
 

ClosetPro Software – Tips for managing online closet sales 

Due to the Covid-19 virus, every day is bringing new challenges to our industry.  Everyone is taking steps to protect 

themselves and their families, and it is becoming more difficult to schedule that in-home sales call. 

 As our customers know, since ClosetPro Software is a cloud-based software, it is well suited for selling closets online.  

What our customers may not know is our background is actually in developing online, consumer design tools. 

Here are some tips from our consumer days: 

- If you allow your customers to take measurements, advise them to measure each wall three times at three 

different heights 

o Ask them to measure corner to corner at heights of 1’, 3’ and 6’ from the floor.  Take the smallest 

measurement. 

o This protects them (and you) from walls that are not square (as most walls are not) 

 

- Take at least ¼” off the measurement they give you (more if the wall is longer than 6’). 

o You would rather be too short than too long 

 

- Be diligent about obstructions 

o Some customers have lived in their home for many years and may not even be aware that there is a vent 

in the closet 

Also, be sure to utilize all the online features available to you within ClosetPro: 

- Utilize the online proposal that allows you to email the customer a link for them to view all the design 

documents online 

 

- To protect your designs, set the Link Expiration date to three days in the future to block the customer from 

sharing your design. 

 

- For your less computer literate customers, use our automated PDF proposal creator to build a multi-page PDF 

with all the design documents in less than a minute. 

 

- If you have our online payment option activated, consider taking a smaller down payment to get the sale now 

but delay the installation until the customer is more comfortable with allowing people back into their homes. 

 

Finally, we wish everyone a safe and healthy few months as we all struggle to continue living our lives as best we can.   

Regards, 

Joe, Mike and Vin Bergamo 

 


