
SELLING DURING

Ben Fisher, Founder & CEO

HOW THE BIG FISH CONTRACTING CO. IS

SOCIAL 

DISTANCING



STEP 1

EXPLAIN
COVID-19 POLICY AND 
SEND COPY TO CUSTOMER

Put customer at ease

It’s the elephant in the room 

DO NOT IGNORE



A huge way to communicate and

this gets the customer used to

using this platform with your

business.

We let them know they have a 24

line of access to us via Text.

 

STEP 2 CONFIRM
APPOINTMENT

THROUGH TEXT 



CALL WHEN ON SITE AND 
GO OVER THE NEEDS

ASSESSMENT

STEP 3

Communication is KEY and

overcommunicating is actually

a good thing in this case



Get customer involved by using

direct connection 

Still need to go out by yourself and

do physical inspection

Benefit is can be done at anytime

since no face to face is needed

STEP 4 TAKE HOVER PHOTOS

AND INSPECT ROOF USING
COMPANY CAM



Make sure it’s even better than in

past because it has to be easy to

understand since you won’t be in

person

 

STEP 5 ANNOTATE COMPANY CAM 
PHOTOS AND PROVIDE

DETAILED CAPTIONS



If not comfortable with Zoom, email

flip book and company cam timeline

Do over speakerphone assuming

customers can look at docs

 

 

STEP 6

INVITE CUSTOMER
TO ZOOM CALL TO

GO OVER COMPANY,
INSPECTION, AND

PRICING



Financing deals should go up with

economic uncertainty as

consumers may want to hold on to

their cash short term to see what

happens with market

STEP 7 CLOSE THE SALE, SEND
ELECTRONIC SIGNATURE,

MOVE TO PRODUCTION



Customers are home more and

should be easier to reach

STEP 8 FOLLOW UP THROUGH TEXT,
EMAIL, PHONE CALLS

 



 
These adapted steps during this period in our
country will make your salespeople even better
at communicating and should keep this level
of service up when business resumes to normal.
 
You will find out how good your customer service
skills really are during a time like this.


