
Join us  

at  

Cloquet Country Club 

400 Country Club Drive 

In Cloquet, MN 
 

Golfing starts at Noon!  
 

This will be at the Cloquet Country Club. 

Registration will be from 10:30 am until 11:00 

am. At noon, there will be a SHOTGUN start 

for all of the golf teams. Dinner will be at 6:00 

at the Cloquet Country Club Clubhouse. Sign 

up now for sponsoring a hole or tee, or sign up 

you golf team , or just sign up for the awards presentation and dinner.  We hope to see 

all of you there for this fun event! 
 

 

You do need to call, e-mail or fax an RSVP to the ABA office, 

to sign up for any of these sponsorships or events.   

218-722-5707, fax 218-722-1448 or e-mail: aba@abamn.org.  

 

June 2008 

    The Scaffold 
The Scaffold is the official monthly publication of the Arrowhead Builders Association, 802 Garfield Ave., Duluth, MN 55802  

DuWayne Lenius Annual Golf Outing 
June 16th 
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Look inside for… 
 

Duwayne Lenius Golf  Outing 
June 16, 2008 

 

20 Tips for Contractors 
From UMD Center for Economic  

Development 
 

Listing of  our new MEMBERS 
 

New Green Building Professional 
Designation Course sign up sheet 
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 The Arrowhead Builders Associations newsletter is the official publication of Arrowhead Builders 

Association.  This newsletter is published and distributed monthly to its members and others 

associated with the building industry.  Neither the advertisers, nor ABA will be responsible or liable 

for misinformation, misprints, typographical error, etc., herein contained.   
 

Contact Paul for advertising or article placements in the Scaffold.  
This newsletter is created for the ABA members by Paul Manning.   

 

 

 
ABA MEMBER EVENTS CALENDAR 

 

JUNE 2008 
2 – Marketing Meeting Noon ABA 

10 – Board Meeting 7:00AM ABA 

16  – DuWayne Lenius Annual Golf Outing at  

             Cloquet Country Club 
 

JULY 2008 
4 – ABA Office Closed for 

   Independence Day 

8 – Board Meeting 7:00AM ABA 
 

AUGUST 2008 
11-12 – Certified Green Professional Course 

   8:30—4:30 Proctor Black Woods 

12 – Board Meeting 7:00AM ABA 

13 – Business Management Course 

   8:30—4:30 Proctor Black Woods 

 

SCAFFOLD ADVERTISING RATES 
Business card size 2.5” x 3.5” $150.00 
Banner ad size 1.25” x 7.5”        $150.00 
¼ page – 3.75” x 5” or 5” x 3.75”  $250.00 
½ page – 7.5” x 5” or 5” x 7.5” $300.00 
Full Page – 7.5” x 10”            $450.00 
 THESE ARE SIX MONTH RATES 
 

Deadline: 20th of each Month.   
 
Payment of ads are billed and due upon 
receipt.  Pre-payment is acceptable and 
appreciated.  Credit Card Payments are 
available.   
  
Advertisers – are active members of the 
ABA, BAM or NAHB.   
Advertisements are to be appropriate con-
tent for this publication.   
 
Distribution: 400 copies each month, 
emailed to ABA Members, Local HBA’s in 
MN, Chamber of Commerce, City Mayors in 
our area, other building trade associations. 

Arrowhead Builders Association 

2008 Board of Directors 
 

President:  

Keith Kylmala 

Kylmala Truss  
    

Immediate Past President: 

Terry Hammack 

Anderson & Hammack Construction  
 

President Elect: 

Marty Knezovich 

Knezovich Home Design  
 

Secretary/Treasurer: 

Jim Rich 

     Cities of Hermantown & Two Harbors 
 

Directors: 

Eric Aamodt  

Arrowhead Supply 

Bob Bell* 

Bell’s Remodeling 

Jim Carlson* 

Retired  

Eric DeGonia 

Come Alive Audio 

Tony Gagnon 

Homestead Construction 

Frank Gerard 

Campbell’s Do It Best 

Ray Moe 

Raymond Moe Construction 

Curt Slowinski 

Slowinski Construction 

Bob Wallner* 

Retired  

Jim Wallner  

RWC Construction 

Jill Winkler 

North Shore Mortgage 

* Life members   



Welcome to our newest members  

Dennis Thielke, Owner/GM 

Lakeview Castle 

5135 North Shore Drive 

Duluth, MN 55804 

(218) 525-1014 

www.LakeviewCastleDuluth.com 

  

Heather Hiner, Owner 

Hiner Home Designs 

5532 Fish Lake Dam Rd 

Duluth, MN 55803 

(218) 721-4396 

hhiner@msn.com 

  

Leigh Thomas, Owner 

Leigh Thomas Construction 

257  N Cloquet Road E 

Duluth, MN 55810 

(218)624-8196 

Thomas029@msn.com 

Brent Woolhouse, Owner 

Grove Lawn Irrigation 

14087 Bank Street, Ste 4 

Becker, MN 55308 

(763) 262-1558 

brentjwoolhouse@yahoo.com 

  

Thank you to all who participated in this year’s Homes on Parade! 

A&A Development Co., LLC    Legacy Custom Homes  
Barrett Builders        Leigh Thomas Construction 
Bayfront Builders        Neighborhood Housing Services 
Beacon Point Condominiums, LLC  Nordby Builders, Inc. 
Billman Construction      Northland Structure 
Bruckelmyer Brothers Construction Providence Home Building & Design 
Bullyan Homes        Sherman Associates 
Code Plus Contruction      Soderholm Construction 
Easy Housing of Duluth     Spirit Valley Land Compan 
Hidden Springs, LLC      Vegar Construction 
Ideal Homes of Barnum     Women in Construction 
Kuepers, Inc.         Zierden Builders  
 

The reaction that we received was fantastic! There were quite a few people that 

called the ABA office to thank us for hosting this event again. There was also a 

great response from these contractors about the numbers that viewed their homes, 

and the quality of their questions and responses about their Homes on Parade. 

mailto:veracityhomes@aol.com
mailto:brentjwoolhouse@yahoo.com


Arrowhead Builders Association - Membership Fitness Update 

Recent Membership Renewals: 
Thank you for your continued support. 
A1 Refrigeration of Hibbing, Inc. 2007 
Belknap Electric 2006 
Carlson Duluth Company 2006 
Como Oil & Propane 1998 
Duluth News Tribune 1970 
Ferguson Enterprises 1990 
Home Beautifier Co Inc. 1969 
Kuettle & Sons, Inc. 1995 
Northland Gutter Inc. 1994 
North Shore Mortgage 1983 
Young & Associates, Inc. 1988 
 

April Memberships up for Renewal: 
Arrowhead Water 1991 
D. Kuklis Construction 2006 
The Home Improvement Co., 1998 
Kilgore Brothers 2004 
Mobile Housing Inc. 1996 
Two Harbors Ford-Mercury-Polaris   2007 
 

May Memberships up for Renewal: 
Black Woods Grill & Bar 1999 
Electric Systems of Duluth 1992 
Hartel's/DBJ Disposal Company    2000 
JCS of Duluth, LLC./Jordahl Const. Ser. 2007 
Menards 1997 
Per Mar Security Services 2005 
Tomlinson Homes Inc. 2004 
Waste Management 1997 
Westerlund Custom Builders, Inc. 2004 
 

June Memberships up for Renewal: 
Builders Commonwealth 1996 
Country Trucking & Excavating 2005 
Johnson’s Carpet One 2007 
Northstar Insulating Systems 2004 
Proctor Builders/Just Ask Rental 2000 
 
 

REMEMBER YOUR MEMBERSHIP DOES NOT COST, IT PAYS! 

July Memberships up for Renewal: 
Abramson Heating 1997 
Bobcat of Duluth 2001 
Campbell’s Do It Best Center 1990 
The Carpentry Works 1992 
City of Two Harbors /Hermantown 1997 
Curtis Oil & Propane Co. 1998 
Duluth Stove and Fireplace 2007 
Easy Housing of Duluth 1992 
The Fireplace Corner 1990 
Hovland, Inc. 1992 
Jay Litman Construction 1994 
Kalkbrenner Plumbing & Heating 2002 
Kolquist, Seitz & Goldman 1990 
London Road Rental Center 2002 
Miller Creek Lawn & Landscaping 2001 
Northern Trends Building & Design 1997 
Northwoods Construction 1992 
Overhead Door of Duluth 1985 
Porky’s Building Supply 1997 
Beppi Bros. Construction 1997 
Somrock Construction 1997 
Sweeny Materials 1997 
Verndale Homes of the North 2002 
Vesel Construction, Inc. 1989 
WLSSD 1998 
 

Dropped Memberships from March: 
AGSTAR Home Mortgage 2004 
Cloquet Electric Contractors 2006 
Compass Rose, LLC. 2006 
CRC Development & Construction 2002 
Crystal Homes 2005 
Edmunds Co., LLP 2005 
Highland Beauty Floors 1974 
Nace Hagemann Construction 2007 
RE/MAX Twin Ports 2006 
RLK, Inc. 2002 
W & G Duluth, LLC 2007 
Women in Construction 2003 



Member-to-Member News! 
 ABA MEMBER-TO-MEMBER Meeting with F.I. Salter 

Thank you to all who participated in our May 15 Member to Member Meeting.   Here are some pictures 

of our fellow ABA Members.  This meeting was at F.I. Salter’s Development in Hermantown. 



  

  

 

Monday and Tuesday, August 11 & 12 
Green Building for Building Professionals (2-day Course) 

Learn how green homes provide buyers with lower energy costs 

and higher value. This 2-day course for building professionals 

discusses strategies for incorporating green-building principles 

into homes without driving up the cost of construction. You will 

learn how green homes provide buyers lower maintenance, better 

indoor air quality and better long-term value. Techniques are also 

discussed for competitively differentiating your home products 

with increased indoor environmental quality as well as energy and 

resource efficiency. 
  

Wednesday, August 13 
Business Management for Building Professionals 

Topics include: planning, organizing, staffing/directing, control-

ling; basic management tools such as developing a business plan 

and implementing procedures to monitor efficiency and profit-

ability. 

 

REGISTER BY AUGUST 1, 2008 
- - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - -  
 

Company Name:______________________________________ Address:__________________________________________ 

 

Phone:___________________ Fax:___________________ Cell:_____________________ Email:______________________ 

 

Names of those attending:  8/11 & 12____________________________________  8/13______________________________ 

 

Charge to my credit card:  Type___________ #_________________________________ Exp:___________ CVV2* __ __ __ 

 

Address on account:_____________________________________ Your Signature: X________________________________ 

 

Send with payment to: Arrowhead Builders Association - 802 Garfield Ave - Duluth, MN 55802 
*3 digit security code located on back of card near signature 

CGP COURSES 
August 11, 12, 13 2008 

8:30 - 4:30 PM (includes lunch & breaks) 
 

Instructor:  M.M. (Mike) Weiss, CAPS, CGR, CGB, GBI, GMB 
 

Black Woods Banquet Center 

195 Highway 2, Proctor, MN 55810 
 

Cost for Green Building:    $400 NAHB Members 

                                  $450 Non-Members 

Cost for Business Management: $200 NAHB Members 

                                    $225 Non-Members 
 

Discounted room rates available at:  

AmericInn Motel, 185 Hwy 2, Proctor, MN 55810 

218-624-1026 

What is CGP? 
The National Association of Home 

Builders’ Certified Green Professional 

designation recognizes builders, remod-

elers and other industry professionals 

who incorporate green building princi-

ples into homes— without driving up the 

cost of construction. Class work leading 

to the designation provides a solid back-

ground in green building methods, as 

well as the tools to reach consumers, 

from the organization leading the charge 

to provide market-driven green building 

solutions to the home building industry.  

As a graduate of this course,  

you will be able to:  
 

Locate and design green building devel-

opment sites.  
 

Control moisture and durability for each 

component of the building envelope ef-

fectively.  
 

Employ resource-efficient materials to 

achieve comfortable, safe and sustain-

able buildings.  
 

Strategize ways to meet, exceed and 

verify green building energy efficiency 

requirements.  
 

Implement indoor and outdoor water 

conservation practices.  
 

Achieve indoor air quality.  
 

Consider green building objectives in a 

remodeling project.  
 

Explain a homeowner’s and builder’s 

role in effective operation and mainte-

nance of a green home.  
 

Apply successful business management, 

marketing and sales strategies to sell 

green.  



Building Inspection – Itemized Building Permits for the City of Duluth    

  May-08    May-07   

 May  Year-to-Date May  Year-to-Date 

  number valuation number valuation number valuation number valuation 

New Residential                 

One family dwellings 3 473,331 21 4,531,875 6 930,787 24 2,844,038 

Townhouse                 

two family dwellings     1 415,475         

three/four family dwellings                 

five/more family dwellings     5 4,892,738         

Total New Residential: 3 473,331 27 9,840,088 6 930,787 24 2,844,038 

Hotels/motels etc.                  

Other non-housekeeping         1 600000 1 600000 

Total New Non-Hskpg:         1 600000 1 600000 

New Non-Residential                 

amusement/recreation     1 877,842         

churches/religious                 

industrial buildings             1 60,000 

parking garages                 

service station/repair garage     1 640,000         

hospital/institutional     1 2,700,000     1 700,000 

office, bank, professional     2 696,544 1 970000 1 970000 

public works/utility                 

schools/educational                 

stores/mercantile 1 79900 1 79900         

other buildings 1 2,688 3 10,248 1 1920 2 127528 

garage/carport 15 207,070 30 406,177 24 292,479 48 744,193 

structures not buildings             1 7500 

Total New Non-Residential: 17 289,658 39 5,410,711 26 1,264,399 54 2,609,221 

Addition/alteration/repair:                 

alterations, residential 53 245,211 279 1,470,280 87 367,028 336 1,782,973 

additions, residential 7 1,086,862 24 1,510,575 7 117,266 24 957,548 

alterations, non-res 15 4,662,104 68 10,876,167 14 1,117,652 59 7,829,547 

additions, non-res 2 6,245,000 8 15,933,595 1 700,000 2 3,700,000 

roofing/siding 149 756,415 401 2,374,600 64 774,259 176 1,729,460 

foundation permits 4 59,227 12 657,179 4 237,152 6 243,340 

Total Addition/Alteration: 230 13,054,819 792 32,822,396 177 3,313,357 603 16,242,86
8 

Total Building Permits 319 14,043,943 955 48,420,994 223 6,108,543 708 22,296,12
7 

Total Plumbing Permits 156 718,993 585 2,018,531 140 499,546 482 2,107,766 

Total Electrical Permits 187 1,296,893 674 4,024,938 182 482,285 669 6,263,214 

Total Mechanical Permits 71 1,257,989 257 3,818,937 44 730,610 206 2,860,806 

Total Sign Permits 10 35,882 56 237,234 18 108,218 77 385,865 

Total Moving Permits 6   6   2   2   

Total Use Permits 4   9   2   7   

Total Mobile Home Permits 1   9   4   5   

Total Sprinkler Permits                 

Total Window Box Permits                 

Total Wrecking Permits 13   32           

    (units)   (units)         



Doing Business With Members 
 

Take a minute and think about why you joined the builders association. You 

may be thinking about the many services provided to you or the promotional 

opportunities available, or perhaps you’re considering the support from your 

local, state and national associations and the ability to create change on behalf 

of the building industry. However, one of the top reasons you likely joined the 

builders association was to join a community of industry professionals that 

can help you grow and sustain your business.   
 

Doing business with members is one reason the builders association exists; to 

provide members with a means to get to know one another and build solid 

business relationships. Know, like, trust is the process with which all good 

business relationships are built, and the builders association is just the place to 

start that process.  
 

The Do Business with a Member campaign is a year-round strategy developed 

by the National Association of Home Builders (NAHB) Associate Members 

Committee to promote business relationships between members on the local, 

state, and national levels.  The majority of associate members join a builders 

association in order to expand their business contacts and increase their sales 

potential, and the Do Business with a Member campaign affirms the impor-

tance of builder and associate members contacting another member first when 

in need of an industry product or service.  
 

A collection of program, event, and service ideas that encourage members to 

do business with members has been collected from local associations across 

the country and is available on the NAHB website (www.nahb.org) for mem-

bers and association staff. BAM and local associations are currently promot-

ing doing business with members in many different ways such as handing out 

awards like Builder of the Year, Associate of the Year and Builders Employ-

ing Associate Members (BEAM) and hosting events such as trade shows, ta-

ble top shows, and the Minnesota Builders Convention. 
 

As a member of the builders association, take full advantage of membership 

by participating in the business-building opportunities provided. By getting 

actively involved in the association, you can develop a significant network of 

business contacts. Working alongside a member on a committee or commu-

nity project can really help you learn what makes them tick and allow you to 

show them what you are about in return. Doing business with members whom 

you know you can trust will not only help your business it will support the 

building industry. 



 
 

Arrowhead Builders Association 
“DuWayne Lenius Annual Golf Outing” 
Rain or Shine - Monday, June 16, 2008 

 

 

Cloquet Country Club 
 

 

 
 

 

Golf Performance Pack 

Includes one mulligan, 20ft of string for ball advancement,  
one replacement ball and coupon for one free putt over. 

 

Proceeds will go to BAM-PAC.  
Our building industry needs all the lobbying help  

we can get at the state capital please be generous. 
 

All this for a donation of $20.00 or more. 
All donations are tax deductible.  

Personal Checks or Cash Only. 
Company checks cannot be accepted for BAM-PAC. 



Hole-in-one Prizes, $10,000.00 & $5,000.00 

 

 

ABA Golf Outing includes:  
All Green Fees, Carts, Dinner, Locker Facilities, 

also available: Pro Shop, and beverage cart on course. 

Still Back by Popular Demand.  
Marshmallow Smash & Putting Contest 

Hit-N-Stick  
Take a chance at a designated hole to Hit-N-Stick on the green.  

Chances will be $5.00 each 

Registration Starting at:  10:30 AM – 11:00 AM  
 

Shotgun Start      12:00 Noon 
 

Dinner - Reception - Awards      6:00 PM 
In the Clubhouse 

Cloquet Country Club 
400 Country Club Drive  
Cloquet, MN 55720 
Phone 879-7997 

 

Last year’s champions took home 
the Traveling Trophy. 

 
The Winners Were: 

1st Place:  Duluth News Tribune 
2nd Place:  Arrowhead Supply 

3rd Place:  United Rentals 
4th Place:  Raymond Moe Construction 
5th Place: Hermantown Federal Credit 

Union 
Last Place: Billman’s 



 
ABA Golf & Dinner Outing Registration  
Sign up now--first come, first served! 

 
Company             
 
Address            
 
Phone Number            

 
Golf & Dinner - $100.00         Dinner only - $20.00 

 
   Door prize donation (deliver to ABA office by Friday, June 13,) 
I will bring a door prize donation to the Golf Course. 
 
Sign up as a foursome or individually: 

 Attending (please print)         Golf &     Dinner      
       Dinner       Only      
 

1.              
2.              
3.              
4.              
 
 
1.              
2.                
3.              
4.              
 
Total amount enclosed (make check payable to “ABA”)      $         
We accept Visa & Master Card. 

 

Card #_______________________________________ Exp. Date:____ V-code:____ 

 

Name _____________________________________________________ 

 

Address ___________________________________________________(on statement.) 

 

*Return by June 4, 2008 to: ABA 802 Garfield Ave, #104, Duluth MN 55802 
*No Phone Reservations Please - *No Refunds after June 4, 2008 

 
 



 
2008 ABA Golf Outing 

Sponsorship Opportunities Available 
 

Hole & Tee (36)    $100  
          
Lowest Score (1)   $100 
 
Highest Score (1)   $100 
 
Closest to Pin (2)   $100 
 
Closest to Line (2)  $100 
 
Longest Putt (2)   $100  
 
Longest Drive (2)   $100  
 
Beverage Cart (3)   $200  
 
Food (4)    $200  

 
Miscellaneous Awards: 
Hole-in-One – Both  $550  
   or $10,000 prize  $300 
   or $  5,000 prize  $250  
Putting Contest   $100  
Marshmallow Smash  $100  
Hit – N – Stick Contest*  $100  
   (*Take a chance to hit the green on a designated hole.) 
 

A large sign will be located in the Clubhouse listing all sponsors,  
and an individual sign will be located at each designated area. 

 

It will be a fun day along with promoting your business! 
 

 Company Name           
 

Sponsorship: 1st choice:         
        2

nd
  choice:                                        

 

Total amount enclosed:    _____    (including golf fees & dinner).  
Make check payable to “ABA”, mail to: We also accept Visa & Master Card. 

Arrowhead Builders Association - 802 Garfield Avenue, Suite 104 - Duluth, MN  55802  

 

Please return registration by June 4, 2008 





Å The more we recycle the less pollution we emit.  
Å Recycling may reduce your disposal fees on a project.  
 

4.  PROJECT MANAGEMENT 101 
Every contractor needs a good project manager to oversee a job. That might be you, but if 
you're not highly organized and able to manage both the big picture and daily tasks, consider 
hiring one.  
The project manager should be able to manage all aspects of the project, from estimates and 
supply costs to coordinating labor and providing customer service. He or she should be the 
point of contact to your client, and be able to answer any questions or concerns the client has.  
Overall, the project manager should ensure each job runs smoothly. He or she should visit the 
site daily and provide you with a report on the status of the project.  
 

5.  WHY CONTRACTORS NEED A BUSINESS PLAN 
Where will your contracting business be in one year? Five? Ten? Creating a solid plan can 
help guide you to answer these questions, as well as give you a way to get there.  
1. A business plan makes you professional. You've put a lot into your business, investing 
the time and money it takes to become a professional contractor. Creating a plan gets you or-
ganized, and potential clients will notice.  
2. A business plan keeps you from overspending. A key part of your business plan is the 
budget. If you looked at your financials from last year and wondered where all the money went, 
a budgeting tool can help keep you on track, and show you where you need to allocate your 
funds. As a QuickBooks customer, you have one built in.  
3. A business plan attracts investors. Whether you're currently looking for financing or may 
need money down the road, having a solid plan impresses investors and banks alike.  
 

6.  EMPLOYEE OR SUBCONTRACTOR? 
Considering a worker as either an employee or a subcontractor will have an impact on how 
you handle their payroll taxes. If you work with subcontractors, you don’t withhold their taxes, 
and you provide them a 1099 at the end of the year.  
To make tax time easy, have each subcontractor fill out a W9 as soon as they start working for 
you. Make sure you send them their 1099s by January 31st. QuickBooks can help you proc-
ess your 1099 forms at the end of the year with Payroll services.  
 

7.  DO I NEED WORKERS’ COMP?  
Most states require contractors to have workers’ compensation insurance for their employees. 
Workers’ comp covers injuries that occur on the job, whether they’re hurt on the work site or 
elsewhere. Not carrying workers’ comp may cost you in more ways than one: you may not be 
eligible for certification and licenses, you’ll have to pay for an injury out-of-pocket, and many 
clients will refuse to work with you.  
Regulations in every state vary on:  
Å Amount and duration of lost income benefits  
Å Provision of medical and rehabilitation services  
Å How the system is administered  
Make sure you are familiar with the regulations in your state.  
 

8.  DEFY THE ECONOMY AND STAY OUT OF A SALES SLUMP 
Everyone in contracting is down when the economy is down. Don’t let that affect your own 
sales. Here’s how to keep business rolling:  
Å Advertise. A slow period is the perfect time to advertise to get your numbers up.  
Å Get Press. If you have something newsworthy, get it in a press release and send it to the 
media.  



Å Network. Join a networking group (or three) in your community to build relationships with po-
tential clients.  
Å Look at Pricing. Consider cutting prices or offering promotional pricing.  
Å Get New and Improved. Take this time to make your company better able to compete in a 
saturated market. See if you can cut costs or offer better service.  
 

9.  DEDICATED TO SALES 
Hiring a dedicated salesperson to develop commercial or residential business may be the 
smartest thing you ever do. If you’re not a salesperson, why are you the one trying to close 
deals? Help your salespeople succeed with these tips:  
Å Educate. Your salesperson needs to know what you do and what products you use in order 
to sell your services. Take time to train your salesperson on what your services are, what the 
features are, and how they can help your customers.  
Å Question. Make sure your salesperson asks potential customers the right questions. He or 
she should focus on asking questions about the problems a potential client has that your ser-
vices can fulfill. Ask questions to get "yes," not "no."  
Å Objectives. Your salesperson should have an objective with each call made, whether it’s get-
ting an appointment or closing the sale.  
Å Commit. Your salesperson should ask for a commitment from each person who shows inter-
est in your services.  
 

10.  LEAD YOUR TEAM TO SUCCESS 
A contractor relies on employees to build success. Without workers, there is no job. Help your 
employees or subcontractors be the best at what they do.  
Å Keep Tabs. Whether you’re on the job daily or not, know what’s going on. Assist with issues 
immediately, and hold regular staff meetings.  
Å Delegate. If you’re a hands-on type of contractor, consider stepping back. You hired capable 
people to get the job done right, so let them do their work.  
Å Manage Yourself. Your business will be fine, even if you work less than 50 hours a week. 
Make sure you’re not overworking yourself.  
 

11.  THE BENEFITS OF HIRING A RECEPTIONIST 
If you're a small operation, you may be answering your company phone line on your cell phone 
in the middle of a construction site. By hiring a receptionist to take your calls (and help clean 
that stack of papers off your desk) you add a level of professionalism that your clients will ap-
preciate.  
Å A receptionist is the spokesperson for your company. Because he or she answers the phone 
in a warm and friendly manner, callers will instantly associate your company with positive feel-
ings.  
Å If you tend to forget to return calls and lose numbers, a receptionist will help you keep track 
so you don't miss a potential sale.  
Å Not having to answer calls when you're on the job will free you up to do what you do best!  
 

12.  INCREASE PROFIT WITH BETTER ESTIMATING 
If you're still estimating projects on the back of an envelope, you may be losing revenue. A bet-
ter way to get a more accurate estimate is to use estimate software. There are dozens of com-
panies that sell software to help you determine job cost, labor hours and material quantity.  
Don't buy more than you need! Many programs offer too many bells and whistles, and may be 
more difficult to learn. Keep it simple, and buy the software that best addresses your needs. 
You'll likely see your margins increase as a result.  
 



13.  TECHNOLOGY FOR CONTRACTORS 
Technology is constantly evolving to help improve business. Contractors have so many tools at 
their disposal, and just about everything you do can be done by a computer (except build a 
house or do electrical work).  
1. Estimating. There is software available that helps you manage your estimates, making 
them more exact. You can determine material costs and job costs easily.  
2. Project Management. There are programs that keep you on track and on time on any pro-
ject you have. You can run reports and analyze each project.  
3. Accounting. You already know how useful accounting software is when it comes to ac-
counts payable and receivable. But did you know you can also take advantage of training, sup-
plies and other services?  
 

14.  USING BUYERS’ GUIDES 
Competition in your industry is tough. It's hard to stand out in front of your competitors without 
spending all your revenue on marketing and advertising. But an affordable tool that can get 
you in front of the right clients is available: buyers' guides.  
Most industries have buyers' guides, such as The Blue Book® of Building and Construction, 
which are essentially a listing of all the providers in that field. Typically, you can get a free list-
ing that includes your company name and contact information, as well as a brief overview of 
what services you offer. You can also pay for enhanced ads that may draw the reader's eye 
your way.  
 

15.  DRUG-FREE FOR YOUR COMPANY 
Keeping your contracting business drug-free is the key to a successful business. Not only does 
it keep workers more productive, but some states even have laws that state that contractors 
who bid or work on state projects must be drug-free. Here are a few steps you should take to 
ensure your team is drug-free:  
Å Insist on pre-employment drug screens for all new hires.  
Å Implement random testing for all employees.  
Å Good worker or not ð no employee is worth keeping on staff to risk your company's reputa-
tion.  
 

16.  STAYING CURRENT WITH YOUR INDUSTRY  
There are several resources where you can find out about new trends in your industry and in-
formation that can help you improve your company's offerings.  
You likely have a handful of industry publications in that stack on your desk. Make it a habit to 
flip through one each day, stopping to read the articles that interest you.  
The internet is virtually limitless when it comes to useful information. It takes some work to find 
the sites that offer you the best resource for what you do. This can help you learn about up-
coming events, webinars and podcasts available to you as a contractor.  
 

17.  CREATE REPEAT BUSINESS WITH BETTER CUSTOMER SERVICE 
Top-notch customer service isn't always the first priority for some contractors. The good news 
for you is that providing excellent customer service can differentiate your company and drive 
business.  
Å Always have project or sales managers introduce themselves to new clients. They should be 
the point of contact for questions or concerns.  
Å Before a project begins, supply the client with marketing material and information on your 
company.  
Å Update the customer with the status of the project regularly.  
Å After the project is completed, send a thank-you card along with the reassurance that you will 
be available for any issues that may arise after the job. Keep your word!  
 



18.  MAKING PRESS RELEASES WORK FOR YOU 
Not marketing could cost you thousands of dollars in business you could have had if you had 
taken the time to develop a marketing and PR campaign. Press releases are a good way for 
contractors to make their way into the limelight.  
Å What do I write about? There are many things you can cover, including a new project se-
cured or completed, a new employee, or an award won.  
Å Who do I send it to? The construction industry has dozens of trade publications that are 
hankering for news. Many have pages on their websites for companies to submit their projects. 
Additionally, your local newspaper or business journal likely has an announcement section 
where you can send your news. Read carefully to find out who handles press releases in your 
field.  
 

19.  WHERE TO MEET YOUR NEXT CLIENT 
Business is everywhere if you know where to look. Because you're in an industry where a pro-
ject or job involves a hefty investment on the client's part, it's important to build relationships 
with them before they even hire you.  
Every city has networking groups where business-minded people meet to share their services 
and products with others. Email is also a great way to find new clients. Email providers like 
Constant Contact can help you leverage your address book and send regular emails. Include 
company news, useful articles on home renovation, and specials or discounts. As a contractor, 
there are probably a few big players you'd love to land as clients. Call or stop by their offices 
and introduce yourself. Bring a brochure and be able to tell them quickly how you can help 
them.  
 

20.  DOT YOUR I’s AND CROSS YOUR T’s 
If you've decided to create your company communications internally, here are some areas to 
look out for. Not being thorough might cost you that next contracting job.  
1. Grammar mistakes: Many clients find poor spelling reason enough to look elsewhere for a 
contractor.  
2. Putting your audience to sleep: Keep content brief and informative!  
3. Giving false information: With inaccurate information, you will run off potential customers, 
and lose the trust of your current clients.  
4. Looking unprofessional: If a website or brochure doesn't look professional, chances are 
prospects will move on and find what they need elsewhere.  
 
 
The information contained on this website is meant to provide general information about common contractor proc-
esses. This Web site is not intended to provide tax or legal advice and does not modify or extend the service guar-
antee of any Intuit product or service. This Web site does not address, and is not meant to address, the entire body 
of federal, state and local law and regulation governing the payroll process, payroll taxes, or employment law. Such 
laws and regulations change frequently and their effects can vary widely based upon the number of employees, 
geographic location, exempt status, labor regulations, and other specific facts and circumstances. You are responsi-
ble for consulting with your own professional tax advisor, accountant and/or attorney concerning your business's 
specific concerns. http://www.qb4me.com/q?id=3402  
 
 

The mission of the University of Minnesota Duluth Center for Economic Development is 
to assist entrepreneurs and businesses to grow and succeed.  
 
Funded in part through a cooperative agreement with the U.S. Small Business Administration, Minnesota Depart-
ment of Employment and Economic Development and sponsoring centers. Reasonable accommodations for per-
sons with  
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