
IMPLEMENTING OUR FINANCING PROGRAM
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1. Know the loan options
2. Adjusting your pricing model
3. Making it easy for customers to apply
4. Update your sales process  

4 Points to SUCCESS 

KNOW THE SALES PROCESS
 � People have different budgets; one loan does 

not work for everyone. Generally, loans fall into two 

categories, Same-as-cash or Monthly Payment.

 � Same-As-Cash gives the customer a short time frame 

to pay back the loan with zero interest. These are most 

often used by customers who were planning on paying 

cash originally but want to use the same-as-cash loan 

out of convenience. Often used in order to purchase 

upgrades they didn’t know about, or because they 

underestimated how much the price would be. They can 

use this option to get started today without 

reducing the job or delaying the project. Believe it or 

not roughly 60% of customers who use promotional 

financing prefer the same-as-cash option. Customers 

love this option and will often select a contractor based 

on the availability of same-as-cash. 

 � Low Monthly Payment, this is what many customers 

think about when financing is discussed. This popular 

option is a 6.99% 7-year loan. If that payment is too high 

for the customer there is a 10-year option available so 

that you can adjust affordability (monthly payment) 

instead of price. 
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Net Promoter or Net Promoter Score is a management 
tool that can be used to gauge the loyalty of a firm’s 
customer relationships. It serves as an alternative to tra-
ditional customer satisfaction research and is claimed 
to be correlated with revenue growth.

Our Financing Program is just better.
TAKE A LOOK AT OUR NET PROMOTER SCORE!

50%
will

finance
When it comes to financing a
roofing project over $5,000... 

If you close 22 of of 100 now, you’ll close 
about 40 out of 100 with financing

Source: The Cicero Group on home improvement spending.     
               Both contractors and consumers were interviewed.

Source: NAHB



MAKING IT EASY FOR CUSTOMERS TO APPLY
The application process is very simple and takes less than 10 minutes. Customers can 
apply online, over the phone or through your tablet or smartphone. Be sure to get some 
flyers, and website links to make this process as easy as possible - our marketing team 
can help you with that, just ask your Outside Sales Rep to set that up for you. If you plan 
to use the app download it and create a template to save your company details.

Your cost:
3.8% on average

0% 3.5% 8%

40%
CA$H

20%
credit cards

40%
finance

Their choice:

2 ADJUSTING YOUR PRICING MODEL
 � Almost everything that goes through the TCM 

homeowner’sEDGE™ is promotional financing. In order to 

achieve an attractive up-front rate, by offering promotional 

financing,  you are essentially buying down the interest 

rate for the customer by adjusting your pricing model like 

the example below. This is always a better deal for the 

customer in the long run as they will save significantly 

more interest than the upfront fee cost, just like any other 

value add that you offer this cost should be built into the 

customers price. Most contractors simply increase their 

price by 5-10% and find that this is enough margin to cover 

all loan related costs as well as cost related to customers 

who use credit cards. 

 � The whole point of financing is to get customers 

focused on value, not just price, a study done by Reuters 

found that roughly 3/4 customers will buy based on 

established value. Customers already don’t know what to 

expect on price and likely underestimate how much their 

new roof will cost. Promotional financing will help make 

that easier to swallow for most customers. 

 � What was the last thing you financed personally? If at 

the time of purchase financing wasn’t offered would it 

have complicated your decision? Would you have spent 

as much? Bought when you did? Most of us wouldn’t have 

a home and most of us would have much older vehicles 

with less bells and whistles if it wasn’t for easy low interest 

payment options. That’s exactly what you’re trying to 

give your customers, an easier way to say yes to the best 

version of the project.
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UPDATE YOUR SALES PROCESS
 � Here are the key things you need to know to really 

use this as a tool and to help grow your business with 

financing: Tell them about your easy payment options at 3 

points, when setting the appointment, when you first get 

to their home, and when you give them the price. 

 � 50% of projects are financed (if the job is over $5,000) 

that means half of the customers out there do not have 

enough in their savings account to pay for this job. Most 

customers also get 3 quotes. Offering easy payment 

options when setting the appointment is an easy way to 

set yourself apart from the competition. 

 � Give them a little bit of detail, if you just say “we have 

financing” you are going to miss out on customers that 

think you are offering them nothing better than the 

competitors, if you say “let me know if you’re interested 

in our 12 month zero interest loans” now the customer 

knows that you have something that a customer cannot 

easily get on their own.

 � When you get into the home remind the customers 

about the easy payment options before you discuss any 

potential upgrades. You want customers to know that they 

can afford those upgrades!!

 � When it comes time to give the total price give each 

option as a monthly payment as well. $3,000 more today 

for painted vs galvalume is a hard decision to make, $25 

more a month is an easy yes when compared to the 

monthly energy savings. Make it easy for your customer to 

say yes. 
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75%
purchase

value

When looking at buying 
something by VALUE over just 

PRICE...
Source: Reuters



The TCM homeowner’sEDGE™ Finance Program presented by Tri County 

Metals is an absolutely tasty product promising significant business 

growth by giving customers the opportunity to get the roof they really 

want. There is a very specific recipe to its success and each step, no 

matter how small, is vital to see the results you really want. While 

there are many copycat recipes out there none are as fine or decadent 

as the TCM homeowner’sEDGE™. To find out what separates the TCM 

homeowner’sEDGE™ from other finance programs schedule a call with 

your rep and Neal today. 

 

Here is where a traditional recipe would show you tantalizing pictures 

of what you’re about to make:
• Increase close rates by 18 points, most contractors close 3-4 out of 

every 10 jobs. We want to help you close 5-6.
• Increase project sizes by 43.8%, help customers get the roof they 

really want!
• Increase leads! - Plenty of marketing support available, talk to your 

rep today.
• Eliminate discounting - get customers focused on affordability & 

value, not price!

Directions

As you go through these directions keep in mind that this is a complete 

recipe, but we don’t expect you to be a master chef on your own. 

You have tons of support available through TCM and Neal, your 

EnerBank Rep. These descriptions are meant as a reminder to be used 

as a reference sheet for later use. Each topic will be covered fully in 

training explaining not just the how, but also the why so that you can 

understand why each piece will impact consumer buying behavior and 

help your company achieve its goals. While financing may sound like 

a scary new subject it’s just like brining on any other new product line. 

When you want to sell a new product to your customers there are 3 

things you need to figure out: How does it work, how do I talk to my 

customers about it, and how much do I need to sell it for? 

A Program designed 
to c l o s e  m o r e
P R O J E C T S 

2 heaping scoops of Tri County Metals support

1/2 a cup of hard work

1/2 a cup of sales know-how

A dash of Neal’s sarcasm (added for flavor)

1 enrollment packet

1 planning meeting

1 training

1 marketing support meeting

Questions (as needed)

 

Ingredients

TRI COUNTY METALS 
 � 877-766-3309

 � info@TriCountyMetals.com

 � TriCountyMetals.com

 � Serving Florida and Georgia 


