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No other industry is as dependent on the channel of distribution for it's success
than the building materials industry. Many people new to the industry and ad
agencies don't realize this and struggle to develop effective sales and marketing
programs. There are no trade magazines or organizations for the building
material marketer. They either have to rely on general marketing sources or their
channel customer's organizations such as the NAHB or the AIA. I wrote this
book to fill the need to both educate anyone new as well as to challenge the more
experienced to take a fresh look at how they go to market. There are chapters on:
How the Residential and Commercial Channels Work: The Importance of
Influencers; Who has the Most Knowledge and Power?; The Biggest Mistakes
Building Material Marketers Make; How to Sell Builders, Big Boxes, Lumber
Dealers, Showroom Dealers, Contractors, Distributors, Architects, Design Build
and Facility Managers; Marketing Budgets; The Problem with Trade Shows and
How to do Them Right; The Problem with Agencies; and On Being Green.
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Editorial Review

Review
In this book, Mark Mitchell graciously lets us behind the curtain in Building Materials Channel
Marketing.  In the often-misunderstood building materials channel, the Wiz offers a well-balanced treasure
trove of timeless strategies and new-world tactics based on real-world experiences. A brilliant must-read: for
victory-driven marketing and sales and executive leadership, this book is hard to put down--but easy to pick
up time and again as a go-to reference.   Building Materials Channel Marketing is a true mark-a-teer
masterpiece from a true mastermind. ----Robert Schindler, Senior VP of Strategic Marketing, Associated
Building Materials

There are thousands of books on marketing for the consumer packaged goods industry, but there is scant
research and insight on how to market to the building materials industry. This book encapsulates 20+ years
of Mark s experience and outlines the challenges and opportunities for a BtoB manufacturer. It is a must read
for sales and marketing professionals in the building industry. ----Joe Dachowicz, VP, Marketing, Overhead
Doors

It takes a Whizard to make things, well, really simple. Our industry has been around since cavemen were
living in the first DIY projects, their caves, and unfortunately with all the complexity we've created, at times
it seems like we haven't evolved all that much. Enter the Whizard: whether you are a twenty-year veteran
CEO or just starting as a building materials sales person or marketing specialist, Building Material Channel
Marketing, clearly articulates the key motivators or the whys behind the decision making processes of each
of the eight essential influencers in the building materials channel. And their whys are often very different.
Mark also shares his insights regarding ad agencies and trade shows, and how our industry, because of the
unique role of influences, requires uncommon common sense. This book will soon become part of the
standard training program for new hires in every serious building materials company. ----Michael Werner,
President/CEO of Globe Union Group, Parent of Danze/Gerber Plumbing Fixtures

About the Author
I grew up in Findlay, Ohio where my father had a small full service advertising agency. I started working for
him one summer while in college and loved it so much that I dropped out. I found that the professor's
theoretical vision of sales and marketing didn't compare to the real world. Being a contrarian I always tried
to solve my clients B2B marketing problems with solutions that didn't involve advertising. I then worked for
several other agencies before going out on my own. During that time, I became totally focused on working
with building material manufacturers in channel marketing. I own Whizard Strategy, a strategic consultant
and channel marketing agency in the building materials industry. I also speak, host webinars and write
articles for industry publications such as ProSales, Builder and the NAHB. I write a newsletter and blog on
building material marketing. I live in Boulder, Colorado with my wife. My two sons also live in Boulder. My
interests are travel, photography, food and cooking. Here's how a friend describes me. Mark's a Wikipedia, a
whizard and a world changer. You owe it to yourself to get to know him, you'll find the following truths will
unfold. Mark is wizardly smart. Most people are considered smart because they accumulate truths, facts or
experience. This level of smart is enough to run most companies. The distinct value of Mark is that he
always attaches a unique vantage point or insight to what others settle to know or accept as reality, but this is
wizardly smart. The most crucial way this benefits your business is in having a visionary on your side that
helps you realize how much you (and your competitors) are not seeing. Perhaps what's most impressive, is



how quickly Mark catches up to speed, begins thinking alongside of you and then shakes the foundation of
what you view as possible. Having just one Mark around is a competitive advantage most organizations are
starved for. Mark is extremely relevant Mark lives to learn, always traveling, reading and interacting with
people to understand different industries, uncover sub-cultures and trends and apply it to his expansive
world-view. Mark is bold. It's his gift to challenge the status quo and the way things have always been done.
To Mark, it's insanity to continue to go about business as usual when there is so much opportunity each day
for businesses to build momentum and capitalize on others who don't break from the norm. Mark is fun to be
around. Everywhere he goes, he brings great energy and optimism that is both genuine and contagious.
Negativity and pessimism don't surface in Mark's world. Mark is an original. There's only one Mark running
around, and you'll quickly realize you've never met anyone quite like him. You'll uncover many
idiosyncrasies that can make you laugh out loud or smile with intrigue and appreciation for his distinct
personality. He wears crazy socks, has his own language (gifts are looloos), and talks to himself constantly.
Many refer to him as that crazy guy Mark. Mark is valued. Those close to him personally and professionally,
value his magic touch. There are countless examples of people who go on to new jobs or places in life that
reach back out to him for his advice and a dash of sunshine. Mark is revered for creating a workplace where
people can have fun, be themselves, and grow personally and professionally. Mark keeps his heart in the
right place. Mark often strips away the barriers others put up in relationships in order to relate to you, to do
what's right, to reveal himself, to look out for your best interests and create a lifelong bond.

Users Review

From reader reviews:

Cynthia Carter:

Spent a free time and energy to be fun activity to perform! A lot of people spent their down time with their
family, or their particular friends. Usually they doing activity like watching television, planning to beach, or
picnic inside park. They actually doing same task every week. Do you feel it? Do you want to something
different to fill your own personal free time/ holiday? Could possibly be reading a book is usually option to
fill your totally free time/ holiday. The first thing that you ask may be what kinds of book that you should
read. If you want to try look for book, may be the guide untitled Building Materials Channel Marketing:
How to Successfully Sell to and Through Residential and Commercial Builders, Architects, Distributors, Big
Boxes, Dealers and Contractors can be excellent book to read. May be it may be best activity to you.

Michael Carr:

Your reading sixth sense will not betray you, why because this Building Materials Channel Marketing: How
to Successfully Sell to and Through Residential and Commercial Builders, Architects, Distributors, Big
Boxes, Dealers and Contractors e-book written by well-known writer whose to say well how to make book
that could be understand by anyone who also read the book. Written throughout good manner for you,
leaking every ideas and producing skill only for eliminate your own hunger then you still hesitation Building
Materials Channel Marketing: How to Successfully Sell to and Through Residential and Commercial
Builders, Architects, Distributors, Big Boxes, Dealers and Contractors as good book but not only by the
cover but also through the content. This is one e-book that can break don't ascertain book by its deal with, so
do you still needing a different sixth sense to pick this kind of!? Oh come on your reading sixth sense already
said so why you have to listening to another sixth sense.



Raymond Bailey:

Beside this particular Building Materials Channel Marketing: How to Successfully Sell to and Through
Residential and Commercial Builders, Architects, Distributors, Big Boxes, Dealers and Contractors in your
phone, it could possibly give you a way to get closer to the new knowledge or data. The information and the
knowledge you may got here is fresh through the oven so don't become worry if you feel like an old people
live in narrow town. It is good thing to have Building Materials Channel Marketing: How to Successfully
Sell to and Through Residential and Commercial Builders, Architects, Distributors, Big Boxes, Dealers and
Contractors because this book offers for you readable information. Do you oftentimes have book but you
would not get what it's exactly about. Oh come on, that won't happen if you have this in your hand. The
Enjoyable option here cannot be questionable, similar to treasuring beautiful island. So do you still want to
miss it? Find this book and read it from today!

Bill Boyd:

A lot of guide has printed but it differs. You can get it by world wide web on social media. You can choose
the best book for you, science, comedian, novel, or whatever simply by searching from it. It is identified as
of book Building Materials Channel Marketing: How to Successfully Sell to and Through Residential and
Commercial Builders, Architects, Distributors, Big Boxes, Dealers and Contractors. You can add your
knowledge by it. Without leaving behind the printed book, it can add your knowledge and make a person
happier to read. It is most crucial that, you must aware about e-book. It can bring you from one spot to other
place.
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