
How to Get More Leads, More Jobs, 
and One-up The Competition. 

For Residential Roofers Only



The Very Basics  
(The MUST-HAVE’S)

As a professional roofing contractor, no matter how big or small, there’s a 
few marketing “properties” you should have: 

A Website

It doesn’t have to be fancy.  At it’s basic, it just needs to help show you’re not 
a fly-by-night. But it also should be designed to convert visitors into leads.

That’s why you should always have a contact form at top, like this:

You’d be surprised at how many roofers have websites but no contact form. 

A contact form isn’t just convenient for them, it’s convenient for you so you 
don’t have to answer the phone while on the roof every time someone wants 
an estimate!



Claiming Online Directories and  
Trade Listings

If you haven’t already, claim your online listings for every major site that 
Google will return results for “roofers” when homeowners search in your 
area.

This helps make you look more trustworthy by having your business name 
showing up on amongst different trade sites when a potential customer 
searches about you (which they will!).

These listings include:

Google My Business, Yelp, and AngiesList.

There are many more directories and listings 
you can claim (both free and paid), but these 
are the ones to start off with. If you need any 
help setting these up, don’t hesitate to call us, 
we do them all the time. 

Social Media 

Create your business Facebook page and post some pictures and contact 
info up. Don’t feel you have to keep up with every other platform (like twit-
ter, instagram, snapchat, pinterest,etc.) but create at least a Facebook page. 

Many people will research both a website and a Facebook page, and will 
feel much more comfortable knowing you have them when they’re deciding 
who to go with. 

It’s ALL about looking more trustworthy and reliable than the next guy. 
Otherwise, they’ll just buy on price, and that’s a game you can’t win forever.

https://www.google.com/business/
https://biz.yelp.com/?utm_campaign=claim_business&utm_content=claim_button&utm_medium=biz_yelp&utm_source=marketing_pages
http://AngiesList.com


How to Look Trustworthy
Usually you’re up against at least 2 or 3 other roofers for a job. 

Fortunately homeowners don’t usually hire solely on price. They usually go 
with the better priced one that looks the most trustworthy.

If you’re always losing jobs to cheap hacks, it may be that you weren’t per-
ceived as worth spending more money with. They may have just grouped 
you in with the other guys and went with the cheaper option.

Or they group you in with the hacks and go with the more professional 
seeming-outfit. That’s a hard pill to swallow, but it’s true. That’s why these 
polished sales firms can sell jobs for $1,000’s more. People trust them more. 

What you want to do is have fair pricing, but a much greater appearance of 
a trustworthiness than your competitors. 

Fortunately it’s not too difficult.

The Simplest Way Not Get Grouped in With “Everyone Else”.

Most roofers do not come across very well to homeowners. 

They pull up with music blasting, looking like they just drove out of a coal 
mine. They’ll look at the roof quick, start slamming other contractors, and 
scratch out an estimate on whatever paper is laying on their passenger seat. 
It’s almost as if giving the quote is a huge inconvenience.

Obviously dressing clean, being personable, and knowledgeable, go a long 
way, but here are some “hacks” to looking more trustworthy, even after 
you leave (which is where it ultimately counts) ...



Don’t Let Your Physical Quote Lose the Job On You

When you look at the resulting pile of paper estimates from roofers, you can 
automatically start to form opinions about them. 

After 2 or 3 estimates, the homeowners barely remember what you were 
like, they just see estimates to compare, and the “look” of the estimates often 
turns into what they perceive you to be.

An estimate that says “replacin’ the roof $4,300” inked onto a greasy Mc-
Donalds bag will be perceived a lot differently than a $5,168 neatly item-
ized quote on a carbonless form tucked into a folder. It might be well-worth 
the homeowner to pay 20% more to the quote that looks like it has their 
sh*** together.

Roofing decisions aren’t always made on the spot. The homeowner usually 
reviews the estimates with someone who may not have been there when 
you were. So your quotes need to “look” like someone they trust with their 
home.

Invest a few bucks in some:

• Thicker-stock Business Cards

• 2 Part Forms (or letterhead) 

• Presentation (pocket) Folders

No matter how nice of a guy you were at the time, the spouse who wasn’t 
there isn’t going to know ... they’ll just see your estimate scribbled down and 
think you’re someone they don’t dare trust with their roof. 

A small investment in these professional items can go a long, long way. 

Now, a “Magic” Method 
to Getting Plenty More Roof Jobs ...



A (Very Smart) Trick to  
Getting More Roofing Jobs

In every neighborhood, there will be multiple roofs replaced that season. 

Who gets the work will often depend on who they’ve seen working in the 
area. Neighborhood work often trumps even personal referrals.

If you’re not taking FULL advantage of this phenomenon, you are missing 
out on some of the easiest jobs ever landed. Use this easy strategy:

Step 1: Put Up a Job Sign

You must put a job sign up on every roof replacement you do. 

At the time of sale, when the customer is the happiest, ask them to autho-
rize their OK on keeping a job sign up for 30 days or more, and to use their 
home as an advertising piece. 

Step 2: Blanket the Neighborhood With Doorhangers

Neighbors are highly curious by nature, and will notice roofers who show 
up every day, clean-up properly, and leave a good result. (they’ll also notice 
bad or dodgy workers, so make sure you’re running a respectable operation). 

Hire a college kid or high-schooler (or even your spouse or kids), to pop 
doorhangers on all the neighboring streets on homes during the middle of 
the of the project. Aim for at least 50, but 100 or more is even better. 

These are two HIGHLY effective doorhangers that work:



[YOUR BUSINESS NAME &
CONTACT INFO HERE]

[Staple a Business Card
Or Put More Information

Here]

YOUR BUSINESS NAME
& CONTACT INFO HERE

CHECK OUT THE WORK WE
DID AT YOUR NEIGHBOR’S ON:

(after a storm in the area)                     (for neighbor installations)

 
Step 3: Send out a Neighborhood Mailer

Doorhangers combined with mailers typically generate a few leads from 
each job and often result in lots more jobs. We’ve seen as little as one single 
job turn into an entire season worth of work. 

You send out a “neighborhood” mailer to the mailing route that the work 
is being done on. This is an inexpensive way to reach 400-600 neighbors 
instantly and only costs a few hundred bucks. 



Again, there’s going to be more than a few homes in that neighborhood 
within the next couple months who will buy a new roof.  Why not be the 
guy who gets them all?

Summary:

Pick one job you’re doing in a good neighborhood (be it one that’s got a lot 
of recent storm damage, or one that’s got plenty of similar-aged homes), 
and get a job sign out for 30+ days. Also get an authorization to use their 
home in your advertising. 

Hit all the neighboring streets with doorhangers (even better if you actually 
talk with the homeowners, but doorhangers alone are fine). 

Blanket the entire neighborhood’s mailing route of 400-600 homes with 
postcards that mimic what the doorhangers say ... an open invitation for 
anyone to drive by and check out your work on their neighbors home(s). 

Result .... LOTS OF JOBS! For Cheap!

...............  If this has been helpful to you, drop me a line and let me know. 
And if you need any quotes on printing, design, website help, or anything 
roof marketing-wise please give me a holler.


