From Word-of-Mouth to Web:
How The Smart Inspector
Scaled with SEO

A client success story featuring Forest lvey, Owner & Inspector at The Smart
Inspector — 8 years in business, serving home buyers across the real estate market.

CASE STUDY [ REAL ESTATE INDUSTRY ]




Meet The Smart Inspector

The Smart Inspector provides professional home inspection services, with 99% of
clients being active home buyers. Founded and operated by Forest lvey, the
business built its reputation on personal relationships and face-to-face networking.

Forest's core goal was straightforward: generate enough inspections to support his
family — then grow beyond that. But scaling meant a difficult inflection point: hiring
more staff reduced hisincome unless volume grew significantly enough to justify it.

J "I needed enough flow for six people for it to really make sense." — Forest

lvey




The Growth Trap

The Staffing Dilemma

With 3 employees, Forest made the same
income as working alone. He needed to
push far beyond that threshold to justify
delegating work and still maintain strong
earnings.

Time Split

Forest was constantly torn between
doing inspections and doing marketing.
He couldn't do both at full capacity —
growth stalled as a result for a couple of
vears.

Google Ads: Break Even

Spending $2,000-$3,000/month on
Google Ads returned exactly what was
spent — no profit. Price-sensitive
shoppers from ads made closing difficult
at a profitable margin.



What Wasn't Working

Previous SEO Attempt

Forest hired a different SEO company before AIM. It produced no
results — making him understandably skeptical about trying again at
a higher price point.

The Only Thing That Worked

Face-to-face networking was Forest's proven strength. Referrals from
realtors he'd personally met drove nearly all his business. But this
approach had a ceiling — it required his constant presence and
limited scalable growth.

He needed marketing that worked without him being in the room.



Why Forest Chose AIM

1 Word of Mouth — Again

Forest met AIM's founder Brig through BNI (Business Networking
International). But it was hearing directly from two other clients whose
results were real that pushed him to commit.

2 Overcoming Price Concerns

Cost was his primary hesitation. Combined with a prior failed SEO
experience, Forest needed social proof before investing. Peer testimonials
provided the confidence he needed to move forward.




The AIM Strategy

1 2 3
Website Takeover 100 SEO Pages Forest's Role
AIM rebuilt and optimized the site — Built 50-100 keyword-rich pages off the Forest proofread all pages to ensure they
cleaned up code, improved speed, and main site to dramatically expand search sounded natural and industry-accurate —
migrated to a faster server. visibility and ranking surface area. the only hands-on work required from his
team.

AlIM also took over website hosting. The collaboration required minimal ongoing effort from Forest while building a compounding digital
presence.



The Emotional Timeline

Month 1 1

& Scared to spend the money

2 Months 2-3
£ Sad that he'd spentit

Months 4-6 3

= Nervous it wouldn't work

A Months 7-9
2 Mad it hadn't worked — then suddenly happy that it did

) At month 7-8, Brig worked with Forest to renegotiate pricing — then results arrived shortly after.



Results: New Names, New Realtors

S8mo 2X 5+

Time to Results Estimated ROI Inspections to Break Even
Month 8 marked the turning point — Forest estimates returns at least double his Just 5 Google-sourced inspections per
measurable new bookings from strangers monthly investment in AIM's SEQO services. month covers AIM's cost — each one a door-
began flowing in consistently. opener with a new realtor.

The biggest shift: brand-new realtor names started appearing on bookings — clients who found The Smart Inspector through search, with no
prior relationship. Each new realtor represents recurring monthly referral potential.



The Snowball Effect

5 New Leads/Month 3 of 5 Stick

Covers AlM's monthly cost and If 3 new realtors become regulars,
opens doors with new real estate they each send a house every month
agents. — recurring revenue on autopilot.

Compounding Growth

New leads keep coming in while loyal realtors keep referring — the flywheel
keeps spinning.

) "Working with AIM helped us... Grow!" — Forest lvey




Key Takeaways

— SEO Takes Time — But It Compounds

Results took 8 months, but the recurring value of new realtor relationships far
outweighs the upfront patience required.

— Social Proof Closes the Deal

Peer referrals — not sales pitches — convinced Forest to invest. Real client
stories are the most powerful marketing tool.

— Two Channels Beat One

In-person networking remains Forest's strength, but adding SEO created a
second growth engine that works without him in the room.

— Operational Impact

More calls. More staff hired. A business that finally scaled beyond the one-
man ceiling — and kept growing.



