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o Provide Added Value to Homeowners
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o Create a Differentiated Experience
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o Close More Customer Projects : o 1 ' - 3 " S *"’ : .
CRAFTSN
SELECT| | |

=k
SIDING S

—




of Contractors that won projects discussed
the importance of doing a quality job.

(Only 54% of contractors practice)
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of job winning Contractors made the
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homeowner feel like they had options.

(Only 45% of Contractors practice)
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of Contractors that won jobs described
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the difference between themselves and
other contractors.

(Only 34% of contractors practice)

26

Contractors that were awarded jobs

discussed manufacturer certifications
& warranties.

(Only 32% of contractors practice)
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of Contractors that won projects discussed

the importance of doing a quality job. homeowner feel like they had'optio

(Only 54% of contractors practice) (Only 45% of Contractors practice)

THE IMPORTANCE OF DOING THE IMPORTANCE OF PROVIDING
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o What does quality mean to you?

o How do you demonstrate it with homeowners?

o Do you use this to explain price premium? o How do you help homeowners make good decisions?

o Do you use tools & digital content to help homeowners?

o Do you use an option like color to add choice within
a single product line?
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Contractors that were awarded jobs
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of Contractors that won jobs described
the difference between themselves and discussed manufacturer certifications

other contractors.

& warranties.
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DIFFERENTIATION

o Have you researched your main competitors?

CERTIFICATION,
WARRANTIES
& CODES

o Do you highlight codes your product & install meets?

o Are there things you do that no one else does?

o Do you point out things everyone does but many don’t mention?

o Do you display training and certifications to show expertise?

o Do you show your manufacturing warranties to explain
why you use specific products?
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What does it mean to define value?

What do homeowners value most?
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PROVIDE HOMEOWNERS VALUE THROUGH PARTICIPATING
IN THE CRAFTSMAN SELECT PROGRAM.

They are able to achieve a higher price

Position
Themselves
as an Expert

Demonstrate
Ability to Meet/
Exceed Code

because they...
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Communicate
First-Cost and
Lifetime -Cost to
Homeowner

Use Products
to Get Full Life
of Product
Warranties

Provide
a Full Solution
of Products
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THROUGH THE EXPERIENCE

Homeowners don’t want to be “sold to” but want a consultation to determine the
best solution for their home. By using QE roofing accessories, you can position:

ERA

ETAY]]

DIVIOIETAY;

Comprehensive Product Offering
Broadest Color and Product Offering

Demonstrate Product Expertise & Certification
CRAFTSMAN

Access to Tools & Resources to Help Homeowner EEII{IiII
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QE Lifetime Warranty SIDING SYSTEM
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Homeowners want a partner with expertise to help their
home look amazing.

By becoming a Craftsman Select Partner, you will:
- o Gain Access to our PreQualified Customer Leads

o Be Featured on Our Corporate Website

o Gain Access to Direct Mailing

o Have Access to Marketing Support Through Digital Media
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W ITH ThE BESTY

WARRANTY

Hidden ®
_ ) Vent Soffit T;uCejagr;
As a certified Craftsman Select Dealer you will be able to . I;mt: TruCedar®
offer products with a Limited Lifetime Warranty! aten Single 8”
f Q TruCedar®
Single 6”
Vesta Standard or
Steel Dutch Lap
Siding 0
TruCgIdarf TruCedar®
Double 4 Shake
CRAFTSMAN 7 Sidewall
H
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I' N F D STRONGER THAN STEEL

TruVent. Truline.
HIDDEN VENT SOFFIT SOFFIT THAT BREATHES

JET 45 VENTED SOFFIT HP-SERIES FASCIA
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Learn more:

www.qualityedge.com/pros
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