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Incorporate Solution Selling into your business strategy 
Introduction 
Solution selling is a customer-centric approach that focuses on understanding a customer's specific needs, 
challenges, and goals and then tailoring your products or services to provide a comprehensive solution that 
addresses those needs. In the context of a roof restoration business, solution selling strategies can help build trust 
with customers, differentiate your services, and ultimately drive growth and customer satisfaction. Here are some 
key strategies to incorporate into your roof restoration business: 

1. Customer Needs Assessment: 

• Conduct thorough assessments: Start by thoroughly evaluating the customer's roofing system. 
This includes inspecting the roof's condition, identifying existing problems (such as leaks, 
corrosion, or wear and tear), and assessing the roof. Many contractors utilize scoring systems to 
be able to quantify a grade for the overall condition and expected lifespan of the roofing system. 

• Engage in active listening: When communicating with the customer, listen actively to their 
concerns and objectives. Ask open-ended questions to gather information about their specific 
needs and expectations regarding the roof restoration. 

2. Customized Solutions: 

• Tailor solutions: Develop customized roof restoration plans based on the assessment results and 
the customer's requirements. Ensure that the proposed solutions align with their budget, 
timeline, and long-term goals.  Not all roofs are the same and not all roof coatings should be 
used in the same situations.  It is important to understand the where specific roof coating 
options fit to be able to provide the best solution.  

• Provide options: Offer different restoration options, such as coatings, repairs, or complete re-
roofing, with clear explanations of the pros and cons of each. This empowers the customer to 
make an informed decision. 

3. Education and Transparency: 

• Educate the customer: Help customers understand the benefits of roof restoration and how it 
can extend the life of their roof, improve energy efficiency, and prevent future problems. Provide 
information on industry standards, materials, and best practices. 

• Transparency in pricing: Be transparent about the costs involved in the restoration process. 
Break down the pricing structure to show how each component contributes to the total cost. This 
helps build trust with customers. 

4. Demonstrated Value: 

• Showcase past successes: Share case studies and examples of successful roof restoration projects 
you've completed for similar clients. Highlight how your solutions solved specific problems and 
improved the performance of their roofs. 
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• Warranty and guarantees: Offer robust warranties or guarantees on your workmanship and the 
materials used. Demonstrating confidence in your services reassures customers and provides 
peace of mind.  Be sure to understand liabilities and what your manufacturer is willing to cover 
with respect to the different types of warranties that are offered.  

5. Long-Term Benefits: 

• Emphasize long-term ROI: Explain to customers how investing in roof restoration can yield long-
term returns by extending the life of their roof, reducing energy costs, and avoiding expensive 
roof replacements. 

• Sustainability: Highlight the sustainability aspects of roof restoration, such as reducing the 
environmental impact by avoiding roof tear-offs and disposal of old materials. 

6. Collaboration and Communication: 

• Collaborate with other experts: In some cases, you may need to collaborate with other 
professionals, such as engineers or architects, to develop comprehensive solutions for complex 
roof restoration projects. 

• Clear communication: Maintain open and transparent communication with the customer 
throughout the project. Provide regular updates on progress, address any concerns promptly, 
and ensure they are aware of any changes to the scope or timeline. 

7. Post-Restoration Support: 

• Maintenance plans: Offer post-restoration maintenance plans to help customers protect their 
investment. Regular maintenance can extend the life of the restored roof and prevent future 
issues. 

• Follow-up: After the restoration is complete, follow up with the customer to ensure their 
satisfaction and address any additional concerns or questions they may have. 

8. Continuous Training and Improvement: 

• Stay updated: Keep your team informed about the latest roofing technologies, materials, and 
industry best practices. Continuously invest in training and certifications to ensure your team is 
well-equipped to provide top-quality solutions. 

• Gather feedback: Encourage feedback from customers after the project is completed. Use this 
feedback to identify areas for improvement and refine your solution selling strategies. 

Conclusion 
By incorporating these solution selling strategies into your roof restoration business, you can differentiate yourself 
in the market, build stronger customer relationships, and become a trusted partner in helping customers protect 
and extend the life of their roofing systems. This customer-centric approach can lead to increased customer 
satisfaction, repeat business, and referrals, ultimately driving the success of your roofing business. 
 


