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Introduction: Why Most Contractors Struggle with Growth
(And How You Won’t)

From the Toolbelt to the Boardroom — It’s Time to Build a Real Business, Not
Just a Job

You started your contracting business with a dream — to take control of your time, your income,
and your future. Maybe you left the job site behind because you believed you could do it better.
Or maybe you’ve been in the field for years, slowly building up a business by word-of-mouth,
referrals, and sheer grit. And if you're like most small to mid-sized contractors, you've found that
while it's easy to start a contracting business... it's a whole other story to scale one.

The truth is that most contractors hit a wall — and they hit it hard.

They’re working 12-hour days, juggling multiple crews, chasing late payments, scrambling to
finish projects, and wondering where their next job is coming from. They don’t have time to
market their business, fine-tune their pricing, or hire the right help — and when things finally
slow down enough to breathe, they're back at square one trying to fill their pipeline again.

It’s a vicious cycle: work, hustle, deliver, scramble... repeat.

This isn’t what you signed up for.

The Real Problem: You Built a Job, not a Business.

Too many contractors are stuck doing the work, rather than running the business.

The difference? A job depends on you. A business runs because of you — not entirely by you. A
business has systems, teams, tools, financial controls, and marketing that work together to
generate consistent revenue whether you're swinging a hammer or not.

The good news? If you’re reading this book, it means you’re ready to shift from being just
another “busy contractor” to becoming a strategic business owner.

You’re not just here to build houses, remodel kitchens, or run crews. You’re here to build a
business that’s:

e Predictable

o Profitable

e Scalable

e And one day... sellable

Whether you’re a licensed general contractor, a specialty trade expert, a remodeling business, or
an ADU builder looking to scale — this book is your roadmap.



Why This Book Is Different

This isn’t a fluffy motivational book, and it’s not written by someone who’s never set foot on a
job site. This is real-world, results-driven content based on:

e Proven business systems used by 6- and 7-figure contractors.

o Strategies that don 't require spending thousands on ads.

e Step-by-step tools you can implement immediately (not just think about)
e The same framework that turns small teams into well-oiled machines

And yes, we’ll cover marketing, money, hiring, automation, pricing, sales, and even exit
planning — all from a contractor’s point of view.

Who This Book Is For

This book was created for:

e Licensed Contractors who want to stop wearing all the hats and build a business with
systems.

e Growing Construction Business Owners who are doing $250K—$5M in revenue and
need structure, clarity, and growth support.

o Pre-License Professionals who are in the process of launching but want to build it right
from day one.

e Small to Medium Teams (1-20 people) who are ready to scale smart.

If you’ve ever said:

e “I’m tired of feast or famine.”

e “Ineed better clients, not just more clients.”

o “I want to step back from the day-to-day.”

e “I want a real business I can grow or one day sell.”

...then this book is for you.

What You’ll Walk Away With

By the time you finish this book, you’ll have:

e A complete business foundation for your contracting company

e Tools and checklists for estimating pricing, lead gen, and job costing.

e Proven marketing systems to attract quality leads on autopilot.

e A framework for building a reliable team and managing subs or employees.
o Financial strategies for profit margins and cash flow control

e A blueprint to scale your business or exit profitably.



You’ll finally understand what it takes to run a business — not just work in one.

A Final Word Before We Begin

This book is not about shortcuts or quick money. It’s about building something that lasts —
something that serves your family, your community, and your future.

Whether you’re framing houses, running remodeling crews, installing HVAC units, or building
out commercial tenant improvements, the core principles are the same.

Let’s build something better — not just a job, but a real business.

Excellent — here is the fully rewritten, enriched, and mentor-style Chapter 1 of your book, The
Contractor’s Business Growth Toolkit, tailored specifically for licensed contractors who are
ready to grow their business, with inclusive value for those planning to get licensed.

Chapter 1: Shifting from Craftsman to Contractor CEQO —
The Growth Mindset You Must Embrace

Why Mindset Matters More Than Mastery

Many licensed contractors start their business journey with a hammer in one hand and a blueprint
in the other. They are builders, problem-solvers, masters of their trade. But being a master
craftsman and being the CEO of a contracting business are two vastly different roles.

If you’re reading this, chances are
you’ve already earned your stripes
in the field. You’ve passed your
CSLB exam, proven your
capabilities, and gained
experience.

That’s a significant achievement.
But here's the hard truth: unless
you transition your mindset from
“I do the work” to “I grow and
lead the business that does the
work,” you’ll hit a ceiling. You’ll
end up frustrated, worn out and
feeling just like the contractor in
the image.




This chapter is designed to help you break through that ceiling.

The Craftsman’s Trap

Let’s start with a story.

Marcus was a general contractor in San Diego with 15 years of experience. Known for his
flawless finishes and meticulous planning, he could build a home addition with his eyes closed.
His reputation earned him referrals, and he never lacked work. But he also never took vacations.
He answered calls on weekends. Payroll stressed him out. And most importantly—he couldn’t
grow because he was the business.

Sound familiar?

This is what we call the Craftsman’s Trap—the belief that you are the product, that quality
only exists if you personally touch every detail. While admirable, it becomes a growth killer.

Key Traits of the Craftsman Trap:
e Dependency on personal labor — You are the engine of everything.

e Fear of delegation — No one can do it like you, so no one does it at all.
e Burnout from busyness — Long hours, low margins, little freedom.

The Contractor CEO Mindset

Now let’s flip the script.

A CEOQO Contractor doesn’t just build homes or remodel kitchens—they build a system that
builds those things. They work on the business, not just i it.

Let’s unpack what this mindset looks like:

1. You Become the Visionary

You set the direction. CEOs ask:
e What’s our ideal project size and profit margin?
e Who is our ideal client?

e Where do we want to be in 3 years?

Why it matters: if you’re always swinging a hammer, you don’t have time to see the future. You
end up in reactive mode, not strategic growth mode.



2. You Build Systems, Not Just
Structures

Every job you do should be repeatable.
A Contractor CEO builds systems for:

o Bidding and estimating

o Job site management

o Client communication

e Subcontractor onboarding

Why it matters: Systems reduce errors,
increase profit, and let others do great
work—without constant handholding.

In our company we use the acronym of
S.Y.S.T.E.M (Save Yourself Time
Energy and Money) to constantly

remind us that we must work on our business and not in our business. Work in your business is
just a glorified way of working a job the same way you would work for any other employer.
Instituting a S.Y.S.T.E.M ensures a mindset to do only those things that are saving time, utilizing
energy efficiently and making money. Any other way doesn’t free you up to be what you want to
be — a successful and profitable construction business that runs well with or without your

presence. That should be your goal.

3. You Hire, Lead, and Empower Others

You can’t scale without people. The Contractor CEO understands how to:

o Identify the right roles (project manager, admin, crew lead)

e Hire based on values and accountability.
o Delegate and lead with clarity.

Why it matters: Remember as we said before, you want to own a business, not a job. That

means trusting others to carry the vision forward.
4. You Measure Success in Metrics, Not Motion
The Contractor CEO builds a scorecard that tracks:

e Gross and net profit

e Job completion timelines

e Customer satisfaction
e Lead conversion rates.



You can’t manage what you don’t measure. Tracking metrics helps you make better decisions
and avoid costly surprises.
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5. You Protect Your Time Like a Valuable Asset
A CEO’s most valuable currency isn’t money, it’s focus. That means:
e Blocking time for strategic planning
e Limiting low-value tasks
e Automating what you can
Every hour you spend micromanaging is an hour not spent scaling your business.
Making the Shift: It Starts with Awareness
You don’t have to give up your love of building. In fact, your technical expertise is your greatest

asset. But to build a lasting, scalable business, that expertise must evolve into leadership,
systems, and strategy.



This isn’t just theory. The most successful contractors, whether they build luxury homes,
Assisted Dwelling Units (ADUs), or commercial structures—all made the mental transition
from craftsman to CEO.

You can too. Follow the action steps outlined below to make your transition from craftsman to
CEO as seamless and efficient as possible. You’ll be glad you did.

Action Steps: Begin Your Mindset Shift Today

1. Time Audit
Track where your time goes over a 5-day period. How much it is spent on growth vs.
grind?

2. Vision Statement
Write a 3-year vision. Include financial goals, team size, services offered, and your ideal
role.

3. Identify One System to Build
Choose one area of chaos—estimating, follow-ups, project tracking—and write a simple,
repeatable process for it.

4. Start Delegating Something Small
Find one task to offload this week (e.g., bookkeeping, scheduling, client updates). Let go,
just a little.

5. Block CEO Time Weekly
Start with just one hour per week to think, plan, and lead. You’ll be shocked at what
clarity emerges.

Contracting may be your trade—but leadership is your business. Becoming a Contractor CEO is
a journey, not a light switch. But every step you take to shift your mindset unlocks new growth,
more freedom, and a legacy you can be
proud of.

In the next chapter, we’ll move from
mindset to mastering your numbers—
because vision without margins is just a
dream.

Mindset quote to remember:

Thoughts are things. They control much
of what you do. Keep the following
quote in mind as you move forward:

“Guard your thoughts, they become
your actions; guard your actions, they
become your habits. Guard your habits
they become your destiny.” Change your
thoughts, change your life.




Chapter 2: Estimating and Bidding Like a Pro

How to Price Work Confidently, Win Profitably, and Stop Leaving Money on the Table

In this chapter, we dive deep into one of the most critical aspects of your business—estimating
and bidding. Whether you’re remodeling homes, building ADUs, or running full-scale
commercial jobs, your ability to estimate and bid accurately can make or break your business.

Here’s a crucial point that separates great contractors from struggling ones: profit isn’t earned
on the job site — it’s earned in the estimate.

Whether you're a GC, a specialty contractor, or a remodeling expert, every project begins long
before tools ever hit the ground. It begins with numbers. It begins with assumptions. It begins
with your ability to look at a set of plans, a jobsite walk or a homeowner's dream list and turn it
into a profitable proposal.

Underbidding is the silent killer of the construction business. It’s the reason some contractors
stay stuck, exhausted, and always chasing “the next job” just to cover the shortfall of the last one.

This chapter teaches you how to avoid that trap forever.

When we started out, we sometimes underestimated how much a poor bid could cost us. One bad
estimate wiped out profits for as much as four (4) months. But when we learned how to
systematize and professionalize our estimating process, everything changed. When you put a
reliable estimating process in place you can scale up your business, increase profitability and
operate your business confidently knowing that you are building not a profitable business but a
legacy business that you can be proud and will take care of you and your family for decades to
come or for life.

Let’s break it down so you can build your own system for estimating and bidding like a pro.

1. Understanding the True Scope of Work

Before you ever punch a number into a calculator, you need to get crystal clear on what the job
actually entails. In other words, what exactly are you required to do to perform the job
completely, taking into account all factors. In the industry this is referred to as “The Scope of
Work.” This is crucial and you must be absolutely certain what your scope of work requires.
Nothing more or nothing less. This is what your contract will be based upon and what you will
be held responsible for and liable for should a claim be made against your company or a dispute
should arise later between you and the owner or building contractor you have the contract with.

Many contractors lose money simply because they misunderstood the scope. Our company
philosophy is always, "You can’t price what you don’t understand."
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Here's what to do when estimating and building like a pro:

o Perform a detailed site walk: Document
everything. Use video, voice notes, and
photos.

e Ask clarifying questions: Homeowners and
project managers will often leave out key
details unless prompted.

e Review blueprints or plans meticulously:
Don’t assume—they often contain surprises.

e Look for hidden conditions: Especially in
remodels—plumbing, electrical,
foundations—all need scrutiny.

o Note the age of the building if it’s a
remodel and rebuild: Age creates issues
with plumbing, structural damage, termites,
etc. government compliance that didn’t
apply before but does now.

e Grading and site work: Is it included or
excluded?

o Landscaping issues: It is included or
excluded?

2. Creating a Repeatable Estimating System

Bidding should not be a creative exercise every time. You need a repeatable system. Remember
this saying as you continue your contracting journey. ""Professionals rely on systems. Amateurs
wing it.”” Which one are you?

Your estimating system should include:

e Line-item cost breakdowns: Labor, materials, subs, overhead, and profit.

e ChecKklists by project type: To make sure no item is missed.

o Standard markup rates: Know your minimum viable profit margin.

o Use of software or templates: Even a good spreadsheet can outperform manual
guesswork.

When you price using a consistent framework, you reduce errors, speed up estimating, and build
confidence in your numbers.

3. Factoring in Overhead and Profit Intentionally
Many contractors fail to account for their real overhead—truck expenses, marketing, office rent,

software tools, and staff. If you don’t bake this into every bid, you’re subsidizing your clients'
projects out of your own pocket.

11



"If you’re not charging for overhead and profit, you’re paying for it yourself."
Best practices:

e Determine your monthly fixed overhead and divide it by estimated monthly jobs to get a
per-project overhead load.

e Use a standard profit markup (15%—-30%) based on project complexity and risk.

e Revisit overhead quarterly—costs creep up.

How Fixed Overhead Costs
are Broken Down Per Project

@ Rent & Utilities
@ Insurance

_ Salaries

@ Depreciation
@ Other

4. Pricing for Value, Not Just Cost

When you quote a job, you’re not just quoting labor and materials—you’re pricing peace of
mind, craftsmanship, reputation, and reliability.

"Your customer isn’t just buying a roof. They’re buying a worry-free solution." Make sure you
deliver on this unspoken promise. Your reputation and future success depend on it. People expect
and will pay for good results.

Consider:

o What is the outcome worth to the client?
o Can you offer a premium or warranty upsell?
o What sets your team apart from the lowest bidder?
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Don’t race to the bottom. Customers will pay more when you articulate value.
5. Writing Winning Bids That Close Deals
The bid you submit is your sales pitch. Make it professional and compelling.
Your bids should:

e Include a clear scope and exclusions.

e Be formatted cleanly (PDFs, not chicken scratch)

e Contain your logo and license info.

e Include testimonials or case studies if available.

e Be delivered with a walkthrough (not just emailed and ghosted)

""Remember, people don’t just choose the best price—they choose the person they trust.”

Smithstone Ruilders

SMITHSTONE 1226 Elm Avenue

BUILDERS Springfield, IL 52701
533-123—-4507

info@smithstone.com

BID PROPOSAL

An Example
Of What a Johnson Kitchen Remodel

° CLIENT SCOPEOF WORK
P rO fes SlO n al David Johnson Lorem ipsum dolei simi im uc
789 Oak Street et consectetur adipiscing elit.
2 It ri
Springfield, IL62702 Suspendisse urnut elt rise

Bid PrOp O S al ——— quis V'taculls ultricies qus.

Lorem ipsum dolor sit amet, consectetuer sadipiscing elit.

Suspendisse urnut elit euismod incudrit nullus ser nin por tis pec.
O u O O Pellentesque sutr lactus -dolor. Aenean at i risa uullamcorper vrus.

Nunc consequat ursu. Etiam utricidunt sapien loboris.

[ J
lee TOTAL COST $25,000.00

AUTHORIZATION

To authorize the work outlined in this bid proposal, please sign below.

Signature Date

13



6. Avoiding Common Estimating Mistakes

Let’s be real, mistakes are expensive. Here are some of the most common errors we’ve seen (and
made):

o Forgetting to include permit costs or disposal fees

e Underestimating labor hours, especially for subcontractors

e Assuming perfect job conditions (rain delays, material delays are real)

e Not reviewing bids before submission

e Not considering the real cost of labor and work

o Estimating the work based on the expectation of using unlicensed subcontractors who
may be able to perform the work for less than a licensed contractor. This is a huge trap.
Never bid a job except on licensed contractor work that is properly accounted for.

e Scale in insurance, like workers' compensation insurance, liability insurance. These
expenses can eat up profit quickly.

Build a bid review checklist and use it religiously.
7. Leveraging Technology for Better Bids

In today’s market, the best contractors use tools that help them estimate faster and more
accurately.

Top tech includes:

e JobNimbus or Buildertrend for all-in-one job management

e Stack or PlanSwift for takeoffs.

e Joist or Housecall Pro for fast on-site bids.
If you're still doing everything by hand, you're losing time and leaving money on the table.
Your estimating and bidding process is not just about numbers—it's about positioning,
professionalism, and profit. When you bid like a pro, you start winning jobs that you want, at

prices that make your business sustainable.

If you master just this one area of your business, you can transform your bottom line
dramatically.

Chapter 3: Managing Jobs for Maximum Profit
You’ve landed the job, signed the contract, and the crew is ready to start. But the real test of
profitability begins affer the job is sold. Managing construction jobs efficiently is where great

contractors separate themselves from merely good ones.

""Profit isn’t made at the end of the job, it’s protected every single day of the job."
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Let’s explore together how to manage your projects from start to finish in a way that ensures
timelines are hit, costs are controlled, clients are thrilled, and your profit margins stay intact.

1. Why Job Management Is More Than Just Scheduling

Most contractors think managing a job means simply keeping it on the calendar. But that’s only a
sliver of the picture.

Effective job management means orchestrating labor, materials, communication, inspections, and
customer expectations at the same time. You’re not just managing a job, you’re managing risk.

The better you manage, the less rework, confusion, lost materials, and lost time. Every small
error compounds. Every day you go overtime or over budget erodes your profit.

2. Pre-Job Planning: The Profit Begins Here

The most profitable jobs begin before the crew shows up. Pre-job planning is where you set the
tone and framework for success.

Key steps for pre-job setup:

o Internal job kickoff meeting: Review the scope, budget, timeline, and responsibilities
with your team. Everyone must understand their role.

e Create a job binder (or digital folder): Include permits, drawings, materials list, vendor
contact info, customer preferences, etc.

o Staging logistics: Plan where materials will go, when subs arrive, and how cleanup will
be handled.

e Communicate clearly with the client: Let them know what to expect such as noise,
dust, parking, etc. Managing expectations is critical.

"Plan the job like you’re a pilot doing a pre-flight checklist—every item matters."

3. Daily Systems That Keep the Job on Track

Once the job starts, your number one (1) responsibility is to ensure the team stays aligned and the
job stays profitable.

Here’s what that looks like:

o Daily job-site check-ins: Whether in person or via phone/video, make sure you’re
touching base with your supervisor or lead every day.

o Daily job log: Track progress, photos, weather delays, deliveries, and any incidents. It
protects you from disputes. Disputes will come at some point in your contracting career.

e Material deliveries: Make sure they arrive on time and in the right sequence.

e Crew productivity: Track hours worked vs. progress made. Are you on schedule?

15



You can’t fix what you don’t track. Every delay or mistake not caught early compounds and
more likely than not will create problems that could have been avoided with some record
keeping and proactive initiatives.

4. Customer Communication = Smoother Projects
Contractors often lose money not from bad work, but from bad communication.
"A client kept in the dark becomes a client full of doubt."
Here’s how to communicate like a pro:
o Set weekly check-ins: Update the client on progress, issues, and what’s next.
e Confirm any changes in writing: If a client wants to add or change something, get a
signed change order. Every time. No exception

e Stay proactive, not reactive: Even when it’s bad news—get ahead of it. They’ll trust
you more.

Remember, clients talk. Satisfied clients create referrals. Frustrated ones create bad reviews—
even if the work was excellent.

5. Managing Change Orders Without Losing Your Shirt

Change orders are part of the game—but if 1
mishandled, they’ll eat your profits alive. ]

Golden rules:

o Never start extra work without
written approval.

o Price change orders fairly,
including your profit margin. —

e Track them separately: So, you CHANGE ORDER
know your original job margin vs. ‘ e
change work margin. A

DESCRIPTION:

"You’re running a business, not doing

favors. Change orders should help, not CHANGEAMOUNT:  $2.500.00
hurt." Swstsoven Dol folnane_

Date. 04/18/2024
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6. Controlling Costs Without Cutting Corners

You can’t manage profit if you’re not managing costs in real-time. Don’t wait until the job’s
over to realize you lost money.

Key practices:

e Track labor daily: Know how many hours were budgeted vs. used.
e Track materials delivered and used: Avoid theft, over-ordering, or waste.
e Avoid 'scope creep': Small add-ons without approval will kill your margin.

This is where a project management tool or system pays off. Even a simple spreadsheet is better
than winging it.

7. Final Walkthrough and Closeout — The Money Is in the Finish

Don’t let a sloppy finish ruin an otherwise great project. Your last 10% of effort will determine
90% of your client’s memory.

Closeout steps:

e Create a punch list: Do your
own walkthrough before the
client does.

o Walk the client through the job:
Celebrate wins, show them
upgrades, and review warranties.

¢ Collect payment and reviews:
Have final invoice and lien
releases ready.

This is your moment to leave a lasting
impression and create a five-star review
and referral.
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Final Word

Job management isn’t glamorous, but it’s the heartbeat of a profitable business. You don’t get
paid just to build—you get paid to finish on time, on budget, and with excellence. Nail your
systems here, and you can run multiple jobs at once without chaos.

Chapter 4: Creating Reliable Lead Flow Without Paid Ads

One of the most powerful shifts in your contracting business happens when you move from
chasing jobs to attracting them consistently. Most contractors either rely too heavily on word of
mouth (which dries up) or throw money into paid ads (which may not convert). But there's a
better, smarter path forward.

“The contractor who controls their lead flow controls their future.”

This chapter walks you through a practical system to generate a steady stream of quality leads
using organic, low-cost methods. These systems build equity in your brand, create long-term

results, and put you in control of your growth—without being at the mercy of Google Ads or
HomeAdvisor.

1. The Foundation: Know Your Ideal Client

Before you generate leads, you must know who you're trying to attract. Most contractors try to
serve everyone and end up serving no one well. Profits follow clarity.

Ask yourself:
e What kind of jobs are the most profitable and enjoyable?
e Who is your favorite type of customer to work with?
e What neighborhoods or income brackets are you targeting?

e Are you residential, commercial, service-based, or full remodels?

“The riches are in the niches.” When your message matches a market, leads come naturally.

2. Build an Online Presence That Builds Trust

Whether you like it or not, your online presence is your storefront. People will check you out
before calling—even if they were referred to you. If you look like a ghost, they move on.

Minimum essential assets:

o Professional website: Clear services, contact info, before/after photos, testimonials, and
a strong call to action.

18



e Google Business Profile: This is critical. Showing up in local search is free marketing.
o Photo galleries: Show your work on your site and platforms like Houzz, Yelp, and

Facebook.
o Reviews: Ask every happy client for a Google review. They’re the digital version of
referrals.
CONTRACTING SERVICES ABOUT CONTACT |

QUALITY HOME ‘
RENOVATIONS

We deliver professional results from start to finish.

ABC Contracting

s © (m}

Call Directions Save

Reviews

“You don’t need to be everywhere—but you must be impressive where it counts.”

3. Referral Systems That Work on Autopilot

Most contractors hope for referrals. But hope isn’t a system. You need to engineer referrals as
part of your business.

Here’s how:

e Client delight checklist: Go above and beyond during the job. Clean jobsite, proactive
communication, thank-you card, small gift at end.

o Ask at the right time: Ask for a review or referral when the client is happiest—usually
right after a milestone or job completion.

e Referral rewards: Offer a small bonus, gift card, or discount for each referral who signs
a job.

o Strategic partnerships: Build referral relationships with realtors, insurance agents,
home inspectors, and designers.
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“Make it easy for people to talk about you—and worth it when they do.”

4. Leverage Social Proof and Storytelling

People trust people. So instead of selling your services, show your process and let others do the
talking.

What to post:

o Before and afters: Visually powerful and get lots of shares.

e Progress stories: Show the transformation day by day.

e Client testimonials (video or written): Authentic, emotional, and trust-building.
o Behind-the-scenes: Show your crew, your passion, your values.

Post these on Instagram, Facebook, and your website. You don’t need to go viral—just show up
consistently.

5. Build a Simple Email List and Nurture It

Most contractors don’t build an email list—and it costs them tens of thousands in missed
opportunities.

Here’s the process:

e Create a lead magnet: Something valuable your ideal customer wants (e.g., “Top 10
Remodeling Mistakes Homeowners Make™).

o Offer it on your website: Use a form to collect name and email in exchange for the
download.

o Follow up with value: Send tips, project showcases, seasonal advice, and soft CTAs
every 2—4 weeks.

“If they’re not ready today, they may be in 6 months. Stay in their inbox, and you’ll stay top of
mind.”




What you are reading now came as a lead magnet. Likely you visited our website and
downloaded this eBook after you kindly agreed to provide your name and email address. You are
now on our email list, and you will enjoy free valuable information to help you scale up your
business and boost your bottom line as long as you want, all for free. Below is an example of
lead magnet with an opt-in form.

GET YOUR FREE
HOME HOME
IMPROVEMENT GUIDE

Sign up with your email address
to receive a free guide.

Email address

6. Use Local SEO to Dominate Your Area

Local search is gold for contractors. Most homeowners search “[your service] + [your city]”
when they’re ready to hire.

How to rank:
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e Google Business Profile: Fill out every field, add photos weekly, and respond to
reviews.

e Local backlinks: Get listed in Chamber directories, BBB, local blogs, and other
contractor networks.

o Location pages on your website: Create service pages for each major area you serve.

o Blog content: Answer questions people are searching (“What’s the cost of a bathroom
remodel in [your city]?”)

“If you show up first, you’ll get the call.”
7. Bonus: Use Free Community Exposure to Build Authority
Don’t underestimate the power of offline organic visibility in your community.
Try this:

e Speak at homeowner events or HOA meetings

e Sponsor youth sports or community newsletters

e Host free workshops at local hardware stores

o Participate in home shows and city events

“People hire people they’ve seen, trust, and feel familiar with.”

Final Word

You don’t need a six-figure ad budget to generate high-quality leads. What you need is clarity,
consistency, and commitment to showing up where your customers already are—online, in your
inbox, and in your community.

The goal is to make it easy for the right clients to find you, trust you, and hire you—again and
again.

Chapter 5: Pricing for Profit — The Smart Contractor’s
Guide

There’s a common mistake many contractors make that slowly bleeds their business dry: they
price their work based on what they think the client will pay instead of what they need to remain
profitable. This chapter is about eliminating that guesswork.

“If you don't know your numbers, you don't know your business.”
This chapter will equip you with confidence and precision to price your work in a way that’s

both competitive and profitable. It’s not about being the cheapest, it’s about being the best value
and building a business that lasts.
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1. Understanding True Job Cost vs. “Just Materials and Labor”

Most contractors underestimate what it really costs to run a business. They price labor and
materials—but forget overhead, profit, and risk. That’s why they’re busy, but broke.

You must include all the following in your cost structure:

e Direct labor and materials

o Permits, inspections, subcontractor fees.

o Equipment rental or depreciation

¢ General liability insurance and workers’ comp

e Marketing and sales costs

¢ Administrative overhead (phones, software, bookkeeping)
¢ Your salary as the owner

e Net profit (not just leftover money!)

Pricing without knowing your real overhead is like building a house without a foundation.
Eventually it collapses.

2. The Right Way to Set Your Markup and Margin

There’s a big difference between markup and margin—and if you confuse them, your profits
disappear.

e Markup is how much you increase the price above your cost (e.g., a 50% markup on
$1,000 = $1,500 price).
e Margin is the percentage of your revenue that is profit (e.g., $500 profit on $1,500 price
= 33% margin).
A healthy net profit margin in contracting should be at least 10%—15%, ideally 20%+.
Rule of Thumb:
e Apply a markup of 1.5x to 2.0x on costs depending on your risk and business needs.

e Always build your pricing model to inc/ude owner compensation and future business
investment.

3. Using a Pricing Formula That Works Every Time
Here’s a simple formula to avoid pricing guesswork:
Total Cost (Labor + Materials + Overhead) x Markup = Final Price

Example:

e Labor & Materials: $8,000
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e Overhead per job: $2,000

e Total cost: $10,000

e Markup: 1.5 (50%)

o Final Price: $15,000

e Expected Net Profit: ~$3,000 (20%)

Use this method on every bid to ensure consistency. Don’t discount or cut corners—adjust scope,
if necessary, but never your margin.

4. Communicating Your Value So Clients Say Yes (Without Haggling)
When a client asks, “Why are you more expensive?” it’s not an attack—it’s an opportunity.
Position your pricing like this:

e Show professionalism: Use branded estimates, clear breakdowns, timelines, and service
guarantees.

e Educate your client: Explain what goes into a quality job—permits, insurance, quality
materials, warranties.

o Emphasize reliability: Remind them that the cheapest contractor often becomes the
most expensive one in the long run.

o Use social proof: Showcase 5-star reviews, case studies, and testimonials.

People don’t buy price—they buy peace of mind. And that’s what you sell.

COMPANY NAME
PROPOSAL

Scope of Work




5. Avoiding the Deadly Trap of Discounting

It’s tempting to lower your price to win a job, especially when leads are slow. But this creates a
trap.

Here’s why discounts are dangerous:
e They train clients to expect lower pricing every time.
e Yous still carry the same liability and risk—but with less reward.
e Your subs and employees don’t get paid less—you do.
e You create resentment and burnout in yourself.
Instead of discounting:
e Offer scope changes (reduce the project to meet their budget).

e Provide value adds (like extended warranty, faster timeline, or financing).
o Use payment plans if cash flow is an issue.

6. Implementing Tiered Pricing for Better Close Rates
One powerful sales strategy is offering three price tiers:

1. Basic — stripped-down option, minimal features

2. Standard — your main package, priced for profit.

3. Premium — includes upgrades, priority scheduling, extended warranties.

Psychologically, people tend to choose the middle option. It also allows clients to choose instead
of negotiating.

“People want control. Give them smart options, and they’ll upsell themselves.”

BASIC STANDARD PREMIUM
$10,000 $20,000  $30,000
Home remodeling Home remodeling Home remodeling

Feature 1 Feature 1 Feature 1

Feature 2 Feature 2 Feature 2

Feature 3 Feature 3 Feature 3
[ Get a quote ] ( Get a quote ] [ Get a quote ]




7. Regularly Reviewing and Adjusting Your Pricing

The cost of materials, labor, and insurance is constantly changing. If you’re still using pricing
from two years ago, you’re losing money.

Set a reminder every quarter to review:
e Supplier pricing changes
e Subcontractor and labor costs
e Overhead changes

e Profit margin trends

Update your estimating templates and make sure your entire team (sales, PMs, estimators) is on
the same page.

Your pricing determines everything—your stress level, your ability to hire, your future
expansion, and your personal income. You can’t build a lasting business on razor-thin margins or

guesswork.

Smart contractors price with clarity, communicate with confidence, and protect their profits like
they protect their tools.

Chapter 6: Marketing Strategies That Actually Work for
Contractors

How to Consistently Get Quality Leads Without Breaking the Bank

Marketing Without the Hype

Marketing is one of the most misunderstood parts of running a construction or trade business.
Some contractors think marketing means dumping money into ads. Others rely only on word of
mouth and wonder why the phone doesn’t ring. In this chapter, we’ll break down the strategies

that work—whether you're a solo general contractor or running a multi-crew operation.

Our goal is simple: help you build a steady stream of quality leads using tactics tailored for
how people really search for contractors today.

1. Know Your Market and Message
Before you spend a dollar or a minute on marketing, you need to understand two things:

1. Who are you trying to reach?
2. What problem do you solve better than anyone else?
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If your messaging is vague - “We do quality construction”—you blend in. Instead, you want
messaging that says:

e  Who you serve
e What you do
e Why you're the better choice.

Example:

"We help busy homeowners transform outdated kitchens into dream spaces—on time and on
budget, with no surprises."

This kind of positioning attracts the right customers who are looking for exactly what you offer.
2. Build a Website That Converts

Your website is your 24/7 salesperson. It’s often the first impression a prospect gets. A
contractor website should do five things:

Clearly state what you do and who you serve.

Show examples of your work (project photos and testimonials)
Offer a simple way to request an estimate.

Educate the visitor with helpful content.

Look modern and load quickly on phones.

Nk =

Even if you rely on referrals, a bad website will scare people away. People Google you—and if
what they see looks outdated or unprofessional, they’ll hesitate.

Your website should have the following basic pages:

A homepage with credibility statements and trust signals
e A Services page with specific descriptions

A Portfolio page with before-and-after photos

A Contact page with form, phone, and address

See the example of a website construction home page on the following page. Your business
website should have a similar look with the basic information on it. It tells the person visiting the
home page that they have landed on a contractor’s page, the type of services that the contractor
provides, and gives an opportunity to contact the contractor for further information.
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Kitchen Bathroom Home
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Customized kitchen Expert bath Expanding your living
renovation solutions upgrades and space with quality

installations
- -
Testimonials
“"Great experience from start to “The team did an amaling job on
finish, Professional, skilled, and our home remodel. Highly
attentive to every detall.” recommend their services!”
Sarah M. James R.

Ready to start your project?

Get in Touch

3. Leverage Google Business Profile (GBP)

If you don’t have a Google Business Profile, you're invisible to local searchers. It's one of the
highest ROI tools available. It’s free and powerful.

What it does:
o Shows your business on Google Maps

e It lets customers leave reviews that can boost trust.
e Increases your ranking in local searches.
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To optimize your Google Business Profile:

e Complete all fields (description, services, hours, photos)
e Post weekly updates or photos
e Ask happy clients for reviews (use a template or follow-up system)

This one tool can generate 10—30 new leads per month if set up and used correctly. If you don’t
already have a Google Business Profile, make it one of your top priorities and get it done within
the next thirty (30) of reading this chapter. Don’t procrastinate. Every day you don’t have the
page active and working for you, you could be losing the lead that may take your business to the
next level.

See Example of a Google Business Profile Webpage Below
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All Images Shopping News More Tools
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< CONTRACT
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John Smith “The entire team did excelient work.
¥ Highly recommend!”

PHOTO UPDATES

Reviews

(N Sarah Davis - Very profesional and reliable. Extremely
W satisfied with the results.”
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4. Use Local SEO to Rank for Free

Local SEO is how you get found in your town when someone types “kitchen remodeler near me”
or “garage conversion contractor Riverside.”

The key elements:

e Optimized website content with local keywords

e Google Business Profile

e Local backlinks (from Chambers, directories, blogs)

e On-page SEO (title tags, meta descriptions)
Example Keywords:

e ADU contractor Menifee

e Bathroom remodel Riverside CA

¢ Home additions Temecula builder

Create location-specific pages and blog posts around these terms.
5. Offer a Lead Magnet + Email List

Don’t let your website visitors slip away. Offer something valuable in exchange for their email
like the lead magnet we mentioned in Chapter 4. It’s important enough to repeat it here again.

Here’s what works:
e Free download: “The 10 Most Costly Mistakes in a Home Remodel (and How to Avoid
Them)”
e Template: “ADU Budget Planner for California Homeowners”

e Checklist: “Are You Ready for a Kitchen Remodel?”

Then nurture that list with weekly or bi-weekly emails:

Project updates
Client stories
Quick tips
Seasonal offers

This builds trust before they’re ready to buy—and keeps you top of mind when they are.
6. Partner with Local Businesses

One of the easiest ways to generate leads is to build strategic referral partnerships:

o Real estate agents (need fix-up help before listing)
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Architects/designers (refer contractors to clients)
Home inspectors

Property managers

Local supply stores

Create a system:
e Offer them value (quick estimates, joint marketing, co-branded content)
e Drop off brochures or postcards.

o Attend local networking events.

These partnerships often lead to steady, high-quality referrals.

7. Social Proof: Use It Everywhere

People don’t just buy your service—they buy your reputation. That’s why you need reviews,
testimonials, photos, and video walkthroughs everywhere:

o Website

e Google Business Profile

e Social Media

e Email Signature
Every time you finish a job, ask for a review AND permission to post photos.
You can use:

o Before-and-after images

e Short client testimonial videos
o Text reviews with client name and city

8. Paid Ads — Start Small and Smart
Once your organic systems are working, test paid ads to scale up. But don’t rush in.
Start with:

o Local Google Ads with keywords like “ADU contractor near me”

o Facebook Ads targeting homeowners by zip code.

e Retargeting ads to website visitors

Use landing pages with a strong offer (like a free consultation or planning guide). Don’t send ad
traffic to your homepage.

Track everything:
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e Cost per lead
o Conversion rate
e ROI per campaign

The best marketing for contractors isn’t about hype—it’s about being consistent, credible, and
visible where your customers are looking. When you position yourself properly, build an
optimized web presence, and stay connected with your audience, you’ll never run out of work
again.

Your marketing plan should be as strategic and well-built as your best job site.

Chapter 7: Hiring Right — Building a Reliable Field & Office
Team

Hiring is one of the most critical — and most difficult — parts of growing a successful
contracting business. The right team can make your business thrive. The wrong team can sink it.

As you begin to scale, hiring shouldn’t just be about filling positions. It’s about building a
culture, ensuring quality control, protecting your reputation, and creating capacity for growth.

Let’s take the pathway to walk through the keys to hiring and retaining high-quality employees
and subcontractors — both in the field and in the office.

Why Most Contractors Struggle with Hiring

Let’s be honest — most small and mid-sized contractors aren’t trained HR professionals. They
often hire based on gut instinct, desperation, or relationships (like a cousin who “knows how to
paint”). That leads to mismatches, missed deadlines, and sometimes costly legal issues.

A bad hire can delay a project, hurt your reputation, create chaos on job sites, or lead to costly
mistakes that you have to fix on your own dime.

Hiring the right person is both an art and a science. It starts with having clear roles, reliable
systems, and a well-structured onboarding and management process.

1. Define the Roles and Expectations Clearly

Before you hire anyone, you need to know exactly what role you’re hiring for and what success
in that role looks like. Vague job descriptions like “helper” or “project assistant” don’t cut it.

Start by Asking:

e What are the daily responsibilities?

o What specific skills or licenses are required?

e What tools or software should they be comfortable with?

e Who will they report to, and how will their performance be measured?
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This clarity saves time during interviews and sets the foundation for performance management.
2. Where to Find the Right People

For Field Staff:
e Referrals from trusted tradespeople and suppliers
o Local trade schools or apprenticeship programs

e Job boards like Indeed, Craigslist, and ConstructionJobs.com
o Staffing agencies that specialize in construction labor.

For Office Staff:

e LinkedIn and ZipRecruiter work well

e Industry associations and Facebook groups can yield great candidates.

o Don’t ignore remote options for roles like estimators, bookkeepers, or marketers.
3. Screen, Test, and Evaluate Before Hiring

Don’t skip the vetting process. Even if someone “seems like a good person,” that’s not enough.

Use a Three-Step Process:
1. Phone Screen — Ask a few questions to confirm experience and communication skills.
2. In-Person or Zoom Interview — Ask situational and behavioral questions.

3. Field Test or Task Test — Give them a small project or test their skills in real time.

This filters out people who look good on paper but can’t deliver in the field.

Sample Interview Questions:
e Tell me about a time you had a conflict on a job. How did you resolve it?

e How do you handle jobsite safety and cleanup?
e What’s your approach to finishing work on schedule?

4. Onboard for Success

The first few days on the job determine whether a new hire will stay long-term or leave quickly.
Make a strong first impression with a structured onboarding plan.

Onboarding Checklist:
e Company welcome packet and orientation
e Clear expectations about work hours, dress code, and conduct

e Training on any tools, systems, or software
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e Assign a buddy or supervisor to guide them.

Set them up for success — not confusion.

5. Build a Culture of Ownership and Accountability

Skilled workers want to feel like they matter. They’re not just a pair of hands — they’re part of
the success story.

Ways to Build Culture:
e Regular team meetings with open feedback
e Share wins and recognize contributions.
e Provide path for growth — certifications, training, bonuses.

e Enforce consequences for poor performance consistently.

If you create a culture of ownership, your team will treat every project like it’s their own.

6. Subcontractors vs. Employees — Know the Difference

If you’re using subs instead of employees, make sure you’re handling the classification correctly.
The IRS and CSLB are strict on this.

Key Differences:
e Subs control how and when they work, use their own tools, and carry their own
insurance.

o Employees follow your direction, use your tools, and are on your payroll.

Misclassification can cost you thousands in penalties.

. Always get a subcontractor agreement in writing.

e
‘ ‘ S

COMPANY

1099 SUBCONTRACTOR W-2 EMPLOYEE



7. Retention — Keep the Good Ones

Hiring is hard. Losing good workers is harder. Create an environment where great workers want
to stay.

Retention Tips:

o Pay fairly and consistently.

e Offer bonuses or profit sharing tied to performance.
o Be flexible with scheduling when possible.

e Celebrate wins and milestones.

Even small perks like free lunches on Fridays or branded gear go a long way.
You’re Not Just Building Projects — You’re Building People

As your business grows, you’ll spend more time managing people than swinging a hammer.
That’s a good thing. But only if you hire and lead wisely.

Hiring right isn’t about luck. It’s about structure, clarity, and culture. Build a team that reflects
your values, delivers quality, and helps you scale your business — project by project.

Chapter 8: Financial Systems and KPIs Every Contractor
Must Track

At this point, it’s worth repeating — “what you don’t measure, you can’t manage.” For
contractors, this principle holds even more weight because construction businesses often juggle
dozens of moving parts — materials, labor, permits, timelines, subcontractors, and more — all
while operating on thin margins.

Here we will concentrate and determine how to set up a financial system that gives you clarity,
control, and the ability to make smart, profit-driving decisions. You’ll also learn the essential
Key Performance Indicators (KPIs) every contractor should monitor to stay profitable and
scalable.

The Financial Fog That Kills Contractor Profitability

Most contractors don’t lose money because they lack customers. They lose it because they don’t
track money. They don’t know how much they’re really making — or losing — on each job until
it’s too late.

Here’s the pattern we see all too often:

e You bid on a job and win it.
e You manage the work and get it done.
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e You pay your workers, suppliers, and subs.
e A check comes in... and there’s not much left over.
e You shrug, assume it’s normal, and move on to the next one.

This “hope it all works out” approach leads to financial frustration and burnout. The antidote? A
proactive system that tracks your numbers in real time — and tells you exactly where your
business is bleeding cash or building wealth.

1. Set Up a Proper Bookkeeping System (Not Just a Checkbook)
If you're still using your bank balance as your financial dashboard, it's time to upgrade.
Why Proper Bookkeeping Matters:

e It helps you track actual job costs and profitability.
o It ensures you stay compliant with taxes and contractor licensing rules.
o It gives you leverage when applying for financing or selling your business.

Recommended Software:

e QuickBooks Online — Industry standard and widely supported.

e JobTread or Buildertrend — Great for construction-specific job costing
e Xero — Clean interface and strong integrations

e CostCertified — Good for estimating and cost tracking.

You need a chart of accounts customized for construction. That means breaking out labor,
materials, subcontractors, equipment, overhead, and job-specific costs.

Pro Tip: Don’t do your books yourself unless you’re trained. Hire a bookkeeper familiar
with construction accounting.

2. Track Job Costs in Real Time, Not After the Fact

One of the top reasons contractors lose money is because they don’t track job costs during the
project. Instead, they wait until the job is done — and often discover too late that they underbid
or overspent.

What to Track:

e Labor hours and labor cost

e Materials ordered and used.

e Subcontractor payments

e Change orders (and if they’ve been invoiced)
o Unexpected delays or cost overruns
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Use software or spreadsheets to enter expenses as they occur — not a month later.
3. Understand Your Overhead (So You Don’t Underbid)

Overhead is what you pay to stay in business — even when you’re not working on a project.
This includes:

° Rent

o Utilities

o Salaries for admin or office staff
e Insurance and licensing

e Marketing and sales costs

o Office supplies and software

¢ Vehicle and tool maintenance

Why It Matters:

If you don’t factor overhead into your bids, you’ll appear cheaper than competitors but end up
making less — or nothing.

4. Pay Yourself a Real Salary (and Separate Personal Finances)
Contractors often fall into the trap of taking money out whenever it’s there — treating the

business like a piggy bank. This creates tax problems, cash flow headaches, and a distorted view
of profitability.

Fix it by:
e Setting up a payroll system (even for yourself)
o Taking consistent, budgeted owner draws or salary.

o Using separate business and personal accounts

This one change can instantly improve your business structure and improve your chances of
long-term success.

5. Master the KPIs That Matter Most

Tracking KPIs (Key Performance Indicators) helps you spot problems early and make data-
driven decisions. You don’t need 50 metrics — just a few core ones.

Top KPIs for Contractors:

1. Gross Profit Margin (GPM)
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Formula: (Revenue — Job Costs) + Revenue

Tells you how much profit you’re making on each job before overhead. Aim for 30%-+.

2. Net Profit Margin

Formula: (Revenue — Job Costs — Overhead) +~ Revenue

Shows what’s actually left over after everything. Aim for 10—15%.

3. Job Cost Variance

Difference between what you estimated vs. what you actually spent help refine future bidding.
4. Labor Productivity Rate

Revenue earned per labor hour. Help you spot slowdowns or inefficiencies.

5. Cash Flow Forecast

How much money is expected in and out over the next 30-90 days. Keeps you out of the red.
6. Review Your Numbers Monthly (At Minimum)

The fastest-growing contractors aren’t always working harder — they’re watching their numbers
more closely. You should hold a monthly “Financial Review” meeting, even if it’s just you and
your bookkeeper.

e What to Review:

e Revenue and gross profit by job
e Overhead spending

e Cash on hand and receivables

e Pipeline of upcoming jobs

e Payables and debt

You’re the CEO — Not Just the Craftsman

The transition from tradesman to true business owner requires a shift: from “doer” to “decision
maker.”

Your financial systems give you the power to forecast, adapt, and grow — instead of constantly
reacting and scrambling. By understanding your numbers and tracking the right KPIs, you gain
something most contractors never achieve:

Control. Confidence. And predictable, profitable growth.
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Chapter 9: Tools, Templates, and Systems for Automation
and Efficiency

If you’re still relying on memory, sticky notes, and scattered spreadsheets to run your contracting
business, you’re not alone — but you’re also not scalable.

The difference between a stressed-out contractor and a successful construction CEO often comes
down to one word: systems.

In this chapter, we’ll walk through the key systems you need, the tools that help automate them,
and templates that reduce decision fatigue and free up your time to focus on growth.

Why Systems Matter More Than Hustle

Most contractors think the secret to success is just working harder — bidding more, building
faster, or being “on call” for everything.

But here’s what successful contractors have figured out: systems replace hustle.
Systems are repeatable processes that ensure consistent results — without requiring your

constant attention. A good system allows you to delegate, automate, and scale. Without systems,
your business becomes a job. With systems, it becomes a machine.

1. The 7 Core Systems Every Contractor Needs
Here are the essential systems your business must have to grow and operate efficiently:

1. Lead Intake & Qualification System

How you handle incoming leads determines whether you win profitable jobs or waste time
chasing tire kickers.

e Use a web form, CRM, or chatbot to capture inquiries.

e Pre-qualify leads automatically based on job type, size, and budget.
e Route good leads to your calendar for fast follow-up.

CONTRACTOR CRM
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2. Estimating & Proposal Creation System
Stop reinventing the wheel for every bid.
o Use templates for different job types (kitchen remodels, ADUs, etc.).
e Build your pricing library by category: materials, labor, subs.
e Automate the proposal document with itemized pricing, scope, and terms.

Recommended Tools:

e JobTread or CostCertified — create live proposals clients can accept online.
o Better Proposals or PandaDoc — great for polished client-facing proposals

3. Job Management System

Keep jobs on time, under budget, and well-documented.
o Use a central dashboard for tasks, materials, and schedules.
e Assign tasks to team members with deadlines.
e Store permits, photos, and communications in one place.

Recommended Tools:

e Buildertrend, CoConstruct, or Togal. Al
e Asana or Trello for smaller teams

4. Change Order Management System

Change orders are where profits go to die — unless you track them right.
e Require digital sign-off before work begins.
e Update cost and schedule estimates in real time.
o Keep a log of all change requests tied to each job.

Templates to Use:

e Change Order Authorization Form (digital)
o Updated Budget Tracking Spreadsheet

5. Billing & Payment System
You can’t grow a business with late payments and poor cash flow.
o Set billing milestones upfront (deposit, mid-point, final).

o Use invoicing software connected to your estimating tool.
e Allow clients to pay online via credit card or ACH.
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Recommended Tools:

e  QuickBooks Online
e Jobber, JobTread, or Square Invoices

6. Client Communication & Feedback System
Your reputation depends on how well you keep clients in the loop.

e Automate job updates (photos, timelines, changes).
e Set up weekly check-ins or progress reports.
e Send a satisfaction survey after job completion.

Recommended Tools:

e Buildertrend Client Portal
e Slack or Voxer for voice/text updates.
e NiceJob or Google Review Templates for post-job reviews

7. Post-Job Follow-Up & Referral System

Your past clients are your future
marketing team — if you stay in
touch.

e Send a thank-you email
or gift after job
completion.

e Ask for areview and
photo testimonial.

e Check in at 3—6 months
with a maintenance offer
or referral request.

\)'43
APPRECIATE
YOUR BUSINESS
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2. Templates That Save Time and Sanity
You don’t need to start from scratch. Smart contractors use and reuse templates for:

e Job Costing Sheet

o Estimating Spreadsheet

e Subcontractor Agreements

e Change Order Form

o Daily Site Log

e Punch List / Closeout Checklist
e Client Review Request Email

o Referral Request Letter

Pro Tip: Store all your templates in Google Drive or Dropbox and give your office staff or
supervisors access with clear naming conventions.

3. Simple Automation for Busy Contractors

You don’t need to be a tech expert to put parts of your business on autopilot. Even simple
automation can save hours each week.

Use tools like:

e Zapier — automate lead follow-ups, calendar bookings, and client onboarding.
e Calendly — let clients schedule meetings automatically.

e Loom — record explainer videos for your team or clients.

e Notion — create a living SOP (Standard Operating Procedure) manual.

Examples:

e When someone fills out a lead form, Zapier adds them to your CRM, sends a welcome
email, and books a discovery call.

o After a job is marked “complete,” a survey and Google review request is automatically
sent.

4. Build Your Business Playbook

Every great company has a playbook — a set of documented processes and procedures that
anyone on your team can follow.

Start with:

e Your sales and lead process

e Your job kickoff checklist

e Your change order and invoicing procedure
e Your customer service policy
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Use Google Docs or Notion to organize this and build it as you go — don’t wait until it’s perfect.
Systematize to Scale
Your skill with tools got you into business. Your systems will determine how far you go.

The goal of using tools, templates, and systems is not to become a robot — it’s to free your time,
reduce stress, and create a business that runs without constant chaos.

Remember: Every hour you spend building systems today is worth ten hours saved tomorrow.

Chapter 10: Planning Your Exit — Building a Business You
Can Sell

Most contractors don't start their business with an endgame. They're too focused on survival —
winning the next job, making payroll, fixing the latest fire. But here’s the truth:

Every business owner exists whether by design or default.
You will either sell your business, hand it off, or walk away and let it fade. The difference
between walking away with nothing and walking away with payday comes down to one thing:

preparation.

This chapter will show you how to plan, position, and prepare your business to sell for top
dollar, even if you’re not thinking about selling yet.

Why You Should Build with the End in Mind

Imagine two contractors:
e One is the hero on every job site, knows all the clients personally, and keeps everything
in his head.
e The other has systems, a capable team, consistent profits, and can take a 2-week vacation
without the wheels falling off.
Which one would a buyer rather invest in?
You are important in developing the buyers trust factor, but bottom line, buyers don’t buy you —
they buy the results you promise them. This includes your systems, your brand, your people,

and your profits.

Your business is only as valuable as its ability to generate revenue without you.

43



1. Know What Buyers Look For

Before you can build a sellable business, you need to understand what makes a contracting
company attractive to buyers.

Key Buyer Criteria:

1.

Consistent, Proven Profitability

Buyers pay based on past and projected earnings. They’ll want to see 3 years of clean,
profitable books.

Reliable Operations & Documentation

Standard operating procedures (SOPs), employee manuals, project systems, and CRM
records signal that the business can run without the founder.

Strong Brand & Reputation

Positive online reviews, a recognizable brand, and a trusted local reputation increase
value and reduce risk.

Solid Team & Leadership

A dependable supervisor, office manager, or general manager already in place makes for
an easier transition.

Growth Potential

Buyers love upside. Untapped markets, marketing systems, or expansion opportunities
can increase your multiple.

2. Start Cleaning Up Your Financials

If your books are a mess or you’re running half your business in cash, you’re hurting your
company’s value — and raising red flags for any serious buyer.

Your Financial “Sellability” Checklist:

Accurate, up-to-date Profit & Loss statements
Clean separation of personal and business expenses
Clear job costing and gross profit tracking

Balance sheet showing assets and liabilities

Tax returns that match your financials

3. Document Your Business — SOPs and Systems

To a buyer, your business systems = peace of mind. If they think everything is in your head or
only works because of you, the deal may fall apart.

Start by documenting:

Lead intake process.
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o Estimating & job costing methods

e Project handoff and scheduling

e Change order & invoice procedures.

e Hiring, onboarding, and team structure
e Client communication and follow-up

Use tools like Google Docs, Notion, or Trainual to build your internal operations manual.

4. Prepare Your Team for Independence

No buyer wants a ghost town when you leave. Train and elevate key team members to run the
business without you.

o Identify your #2 or potential GM.
e Crosstrain team members.
e (Gradually delegate client communication, project planning, and approvals.

Even if you’re not selling tomorrow, building a team-driven business today creates margin and
freedom.

5. Increase Your Multiple: Tips to Boost Valuation

Businesses are typically valued based on a multiple of earnings (usually 2x—4x of your Seller’s
Discretionary Earnings) — SDE. If the business is earning an annual sum of Ten Million Dollars
($10,000,000) or more, it can usually be sold to a private equity (PE) firm for 10x of the earnings
or One Hundred Million ($100,000,000) Dollars.

Here’s how to boost that multiple:

e Recurring Revenue — Maintenance contracts or service plans

e Well-Branded Systems — Think McDonald’s, not Mom & Pop
e Niche Expertise — ADUs, green homes, commercial TI, etc.

e Marketing Engine — Proven systems to generate new business.
e Clean Legal & Insurance — No major liabilities or open claims

6. Exit Options to Consider

There’s more than one way to leave your business. Understanding your options gives you
flexibility.

Common Contractor Exit Routes:

Third-Party Sale — Sell to an outside buyer, investor group, or private equity firm.
Employee/Manager Buyout — Let your team buy you out over time.

Family Transfer — Pass the business to a child or relative.

Merger or Roll-Up — Join a larger company or group of contractors.

b=
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5. Asset Sale & Wind Down — Sell equipment, wrap up projects, and close shop.

The best exit depends on your goals — maximum cash? legacy? minimal risk?
7. Get the Right Advisors Involved Early

Selling a business isn’t a handshake deal — it’s a complex process. Surround yourself with
advisors who protect your interests.

e M&A Adyvisor or Business Broker — Finds buyers and oversees negotiations.
e CPA or Financial Advisor — Helps with valuation and tax planning.

e Attorney — Prepares contracts and ensures a clean deal.

Start building these relationships 12—24 months before your target exit date.
8. Final Thought: Build to Sell, Even If You Never Do

Maybe you don’t plan to sell. That’s okay.
But a business that’s sellable is a business that’s sustainable. It runs without you. It gives you
freedom. It creates jobs. And if something ever happens to you, your family has an asset — not a

burden.

So, build your contracting business to be valuable with or without you — because you’ll exit
either way.

Get Ready for What’s Next

You’ve now got the blueprint — from setting up solid systems to pricing right, scaling up, and
planning your exit.

But knowledge without action doesn’t build wealth.

It’s time to execute.

Conclusion & Final Words

In the ever-evolving world of contracting and construction, success is no longer defined solely
by craftsmanship or experience—it's also about strategy, systems, and sustainability. This book
has been a blueprint for growth, offering contractors practical tools, real-world insights, and
scalable methods to turn a good business into a great one.

Our hope is that as you’ve worked through each chapter, you’ve begun to see your business not
only for what it is—but for what it could be. Whether you're just getting licensed, growing a
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small crew, or preparing for acquisition, remember: the same principles that build strong homes
also build enduring businesses—solid foundations, smart plans, and the right partnerships.

Your next level starts now. Keep learning. Keep improving. Keep leading. The contracting
world is changing fast, and those who adapt with intention will lead the industry forward.
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Take the Next Steps

You’ve read the book and you know the authors, now let’s build something together.

€ Enroll in the Contractor Growth Academy:
Ready for hands-on growth? Join the Contractor Business Growth Accelerator, a step-by-step
coaching, and training program designed to help you implement everything you’ve learned.

% Schedule Your Free Business Strategy Call:
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~ Book a call with Roy now: Click here
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https://www.usgbc.org/leed/rating-systems/neighborhood-development?CMSPageID=1988
https://www.usgbc.org/leed/rating-systems/neighborhood-development?CMSPageID=1988
https://calendly.com/roylanders/contentmarketinginquiry

=} Stay Connected:
Subscribe to our newsletter, Contractor News Digest for weekly tips, growth hacks, and
contractor success stories.

= Subscribe Now at: https://cornerstonecontractingservices.com/contractor-news-digest/
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