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Why do some companies consistently attract high-paying clients while others always lose
projects to the competition? While the quality of your work is important, so is the way you
communicate your value. In other words, your marketing strategy: something that many
companies fail to prioritize. 
 
Before we dive into the 4-steps that will bring in high quality (read high paying) clients, I want
to set the foundation. 
 
The fact is a great brand + marketing = you winning projects!
 
But without knowing who your ideal client prospects are - you will most certainly fall short
on your branding efforts - continuing to lose great projects to your competition.
 
Your clients need to know who you are, what you do, and, most importantly, how you can
solve their problems.  But that knowledge doesn’t just happen on its own: it’s up to you to
make sure that in a crowded industry, your number gets called first.
 
The four steps in this guide will help you foster relationships, so the right clients come
knocking on your door. From social media to the good old telephone, these tactics will build
the foundation for a marketing strategy that delivers consistent, high-quality clients.
 
Get those A+ clients,
 
 
 
Kim Naughtin
AEC Consultant Group, Owner

LOOKING FOR
A+ CLIENTS?
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As a landscape architect and
marketing professional, Kim
understands the issues that
businesses in the landscape
industry face.
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STEP ONE
Identify A+ clients to
fill your schedule

What is your specialty?
What type of work do you prefer?
What sets you apart from the competition?
What is your ideal project?
What type of projects are NOT ideal?
What geographic area do you work in?

Any client is a good client, right?
 
Wrong. 
 
The right client showcases your expertise
while enabling you to work efficiently and
cost-effectively.
 
Determine your perfect client by creating a
specific profile of your business.
 

 
Do you prefer large-scale projects or prefer
intricate design and construction? Is your
business strategy more about quantity or
quality? Do you typically stay in one area or
are you happy to drive several hours, or work
remotely? 
 
These types of questions allow you to identify
what’s important to you, so you can pursue
clients that support your overarching goals
and preferences.
 
Your answers to the questions above will not
only reveal your perfect client, but they can
also help shape and sharpen your message.

DID YOU KNOW?
Architectural &
Engineering services
generated $290 billion
annual revenue.
 
Construction creates $1.3
trillion worth of structures
each year.
 
Landscaping services
generated $99 billion
annual revenue.
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STEP TWO
Communicate what
makes you different -
and better - than the
competition

At XYZ Landscaping, we help Kansas City
homeowners create and maintain
beautiful spaces that they will love year-
round - and that will be the envy of their
neighborhood.

“I do design and build.” 
 
“I maintain commercial properties.” 
 
These descriptions aren’t only boring;
they’re ineffective.
 
Thousands of other organizations can say
the exact same thing. In the marketing
industry, we say that facts tell and stories
sell. It’s your job to craft and communicate
your story. 
 
Ask yourself: What is so special about my
business that prospective clients would be
crazy to work with anyone else? 
 
Make it as specific as possible. 
 

 
Once you’ve got your message, carve it in
stone. This should be what comes out of
your mouth every time you meet someone. 
 
All of your print and online marketing
communications should support this one
simple message.

DID YOU KNOW?
85% of people trust 
online reviews as 
much as personal
recommendations.

page 4© Kim Naughtin  |  www.AECconsultantgroup.com

http://www.aecconsultantgroup.com/


STEP THREE
#1 Mistake that you
are making - driving
your clients to your
competition

If you’re struggling to bring in clients or
losing them to the competition, you’re
probably making this critical mistake: 
 
You are not solving your clients’ problems.
 
It sounds simple, but many businesses
become so focused on what they do that
they forget about why it matters to the client. 
 
When a prospect chooses another company,
it’s because that company did a better job of
solving (or selling the idea that they can
solve) that client’s problems. 
 
How do you fix it? 
 
Get to know your prospective clients. 
 
Discover how to meet their needs. Ask
questions to learn what’s important to them
and what will make them say, “Wow!” Find
out what their “must-haves” and “nice-to-
haves” are.
 
Gather all this information - then deliver
those answers and ideas in your brand and
your proposals.

DID YOU KNOW?
46% of people say that
website design is their 
#1 criterion for credibility
of a company.
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STEP FOUR
The fortune is in 
the follow-up, stop
leaving money on 
the table

Forgetting to follow up with current and
prospective clients can leave money on the
table. 
 
Your prospects are your number one
follow-up priority because you want to
keep them interested and engaged. 
 
Your past and current clients can also serve
as great connections for new projects.
 
Your personalized action plan with the AEC
Consultant Group includes several creative
approaches to client follow-up that ensure a
reliable pipeline and great referrals.

 Identify A+ client prospects

 Tell your story through your brand

 Solve your prospect's problems

 Follow-up with prospects

               ATTRACT A+ CLIENTS

1.

2.

3.

4.

DID YOU KNOW?
80% of sales require 5
follow-up calls after the
meeting.  44% of sales
reps give up after 1 
follow-up.

Recap
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HOW TO MAKE IT HAPPEN:

YOUR PLAN OF ACTION

 

Now that you know the basics of a
successful marketing strategy, it’s time to do
the work! That’s where the AEC Consultant
Group comes in. 
 
The AEC Consultant Group, helps architects,
engineers, contractors, landscape architects,
landscape contractors, and product
suppliers execute on the ideas in this guide
and much more. 
 
Most businesses do not have sufficient staff
dedicated to handle the marketing
necessary to grow their business.  AEC
Consultant Group works with one-person
companies to large corporations. We can do
the marketing work for you or consult with
your leadership and marketing team to
enhance their skills at marketing your
business.
 
When you partner with AECCG, you get a
personalized plan of action that makes it
easy to amp up your brand and attract those
A+ clients.
 
 
 
 
 
 

CLICK HERE 
TO BOOK YOUR STRATEGY

SESSION WITH KIM
"
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Meet 
Kim Naughtin
 
Kim brings over 20 years of combined
experience in the landscape and marketing
industries to her role as owner of the AEC
Consultant Group.
 
Kim provides consulting services and
education to industry professionals on the
importance of marketing and outreach to
attract clients, win projects, and boost
profits.
 
She understands the issues that businesses
face in the landscape industry and knows
how to reach your ideal client.
 
 
 
 
www.AECconsultantgroup.com/resources
shares articles, videos, and downloadable
information to help get your marketing on
track. You can also find the schedule for our
free, live webinars.
 
Contractor Marketing Tips is a private
Facebook group where I share marketing
strategies directed specifically to landscape
and home service contractors. Simply search
for our group and request to join.
 
Give me a call or drop me an email.  
I am always available to field questions and
serve as a resource.

Resources
 

(303) 817-8331
kim@AECconsultantgroup.com
www.AECconsultantgroup.com
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