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Join the club!  That is, the fatal errors club.  We all make them.  So admit it!  Wouldn’t your company be a lot better if you didn’t make so many darn errors as a business owner?  Yes, I’m talking to all of you especially the more successful ones!  Because you are the one who probably made the most errors.  

Donald Trump said the richest man he knows is someone who has failed the most.  Think about it.  The most successful professional baseball player fails to get on base 2 out of 3 times!  And that’s success!   So, can you admit that you have made your share of business errors?  They may not have been fatal.  But, left uncorrected they might have become fatal.
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As a contractor, you are a breed apart from others:  independent, creative, and nonconformist.  Like most entrepreneurs you started your business because of a passion for personal independence and success.  But, after 5, 10 or even 20 years experience is your business where you want it to be?  For some, the dream of freedom and independence has resulted in prison sentence – long days, weeks and months with not enough vacation time away from the business.  For others, your business is successful, but even you are worried these days about the economy and whether your business will stay afloat through such turbulent times.  
Being a contractor is a tough business today.  Demand for contractors’ services is driven partly by new construction and partly by the economy's overall health, neither of which look good right now.  The subprime mortgage meltdown and credit crisis in 2008 have all combined for a dismal forecast for 2009.  So, most of you are focused on cost-cutting and more effective marketing spending.   Meanwhile, managing your labor force (a major expense in a contractor's business) hasn't gotten any easier or less expensive!  With about 40,000 painting and wall covering contractors in the U.S. reporting combined annual revenues of almost $20 billion, the vast majority of you run small companies – about 70% have fewer than 5 employees.  In other words, while most painting contractors have low overheads, most of you probably don’t have the financial reserves to withstand a long downturn.  And, with sales down over last year from 10 to 40% for many small operators, panic sets in easily.
Whether its fear, anxiety or panic, as business owners we must invoke the entrepreneurial spirit that got us into this business.  And, we must reduce the numbers of management errors we make in business so that we can make our businesses stronger.   

Successful companies have several things in common, starting first with the fact that their owners swallowed their pride and asked for help.  (Yeah, yeah, jokes abound about how some people just won’t stop and ask for directions. But this is one area where it’s smart to stop and ask because it can mean the difference between great success, marginal success and failure.)  So, what separates great companies that prosper from those that just stay afloat?

Successful contractors have enlisted the support of others.  They realized that they could try and go it alone, toughing it out, learning from their mistakes, or they could get some quality assistance and advice from others - shaving years off their learning curve.  They got help and leveraged their time, money and knowledge into a more successful business.  Able to hit the ground running, they stayed ahead of the mistakes, put systems into place, regained free time and prospered even during difficult times.

Learn the fatal errors that have been made by the companies that went bankrupt.  
· Stop hogging all the information.  Share the vision, plan and financials with your team.
· Regularly face reality - evaluate what’s working and what’s not with the help of others  
· Value each person’s contribution.  Establish and measure performance outcomes against goals and hold each person accountable.
· Grow your business by seeing yourself in the sales and marketing business

· Increase profitability through cost-cutting measures and effective marketing

· Sharpen your saw – take more strategic time-outs to think and plan and organize

· Reduce turnover by keeping great employees and firing disengaged ones 
· Hold or raise prices by adding more value 

· Improve your re-sale and referral business through better customer service 
In today’s economy, no business can afford to make critical mistakes for long and expect to survive, much less grow and prosper. So remember, it’s okay to ask for help and it’s smart to ask for help.  Don’t go it alone when you can benefit from the experience and success of other contractors who’ve been there, done that, and not only survived but gone on to have wildly successful businesses and thriving lives as well.

There are many resources available to you this winter from professional organizations to consultants and coaches to newsletters and articles in trade publications. Get focused on what other contractors are doing to ensure their success, and see if some of what they are doing seems right for you and your business. Stick with what works, change what doesn’t, and be open to new ways of doing things.

Find the help that’s a good fit for you and your style. Take the time to attend a class to improve your marketing, or to become a better leader or manager.  Learn the errors made by other business owners by joining our Fatal Errors Coaching Club.  And create a plan to stand out from your competition!  
THEGOLDHILLGROUP provides “Coaching for Growing Companies.”  Jonathan Goldhill has owned several small businesses and has 20 years experience consulting, training & financing businesses in over 100 different industries including landscape contractors, designers, remodelers, and business services firms.  He has helped many small businesses grow from fledgling to successful companies.  Many have grown their business 20-200% with his personal coaching/consulting.   For info about his Fatal Errors Coaching Club, go to www.thegoldhillgroup.com.
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Join the Club!  We all make fatal errors that could bankrupt our company.  Visit � HYPERLINK "http://www.thegoldhillgroup.com" �www.thegoldhillgroup.com� for more info about the Fatal Errors Coaching Club.








