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A myth is defined as, “a widely held but false 
belief or idea.” There is always a fear of trying 
something for the first time, especially when 
employing a NEW business strategy like Virtual 
Selling! We will explore the most common 
myths associated with virtual selling and why it 
might seem so scary. 

Sometimes we hesitate and do not move 
forward with doing something new due to 
uncertainty or a myth. Don’t let myths become 
barriers that prevent you from adopting new 
practices and processes that will help your 
business grow and thrive in the new virtual era 
of our digital economy.

In this ebook series, we’ll debunk some common 
myths surrounding the topic of virtual selling for 
Home Improvement Contractors. We’ll put your 
virtual selling myths to the test and see if they 
are confirmed, plausible or just plain busted. 

Let’s take a look at Myth #1: My customers 
don’t want to buy this way.

What exactly is a myth? 



Although most homeowners are not excited 
to sit across the kitchen table from a home 
improvement salesperson, that is the way 
they’ve always done things.  
 
Any home improvement contractor who  
believes a homeowner DREAMS of sitting 
across from a sales person being sold a new 
roof, bathroom remodel or new windows is 
sorely mistaken. Even if your project is a 
necessity, spending money on big ticket home 
improvements projects by a stranger who just 
won’t leave their home without a signature is 
something of a nightmare for homeowners, 
but just the way we’ve always been taught to 
sell.  
 
Now, considering the new social distancing 
recommendations, if you do happen to make 
it to the kitchen table, one sneeze or cough 
and you’ve probably just cost yourself that job.

Myth #1 - My customers 
don’t want to buy this way



Reality is that customers also buy many other 
big ticket items virtually as well.  
The automotive industry is a great example. 
With companies like Carvana, a customer 
buys a $20,000, $30,000, $40,000+ vehicle 
WITHOUT A TEST DRIVE.  
 
Still not a believer? Carvana’s1 annual reve-
nue last year (2019) was $3.940B—a 101.48% 
YoY increase from 2018, so this is becoming a 
social norm.

1   https://www.macrotrends.net/stocks/charts/CVNA/carvana/revenue

Buying Big Ticket Items 
Virtually



This shift is happening in other industries as 
well. Telehealth is one of the biggest growth 
areas for utilizing technology to replace what 
was traditionally an in-person only activity. And 
it is sure taking off! By 2025, it is projected to 
exceed $64.1 billion in the U.S. (Global Market 
Insights)1. 
 
So what about adoption rates of telemedicine? 
Do consumers really like this way of receiving 
medical care? Nearly 9 in 10 Americans over 40 
would be comfortable using at least one type 
of telemedicine for themselves or a loved one 
- just as likely as those 18 to 39 years old, 
busting the myth that older generations aren’t 
as comfortable with telemedicine technology 
(Associated Press-NORC Center for Public Affairs 
Research)2. If a doctor can diagnose over the
phone, you can certainly diagnose a house.

1    https://www.gminsights.com/ 
2   https://www.wheel.com/blog/master-guide-to-telehealth-statistics-for-2019/ 

Utilizing Technology to 
Diagnose



Several years ago, some of the largest home 
security companies in the country, including 
SimpliSafe, moved away from the in-home 
sales model and embraced virtual and phone 
sales completely. They’ve grown exponentially 
ever since they made that decision. SimpliSafe 
alone tripled in size in four years, reaching a 
net worth of over $1 billion in 2018. The
company then expanded internationally, 
launching new products and establishing
integration partnerships1. 
 
Consumers also enjoy virtual or digital buying 
in many other areas of their life. Customers 
order their groceries online and pick them up 
curbside or get them delivered to their home. 
People are now accustomed to reserving a 
table for a restaurant online with apps like 
OpenTable, or ordering a ride with Uber or Lyft 
to take you wherever you want to go.

1   https://www.builtinboston.com/2018/12/20/spotlight-working-at-simplisafe-engineering 

Digital Buying  



Mike Damora from K&B Home Remodeling 
has been an early adopter in virtual selling 
within the One Click Contractor Platform 
since the beginning. For the past 3 years 
after an appointment he’s been surveying 
his customers to see which method they
preferred to buy home improvement services. 
96% of those surveyed prefered the virtual 
experience OVER an in-home selling 
experience. The homeowners have spoken 
and their desire to buy virtual FAR outweighs 
their desire to buy in-home.

The Results Are In



MYTH #1
“MY CUSTOMERS DON’T WANT TO BUY THIS WAY”



Buying Home Improvement 
Services Virtually

In our opinion, it won’t be long before 
most homeowners will ONLY buy home 
improvement services virtually. There are 
many reasons for this, it simplifies their
purchase path as well as makes it a quicker, 
and easier sale for you. 

Homeowners today are very uneasy about 
having a stranger in their home. With the 
fears surrounding the current world-wide 
pandemic, homeowners won’t be welcoming 
contractors with open arms into their homes 
anytime soon (if ever). They do, however, 
understand it’s challenging for them to get 
that dream kitchen or windows replaced 
without setting foot in their home.



• Homeowners want the ability to choose a virtual or in-home sales process.  
Remember, If you choose to not offer virtual appointments, your competition 
will!  Once you are enabled to sell online and offer virtual appointments, 
advertise EVERYWHERE - on your website, Facebook, LinkedIN, and all your 
social media pages, as well as yard signs or the back of your business cards.  
 

• Homeowners want you to make it easy for them to buy digitally.  
Homeowners expect you to offer a way to discuss designs over the computer, 
the ability to sign their agreement and then collect payment without any 
paper shuffling paper back and forth. They want the ability to buy a home 
improvement job anywhere and on their time. If that means two spouses in 
different time zones jumping on a virtual meeting after the kids go to bed, to 
discuss a design for their new remodeling job, that’s awesome. 
 

• Homeowners want you to  create a safe environment for their family as you 
work together through the virtual process. When working on a job inside or 
outside their home, they’re expecting you to be careful, wear a mask, gloves 
and shoe booties. When you ring the doorbell, step back, practice social   
distancing as you update them on the job. Create an emotional connection  
with the products you’ll be using for the project. For example, offer to drop off  
a sanitized sample pack for them to handle and review.

Tips:



Don’t be left behind by your competition! The future has 
arrived in virtual selling. As we’ve seen, consumers are 
getting very comfortable making small purchases like 
groceries, or larger ones, like a new car, all virtually. 
Operating from the comfort and safety of their own home, 
homeowners are embracing the entire purchasing 
experience end-to-end with One Click Contractor guiding 
them through the painless process of buying remotely.

One Click Contractor will allow you to put on a great virtual 
show and portray yourself, your company and the products 
you use with confidence throughout the sales process. The 
platform allows you to seamlessly move through your sales 
process and sell more jobs in a new virtual environment. 
We offer the complete end-to-end sales and productivity 
solution for contractors, allowing them to make the move 
from paper to digital, create estimates faster, eliminate 
costly mistakes, reduce travel time, and increase efficiency - 
all in one place inside the One Click Contractor Virtual Sales 
Platform.

My Customers Don’t Want to Buy This Way - Myth

 - GET STARTED - Learn how you can get started selling virtually today > >

https://info.oneclickcontractor.com/signmeup


Before you can succeed at virtual selling, you 
need to make the decision to start selling 
online today. Making this decision is a pivotal 
move for your business. It means busting 
some of your own internal myths and taking 
a big step forward. 

Once you’ve taken the step forward to making 
a decision to use a virtual sales approach to 
selling jobs, now it’s time to select your 
platform. Don’t “cobble” together your virtual 
sales platform! Why? If you’re bouncing 
between video conferencing systems like 
Zoom, estimation apps, your CRM, your 
PowerPoint presentation, financing and credit 
card processor and DocuSign, your process is 
now clunky and inefficient. You could also be 
making critical errors that could cost you the
 job and lower close rates.

Taking the first step to  
succeed at Virtual Selling



Schedule your virtual consultation > >  - SCHEDULE HERE - 

Run your entire sales process from lead to 
getting paid all in one powerful virtual sales 
platform. One Click Contractor is the only 
all-in-one virtual sales platform in the market 
today.  

• All your job data is stored in one system 
and available to you 24/7

• We’re device agnostic. Choose to  
access One Click Contractor on your  
laptop, desktop, iPad, iPhone, Android 
tablet or Android Phone

• We help you get up and selling FAST with 
our 2-step onboarding process 

• Contractors are achieving the same or 
higher close rate that they had with their 
old sales process 
 

Learn why One Click Contractor is the ONLY 
platform that can BUST all your virtual selling 
myths.

Why One Click Contractor?  

https://info.oneclickcontractor.com/learn_more
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