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ABOUT THE AUTHOR 

Britton Brown has been an entrepreneur for over 23 years. Britton has built more 

than 10 successful businesses generating over $150 million in revenue in areas of 

finance, productivity coaching, real estate, marketing, internet sales, lead 

generation, commercial roofing and fertilizer sales. 

As a productivity coach, Britton has coached and mentored some of the top 

entrepreneurs in the U.S. for over a decade.  

 

A LETTER TO YOU FROM BRITTON BROWN 

I want to personally thank you for downloading this 

free E-book. My hope is that it will encourage you 

as well as give you a simple business model that 

you can take and implement into your future 

business.  

What I can tell you is that I am into simplicity! That 

is precisely why I have kept this book short and 

sweet.  

There is certainly a lot more to running a business than I have included in this 

book. However, when it comes to being profitable and getting your commercial 

roofing business off to a successful start, these proven short cuts will absolutely 

make the difference in whether you will be successful or dead in the water. 

So, if you are like most successful entrepreneurs out there, you will more than 

likely be looking for something that you can quickly read and understand, but 

even more important than that is having a tool at your disposal that makes sense 

and is simple to follow and that’s proven to get results. 

I also want to let you know that I will be sending you some follow up emails as 

well as an invite to check out our Conklin Roof Systems Webinar. Just remember, 

I’m a marketer and a Productivity Coach! It’s my job to help people like yourself 

find your way to success. Please keep an eye out for those emails and feel free to 

call me with any questions or when you have decided to get certified as a Conklin 

Roof Systems contractor. 



ABOUT CONKLIN ROOF SYSTEMS 

Back in 1977, Conklin formulated acrylic roofing coatings, which offer superior 

protection against the elements and provide substantial energy efficiency. Since 

that time, many companies have entered the cool, reflective roof coatings 

market; however, no other company offers what Conklin does. Conklin Roofing 

Systems combine superior-quality products with over 30 years of tested, proven, 

and trusted performance to deliver unsurpassed value for building owners, 

property managers, and contractors alike. 

 

The bottom line is that a roof is a long-term investment -- not just another 

expense. And whether you're a roofing contractor, building owner, or facility 

manager, you can be sure that Conklin Roofing Systems are a smart investment to 

keep your bottom line strong. 

GET CERTIFIED 

Getting certified is easy with Conklin Roof Systems!  

Conklin offers contractors the ability to get certified once a month by attending 

our Roof Systems Training/certification class. This class takes place at Conklin 

Corporate headquarters located in Kansas City, MO. The cost for the class is as 

low as $799.00, which is what gives you access to wholesale pricing, $150.00 

product credit and access to the industries longest warranties.  

Classes fill up fast, so don’t delay! You can get registered by calling Britton at 

816-785-3664 or go to www.conklindistributors.com. 

 

WHAT YOU WILL NEED TO BE A COMMERCIAL ROOF COATINGS SPECIALIST 

Believe it or not, I have had new contractors start their commercial coatings 

businesses and become incredibly successful contractors with just a power-

washer and some basic tools such as a couple of paint rollers and a broom.  

How did they succeed? By simply doing whatever it took to be successful. These 

guys took “action” and had the mentality that they would never fail or quit.  



I have also had contractors that have come into the Conklin Roof Systems family 

who had over 35 years of experience and all the tools that come with it. They 

were already successful, they just wanted a better product and a stronger and 

longer warranty to provide their customers with. 

Either way, you can absolutely succeed in this industry!  

What I would suggest you put on your must-have list as you build your 

commercial roofing business is to purchase the following, which is in order of 

importance: 

1. Get Your Conklin Roof Systems Certification Completed! $799.00-

$1199.00 

2. Registered LLC Filed with your State- $100.00 (1x fee) 

3. Business Cards- $20.00-$30.00 

4. Website- $50.00 per year avg. 

5. Business Insurance- I suggest a $1,000,000.00 General liability coverage to 

start which runs around $100.00-$250.00 per month 

6. Ladder- $400.00 

7. Data Base of Building Owner to Contact- Start with 200 which will run 

around $200.00 and a monthly mailer will run approximately $200.00 a 

month. This contact list will include their contact information which 

includes their name, address and phone number. You can purchase it by 

going to InfoUSA.com. 

8. Paint Rollers/Sticks- $50.00 

9. Caulk Guns- $30.00 

10. Some Basic Tools- You should have this already, but if not $100.00 

11. Power-Washer- $300.00-$1,000.00 

12. Backpack Blower- $250.00-$500.00 

13. Coating Sprayer- Graco GMAX Series- $3500.00-$8,000.00 

14. Sprayer Tips (Assorted Sizes)- $100.00 

15. Trailer- $10,000.00-$35,000.00 

Note: Focus on your basics (bold) as you get started and as you work towards 

your big-ticket items, make sure you lead with revenue! This means, you secure 

your job and use your profits to make your purchases. This will keep you out of 

debt and keep you profitable. 



 

BUSINESS MODELING 

Before I get into starting your commercial roofing business, I want to cover the 

importance of business modeling.  

Remember, people have lived before us. I’m mainly referring to successful people 

here, but the main point is why reinvent the wheel, right?  

As you may have read above, when you first picked this book up, I’ve been 

coaching successful entrepreneurs in all kinds of different industries for over a 

decade now. What I can tell you is, every single one of them follows business 

models that have already been proven to work. Even though they have different 

industries they play in, the models are very similar. I suppose therefore I am 

always dumbfounded how most people come into business with absolutely no 

idea how powerful and important this is to achieving success? 

With that said, Modeling is simply a pattern or an example to follow. So, keep in 

mind that success leaves lots of clues and so does failure. Why reinvent the 

wheel, right? 

What I want you to take away here is that if you want to succeed at the highest 

level, you will need to understand that your business will be based on 

foundational models first and foremost.  

As you grow your business, you will find that your natural areas of ceilings of 

achievement will only be broken by adjusting and improving your business 

models.  

Think of it like this…what’s the major difference between someone who makes 

$50,000 and someone who makes $150,000.00? The answer is very simple! The 

one that makes $150,000.00 has the same number of hours in a day as the one 

who makes $50,000.00, they just have a better set of business models they 

follow. The same goes for the guys who make $1,000,000.00 and $10,000,000.00.  

This book is about giving you a proven and predictable business model that will 

propel you past your natural ability/achievement ceiling. It’s designed to propel 

you past the guy who makes between $50,000 and $75,000 annually doing 



commercial roofing and vault you into the improved and successful achievement 

zone where you can easily make and maintain $125,000-$250,000.00 annually. 

The truth is, putting coatings on a roof is easy. Its finding the jobs and maintaining 

the momentum to increase your sales that ends up being the downfall of those 

who struggle in this business.  

What I have found is that when entrepreneurs place creativity before 

foundational models they fail miserably. I also have found that those who are not 

diligent in running models and focusing on what makes them money, tend to get 

pulled into working on areas of their business that generate zero income. They 

feel like they were productive, but in truth they are going backwards and headed 

to the poor-house. More on that issue later. 

There are four business models that you must commit to utilizing and 

mastering:  

1. Economic Model- Know your numbers! Know your goals, your average 

sales price, your average commission and your conversion rates. 

2. Lead Generation Model- The when, where and how of lead generation, 

your conversion rates, your cost per lead and holding your lead generation 

accountable. 

3. Budget Model- Get in the habit of making money before you spend it, this 

is called leading with revenue. The key to your budget model is to minimize 

your start-up costs, hold your money accountable and stay within your 

budget. I recommend you keep a monthly budget and examine it weekly. 

4. Organizational Model- This is all about examining where you are, where 

you want to be, who is capable of taking you there and identifying who 

isn’t. I recommend that you visit my website at 

www.successfulbusinessbuilders.com and take advantage of utilizing an 

AVA (Activity Vector Analysis) with every potential hire you consider. More 

on this down the road, ok? 

In the end, I want you to understand that if you are going to have big goals, then 

you are going to need big models that support them. Be patient as you get started 

and most importantly be methodical in your approach. Learn to think 

competitively and strategically as well as have high standards and impeccable 

service and you will thrive as a business owner. 



 

STARTING YOUR BUSINESS 

Starting a new business can be a bit scary. How you approach it from the 

beginning can make or break you. As a commercial coatings and restoration 

specialist, the sky is the limit, but you have got to get access to the best products 

and luckily you have found the best commercial coatings products and warranties 

on the market with Conklin Roof Systems. To get started all you must do is call 

me (Britton Brown) at 816-785-3664 and I will get you set up in about 15 

minutes. 

I also offer a lead generation program to help you hit the ground running if you 

need help in this area. Ask me about it when you give me a call and I will give you 

the details! 

Earlier I gave you a list of what you will need. I want to emphasize that without 

leads and the fortitude to go out and drum up 

the business you will fail!  

There is an old saying, the fortune is in the 

follow up. Unless you have unlimited funds, 

allowing you to buy an extensive contact list of 

10,000 and producing a monthly mailer to go after a small return like 3%, you 

must learn to work smarter. 

I have found through years of experience that if you will start small and learn to 

manage your database by calling each contact personally after you send them a 

mailer your conversion rates will sky-rocket! 

I have also found that those roofers that successfully implement this strategy and 

focus on selling repair service first end up getting the lion’s share of the business 

when it comes to getting roof projects. 

Remember, service work will keep you profitable when you are waiting for your 

bids to be accepted. The average commercial roof repair runs around$750.00 and 

your profit margins on a full roof restoration project runs at 40%-55%, with an 

average price point being around $35,000.00-$45,000.00. Can you see why this is 

so attractive? 



If you are working on a shoe-string budget, you can simply make up some flyers, 

include some Conklin marketing materials and stick your card and information 

about your company in a package and hit the streets by going door to door and 

handing out your information. Believe me, everyone hates to do this, but it works! 

The last thing I want to add, is get in the habit of doing what everyone hates to 

do. Cold calling and door knocking are the two most despised areas of sales, yet 

it’s where 80% of the money is made for new businesses and even for the 

seasoned veterans.  

As for writing deals and buying materials and supplies, you will find that you can 

collect your costs up front with your new clients. They are absolutely used to 

giving you 20%-30% down payments on jobs. So don’t sweat the cost of materials.   

 

LEADING WITH REVENUE 

You simply don’t have to have deep pockets to build a commercial roofing 

business. Make it your mission to buy what you need to build and grow your 

business with your profits. 

You don’t have to have a $35,000.00 roof rig to enter the Commercial Roofing 

Industry.  

Start with the basics that I outlined above, get certified and have your plan of 

action laid out and execute. The profits based on your success should always 

dictate your growth. 

Individuals go into bankruptcy because they think they must take out loans and 

look the part of a big company in order to be successful and that simply isn’t true. 

That’s a fast ticket to the poor house! 

Your total outlay of cash to get started, if you have absolutely nothing in the 

garage to start your business will be under $2,500.00. The rest can be obtained 

via your success.  

 

LEAD GENERATION 

This is where the rubber meets the road! 



I want you to remember the acronym “LCL”. This stands for Leads, Customers, 

Leverage. 

Without leads, your business is dead! Your lead generation must always be turned 

on. You are lead generating when you talk to friends and acquaintances, you are 

lead generating when you place ads in Facebook, Google, your website, your 

business cards and via network marketing groups. Go out and start doing 

seminars by partnering with a tax consultant or accountant and teach building 

owners about the incentives of roof restoration and how they can depreciate the 

entire cost of their roof restoration in just one year and about the tax incentives 

of having an energy star rated roof coating like Conklin Roof Systems offers and 

watch your business take off. Sending mailers and utilizing YouTube to show 

people your projects and your work is also an excellent way to generate leads. 

Become a leader in your industry and work your referrals. It’s really that simple! I 

offer coaching services to help you stay on course and hit your goals asl well as I 

am happy to help you with lead generation strategies when you become a Conklin 

Roof Systems contractor. If it sounds a little overwhelming, relax! I’m going to 

give you effective strategies and secrets to help you succeed. 

Your customers provide you with marketing opportunities, they maximize your 

per-hour compensation and they bring you more customers, which in turn brings 

in more volume when you provide them with great service and an awesome roof. 

Your leverage happens as you grow. The more people you bring on, the more 

leverage you have. As you hire employees, its imperative that you provide them 

with a blueprint for success. This consists of the models, systems and tools that 

you have used and are proven and predictable. This keeps them excited and lets 

them know what they can expect from the start if they will be disciplined and 

follow your success model. Without this you will be doomed to hiring and training 

a multitude of people, which means you will fall into the trap of either hiring your 

competitors and/or wasting a ton of time by hiring non-talent. Remember 

this…talent deserves to be paid! Talent is what gives you leverage. Talent is what 

propels your business to the top and talent is what gives you leverage to enjoy life 

outside of your business. So, get in the habit if spotting talent and bringing talent 

on board. 

 



MANAGING YOUR DATABASE 

What I am about to share with you is where all the real long-term money is made. 

It’s also the number one most neglected area of business for start-up 

entrepreneurs. It is the single most important area to maintain if you want to 

grow and long term profitable business. 

I recommend you either subscribe to Constant Contact, which runs about $15.00 

per month or you can utilize MailChimp (starts out free), which is a watered-down 

version of Constant Contact. Either way, you will need a database management 

tool and a way to put together effective emails to stay in contact with prospects. 

The key to your success will be found in setting up your database and feeding it. 

You will want to break it down into two categories:  

1. Your MET’s 

2. Your HAVE-NOT MET 

Your MET’s consists of those individuals that you “have met” and want to build a 

relationship with. 

Your HAVE-NOT Met list will consist of all those individuals that you have found 

via lead generation and/or contacts that you have purchased that you “haven’t 

met” which consist of your target market. 

This is vitally important so that you can easily access and build marketing 

strategies around that are consistent with the type of relationship you have. 

The key is to systematically market to each category. This is broken down to two 

different approaches: 

Approach #1 Have MET- As I just mentioned, these are individuals that you have 

personally met. What they aren’t is everyone you know! What I mean is I want 

you to focus on people that would fit the criteria of an allied resource. Allied 

resources are those influential individuals that are in professions like insurance 

sales, commercial real estate, bankers, landlords, building engineers, electricians, 

business brokers, and commercial painters.  

The process is all about taking them to being a core advocate/referral source. This 

is done by using a process called 8x8, 33 touch.  



Phase 1- 8x8: The 8x8 is all about 8 meaningful contacts that will cement a solid 

relationship.  

Week 1- Drop off a letter of introduction, your personal brochure, and your 

business card. 

Week 2- Send an inspirational card, community calendar or some tips on keeping 

their roof up to snuff. 

Week 3- Send an inspirational card, community calendar, or some tips on keeping 

their roof up to snuff. 

Week 4- Make a telephone call: 

Hello, this is________from_______company. Did I catch you at a good time? How 

are you? Did you happen to receive the_____? Have you had a chance to look at 

it? The reason I am calling is to find out if you happen to know anyone who might 

be dealing with some roof issues or need a new commercial roof….? 

Week 5- Send them one of your free roofing reports or a special coupon for a roof 

repair or inspection. 

Week 6- Send a roof maintenance tip. 

Week 7- Send them a notepad, refrigerator magnet, or other usable giveaway 

(not throwaway) with your name, logo, and contact information on it. 

Week 8- Make another telephone call: 

Hello, this is_____from______company. Did I catch you at a good time? How are 

you? Did you happen to receive the______that I sent you? That’s great! Did you 

have any questions? As you can tell, I really hope you will allow me to be your go-

to guy when it comes to any roofing related needs in the future. And also, let me 

just give you a quick reminder that if you happen to know anyone who might be 

having some roofing issues, could you please share their name with me or my 

name with them…? 

Note: Remember, the 8x8 process is all about building relationships and winning 

the commercial roofing “mind share” battle.  



Once the 8x8 process is completed these individuals go into your MET portion of 

your contact database where they will be included in your ongoing 33 touch 

program. 

Phase 2- 33 Touch: This is a systematic marketing and prospecting technique, 

which will ensure a year-round contact with your contacts in your MET 

database. 

18 touches: This is a combination of eighteen emails, mailings, letters, cards or 

drop-offs (which might include your business card) and may be one of the 

following: a letter of introduction, your personal brochure, roofing maintenance 

tips, a complementary inspection, a “Just Completed” or “Just Sold” Roofing card, 

holiday cards, your personal newsletter, community calendars, invitations, service 

directories, promotional items, etc. 

8 touches: Thank you or “thinking of you” cards. 

3 touches: Telephone calls. 

2 touches: Birthday cards, Christmas card 

1 touch: Mother or Father’s Day Card 

1 Touch: July 4th /Independence Day Card 

Result: Research has proven that for every 14-18 people in your MET database 

that has been properly marketed to, you can reasonably expect to net at least 1 

sale. 

Approach #2 Have Not MET- Once again, these are all the leads and contacts you 

have obtained throughout the year. Your database will be set up to market to 

these prospects 1x per month equaling 12 touches per year. 

In the 12 Direct, you will find that there is no question that this is a highly-

leveraged form of lead generation to the masses. Personal phone calls and drop 

byes are not required, so in the same amount of time you would work a handful 

of names in your MET database, you can shape a message that can be sent to 

thousands in your Have Not Met database. 



My suggestion to you is set up the campaign all at once in your database 

management system and as they say, “set-it and forget it”. Just keep dropping 

new leads into the management system and let the rest take place. 

Result: Research has shown that for every 75 people in your Have Not MET 

database that you do the 12 Direct campaign with, you can reasonably expect to 

sell at least 1 roof repair and/or 1 roof system. That’s a 75:1 ratio. So, if your goal 

is to sell 20 roofs, you will need to have 3,750 people in this database. 

This is exactly why when I am working with sales professionals in other industries I 

am constantly telling them that their business is in direct proportion to their 

database. Your database is your Goldmine.  

Just to recap, you are going to have to work on building a prospect list. This is 

going to be a critical component to building a long term successful roofing 

business and will most definitely save you from spending a ton of money 

advertising to get your name out there. 

I’ll put it to you like this…. there is an old saying in the marketing world; “the guy 

with the most money always wins”. Yes, that’s very true, but there are many 

people out there stealing massive chunks of market share due to their ability to 

outperform the big hitters. 

If you will apply these strategies and work your database, you will find that your 

conversion rates and ROI will outperform those who wish to simply out spend 

you. 

 

PUTTING IT ALL TOGETHER- Be Profitable in 90 Days! 

OK, so you have your stuff together, right? You’ve called me to get registered for 

Roof Systems training at 816-785-3664. You’ve been through the training or 

maybe your waiting to go and it’s time to start inking deals. 

Here’s Your Game Plan: 

1. Get Your List of 200 Building Owners and immediately put them into your 

“HAVE NOT MET” database and send them an email with your company 

information and an offer to come and do a FREE inspection of their roof. 



2. Put together a day during the week (1x), and make this the same day every 

week that you go out and canvas the Commercial market. For an example; 

every single Wednesday between 9am-3pm you hit the streets. Your goal is 

to introduce yourself, drop off a brochure and a card and see if you can do 

a FREE Inspection. A solid goal is to visit at least 25 commercial buildings 

during this day and complete 5 inspections. 

3. Try and make it your goal to talk with 10 building owners (via phone) each 

day and scheduling 5-10 inspections every week off your contact list. 

4. Sign at least 1 deal every two weeks! 

5. Every time you ink a deal, immediately visit the neighboring buildings and 

drop off a notice to them on a special offer to every building owner that 

calls you for an estimate or inspection while you are in the area. It doesn’t 

have to be large, just something that provides them with a little incentive 

to call you. 

 

Lastly, we are headed into hail season. Have a plan! Buy a map of your area and a 

set of thumb tacks. Red Tacks will represent heavy hail damage. Blue Tacks 

represent recent insurance bought jobs and Green Tacks recent company bought 

jobs. When that storm hits and it will, you need to have tarps and be ready to get 

out there as fast as you can. You will have 24-48 hours to beat the out of town 

companies i.e.” Storm Chasers”.  

 

If you beat them, you will have the lion’s share of the business. That’s just the way 

it is! 

 

 

 

 

 

 



 

In closing, I want to encourage you to reach for the stars. I am confident that if 

you apply these strategies, you will succeed. Why? Because it’s been proven to 

work! I also want to encourage you to give me a call and get started by becoming 

a Conklin Roof Systems Certified Contractor. Whether you are just getting into the 

game or you’ve been in the business a long time, Conklin can and will help you 

sell more roofs and get more referrals. 

 

Wishing You the Very Best, 

Britton Brown 

816-785-3664 

 

 

 

 

P.S. For those of you who make the decision to learn more and/or get started, I 

have a GIFT for you. This is a $199.00 value that will help you get into the 

Insurance Restoration Business; an incredible opportunity. It will teach you how 

to tap into this portion of the business and secure millions of dollars in deals. 

 

 

 

 

 

 


