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Rubber Surfacing Marketing 101

With all new industries comes the persistent and often tedious ground work of exposing itself to uncharted terri-
tory. With a largely untapped market, Rubber Surfacing would seem, at first glance, to be easily marketable; this
is just not the case. We have seen many companies fall short in this area and without the proper execution the
start-up won’t be to far away from the close-down. The problem here is a lack of public awareness with regards
to Rubber Surfacing and rubberized surfacing products in general. There have only been a few companies market-
ing Rubber Surfacing and they have owned the industry for some time in North America. For them, there was
really no need to go beyond the scope of local marketing. When executed properly, a local marketing plan can be
all you need to generate a healthy income. If you are a seasonal company (living in a northern climate) your mar-
keting plan/strategy will be much more important to remain strong. If you are acting solely as a Rubber Surfacing
company your marketing plan will be your life-line.

The type of business you operate and your market demographics will play a major role in your marketing plan ex-
ecution. Pool decks are one of the best selling Rubber Surfacing applications so if your area has lot of pools than
you are swimming in potential. The range of income per household in your area will also determine the amount of
interested buyers. All these areas need to be considered when determining the structure of your marketing plan.
If you are a pool or landscaping company you will have a different approach and an easier time selling Rubber Sur-
facing as you will probably already have a healthy client base. If you run out of a store than marketing Rubber
Surfacing can be a walk in park, or a walk in the store, quite literally.

The key to your marketing success; “Seeing is Believing”. There is no better way to generate leads and sell instal-
lations than for the public to see Rubber Surfacing in action. Store-based displays, trade-shows, and public-site
access are the best marketing options. When a potential client can walk on it, feel it, see it, they are usually sold
right on the spot. We have to remember that with all new and exciting products, they must be properly explained
to the public. Trade-shows offer face-to-face communication with prospective buyers, and in this type of setting
you will be able to explain Rubber Surfacing in full detail. Tradeshows are the best way to generate leads for your
Rubber Surfacing venture. Many companies focus on a solid round of trade-shows at the start of their season and
normally generate 300 plus, well educated, well informed potential client leads in a single show. | don’t know
about you but to us, those are some serious numbers. You can become a very successful company over night with
one trade-show and we have experienced this amazing feat first hand.

If you are looking for a quantum-leap into Rubber Surfacing then your greatest focus at the start of a season
should be hitting up every major and minor home-show from to here Nebraska. The bigger the trade-show the
more leads you will rack up. Home shows, Garden shows, recreational shows, outdoor living shows, anywhere you
can have the public interact with Rubber Surfacing is a good thing for business. | cannot stress it enough; you
must attend tradeshows.
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