5 Reasons Your Builder

Funnel Isn't Converting

2025 Data-Backed Insights

Is your builder funnel feeling more like a leaky bucket? You're not alone. Many construction
businesses struggle to convert leads into clients. Brickly has analyzed 2025 data from hundreds of
builder funnels and identified the core reasons why leads are dropping off. Let's dive in and fix them!

Reason #1: Weak Foundation (Poor Targeting)

Problem: Casting too wide a Many builders target everyone hoping something sticks. This
net. dilutes your message and wastes resources. By focusing on your
ideal client, you will ensure you're only targeting the people you

Hard Truth: You're attracting can actually serve.

unqualified leads who will never

become clients. Example: Instead of "Homeowners in [City]," try "High-end
homeowners in [Specific Neighborhood] looking for custom
Fix: Define your ideal client. renovations over $500 000."

Focus on demographics, project
types, budget, and location.

Reason #2: The Maze (Confusing User Experience)

Problem: A confusing website or Too much text, unclear calls to action, and a difficult-to-navigate
landing page experience. website will kill your conversion rate. Streamline the user journey

by making it ridiculously easy for visitors to find what they need
Hard Truth: Confused visitors and take the next step.

leave. They won't struggle to

understand your offering. Example: Remove unnecessary form fields. Use clear button
labels like "Get a Free Quote" instead of vague terms like
Fix: Simplify your messaging. "Submit."

Make navigation intuitive. Ensure
a clear path to conversion.

Reason #3: The Trust Gap (Lack of Social Proof)




Problem: Lack of testimonials, Potential clients need reassurance that you can deliver on your
reviews, or case studies. promises. Social proof provides that validation. Display
testimonials prominently, showcase before-and-after photos, and

Hard Truth: People trust other  highjight any awards or certifications.
people more than they trust your

marketing copy. Example: Feature video testimonials on your landing page.

Create detailed case studies showcasing successful projects.
Fix: Showcase your best work

and happy clients. Actively solicit
reviews and testimonials.

Reason #4: The Slow Burn (Delayed Response Times)

Problem: Slow or non-existent In today's fast-paced world, potential clients expect immediate
follow-up with leads. responses. If you don't follow up promptly, they'll likely move on to
the next builder. Implement automated email sequences and

Hard Truth: Hot leads cool off consider using a chatbot to provide instant support.

quickly. Speed is essential.
_ Example: Set up an automated email sequence that sends a
Fix: Automate your follow-up welcome email immediately after a lead submits a form, followed

process. Respond to inquiries by a series of emails showcasing your services and expertise.
within minutes, not hours.

Reason #5: The Disconnect (Poor Communication)

Problem: Failing to nurture Don't just send a quote and disappear. Keep leads engaged by

leads throughout the sales sharing helpful articles, project updates, and special offers.

process. Personalize your communication to show that you understand
their needs.

Hard Truth: Building trust and

rapport takes time and Example: Send a personalized video message introducing

consistent communication. yourself and your team. Share relevant blog posts or case studies

based on their project type.
Fix: Stay in touch with leads.

Provide valuable content. Build
relationships.

Ready to Transform Your Builder Funnel?

Don't let a leaky funnel cost you valuable business. Brickly specializes in helping builders like you
optimize their marketing and sales processes to generate more leads and close more deals.

Get a FREE Funnel Audit!



Let our experts analyze your current funnel and identify areas for improvement. Schedule a call today
and start converting more leads into happy clients.



