WORKSHOP

AUGUST 1ST, 2018
10:00 AM - 3:00 PM

AT&T STADIUM
(Lunch Provided)

1 AT&T Way
Arlington, TX 76011

A POWERFUL INSURANCE RESTORATION SALES SYSTEM
Most contractors agree that selling in a storm environment requires a different approach
than what would typically be used to sell their prospects. While this may be true, the
sales person should not allow their focus on the insurance-claims process to forgo the
critical elements that drive sales in a non-storm environment.
SALES DYNAMICS FOR INSURANCE-RESTORATION CONTRACTORS dramatically
improves results by taking the most powerful strategies from “retail selling” and merging
them into a powerful insurance-restoration sales system. Participants will learn practical,
ready-to-use strategies that are designed to help you collect the insurance deductible,
decrease cancellations, and improve profits through upselling. Here’s what you’ll cover:
INVEST IN THE CUSTOMER

THE ADJUSTER MEETING:

• Learn to develop trust, credibility, and rapport to quickly
develop prospects into committed customers who want to
use you for their project.
• Why you need a Contingency Agreement, what it should
say, and the perfect time for you to ask your client to sign it.
• Using the Right of Recession as a tool to help you secure the
client’s commitment for you to be their contractor.
• Setting the table and using financing to upsell your client
on a better product, system, and/or warranty.
• Developing a powerful “good, better, best” upsell strategy
that drives higher sales and profits.

• Managing the homeowner’s expectation of
the adjuster meeting – making them your
ally when working with the adjuster.
• Tips to help you get off on the right foot
and maintain a productive dialogue with
insurance adjusters.
• Learn how to overcome common [adjuster]
objections on line items with better
methods, and documentation that support
your recommended method of repair.

stay for the

TAILGATE PARTY

3 PM - 5 PM

FACILITATOR
John DeRosa, Jr.

Director of Contractor Training
SRS Distribution, Inc.

John guarantees high energy,
relevant sales presentations
designed to facilitate change
within every organization.
Over the course of his career, John has
facilitated more than 1,500 seminars
and authored several educational
programs including:
The Contractor Survival ProgramTM
How Gross Is Your Net?TM
Behavior Dynamics in SellingTM
In addition to being a guest-columnist
for Roofing Contractor magazine,
Mr. DeRosa is a frequent
speaker with FRSA, IRE,
and WSRCA.

