
Roover

FIRST-PASS INVESTOR NARRATIVE

The job
before the price.

Roover is the transaction platform for 
residential roofing.

Residential starts with a problem. Roover creates the job the market can price.
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ILLUSTRATIVE



Roover

W H Y R E S I D E N T I A L  S TAY E D  S T U C K

The better buying order was trapped in professional 
economics.
The industry knew the function. A one-off household had no economical way to access it.

01

The homeowner did not 
know to buy it.

They know they need a roof—not a 
separate professional service that 
prepares the work before pricing.

02

A human professional 
was too expensive.

The buyer-side work is economical 
across large or repeated projects, not 
as a standalone service for one 
household roof.

03

The roofer was not 
incentivised to give it 
away.

Their unpaid preparation helps them 
win the work. Making it portable would 
make their own price easier to compare.

THE EMPTY BUYER-SIDE SEAT

Professional construction proves the function—not Roover's residential execution. 4



Roover

T H E  I N T E RV E N T I O N

Roover makes that buying order work at household economics.
Start with what is knowable. Keep assumptions and genuine unknowns visible. Prepare the basis before a roofer is preferred.

The homeowner starts with
one thing they know:

their address.

Roover gets there before roofer selection and 
asks only for facts and choices the homeowner 
can supply.

PROPERTY EVIDENCE

What the property and roof can show

HOMEOWNER FACTS + CHOICES

What only the household can confirm

ROOFING KNOWLEDGE + REVIEW

What requires structured judgment

READY FOR INITIAL PRICING

Homeowner-
confirmed

pricing basis

Known facts
Assumptions
Unknowns

Roover prepares the basis for pricing; roofers retain method, margin, price and final site judgment. 5



Roover

T H E  T R A N S A C T I O N  F L O W

The site visit moves from discovery to confirmation.
It stays valuable. Roover reduces the repeated pre-selection work around it.

01

Prepared
job

02

Initial
prices

03

Preferred
roofer

04

Confirmation
visit

05

Final
quote

06

Final
choice

TODAY Repeated discovery before the homeowner can 
compare

Travel · inspect · work out the job · sell · build a private quote — 
repeated for every roofer invited.

WITH ROOVER One high-value confirmation visit with the 
preferred roofer

Confirm the physical roof · meet the homeowner · resolve 
remaining unknowns · issue the final quote.

The visit becomes the moment the transaction is confirmed—not the moment the job is first invented.

Initial price → preferred roofer → physical confirmation → contractor-confirmed final quote. 6



Roover

T H E  P R O D U C T

The product turns an address into a job ready for pricing.
STATUS-LABELLED PRODUCT PROTOTYPES

CONFIGURED PROTOTYPE

Roover Start
DISCOVERY PROTOTYPE · FAKE DATA

Project Room
SAMPLE FIXTURE

Roofer pricing packet

DESIGNED / TO PROVE: PRICING PROFILES

The demo proves the intervention exists; it does not prove repeat adoption or transaction economics. 7



Roover

T H E  C O M PA N Y

The prepared job becomes the transaction rail.
One persistent object carries the transaction from homeowner intent to contractor-confirmed agreement.

INTENT

What the 
homeowner needs

EVIDENCE

What is known

SCOPE

What is being 
priced

PRICING

What roofers would 
charge

DECISION

Who the 
homeowner prefers

CONFIRMATION

What the contractor 
confirms

THE PERSISTENT ROOFING JOB

The product is the repeatable buyer-side process. The job is the transaction object. Roover is the 
platform underneath both.

COMPOUNDING LAYER Job templates  ·  Pricing profiles  ·  Supplier routing  ·  Behaviour and outcome data  ·  AI

Roover makes residential roof replacement digitally transactable. 8



Roover

D I S T R I B U T I O N

One engine. A sequenced route to market.
Not three companies. Three front doors on the same Roover transaction rail.

FIRST 01

RoofHero
Owned proof surface

Capture homeowner demand, operate 
the assisted workflow and prove the 
rates in one market.

ACCELERATOR 02

Industry-backed 
activation
Trusted front door + network

A strategic partner can fund market 
entry, bring trust and activate an 
existing installer base.

EMBEDDED LATER 03

Roofer-owned intake
Roover beneath one business

Replace an unstructured contact form 
with a prepared job and an authorised 
roofer pricing path.

The front door changes. The job basis, certainty rules and transaction state stay intact.

Industry partnership is a scale hypothesis under active exploration—not a signed national rollout. 9



Roover

W O R K I N G  C O M M E R C I A L A R C H I T E C T U R E

Roover captures value at events it controls.
The homeowner stays free. Roofers and distribution partners pay for useful transaction value.

HOMEOWNER

Free
Roover must earn trust 

before asking the 
household to understand a 
new professional service.

PREPARED PRICING PARTICIPATION Recover the cost of prepared demand

A roofer receives a priceable opportunity—not a name and phone number.

PREFERRED-ROOFER CONFIRMATION Monetise the highest-intent handoff

The homeowner has reviewed initial prices and wants to meet this roofer.

PARTNER-FUNDED ACTIVATION Fund market entry and platform use

A strategic partner underwrites a bounded market launch and its own channel value.

Completion upside may exist—but Roover should not rely on a fee collected after it loses control of the transaction.
ECONOMICS TO PROVE

Exact fees, payer mix, willingness to pay and unit economics remain hypotheses under test. 10



Roover

P R O O F  S TAT E

The structure is proven. The mechanism is demonstrated. 
The rates are not.
This is a bounded commercial proof problem—not another conceptual identity problem.

PROVEN PRECEDENT

Professional 
construction

The industry already accepts 
buyer-side preparation before 
contractor pricing.

DEMONSTRATED ONCE

RoofHero field 
workflow

One Sydney transaction 
closed through an earlier 
mixed manual and digital 
process.

BUILT

Roover product 
path

A working, status-labelled 
product prototype expresses 
the intended transaction.

TO PROVE REPEATEDLY

The commercial 
rates

Adoption, useful pricing, 
packet sufficiency, price hold, 
willingness to pay and 
repeatability.

The mechanism has worked once; the rates are not yet proven. Founder evidence: 18 months operating from the 
buyer side produced the diagnosis and product.

One transaction is mechanism evidence—not repeatability, equilibrium or unit-economics proof. 11



Roover

T H E  A S K

A$250k
90-day proof bridge

Harden only what the test requires. Put hard 
numbers around the commercial rates.

CURRENT WORKING ASK · TERMS TO CONFIRM

01

Homeowner acquisition + job 
confirmation
Can Roover capture the buyer early 
enough and get the job basis confirmed?

02

Useful roofer pricing

Will roofers price prepared work without 
recreating the whole discovery process?

03

Price survival at confirmation

How much changes after the preferred 
roofer physically confirms the roof?

04

Willingness to pay + 
repeatability
Do the economics work without founder-
level intervention?

If the rates hold, Roover has the basis of the transaction 
standard for residential roofing.

The job before the price.

The structure is proven. The residential mechanism has been demonstrated. This capital proves whether the rates repeat. 12



Roover OPTIONAL PARTNER EXIT · NOT IN INVESTOR CORE

I N D U S T RY PA R T N E R S H I P

White-label is the request. Partnership is the opportunity.
A partner brings the trusted market presence. Roover runs the buyer-side transaction system underneath.

INDUSTRY PARTNER BRINGS

Trusted front door
Roofing credibility
Installer relationships
Local operating knowledge
Launch capital

ROOVER BRINGS

Buyer-side job preparation
Transaction platform
Go-to-market operation
Pricing and certainty rules
Compounding market memory

Next decision: funded definition phase → one bounded market or branch → controlled installer cohort → evidence 
gates → expand only if earned.

Brand, demand, customer, data, exclusivity and material-routing rights remain to be negotiated—not implied by the deck. 13



APPENDIX · CONCEPTUAL MECHANISM REFERENCE · NOT PRODUCT EVIDENCE
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