I		 MANUFACTURER
		CERTIFICATIONS
Manufacturer certifications can help to develop a trusting relationship with your
clients. As a roofing contractor, you may look at the certification requirements and
think of all of the extra work that it will take.
Your customers look at the certification and think “If the manufacturer knows about
them and trusts them, I can, too.”

II		 BBB A+ RATING
What gives consumers confidence? When others have tried the same service or
product and come back with a positive result.
Maintaining a high rating with the Better Business Bureau doesn’t always mean that
you don’t have any complaints. It does mean that you work hard to resolve each
complaint in a satisfactory manner.
Encourage satisfied customers to leave positive reviews. When a negative review is
posted, take the time to respond in a constructive manner. Because other potential
clients are paying attention.

III		 ANGIE’S LIST SUPER
		SERVICE AWARD
Similar to the Better Business Bureau format, Angie’s List is a platform that enables
consumers to leave their reviews to help other consumers to connect with better
local companies.
Receiving an Angie’s List Super Service award is a reflection on both the quality of
your work and the relationships you’ve established in your community.

VI		 DEFINED SALES PROVES
		 TO ENSURE ALL LEADS
		 ARE PROPERLY MANAGED
Want to know what the biggest breaker of trust is? Getting roped into working with a
company and having a terrible experience with them.

Seriously.
If someone contacts you on your website or by phone, have a strict protocol in place
to ensure that they receive great care and attention.

V		 FINANCING OPTIONS
Roofing and other home improvement projects are fraught with high costs and
financial commitment. Giving your clients a list of financial options will help them to
feel confident in their decision to invest hundreds or thousands of dollars into your
work.
Whether you are equipped to handle your own financing or have a trusted, local
lender that you can send customers to, a little prep work will go a long way.

VI		 INCLUDE A
		COMPREHENSIVE
		ESTIMATE
Don’t bring unpleasant surprises into your business transactions. Provide an upfront
list of costs. Lay everything out on paper and explain it thoroughly so your clients
know exactly what they’re investing in and how it will benefit them.

VII COLLECT TESTIMONIALS
DO collect testimonials - both positive and negative. If someone leaves you a
compliment, thank them. If someone leaves an insult, seek resolution.
Gathering testimonials and displaying the positive ones on your website is a great
way to form your brand reputation online and with your current/prospective client
base.

VIII TAKE PICTURES
People like to be given the opportunity to visualize what they’re investing in. Taking
blurry pictures from a cell phone of your completed roofing projects does not add to
a trusting image - it looks like you have something to hide.
Take good, clear pictures of your work so that you can proudly share them with
others.

IX		 OFFER INCENTIVES
Reward those who pick you! Offer incentives, coupons, rebates, and great warranties. In the eyes of a customer, any contractor can install a roof. Give your customers tangible evidence that your company has the edge over local competitors.

X		 COMMUNICATE CLEARLY!
Take the time to communicate clearly on every platform. From your online presence
and email correspondence to your mailings, incentives, and phone conversations,
every mode of communication is integral to developing a trusting relationship with
your employees and clients alike.

