
In-Home Selling
A Roadmap to Success
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*Harvard Business Review 



Our Vision 
● What is In-Home Selling

● Why a Sales Process

● Understanding GAF 4 Selling 
Fundamentals

Goals: 
Comfortable  
Knowledgeable  
Awareness
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Replacement



80%
of Roofing Contractors 

fall short with their sales process



This is nothing new!



• Insurance 
vs Retail



The Close

The 
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GAF Selling Fundamentals

Step 1:
Start Smart
Control the 
Controllable(s)

Step 2:
Analyze Needs
Inspection / Measure

Step 3:
Offer Solutions
Company Story / 
Products

Step 4:
Next Steps  
The Close / Warm Down



Step 1:
Start Smart
Control the Controllable(s)
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Do’s and Don’ts of a home improvement 
roofing professional?



● Positive Attitude

● Practice (Comfortable)

● Control the 
Controllable(s)
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You & Your Business 
Have 7 Second To 
Make A Positive First 
Impression.

— Forbes 2018



Positive 
1st Impression!

How do you do it?



Building Rapport

Why?



● So Everyone Can 
Be Real

● Find Shrine

● Law of Reciprocity
(100 unbreakable laws)



FAMILY
OCCUPATION
RECREATION



The Critical 
Details



*85% of customers think 
negatively of salespeople 
who don’t take notes.  

— *Ariel Group

Gather Information







Share the 
Agenda



GAF Selling Fundamentals

Step 1:
Start Smart
Control the 
Controllable(s)

Step 2:
Analyze Needs
Inspection / Measure

Step 3:
Offer Solutions
Company Story / 
Products

Step 4:
Next Steps  
The Close / Warm Down



Step 2:
Analyze Needs

Inspection / Measure



*85% of customers think 
negatively of salespeople 
who don’t take notes.  

*Ariel Group



Keep Their Mind 
Occupied with 

Roofing.



Full Image

Organize 
Findings



Potential Problems / Unforeseen Costs

Remember!
Homeowner Homework

Mow Grass
Cover Pools
Move Outdoor Plants/Furniture
Cover Items Stored in Attic
Cover Attic Fans
Tarp Beneath Skylights
Provide Electricity/Breaker Access
Move Fragile Items from Walls
Move Cars to the Street
Plan Satellite Service Appointments
Plan for Pets
Plan for Loud Noise for Long Hours

Timing

How Many Days
Work Hours
Effect of Weather

After We Leave

Nail Debris
Granule Loss
Lumpy Shingles
Brown Patches of Grass

Pre-existing Conditions

Gutters
Siding
Skylights
Furnace Pipes
Bad Plywood

Cracked Driveways
Cracked Drywall and Nail Pops
Hazards Surrounding Home
Nails in Tires
Landscaping Damage



Step 3:
Offer Solutions

Company Story / Product



GAF Selling Fundamentals

Step 1:
Start Smart
Control the 
Controllable(s)

Step 2:
Analyze Needs
Inspection / Measure

Step 3:
Offer Solutions
Company Story / 
Products

Step 4:
Next Steps  
The Close / Warm Down



“People don’t 
know what they 
want until you 
show them.”

- Steve Jobs (2011)



Full ImageCompany Story



Law of Authority



Full ImageProposal Folders and Literature



Trial Statement



Roof System
1. Ridge Cap Shingles
2. Cobra Attic Ventilation
3. Lifetime Shingles
4. Starter Strip Shingles
5. Roof Deck Protection
6. Leak Barrier
Inform the Homeowner: A Roof is more than just a 
Shingle



Full ImageProduct Demo



Trial Statement



Step 4:
Next Steps

The Close / Warm Down
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Offer Choices

Affordability $12,750 or $169.00 $14,613 or $193.00 $16,350 or $216.00

70%



Offer Choices
Mr. and Mrs. Homeowner, 
your investment amount 
for the project is $159 per 
month or $10,000. 

Which is more affordable 
for you?



Simple Proposals

• Never use a contract
• Less is More
• Payment & Price



Asking for the Business



Organize 
Findings / 
Recap



Setting Expectations 
to Avoid Disasters

Communicate!



Communicate 
the Plan
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