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b fimish, he says, so they have to
stan ancther job b brisg B moncy
to Finish the fisse one. “1F they had
nite [0 sop and review their com-
pany. they would ondertand that
they are losing momey mght and
keft,” Feig-Sandoval says.

Tim Crems. recentdy bost a job thai
bouty B arid another contesctor had
Priced = S00000. The U.iI1|||||g 5]
s SIHL0, “Yom cnsave some
ey by physically daing the wanlc,
But ned. theat inuchL I o bid s that far
off, afll | can zav 10 the homeraners
i “There is oo big a difucrepancy,
[ thenk you're makdsg o mistake”
says the orimer of Memick Builders. in Limke
Silver, M.]

Some CoORFRCIG jusd starting in e buss.
Bcss. piice bids lower i wiin projecis nd esiab-
Eh thermmeloes in the mesfel, or o maingain g
Faiehold in o downtuen. "I you deop your price

by [, howy oy jobs s yom havve 1 s B0
s s that asmouss of prodit? [ does ol malke
wertae 00 o i Cnoses sy,

Homeowneors whis have been: umed by
uneducaled of e ficiont comtmcion see hand
ot the nest comroceor (hey hire, @ simstion

“If more remodelers

understood markups and
margins, it would give us
all a better playing field.”

Liringoad finds frustraging, “§ mseee romaoded-
ers underssood maskups and mesping, it woukd
five s all @ better plavang field”™ he savs,
Bill Peterson, pressdent of Add-Moge
Consensction, in Morth Brookfield, Mass.,
says that ewen feputable contracnon: may

Us and Them

Bhd are soma olhes wiys B0 sal your company apart from
bow-backing conbracion:

Use your Web site to educate clients. Darwty Fobg-
Sandoval of Smail Carpenters at Lare, in Alianta, uses his corm-
pamys 'Wob site g an educational tool, "We stiser cliants to our
Wb site, whane we axplain somi of the ssues they can face 8
mmﬂmwrmmmmMym-
bons, such as the Mational Association of the Ramaoceling
Incustny, a5 well as to the Atlanta Bothor Business Buraay,

Lamcﬂmm'ﬂmaﬂaumrmmmmuﬂdwﬁm
program thatl inciudes truck and jobsite signs, and s meant o
educate the community about the firm's professional sendces
“Propia who have seen our Web 589 know how we operate, We
do not gat clhants who randomiy choose 1S out of a phor book”
e=y= Robart Lauten, president;

Spooner, Wis., remodeler Cralg Tice uses his company
Wb site and other types of technology 1o woo clients, most of
wham live several hawrs away from the vacation area in which
Mmﬂhﬂmmﬂﬂmﬁﬂhaﬂnmm
MMWWHWM.MWQM
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00 ol even have computans” Tica says.

Ank potential clients to do thelr homewsrk, Ed Chofin
it Advanced Kichens, Marietta, Ga., inlls chonts o ook for cor-
mwmmmmmmm
ations. Brian Goulat of Intand Bath & Shower, Richiand, Wash,,
bolis customers 1o ask for and call at least three relerences. “That
I8 ther rumber-one facior 1o deterrning if & contracior i3 for real,
W kiega cumant list of af leas! 25 people” he says, He also tells
customers [0 quession any contracior who can begin a job right
vy, and to call the suppliar they work with for insight

Darrell Thompson of My, D's Construction, in Lake Tapps,
Wash., directs all his clisnts o the parrnil and icensing Web
sia for Washington state whera they can ook up clakmes,
ingurance. and licéase stabus dor his company, as well as thad
ol hig comipatitors. *| Know my record i clean so i can'L hurt
me, but maybe it can hort [ry compabitoss], espacially i
thera is no recard of them at all” he says. Thompson also
warns ciants that thay hava no recourss if they wee an unin-
sured comlracion
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Retum afl phone calls the same day;
armive al all appoistments about 10
minuies early: deliver the esimeae
when and by you sakl yon would;
camplele the project withén the time
frame discussed; bave motivated
team membors and ensare that they
have everything meceisary o com-
plete projects professionally and on
Eime; respond quickly to all warranty
and service sues; and conduct @
Bllosv-op call thanking clienls for
thezir b,

Crimtilet enerisagge poleniml clients
Iy it B shonwTonims, Bl irfespactive
of whether the fird meetisg i al the
shomercons o & the client’s home, e
i ghe time i bebd mppor. “We bl e
cppommity 1o build s sl determine if the
client willl be a good nueh for the services we
poovide.” Croubet sinvs:

Ed Cholfin = Advanced Kitchens, is
Maricta, G savs that when visitors walk
iniy his shimoom and stie tha By can't
aifficard him, b erses the lime o educaie them.
“Arc vou willing o o g pooject and sl
for kesser-quality materials sd workmanship
versus spendling the right amount of money w
et the right job for youT be asks.

Crag Tice of Tiee Construction, in
Spocner, Wi, says that male cHents sond 1o
make decisicens based purely on price. Hiw-
v, he adds, i 0 weensn B imalved in the
project, she (s mone concemed about shifty
contraciors, ek of service, =nd poor coins-
musiation. “Men do n ask for the same
hasdholding that women want when goang
through the prosess,” Tice says,

Like many designuild firmes, Lsmen
s design o differentiale his company, “We
start withy e homeowners talling abvat what
theey want 60 oo, and wo create = peogren,” he
sarys. b also charges for thas design proposal,

This caplaine the advanisges of the design/
build process, “Ooe we get the honsowners
i and get them signad up o donw plans, as
long 2= our ballpark is withis their budges,
they will pot po amywhere else, If we ans way
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over our ceiginal hallpark, then we get bid
ol he sanys.

Cioubet uses his shosmoom o set his com-
ey npat. He says it helps to have o place for
homerwners o see and tooch the prodacts
"o comtractons in our anea do ol have 3
showrooen,” he points can.

HO MORE BIDS

T srvedd] Batling bow bicks, soene remsodebers
remave hemselves from the hidding wars,
Lannen says the “competilive™ bid process b
abten nil wsefull for n honseowner who wanis
the best value. “Even with & complete set of
plans and specificatsons, there will be diffier-
ing assumptions made in quality levels and
varistions in service delivery between bid:
diers. When lowest cost is the decidiang factor,
the conscientions. bidder who includes heiter
reterials snd plans o hetter-managed pob will
lesie coni b0 one who does not, W proler a
Gooporlive spproach, such as the negotisied
coniract,” be ways.

Adihe first meeting with clents, Sinn tells
them that if' they choose 10 bd the project.
tha Sien Design Budld price will be higher
She explains why by mlking about the cons-
pany’s designibaild’ process, which bogins
with a design sscssment. *[ show them he
typee of plass we willl have produced by our
archireet, fand that] we will keep them on

“We have distinguished
ourselves from the pack

by simply doing the right
thing and not making any
promises we can't keep.”

track and on budiel” Sien explaing,

She also tlks aboul how pricing can
affect product selection. Her staff continsally
prices dhaoasghoul the process so clients can
make chodoes. “Thi= makes clients feel mone
in conirod.” she says.

Simn says that clionts bire ber for her
expertise, and i they argue over costs, she
Wl ol work wiih theme “If I get resistance,
i i ot @0 ool fiL" she says.

Cholfin assesses a client’s qualifications
i the carly siwpes. “We are trving differes
processes. fopre-fualify ssd make sure they
e n-custoener that Fils oor profile. so we do
midl wasie thele time and they do pot wasse
ehlfE,” he xays,

Then, b weosks diligesely 1o pet them o
oot i 3 Buidiget amcunt. Usforunsely, he
s, many clients make the acamption that
the: prvgpoct willl consume their whole budgel.
“We assuee thom o goal is o give them the
prapect that is polng to satisfy as many of their
feAuirETents as prssible, & a number they are
willing o spend” Cholfin ssys

Feig-Sandonal says having an estblished
Jik-wear-pdd company with a kot of repeat and
referml busimess helps him compete with
bomballzrs, He has aleo begum o marked bis
firm b the upper-end markel where clenps
are fess hikely o choose a contracior hased
elely on price. B
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