


 
 

Marketing Made Easy™ for the Roofing Contractor 
                                     Home Study Course © 2009 

By: Debbra Sweet  
 
Congratulations for making the decision to help your business thrive by wanting to understand how to 
develop and implement effective marketing.  In the Marketing Made Easy ™ Home Study Course, you 
will begin to see how we’ve taken the vastness of marketing and have broken it down into simple, 
manageable steps so that you can begin to see changes in your marketing efforts sooner rather than later.  
 
Like any thing new that you learn, marketing is a skill that can be developed.  In order to become very 
good at it, you do need to practice and apply what you learn.   In this the Marketing Made Easy ™ Home 
Study Course for the Small Business, you are going to discover insights, tips, resources and proven 
techniques to help you grow your business. 
 
There are a few key things to understand going forward.  First, remember that this course is filled with 
information to support your business growth.  I’ve shared my own personal experiences in running small 
businesses with the information and resources we speak of.  I’ve personally worked closely with a variety 
of small businesses over the years setting up, assisting, guiding and implementing effective marketing for 
them. I have successfully co-owned a variety of small businesses for over 25 years where I did all the 
marketing and sales- giving me experiential knowledge and understanding of nuances of a business like 
yours.  My experience in includes retail, brick and mortar businesses, online businesses, growing lifestyle 
businesses and even enterprise business models. I know how to help guide you on marketing and 
effectively communicating with your ideal decision makers.  
 
Our company personally uses and has tested each one of the methods described in the course. Why is this 
important?  Because we have been able to shorten your learning curve and we know first hand what to do, 
and what not to do for achieving marketing results.  For the resources that we recommend, due to our 
personal relationships with these companies, we have been able to arrange for special pricing, services, 
offers and support by using the direct links in this kit.  Anytime you need assistance with these resources, 
feel free to contact us directly at support@sweetmarketingsolutions.com  or by calling 888-SWEET-85.   
 
Your business is going to evolve as it grows.   It’s inevitable.  The longer you stay in business, the more 
you learn, the more you adapt.  Conditions in the world around you change and these changes have an 
effect on the business market and consumer thinking.  Remember: as your business evolves your 
marketing will evolve also.  
 
We have laid forth time-tested, proven systems and guidelines to enable you to refer back to again and 
again.   We have broken the huge practice of marketing into manageable ideas that you can apply today.  
The Marketing Made Easy ™ Home Study Course is designed to be interactive for best results. Read 
through the course and be sure to actually work though the fill in sections. They are for your learning 
benefit.  The information you work out in those sections will also lay the foundation for your new and 
improved marketing.  
 
Enjoy learning in a direct and easy approach to help you get to the bottom line of what you need to do for 
results. Discover the fun you can have with new marketing ideas.  Grab onto the systems we share and 
have comfort knowing that you are one your way to meeting new people that can become trusted and 
valued life long customers.  
 
Here’s to your success and enjoy the journey of discovering Marketing Made Easy™!  
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DISCLAIMER: This book is designed to provide general fair use educational information to its readers on the subject of 
marketing. While all the stories and anecdotes described herein are based on true experiences, some of the names may be 
pseudonyms, some stories are compilations, and some situations may have been changed or edited for content, educational 
purposes and/or to protect each individual’s privacy. Any reference to copyrighted materials or other private property contained 
herein is considered Reasonable Fair Use for educational purposes. 
  
This information is sold, purchased and read with the understanding that neither the Publisher nor the Author are engaging in the 
rendering of legal, business, personal or other professional services by publishing the information contained in this work. The use 
of these views and opinions is in no way intended to be a substitute for accredited business, personal, legal, accounting, 
investment, medical and for any other professional advice or services you may require for suiting your specific needs. Always 
consult a licensed professional for answers to your specific questions and unique situation. The Publisher, its authors and any 
companies represented by authors specifically disclaim any liability, loss, or risk that is incurred as a consequence, directly or 
indirectly of the use and application of any of the contents of this work. 
  
The content of each chapter is the sole expression and opinion of its author(s), and is not necessarily that of the Publisher. No 
warranties or guarantees are expressed or implied by the Publisher’s choice to include any of the content in this work. The 
information supplied herein is believed to be reliable; however, such reliability cannot be guaranteed. We offer no guarantees as 
to the accuracy, timeliness or completeness of the information contained herein and disclaim any and all liability relating thereto. 
Pro Publishing Company is not responsible for any claims made by the authors of this work.  
 
EARNINGS DISCLAIMER: Any earnings or income statements, or earnings or income examples, are only estimates of what 
we think you could earn. There is no assurance you'll do as well. If you rely upon our figures, you must accept the risk of not 
doing as well. Where specific income figures are used, and attributed to an individual or business, those persons or businesses 
have earned that amount. There is no assurance you'll do as well. Any and all claims or representations, as to marketing results 
and income earnings, are not to be considered as average earnings. There can be no assurance that any prior successes, or past 
results, as to income earnings, can be used as an indication of your future success or results.  
 
Marketing success, monetary and income results are based on many factors. We have no way of knowing how well you will do, 
as we do not know you, your background, your work ethic, or your business skills or practices. Therefore we do not guarantee 
that you will gain more customers, get rich, that you will do as well, or make any money at all. Businesses and earnings derived 
there from, have unknown risks involved, and are not suitable for everyone. Making decisions based on any information 
presented in our products, services, or web site, should be done only with the knowledge that you could experience significant 
losses, or make no money at all.  
 
All “Marketing Made Easy” products and services are suggestive for educational and informational purposes only. Users of our 
products, services and web site are advised to use caution and do their own due diligence by seeking the advice of other qualified 
professionals before acting on this or any information. Our information, products, and services should be carefully considered 
and evaluated, before reaching a business decision, on whether to rely on them. By using the information contained herein, you 
agree that our company, authors, publisher and related affiliates are not responsible for the success or failure of your business 
decisions relating to any information presented by this entire product. 
  
Pro Publishing Company, the contributing authors contained herein and the companies they represent shall not be held liable for 
any contentions, damages or costs arising out of or in any way connected with the reader’s use of the materials and information 
provided or accessed through this publication. Use of the information contained herein denotes full acceptance of the terms and 
conditions as set forth above. 
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Marketing Made Easy™ Home Study Course Learning Objectives 
 

 
 
By the time you complete your Marketing Made Easy™ Home Study Course you will be in a 
position of greater enlightenment and understanding regarding what goes into marketing that will 
effectively support your business.  
 
You will have a deeper understanding and the ability to recognize what marketing ideas, options 
and avenues will benefit your business growth – as well as being able to recognize which ones 
are not a fit for you. 
 
The end results of working through this course will enable you to: 
 

1. Compare and contrast different marketing options to decide which one(s) will be 
appropriate to supporting your business growth goals. 

 
2. Identify the key components that go into strong content for successful marketing. 

 
 
3. Write out a short term marketing plan to support your business growth goals. 
 
 
4. Set a short term marketing budget to allow for consistency in your business growth goals. 
 
 
5. Develop unique promotions, marketing communication and offers to your clients and 

prospects that will increase your results. 
 
 
6. Integrate automated marketing tools that will support your business systems cost 

effectively.  
 
7. Analyze your sales and understand how marketing ties in with sales to achieve your 

business goals. 
 

8. Strategically plan your marketing actions and activities in order to have a strong, healthy 
business in any economy. 
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