Free Seminars Can Open Doors to the Building Industry

By: Marc Silver

Take action to educate the building industry about the benefits of home theater and home automation.

Over the past 50 years the building industry has gone through tremendous changes in building materials, techniques, home size, configuration and amenities. Despite such advancements, building has been slow to recognize the increase in user-friendly technology and the trend toward “cocooning” by today’s modern families.

Few builders actually plan for the new features that are rapidly becoming more popular. This includes home theater, multi-room audio/video, computer integration and total home automation. These once futuristic buzzwords are now today’s reality and the life blood of the custom installer.

Builders are still designing their model homes not very different than decades ago. Too often the custom installer is called upon to consult on designing a home theater system for a client only to discover a fireplace taking up the “ideal” position for the television in the room. There are rarely convenient places for speakers and almost always a lack of electrical outlets where they are needed. Even when the builder has “made accommodations” for a home theater they are often wrong. 

New homes are still based upon what the average homeowner wanted at the turn of the 20th century when electric lights were the newest feature, and the fireplace was the closest thing to home entertainment and the focal point of the home. To change this, the custom installation industry needs to take action and dawn a new persona, that of the educator. It is increasingly apparent that it is an advantage to the custom installer to become the go to expert for the building industry. By educating the building industry about the benefits of home theater and home automation, the installer becomes a valued asset and benefit with more installation work and A/V sales.

Conduct seminars to educate builders and architects

One of the most effective techniques in developing architect and builder relationships is conducting free home theater/automation seminars.

The benefits to the custom installer are tremendous. When you demonstrate your knowledge in the field, your company becomes the go to expert in your area. By opening your doors to the builder, architect, designer you ultimately increase your market and the demand for your services. The more homeowners living in homes designed for a home theater, multi-room audio/video, computer network and home automaton, the more systems you are going to sell and ultimately install. In addition, the after-market service and add on residuals will create positive cash flow to our bottom line.

The following are some basic guidelines to consider when planning a builder/architect seminar:

1. Choose a convenient demonstration location. Your demonstration location needs to show off what you can do and how your company can improve the image and professionalism of these companies that associate themselves with you. It’s important to be aware that how you present yourself determines your ultimate success.
If you have a well-designed installation in your own facility, that will give you the most control and flexibility to arrange your seminar to meet your business time frame.  If you don’t have a retail location, it is often a good idea to arrange to locate your seminar in a recently completed installation at a client’s home.

2. Collect contact names. Lists of local architects and builders are readily available. You can easily assemble a list with a little bit of web research. YELP is another good resource, as you can also get a feel for the type of business they run. More traditional resource for contractors is your local builder exchange, The American Institute of Architects or ASID for designers. You will want to compile a list of as many potential clients as possible. You can categorize the lists by size, specialty, and type or location. 

3. Create and mail professional invitations. Remember that this is their your first impression of your company, so you want to look professional. Make the invitation inviting and easy to understand. Stress the benefits of attending and include exactly the areas you plan to cover. Include a clear map of the location along with your contact information and phone number. Stress that this is a limited invitation that requires that they RSVP. Make sure the times and dates allow for enough advance notice.

4. Follow up with a phone call. Contact each invitee personally. Introduce yourself as a representative or principal of the company conducting the seminar. The reason for following up is you want to be sure they received your invitation to this special seminar. Stress the educational benefits and professional advantages.

5. Be informative. Your seminar should be informative, entertaining and professional. Take advantage of any outside resources available to you. Contact your vendors and reps. Many manufacturers will be happy to promote their companies in this manner. In some cases they may also participate by underwriting some of the expenses, such as invitations, mailing costs, refreshments and additional literature for the event. In many cases they will offer to guest lecture at the event.

6. Establish structure. The seminar needs to be structured upon a specific topic. It needs to have a definite beginning (introduction), middle (explanation and demonstration) conclusion (recap of important highlights and benefits for the attendees) and a question-and-answer session. Allow time to answer specific questions that arise from your demonstration. Set a definite time limit that should be between 60 and 90 minutes overall. Be sure to include this information in your invitation and follow-up contact. It helps your invitees to know how much time to allow for their attendance.

7. Pick a theme. Choose a specific topic. Don’t attempt to cram too much information into one seminar; it will create confusion and you will feel rushed during the presentation. Choose a topic like  “Dolby Atmos”, “Wireless Streaming” or “Integrating 4K Video”, something that is of current interest.

8. Write a script. Being prepared is extremely important for the professional. You can simply put your ideas down in an outline or you can go as far as full blown written script. Whatever you decide, be prepared. Go over your presentation several times to be sure it is clean and easily understood. Don’t try to impress them with your techie ability. Remember you’ll be speaking to individuals who may not understand what can be accomplished with today’s technology. If you speak over their heads that can work against you. They probably wont understand the vernacular. Also, don’t speak down to them, as that can be just as bad.

9. Be prepared. I cannot stress this enough. You need to practice your presentation until you are comfortable with the material. It is often a good idea to create an outline on 3 x 5 cards to follow. If you have the capability of putting together a Power Point presentation it can go far for both helping your audience follow and understand what you are presenting them, but also enhances your air of professionalism.

10. Hand out material. Be sure to have adequate take home information for each attendee. Include product literature, information on your company and services. A lost of references and perhaps photos of completed installations.

Be consistent and don’t expect immediate results.

There are no guarantees on the success of such seminars, so don’t be disappointed if you don’t see immediate results. Attendees may not have any pending projects that require your services, but rest assured they will remember your presentation and recognize your company as the professional they will need when the time arises.

On the other hand be prepared to consult on pending projects if you are asked. Remember there is a reason they are attending your seminar in the first place.

It is important to be consistent. Seminars should become an on-going part of running your business. Conduct them regularly, such as every two to three months.

Lastly, and perhaps most important, is to have fun. What you’re doing is creating an environment for entertainment. You’re offering a valuable service that would otherwise be unavailable to these attendees. We are fortunate to be in a business that allows us to go to work each day, listen to music, help people with their entertainment experience and derive a living as a result. Keep it light, fun and entertaining and you will be amazed at the results you will get.
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