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PREFACE

"HOUSTON, WE HAVE
A PROBLEM"

The construction industry demands more than technical skill — it demands business mastery.

| IDENTIFYING THE PROBLEM

You wouldn't be reading this book if you didn't have a problem to solve. More specifically, you
wouldn't have picked up this book if you already had enough money coming into your business

and didn't deal with chaos on a regular basis.

The fact that you're still reading tells me that you know something needs to change so that you
can get back to focusing on doing what you do best — delivering exceptional results to your

customers.



As a contractor, your business reputation is everything. You're great at what you do, and you're
passionate about the service you deliver. What you don't enjoy is all the extra stuff that comes
with running a business — quoting projects, returning customer calls, sending invoices, chasing
down customers for payment, and figuring out how to make payroll are all stressors that take

your time away from the things you love most about your work.

"The problem is that if you don't deliver your services promptly and professionally, the

quality work you provide won't mean a thing. Your customers will only remember the

hassle of working with you."

The truth is, customers will pay more money for less frustration and headaches. There are
other businesses like yours that do good work — your competitors. The only way to stand out

above those guys is to change the way you do business.

You want to be trusted and seen as the "go-to guy" in your industry. You want to take care of
your customers so they will refer you to others and call you again when they need your services

— and so you can be free to do what you enjoy doing most.

You also want the "business" side taken care of so things can run smoothly, especially if you
hate the aggravation and wasted time of doing paperwork and missing out on phone calls while

you're working on the job or at the end of a long day.

| HERE'S YOUR SOLUTION

Once you come to terms with the problems you face as a contractor, you can focus on finding
solutions. This ebook is one part of your solution. Choosing to read it is the first step toward

eliminating chaos in your business so you can make more money and keep your customers

happy.

In this ebook, I'm going to walk you through the steps every contractor needs to take to get

more out of every day using my blueprint for success. | call it "The 5 C's of a Successful
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Contractor." This easy-to-follow approach will help you get organized, improve your customers'

experience, and help you make more money as a contractor.

THE 5 C'S OF A SUCCESSFUL CONTRACTOR

C Check the Current State

Understand where your business stands today versus where you want it to be

c Cash Flow Improvement

Eliminate the cash crunch and build financial stability for your business

c Customer Experience

Deliver an exceptional experience that earns referrals and repeat business

c Create and Commit to a Plan

Develop a growth strategy, create your internal operating systems and commit to
executing the action steps to get it done.

c Correct and Improve

Track your results, make adjustments, fix profit leaks, and continuously optimize
your approach to increase your profit margins



ACORCractor's\Guideto Higher Profits and LeSs Chaos|

CHECK YOUR
CURRENT STATE

The first "C" in our five-step process is going to require some reflection as you consider how
your business stands today compared with how you envisioned it when you first became a
contractor. Prepare to get real with yourself so you can figure out what works and what needs

to change. Once we identify areas to improve, the real work will begin.

| CHECK-IN ON YOUR INITIAL GOALS

You didn't become a contractor by accident. There's a reason you took this path, whether it was
to have control over your schedule, make more money as your own boss than you could by

working for someone else, or to reach your dream of owning a business.

Think back to what you wanted to achieve when you started this business. What goals did you
set, either formally or just in your head? As the years went on, how did those goals change, and

what did you do to either reach them or miss them?

| CHECK THE STATUS OF YOUR BUSINESS TODAY

Now, it's time to think about how your business's current state reflects your initial goals. Are
you living the lifestyle you envisioned for yourself back at the beginning? Are you earning the
revenue you thought you would? Have you impacted your community in the ways you had
hoped?



Your answers to these questions may be a mix of positive and negative. Maybe you earn
enough money to support your family, but you wish you could stop working seven days a week
and taking calls at all hours of the day and night. Perhaps you have built a robust client base
but are not sure how to get them to pay more money so you can continue delivering the same

amazing service they expect without sacrificing quality.

Use any data you have to accurately assess how healthy your business is. This can include
bank statements, tax returns from previous years, debt payments, and profit and loss
analyses. Survey the damage — there's always damage — and determine what's causing
you the most grief.

You likely could be doing better than you are right now in at least some areas of the business.

That's OK — it's expected. You need to be honest with yourself so that you can get better.

Next, figure out where opportunities are lurking. Perhaps you could expand your services by
partnering with other contractors to deliver a more robust offering to customers. Maybe there's
a new market you haven't yet tapped into that could prove lucrative for your business. When
you can objectively review your business, you can start to see patterns that need to change as

well as areas that could benefit from further development.

| IDENTIFY ROADBLOCKS, THEN KNOCK THEM
DOWN

By now, you should have a better idea of the state of your business and where it could improve.
The next question to ask is: what's standing in your way, keeping you from going out and

seizing those opportunities? Then, what can you do to knock it out of there?

Perhaps your roadblock is a lack of time. It's a common concern, especially for contractors who
do most of their work on their own. Finding partners can be the key to getting more out of your
day by delegating certain tasks to people who excel in areas of the business that are not your
strengths. If your roadblock is a lack of cash, then focus on creating reliable cash flow so you

can have more stability instead of constantly wondering how you're going to pay your suppliers.



CHAPTER TAKEAWAY

By identifying what's working and what isn't, you can begin to build a solid foundation for

your business's future. Once you've identified your roadblocks, you can start to build a

plan to knock them down. We can work together to analyze your business's current state
and find the best ways to improve it so you can reach your goals.
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CASH FLOW
IMPROVEMENT

As a contractor, you know that cash is king. Without cash, you can't pay your suppliers, your
subcontractors, or yourself. When cash flow is tight, it's easy to feel like you're in a constant
state of panic. This "cash crunch" can be a significant source of stress for any business owner,
but it's especially common for contractors who often have to pay for materials and labor

upfront before getting paid by their customers.

| ELIMINATE THE CASH CRUNCH

The first step toward improving your cash flow is to eliminate the cash crunch. This means
finding ways to get paid faster and more reliably. One of the best ways to do this is to set clear
expectations with your customers from the beginning. Make sure they understand when

payments are due and what the consequences are for late payments.

Another way to eliminate the cash crunch is to require a deposit upfront before you start any
project. This will help cover the costs of materials and labor and ensure that you have some
cash coming in before you've even started the job. You can also offer discounts for early

payments or set up automatic payments to ensure that you get paid on time every month.

| BUILD FINANCIAL STABILITY

Once you've eliminated the cash crunch, you can focus on building financial stability for your

business. This means creating a reliable source of income that you can count on every month.

n



One way to do this is to diversify your services so that you're not reliant on one type of project

Oor one customer.

"Financial stability isn't just about having enough money to pay your bills. It's about

having the peace of mind that comes with knowing your business is on solid ground."

You can also focus on building long-term relationships with your customers so that they keep
coming back to you for all of their contracting needs. This will help create a steady stream of

work and ensure that you have a reliable source of income for years to come.

Finally, make sure you're tracking your finances regularly so you always know where your
business stands. This will help you identify potential problems before they become major issues

and allow you to make educated decisions about your business's future.

CHAPTER TAKEAWAY

Cash flow is the lifeblood of your business. By eliminating the cash crunch and building

financial stability, you can ensure that your business is on solid ground and ready for

whatever the future holds. We can work together to analyze your cash flow and find the

best ways to improve it so you can focus on what you do best.

12
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CUSTOMER
EXPERIENCE

As a contractor, your customers are your most valuable asset. Without them, you wouldn't have
a business. That's why it's so important to deliver an exceptional experience every time. When
your customers are happy, they're more likely to refer you to others and call you again when
they need your services. This "customer experience" is what sets you apart from your

competitors and ensures that your business thrives for years to come.

| THINK LIKE A CUSTOMER

The first step toward improving the customer experience is to think like a customer. What do
they want from a contractor? What are their biggest pain points? By understanding your
customers' needs and expectations, you can tailor your services to meet them and ensure that

they have a positive experience from start to finish.

One of the best ways to think like a customer is to ask for feedback. Use surveys and reviews to
find out what your customers liked and didn't like about their experience with you. This will
help you identify areas for improvement and allow you to make changes that will benefit your

customers and your business.

| BUILD LASTING RELATIONSHIPS

Once you understand your customers' needs, you can focus on building lasting relationships
with them. This means going above and beyond to ensure that they're happy with your work

and that they feel valued as a customer.

13



Building lasting relationships isn't just about doing good work. It's about showing your
customers that you care about them and their needs. By taking the time to listen to their
concerns and address them promptly, you can build trust and ensure that they keep coming

back to you for all of their contracting needs.

You can also focus on staying in touch with your customers even after the project is finished.
Send them regular updates, offer discounts for repeat business, and ask for referrals. This will
help keep your business top-of-mind and ensure that your customers think of you first when

they need a contractor.

CHAPTER TAKEAWAY

The customer experience is what sets you apart from your competitors and ensures that

your business thrives. By thinking like a customer and building lasting relationships, you

can deliver an exceptional experience that earns referrals and repeat business. We can
work together to analyze your customer experience and find the best ways to improve it.

14
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CREATE AND
COMMIT TO A PLAN

Now that you have a better idea of your business's current state, cash flow, and customer
experience, it's time to create a plan for the future. This "blueprint for success" will help you
stay organized, focused, and on track to reach your goals. But creating a plan is only half the

battle — you also need to commit to it every single day.

| DEFINE YOUR USP

The first step toward creating a winning plan is to define your Unique Selling Proposition (USP).
What makes your business different from your competitors? Why should customers choose you
over everyone else? By defining your USP, you can create a marketing strategy that highlights

your strengths and sets you apart from the competition.

Your USP could be anything from your years of experience and expertise to your commitment
to using high-quality materials and delivering exceptional results. Whatever it is, make sure it's

something that resonates with your customers and sets you apart from the crowd.

| KNOW YOUR CUSTOMERS

Once you've defined your USP, you need to know who your customers are. Who are you trying
to reach with your marketing messages? What are their needs and expectations? By
understanding your target audience, you can create a plan that speaks directly to them and

ensures that your messages are heard.

15



Example Target Profile: "High-End Holly"

+ Owns a home valued at $750k+ and values professional communication
+ Wants a contractor who shows up on time and keeps a clean job site

+ She believes in paying for quality craftsmanship and doesn't tolerate shoddy work

Now you have a specific person to address in your marketing materials. Instead of speaking to a
generalized audience of "everyone," you can target your messages to Holly, who represents a

particular segment of your audience.

| DEVELOP A PLAN

Planning is the difference between contractors who struggle and contractors who thrive.
Develop a plan for hitting your goals based on the USP and target customer you have defined
above. To develop a plan, first identify the steps between point A (where you are now) and
point B (where you want to be). It may be simpler to break your significant goal into smaller

quarterly goals so you can more easily identify a timeline.

Your plan should consider who you will target your marketing messages to and how you will
deliver them. These options could include your website, social media pages, and emails.
Beyond knowing how you will communicate, you will need to figure out what information you

will share and when.

| BUILD A WINNING PLAN

During planning, you'll likely realize that there's no way you can accomplish your goals alone.
That's OK! Building a team is essential for business success, even if you don't want to grow. As a
contractor, you might not want to add employees to your payroll. Don't let that hold you back

from bringing together a team of committed individuals who will help you achieve your goals.

16



Building partnerships with other contractors is an excellent way to improve the customer
experience and streamline your job. For example, home builders who partner with landscapers,
plumbers, and excavators can offer a suite of services to their customers with confidence.
Outsourcing things you don't want to do, like accounting or marketing, is another way to build a

team of professionals who have a vested interest in your success.

Once you have a team, delegate all the stuff you don't want to do, or that is not a valuable use
of your time and talents. By putting a little effort into delegating tasks to the right people, you

free up your time to manage the most essential parts of your projects.

| COMMIT TO THE PLAN

A plan is only as good as its execution. Now that you have a plan, it's time to implement it. You
need to be mindful of your plan — every single day. Don't skip a step or take shortcuts. Your
plan will only work if you put the steps into action. You might start to second-guess yourself.
That's normal. You'll be able to make corrections later after you have enough data to determine

which parts of your plan are and aren't working.

CHAPTER TAKEAWAY

Planning is the most crucial part of your business. It's how you will know what to expect in
the future so you can make educated decisions about investing in equipment, hiring
subcontractors, or taking on certain projects. We can work together to develop a business

plan that gets you what you want — more time to spend on the things and people you

care about.

17
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CORRECT AND
IMPROVE

Once you put a plan into action, expect that it will need to change as you progress. That's
perfectly fine! In fact, it would be unhealthy for your business if you made one plan and stuck to
it for years on end. A sixth "C" could be "change." Change is a critical part of business
development and success. Your business will need to make tweaks to the plan you create over

time as the industry and market change.

| MAKING CORRECTIONS AND TRACKING CHANGE

To be ready for changes, your plan will need to include tracking your progress. This is the only
way to know what is and isn't working. You'll need to analyze your metrics regularly so you can
make tweaks sooner rather than later. For example, if you started social media campaigns on
four platforms, you may realize after a few months that only two of them are worth your time

based on how many followers you have and how engaged they are.

It's easy to fall down a rabbit hole and overanalyze your business. Set a reminder on your
calendar to check in at the end of every quarter. Go through the process of identifying and

removing roadblocks. Remodel your plan as needed to optimize it for your goals.

| WHAT TO TRACK

You don't need to track every aspect of your business. Some common areas that can be

beneficial for you to measure as a contractor include:



Social Media Engagement Customer Satisfaction

Track followers, likes, shares, and Use post-project surveys and online
comments across all platforms to see reviews to gauge how happy your

what content resonates. customers truly are.

Referral Rates Lead Conversion Rate

Monitor how many new customers are Track how many leads you receive versus
coming from existing customer referrals how many convert into paying customers.

each quarter.

Financial Stability

Use accounting software to track revenue, expenses, and cash flow on a monthly basis to maintain a clear
picture of your financial health.

There are several ways to track these data points. Use analytics from your email and social
media platforms to track engagement and new followers. Use accounting software to track your
revenue and measure your financial stability. Keep an eye on customer reviews through

emailed surveys and social media reviews to see what your customers are saying.

"Think of your plan as a starting point for your business's next stage instead of an

endpoint. With your plan in place, you will finally be able to have the freedom and
financial stability you want without the chaos."

19



CHAPTER TAKEAWAY

You can't just make a plan and walk away, expecting it to work flawlessly until it's time to
retire. You'll need to make corrections to improve your business as you progress. With

your plan in place, you will finally be able to have the freedom and financial stability you

want — without the chaos. From there, you can make improvements to get even closer to

your most ambitious goals.

20
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FINAL WORDS

CONCLUSION

Operating your business like a true business is the key to the freedom and success you deserve.

Operating your contractor business as a business instead of a side hustle is the key to having
the personal and financial freedom you crave. | know it's a lot to think about, and you'd rather

be out in the field working. The good part is that you don't need to do this alone.

As a business manager, | can handle all of the finer details of your business to help you get
more customers and ensure that every customer has an exceptional experience. As a result,
you'll have more time to spend on the aspects of the business you love while making more
money. No more worrying about how you're going to pay for materials or borrowing money

from one project to cover the costs of another.

21
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While every business is different, | use the same approach to get to the root of a business's
specific challenges so | can uncover the best solutions. By following the 5 C's outlined in this

guide, we'll cover these essential steps as we develop a plan for your business:

Audit

Look at what's going on inside your business and find roadblocks and gaps that are
holding you back from reaching your full potential.

Discover

Find ways to optimize your business and earn more profit and income by uncovering
hidden opportunities in your market.

Create a Strategy

Create a marketing strategy that will get you more customers, strengthen your brand, and
position you as the go-to contractor in your area.

Take Action & Track

Implement the plan and track all data and analytics so you always know what's working and
what needs to be adjusted.

Optimize

Take data and results to make necessary changes to leverage and scale your business to
reach your most ambitious goals.

| want you to succeed as a contractor because | believe in your ability to deliver high-quality
services to your customers. | know your time is valuable, and | want to help you get the most
out of every day by offering business management and strategy services that will allow you to

thrive as a contractor instead of just getting by.
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READY TO TAKE THE NEXT STEP?

Schedule a 45 minute complimentary coaching session to discover
your next action steps to improve your business.

SCHEDULE YOUR SESSION

(828) 279-8213

23


https://calendly.com/amy-precisioncontractorsolutions/strategy-session-45-minutes
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