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In building materials, the contractor relationship is everything. Contractors decide which supplier

gets the call when a new project starts. They recommend products to builders and homeowners.
They influence purchasing decisions worth hundreds of thousands of dollars over the course of a

single year. And unlike a one-time buyer, a loyal contractor is a revenue stream that compounds —
project after project, season after season, year after year.

Most building materials companies understand this in theory. Far fewer have programs that actually
act on it.

The repeat purchase problem hiding in plain sight
Building materials is a relationship business, but most of those relationships are informal. A
contractor buys from you because they always have, because your yard is close to the job site,

because their account rep is easy to work with. That’s not loyalty — that’s habit. And habits break
when a competitor offers better pricing, faster delivery, or a salesperson who shows up more often.

The contractors who feel genuinely valued by a supplier — who are recognized for their volume,
rewarded for their consistency, and made to feel like partners rather than just account numbers —

those contractors don’t switch easily. They absorb a price increase rather than start a new vendor
relationship. They call you first even when they could get it cheaper somewhere else. They tell other

contractors who they use.

That’s the difference between a contractor who buys from you and a contractor who is loyal to you.

And building that loyalty deliberately, through a structured contractor loyalty program, is one of the
highest-return investments a building materials company can make.

What contractor loyalty actually looks like in practice
Loyalty in building materials isn’t about points and prizes. Contractors are running businesses — they

care about margin, reliability, and time. A loyalty program that resonates in this market is one that
reflects that reality.

Volume-based rewards that grow with spend. Recognition for consistency, not just peak months.
Early access to new products or limited inventory during tight supply periods. Account credits that

reduce project costs rather than generic gifts. These are the kinds of incentives that feel meaningful
to a contractor because they map directly to how they think about their business.

Tiered structures work particularly well. A contractor who knows that hitting a certain volume
threshold unlocks better pricing, priority service, or dedicated account support has a concrete

reason to consolidate more of their purchasing with you rather than splitting it across multiple
suppliers. That consolidation effect alone — pulling spend from competitors into your account — can

be significant even before the referral behavior kicks in.

W

https://info.nextbee.com/landing/loyalty-software.html


Word of mouth on the job site is more powerful than any ad
Contractors talk. On job sites, at trade association meetings, at the lumberyard itself. When a

contractor has a good experience with a supplier — reliable delivery, fair pricing, an account team
that actually solves problems — they mention it. When they have a bad one, they mention that too,

and louder.

The building materials companies that grow fastest in a given market are almost always the ones

that contractors recommend to each other. That word of mouth is earned through service, but it can
be amplified through structure. A formal referral program that rewards contractors for bringing in

new accounts turns organic word of mouth into a trackable, scalable growth channel.

A contractor who refers a peer isn’t just sending you a lead. They’re putting their professional

reputation behind your brand. That’s the strongest endorsement in the business — and it deserves to
be recognized and rewarded accordingly.

Referrals in this market can also move through the builder and buyer relationship. A contractor who
recommends specific products to homeowners and builders creates downstream demand that

benefits everyone in the channel. Structuring that advocacy — with the right tools and incentives —
turns your contractor base into a distributed sales force that works on your behalf across every job

site they touch.

Rebates as a loyalty tool, not just a volume incentive
Most building materials companies already run some form of rebate program for contractors and
builders. Volume thresholds, quarterly payouts, product mix incentives. These programs work — but

they work a lot better when they’re connected to a broader loyalty strategy rather than sitting as a
standalone spreadsheet exercise.

Rebate programs that are visible, easy to understand, and tied to a contractor’s real purchasing
patterns drive very different behavior than rebates that show up as a check at the end of the quarter

and are quickly forgotten. When a contractor can see what they’ve earned, what they’re on track to
earn, and what they’d need to do to hit the next tier — that visibility changes purchasing behavior in

ways that a passive rebate never does.

The contractors who understand your rebate structure are also the ones most likely to consolidate

spend with you to hit thresholds. That consolidation is worth more than the rebate itself in many
cases — because it comes with reduced competitor exposure and a stronger day-to-day

relationship with your account team.

The advocacy layer most companies miss
Beyond contractors, building materials companies operate in a relationship web that includes

builders, architects, designers, and increasingly, informed homeowners. Each of these groups
influences purchasing decisions differently, and each represents an advocacy opportunity that most

companies haven’t fully structured.
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A builder who has had good experiences working with contractors who source from you is a warm

introduction. An architect who specifies your products because a contractor they trust
recommended them is a pipeline that doesn’t require a sales call. A homeowner who asks their

contractor to use a specific product by name because they saw it in a showroom or on a project —
that’s demand creation at the end of the chain.

Building programs that activate each of these relationships — with appropriate incentives,
recognition, and communication — extends the reach of your loyalty strategy well beyond the

contractor account and into the full network that surrounds a building project.

Three questions to assess where you stand
Do your top contractors feel meaningfully different from your average contractors? Not just in

pricing, but in how your brand recognizes, communicates with, and invests in them. If your best
contractor relationships are indistinguishable from the rest in terms of program structure, you’re not

giving them a reason to stay best.

Are referrals happening but going untracked? Almost certainly yes. Contractors are recommending

you — and probably recommending competitors too. Without a program to capture and reward that
activity, you’re getting some of the benefit and none of the amplification or visibility.

Do your contractors understand your rebate structure well enough to change their behavior
because of it? If the answer is that most of them check their rebate balance once a quarter at best,

the program is underperforming its potential. Visibility and simplicity are what turn a rebate from a
passive payout into an active loyalty driver.

None of these are difficult problems to solve. They’re the natural result of programs that haven’t kept
pace with the relationship potential that exists in a well-run contractor network. The companies that

close these gaps don’t just retain more contractors — they turn their contractor base into their most
effective growth engine.

Turn your contractor relationships into your strongest growth channel. We help building materials
companies build loyalty, referral, and rebate programs that drive repeat business and word-of-

mouth growth across contractor, builder, and buyer relationships. See how we work with building
materials companies →

https://info.nextbee.com/landing/loyalty-software.html
https://info.nextbee.com/landing/loyalty-software.html


Our Pledge to You

Rohit Singh

VP of Customer Engagement

Request Free Consultation

 "Our relationship with you, our client is a strong
partnership between our two companies. We bring to
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business’ success."
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