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How to Market a Metal
Fabrication Business

M

etal fabricators and other businesses in the steel and metals
industry offer a unique set of skills and services. Much

of your work is likely gathered from long-term, loyal business
relationships and through referrals. While word of mouth is certainly
advantageous, a well-designed marketing program could get you
in front of new customers, put you in new marketplaces and deliver
strong profits. Learning how to market a metal fabrication business
is a little different from marketing other types businesses. We’ve
gathered our best tips for marketing a metal fabrication business.

4 Practical Tips to Market a Metal
Fabrication Business
Marketing activities within the steel and metals industry are a little
different from the efforts more traditional retailers might perform.
Steel service centers, building material manufacturers and metal
fabricators don’t exactly have a storefront to show their wares.
Though different, it doesn’t have to be difficult. Here are 4 marketing
tips for your metal fabrication business to consider.

1

Develop marketing materials: Customers want to see what you
do and how you do it. Make sure your website highlights the

products or services you offer, alongside high-quality, customerspecific products and quotes. Prepare a variety of marketing
brochures that highlight those same features with other fliers or
cards that can be mailed or handed to customers during a customer
meeting.

2

Determine what makes you different: Talk to key leaders across
your enterprise about what exactly makes your metal fabrication

business different from others. Discuss unique clients or products,
value-added services or other ways your business or services are
different from your competitors.
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Know your customers: Evaluate the types of customers
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