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Are you a Wanna-be?

Only one out of four trade contractors makes decent money. Are you one of those?

Successful contractors: There are only two traits common to successful contractors. By implementing them your chances of making serious money are increased substantially.

Benchmark programs: Over the years I have done 33 benchmark programs for contractors’ associations (16 for SMACNA chapters). I have analyzed more than 2,000 sets of financial statements and interviewed most of the owners; half of these analyses are through my accounting practice and half through the benchmark programs. 

In addition to the benchmark programs for SMACNA chapters I have done 12 for the Heating, Refrigeration and Air Conditioning Contractors of Canada and others for Roofers, Fire Place Installers, Refrigeration and Air Conditioning Contractors (RACCA BC) and even for General Contractors. General Contractors are so different!

Knowing the numbers is important; understanding what’s behind them is critical.

The numbers: 

· 25% of trade contractors make more than 9% pre-tax profit

· 25% make between 5% and 9%

· 25% are between 5% and zero

· 25% are losing money

Why? Why? Why? My quest was to find out why? Not as exciting as looking for the meaning of life, but, after all, I’m only an accountant (and management consultant and Key Note speaker).

What is it that separates the women from the girls? It didn’t take me long to figure out one trait that was common to the successful contractors. It was simply their focus. They were very good in one specific area. They had a specialty –high schools; apartments; office towers; new construction; renovations; design/build. Invariably there was one area where they stood out. Sometimes their specialty was a particular type of customer. This was their Primary Profit Program. As a result of this they attracted other work, but they understood their key area of expertise. In smaller communities that key area tended to be providing a wide range of services to “A” customers. You had to be a combined mechanical (and more) in many of the smaller communities to be successful.

Finding the second trait was like looking for the proverbial needle in a haystack. I knew there had to be more. I found many traits but they were not consistent; they worked for some but not for others. There were some basics that most people had but there had to be more. Eventually I figured it out. The reason it was so difficult to find is because it is not something that the contractors were doing it was something they were not doing. The owner manager didn’t have a full-time job. He wasn’t spending 8 to 10 hours a day doing the daily grind and chasing the cash flow. He was standing back and looking at the business; he was thinking like a business man first and a contractor second. He understood that the reason he was in business was to make money. He was thinking, meeting with others (likely going to lots of Association meetings). His main task is to stop the company from making bad decisions. Did you do any jobs in the last year that you wish (in hind sight) you hadn’t? Be honest! If you weren’t so rushed, if you really understood the dynamics of the project, the poor scheduling, the unclear specifications or the unstable customer you would have backed out long before you were committed. But because you were too busy you fell for it again. So, the second trait is fire yourself. Teach others to do what you do; go find problems, solve them and make sure they don’t recur. Too many contractors make money on one project and give it back on the next. The smart contractor doesn’t give it back! Develop procedures and train others how to use them. Your job is to develop and monitor the systems and strategies.
I have developed a series of 10 “Tool Kit” programs that focus on proven strategies that will help you to become a successful contractor. See my website for details.
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Ronald Coleman B. Comm. FCCA, CMC is a professional accountant, author, certified management consultant and professional speaker who specializes in working with trade and specialty contractors. He is based in Vancouver. BC. 
His latest book, Becoming Contractor of The Year is the basis of his Keynote Presentation.
Visit his website at www.ronaldcoleman.ca for more information or email him at info@ronaldcoleman.ca. 
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