message refinement: Client feedback informs positioning 

adjustments and service offering evolution

Channel diversification: Proven success enables 

confident expansion into additional platforms and tactics

Strategic Clarity

Kodaco's opportunity lies not in "doing more 

marketing," but in implementing a structured, 

disciplined system that converts visibility into 

revenue.

By focusing on one clear target audience, maintaining 

consistent messaging across channels, and deploying a clean 

acquisition funnel supported by Google Ads and strong 

credibility assets, the company can achieve predictable and 

scalable project flow.

This strategy provides the direction, framework, and 

tactical roadmap needed to build a revenue-generating 
marketing engine that operates independently of referrals 

and luck. With disciplined execution over 90 days and 

continuous optimization thereafter, Kodaco Construction can 

establish market leadership in the commercial and investor 

renovation segment in Charlotte.


