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Contracting Industry Issues, Company Growth Impact:

· Recruiting and retaining employees

· Better profitability with existing team

· Differentiation in presenting the company

· Service agreement marketing approach (proposals)

· Management and leadership development
· Financial reporting and direct/indirect costs (software)

· Compensation, bonus and incentives

· Design/Build proposals, agreements

· Sales turn-over checklist to ensure service

· Meetings; frequency, agendas, attendance

· Market segment recommendations

· Sales management, reporting and tracking

· Marketing, PR, promotions management

· Service management protocols (software)
· Service dispatch, coordination ops manual

· Communications protocol for delivery model

· Maximize opportunities with existing base

· Agreements vs. time and materials work

· Pricing and estimating (software)

Questions that are proposed:

How can we differentiate our company so that we stand out from the competition?

How can we gain more revenue and profit with our existing team?

Why do we always seem to be fighting the “price” issue with customers?

How do we sell more service agreements and more contractual service work?

How do we get more business out of our existing base and best customers?

Do we know if we are profitable and what our direct and indirect costs are?

What type of proposals and service agreements help us sell more work?

Tell me about the use of a successful marketing and sales process?

Where can I find commercial/residential marketing materials and proposals?

Are there any tools for qualifying and communicating better with prospects?

What are the best markets for more revenue, high margins and good relationships?

How can I obtain better margins by negotiating more of the work?

How do I develop a strategic business plan and grow my business?
Your Key Issues:
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