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Being the owner of a contracting company can feel overwhelming, frustrating, and downright life
draining, particularly when you’re working more hours than there are in a day. You’d delegate
more to others, but you worry they won’t follow through, or do the job as well as you would. You
want to charge more—heck, you need to charge more—but you’re afraid you’ll lose your shirt to
the competition. You’re bleeding money, but don’t know precisely how to fix the problem, where
to begin. Actually, even if you knew where to begin, where would you find the time to make
critical changes?Help is here in the form of a doable, step-by-step guide that will put money in
your pocket, and more time and fun in your day. Learn how to:•Keep your finger on the critical
pulse points that drive success•Depend on your employees to take ownership•Close more deals
while charging more money•Develop an air of confidence that magnetizes potential
customers•Manage the project scope and stop the profit bleed of cost overrunsIf you can’t
remember the last time you took a vacation or watched your kids’ soccer game, or the last time
you reviewed your balance sheet with a sense of pride and excitement, this book is for you.

About the AuthorInternational Speaker, Business Consultant and Coach, Vicki Suiter has been
showing small business owners how to thrive, not just survive, for more than 25 years.A former
financial controller with a love for numbers, Vicki began her business introducing entrepreneurs
to their spreadsheets.Her motto? The numbers are important, but they're only part of the story.
The real key to success comes from gaining clarity in all areas of your business: appreciating
where you are, deciding where you want to go, and making a plan to get there. Because, when
you commit to being clear about what's going on, you've discovered the real secret to securing a
successful future.With her ability to eliminate the extraneous, Vicki enables her clients to get a
grip on their business vision from day one. And things just keep improving from there. It's all
about understanding one's financials, establishing systems, and creating structures to support
business growth.In addition to building strong businesses, Vicki loves creating memorable
meals. Her first book, Mangia! ...I Love You! shares two generations of her family's well-guarded
recipes. Creating a good business is just like cooking a delicious dish. You start with a clear idea
and good ingredients. Then, even if it doesn't turn out exactly as you planned, you know
everything will be okay. Her workshop Cooking and Leadership teaches business owners
communication, planning, and leadership skills using cooking as the medium.Vicki lives in
Novato, California with her husband, Tim, and their dog, Nica. The mother of three awesome
grown children, Vicki loves spending time with family when not empowering clients, writing, and
speaking.--This text refers to the paperback edition.ReviewVicki Suiter's The Profit Bleed is a
super-powerful playbook full of practical techniques and systems for strengthening your
business and creating profit! --Steve Chandler, author of The Small Business MillionaireIn her



book, Vicki has managed to deliver her considerable knowledge and expertise in the workings of
the construction industry in a format that is understandable, and intuitive. The narrative is
skillfully crafted to make the information more accessible by humanizing her approach, utilizing
her own story and the story of others. Vicki's fresh approach to this topic makes it timeless and
an essential read for people who strive to improve their lives, businesses, and their bottom line. --
Steve Rempe, President and CEO, Rempe Construction, Inc.Why is it that contractors can build
almost any structure with their eyes closed, yet struggle with even the most simple accounting?
The answer is in having the right tools. And that is exactly what Vicki Suiter's book is - the ideal
tool to build your profitable business. --Mike Michalowicz, author of Profit First --This text refers
to the paperback edition.
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Vicki suitertheprofitbleedHow managing margin can save yourcontracting businessaccolades for
the profit bleedVicki Suiter’s The Profit Bleed is a super-powerful playbook full of practical
techniques and systems for strengthening your business and creating profit!—Steve Chandler,
author of The Small Business MillionaireIn her book, Vicki has managed to deliver her
considerable knowledge and expertise in the workings of the construction industry in a format
that is understandable, and intuitive. The narrative is skillfully crafted to make the information
more accessible by humanizing her approach, utilizing her own story and the story of others.
Vicki’s fresh approach to this topic makes it timeless and an essential read for people who strive
to improve their lives, businesses, and their bottom line.—Steve Rempe, President and CEO,
Rempe Construction, Inc.Why is it that contractors can build almost any structure with their eyes
closed, yet struggle with building consistent profits? The answer is in having the right tools. And
that is exactly what Vicki Suiter’s book is —the ideal tool to build your profitable business.—Mike
Michalowicz, author of Profit FirstIn her book, Vicki takes the complexity of business, and distills
it into easy to read and understand elements. The book makes generating more profits, time
and fun from your business completely accessible. The clear strategies Vicki provides at the end
of each chapter gives you the tools you need to implement those strategies right on the spot.—
Michael Port, NY Times, WSJ bestselling author of Steal the Show and Book Yourself
SolidNumbers are tools and like most ‘unknowns’ can be frightening without having some
understanding first. The Profit Bleed by Vicki Suiter provides the understanding that business
owners need to grow a sustainable business that is successful and fun. I plan to refer clients to
this book so they can start enjoying their journeys to create the profits they desire.—May
McCarthy, President, Bizzultz, LLC, and author of The Path to WealthKnowledge is the quickest
and safest path to success in any area of life. Vicki Suiter has encapsulated the strategies used
by contracting companies who are highly successful. Success can be learned, and this book is
a highly effective way to learn it.—Verne Harnish, Founder, Entrepreneurs’ Organization (EO)
and author of Scaling Up (Rockefeller Habits 2.0)Knowledge is power. If you’re a contracting
company, you want what’s in this book. Now. Vicki Suiter delivers the knowledge - and the
practical strategies - used by companies succeeding at the very highest levels, so that you can
learn and apply their secrets to enjoy the prosperity you deserve. Stop the bleed. This is your
quickest and safest pathway to success.—Walt Hampton, J.D., President and COO, Book
Yourself Solid® WorldwideNot only does Vicki have a deep understanding of how to build a
profitable and successful contracting business, she also understands the psychology of human
beings, and how to help us be better sales people, managers and leaders. A must read for
anyone looking to grow their contracting company.—Marisa Murgatroyd, Founder and CEO, Live
Your MessageThis book provides compelling insights and strategies for identifying the root
causes of business growth stagnation and waning profit margins. It’s a must read for managers
and business owners looking to take their businesses and careers to the next level.—John
Hanley, Founder and CEO,Quantum Transformation Academy and author of Getting From
Where You Are to Where You Want to BeThis parable tracks the progress of two remodelers,



partners, as they begin to make the changes they know are essential… if they’re to stay in
business. Vicki addresses an array of common issues that hold remodelers back – providing
easy-to-understand guidance on how to improve results in each of these important areas. Pulse
Points summarize the advice, giving the reader a list of actions to be completed. Her advice is
delivered in a down-to-earth manner, backed by detail on how taking certain actions will change
the trajectory of the business. Remodelers who read this book will recognize themselves on
every page and will be able to apply this sound advice to their own companies, watching the
promised improvements develop at each step of the journey.—Victoria Downing, President and
Chief Inspiration Officer,Remodelers Advantage, Inc.Copyright © 2018 Vicki SuiterAll Rights
ReservedNo part of this book may be reproduced or transmitted in any form or by any means,
electronic or mechanical, including photocopying, recording, or by any information storage and
retrieve system, without permission in writing from the publisher.DisclaimerThis publication is
designed to provide information about the subject matter covered. It is sold with the
understanding that neither the author nor the publisher is engaged by the reader to render legal,
financial, investment, accounting or other professional service or advice. The purpose of this
book is to educate and entertain. Neither the author nor the publisher, Summit Press Publishing,
shall have any liability or responsibility to any person or entity with respect to any loss or damage
caused, or alleged to be caused, directly or indirectly by the information contained in this
book.Library of Congress Control Number: 2018936740For more information, visitPublished by
Summit Press PublishingGreen Cove Springs, Fl phone 860-306-4057fax 860-281-2750Cover
design by Junnifer Baya; interior design by S. Peter LewisTo my mom,thank you for always
believing in me.acknowledgmentsTo my clients, who have taught me so much. Your courage and
dedication has been inspiring. Thank you for trusting me, and for allowing me into your
businesses and your lives.To Ann Sheybani, my writing coach, for your eloquent way of helping
me find my words and speak from my authentic voice. For teaching me how to be a better writer
and for your encouragement every step of the way – thank you. Without you, this book would still
be a hopeful thought.To the team of professionals who brought their best to the editing and
refining of the words on these pages – thank you.To my long-time client and friend Steve Rempe
– thank you for reading the first draft, giving me your honest feedback, and for the
encouragement every step of the way. It gave me the courage to know that what I had to say
was worth sharing.To my kids Kari, Taylor and Kelsey – the amazing people you are – thank you
for all the love, support and encouragement throughout the writing of this book, and every day. I
feel truly blessed to be your mom.To my always supportive, loving, encouraging, and insightful
husband Tim, thank you for being my partner in life, growth and transformation. Thank you for
always believing in me and seeing the best in me – you make my world better every
day.ContentsIntroductionPricingSalesProductionFeedbackProject managementPake an eagle’s
eye view of your businessAppendixintroductionAt first glance their growth looked amazing—
they’d gone from $3 million a year in annual revenues to $15 million in just three years. And that
was in a down economy. But scanning further down the page to the bottom line, I spotted



trouble. Serious trouble. Constantine Contracting (not their real name) had gone from $500,000
in net profit to a loss of $250,000 in that same period—a staggering loss—especially given the
huge climb in revenues. As I read the numbers out loud, the looks on the partners’ faces
revealed the deep sense of disappointment and frustration that had prompted them to reach out
to me in the first place. When Constantine’s CEO, Bruce, first called me, he explained that they
were struggling with not making enough profits. They had constant cash flow challenges, and a
huge amount of tension between him and his partner, Scott. Each of them managed a different
area of the business—Bruce was marketing, estimating, and sales; Scott was production,
finance, and human resources. The two heads blamed each other for problems outside of their
control.Bruce and Scott had been working long days and weekends in an attempt to keep their
business alive. Losing money at a rapid rate, cash flow being tight all the time, and being
perpetually exhausted left them feeling like it was all coming to a head. They were doing
everything they knew to do to keep their business alive, and it wasn’t working.Unfortunately, I’d
seen scenarios like this before. Over the past twenty-five years, I’ve gained a reputation in the
contracting industry as the person who can help you create more profits, time, and fun in your
business; I’m the person who can help you get your business healthy again, and thriving.Now
listen: I don’t have a magic wand that I wave and “poof” your business is saved. What I do have,
however, is knowledge. I know that business doesn’t have to be complicated. When you
understand the most critical elements that drive the success of your company, then you’ll have
more control over its destiny. Knowing the handful of key numbers to manage is a big part of that.
While they’re never the whole story, numbers almost always serve as the foundation of the work I
do.See, numbers light up what’s really happening in a company. They illuminate a pattern of
behavior and often, as I dig deeper in conversation with a client, they reveal beliefs that drive
those behaviors. Numbers illuminate a picture of where a company has been, the choices the
owners have made, and where a company’s core issues really exist. This may sound too
complicated, but it’s not; utilizing these numbers is something you can learn to do in your own
business, and in this book, I’m going to show you how.What I love about numbers is that they
inform us; they give us clarity. That clarity gives us the confidence to take actions that allow us to
regain control of our businesses. Numbers give us the ability to clearly understand the actions
we need to take to move closer to reaching our goals, and fulfilling our dreams. There’s no
judgment in numbers. They’re not personal. Numbers just are. Now I should say that a number in
and of itself doesn’t mean much; but that number in relation to something else, brings a whole
other level of meaning and depth. You might think of it this way: numbers are like the heartbeat
that keeps your business alive. Take care of them, and you’ll see their strength reflected in the
health and success of your business. Neglect them, and you’ll eventually find your business on
life support.While the numbers vary from company to company, and the stories change, most
clients who walk into my office each week have similar troubles. Working hard, not making the
profits they’d like, and not clear about how to go about changing all that. For obvious reasons, it’s
usually not much fun for anyone involved anymore. Working hard and not getting ahead is



frustrating and demoralizing. It always tugs at my heart when I see this. I want people to win; I
want them to succeed; I want them to have lives that are fulfilling, work that is rewarding, and
businesses that thrive. I want them to be able to fulfill that dream they had once upon a time
when they had the courage to hang out their shingle and forge the path to business
ownership. This desire is one of the reasons I was compelled to go back to college and complete
my degree at the age of thirty-five. I wanted to learn how to help other business owners because
I understood the struggle.I get it on a very personal level. It takes enormous courage and
fortitude to be a business owner. It takes a willingness to risk, to put yourself out there, with no
guarantee people will want what you have to offer. It also takes faith to swim in highly competitive
waters. All this knowing that eight out of ten new businesses fail in the first five years. I lived
through these challenges. And when I learned how to help myself, the lessons translated.When I
graduated in 1997, I discovered a few amazing things. First, I wasn’t the only one who could do
what I did for clients; there was plenty of competition. Second, even with said competition, I
didn’t need to work fifty to sixty hours a week to make enough money to pay the mortgage. Third,
if I worked smarter rather than harder, I could build sustained success.In the two years I’d been
in school, I worked an average of thirty-five hours a week, versus the fifty to sixty I was working
before. I also made more money in my consulting business each of those years than I had in any
of the years prior, all while attending class at night and on weekends. That entire experience
taught me to think outside the box, to see new possibilities, to figure out how to go about
replicating myself even when I didn’t think it was possible. I also learned that when you have
clarity, you are more confident; when you have more confidence, you take more powerful actions
—this, more than anything else, has allowed me to help my clients grow their companies and
create sustained success over these past thirty years. While business can often feel complex,
developing that foundational clarity can be quite simple: provided you understand a few
numbers; provided you understand the key elements that drive the success of your business,
and learn to manage them—both in terms of the numbers themselves and how you and your
team takes ownership of them.Think of it this way: When you show up at the doctor’s office, he
takes your vitals, and compares them against certain benchmarks that are “within the range of
normal.” If your temperature or heart rate is too high, he’ll dig a little deeper. If other key
symptoms are “out of the normal range,” he may order blood work, an x-ray, or more tests. In a
similar way, your business has certain “vital signs” you’ll want to track to allow you to keep your
finger on the pulse of its health. Businesses that are losing money may well be in danger of
dying. To ignore the vitals, the key numbers that tell the story, can be downright suicidal.The
partners at Constantine Contracting just kept pushing ahead every day not looking at the vital
signs of their business. They didn’t look at financial reports each month; weren’t tracking job
performance; didn’t have a gross profit margin goal when bidding; didn’t have a sales close rate
benchmark. Not having any benchmarks meant they were ignoring their vitals, and hoping for the
best. They were not leading and directing where they wanted their business to go—they were
responding and reacting, hoping it ended up somewhere good.It’s amazing how long human



beings will endure pain. We get used to it, and adapt to the discomfort. We do this with our
bodies; ignore the assortment of aches, particularly when we get older. We assume there’s
nothing to be done about it, or that it will eventually resolve. Similarly, business owners and
leaders figure out workarounds for problems—work more hours, do more and more—hoping
things will change. They do that until one day the pain becomes so unbearable; until they cannot
take it any longer; until they are on the brink of disaster. That’s when they pick up the phone and
ask for help. Or just give up.My basic presupposition is that people are always doing the best
they can, so when they call me, I don’t judge. I completely understand that change is hard for us
humans, and I also know that until there’s enough pain or discomfort, we don’t take different
actions.Beyond the perceived work involved, it’s human nature to avoid looking at numbers you
suspect do not look good. It’s why we avoid standing on the scale after a two-week cruise, or
looking at our credit card statement and examining the interest paid. But the truth is, knowing
your numbers will allow you to know where you stand. In doing so, you’ll know the gap that exists
between where you are now, and where you want to be. That’s where your real power lies.When
you know your numbers—the essential numbers that drive your profitability—then you can start
to make choices with your eyes wide open. You can start to have more control over your bottom
line, and begin to drive profits with more clarity and confidence. The clarity you’ll gain out of
knowing your numbers is critical to your success. That clarity will give you more confidence in
bidding and selling work. That confidence will enable you to take more powerful actions and
draw more people to your business.If you’re thinking to yourself, I’m not a numbers person, or I’m
not an accountant, that’s why I’ve got a bookkeeper / CPA / Accounting staff, please understand:
I’m not talking about accounting or being a numbers fanatic. I’m talking about knowing a handful
of simple numbers to track in your business that will give you control over your bottom line, and
ultimately, your life. They are the numbers that will let you keep a “pulse” on the health of your
company.Trust me, I know what it feels like to work endless hours trying to grow a business,
wondering when you’ll hit your limit, wrestling with challenges and roadblocks that feel
insurmountable. Constantine Contracting was at that breaking point, and ready to make a
change—ready to look for the source of the breakdown, to confront their vitals.I expect you’re
ready to make a change, too. I worked with Constantine for months, meeting regularly to guide
and support them through the process. Now I’d like to take you through the process, too.As with
Constantine, we’ll start with the numbers and address other key elements from that rock-solid
foundation/crystal-clear vantage point. I’ll show you the key drivers for where profits are made
and lost. You’ll do an inventory of your own business and begin to develop a plan for increasing
your profits. You’ll get tools and resources that will help you calculate your overhead breakeven
percentage, find out how to predict revenues well in advance of that cold, hard moment it shows
up on your profit and loss statement. You’ll gain clarity on what key numbers and results to track
that will help you “keep your finger on the pulse” of your business. I’ve included a number of
resources in this book to help you tailor this information to your own company. At the end of each
chapter is a list of “pulse point” items you’ll want to track that relate to that particular part of your



business. In the appendix, I’ve included links, resources, and checklists (referenced throughout
the book) that will help you put what you’re learning here into action.If you follow the system and
strategies I’ve laid out for you in this book, you’ll regain control—of your business, your time,
your life. You’ll start to enjoy yourself again and make the profits you desire. You’ll experience a
new level of sustainable success.Let’s get started.If you want to make a consistent profit…you
need to know your real costs, and build the right markups for overhead and profit into your
pricing.chapter 1pricingBruce and Scott sat with me in my office, ready to look for the source of
the breakdown, ready to confront their vitals.The partners couldn’t understand where they’d
gone wrong. Constantine Contracting had grown in revenues by leaps and bounds, but their
profits were waning. In their largest year of revenue, they’d lost more money than they’d made in
the prior four years combined. They’d been playing the volume game. They were running blind,
hoping the “grow sales” strategy would give them an advantage in the marketplace. With enough
volume, they figured, they’d grow their bottom line. Nothing could have been further from the
truth. Their lack of clarity was killing their business. Their bottom line was under water. And they
were tired. It’s exhausting having to chase after work just to stay alive. It’s the thing that keeps
you up at night, which keeps you from having a life.I studied the numbers while Bruce and Scott
wrung their hands over cold cups of coffee. It didn’t take long to see that what they were missing
was a clear understanding of their real costs, and that they had no profit margin goals. None.
They had priced themselves nearly out of business. Without these things—an understanding of
real costs and profit margin goals—you end up with a sick gross profit margin, which is what
Constantine had.All issues lead to gross profit margin. If you don’t manage it closely, it can take
the knees out from under you; it can destroy your company. As a matter of fact, more often than
not, large fluctuations or drops in gross profit margin, is the key reason many contracting
businesses are not making the profits they’d like. Focusing on the gross profit margin is kind of
like taking the pulse—it’s the first thing you check in when sizing up health issues.To start:
there’s a misconception among many in the contracting industry that you can only mark up
projects at “what the market will bear.” In response, they use numbers they hear from architects,
other contractors, designers, or trades people.The real problem is that these nervous
contractors have zero idea of what their real overhead percentage looks like. They don’t know
what it actually costs to run their business. When they don’t know the actual costs of running
their business and base their markup on what they see in the industry rather than their own
needs, they’re throwing themselves under the proverbial bus time and time again. They’re setting
themselves up for failure.Now, I’m not saying you should ignore industry numbers entirely; that
can be its own deathblow. At the same time, you need to take them with a grain of salt and
realize those numbers don’t necessarily tell the whole story.Constantine Contracting had
intentionally lowered their prices in order to get more work in a down economy. While the
strategy worked to increase revenues, they actually had no idea what it really cost to run their
business. So every time they bid work, they were putting markup figures in the bids that would
have them losing money every time. This was decimating their gross profit margin; this is why



they were hemorrhaging.Now was the time to explore Constantine’s pricing practices, how they
went about choosing their figures, what factors they took into the accounting of them, or left out
altogether.I explained to the partners that in thirty years there had been less than a handful of
times I’d told a contracting client they should consider lowering their prices. “There’s no way we
can increase our prices,” Bruce said. “You don’t understand… our competitors will get the
project.”To which I replied, “It’s not the sales price that’s the problem. It’s your lack of awareness
of the true costs involved in your calculation, as well as your lack of faith in the numbers.”When
you don’t know your numbers, you become vague and hedge your bets; you leave a lot of wiggle
room; and people sense that, so they don’t trust you. They figure you’re just another lying,
cheating contractor; then it’s not the sales price that’s the problem, it’s you. When you know your
numbers cold, on the other hand, what it’s going to take to do the work, you’re going to have
more confidence in the sales process, and that confidence will allow you to educate your client.
Then you’ll smell trustworthy; you’ll earn the business.The partners looked at each other, mouth
agape. Bruce looked guilty.Without a clear understanding of their numbers, the thought of
arbitrarily increasing prices terrified them. And understandably so. You shouldn’t increase prices
arbitrarily; you should only do so when you know the real cost of doing the work. Once you know
your real costs, then you’re grounded in the facts. It’s from that place of being grounded that you
can look at your bid and assess what you need to do if the price is out of the client’s budget. But
first, you need to tell the truth about your real costs. As the saying goes, the truth shall set you
free.I understand that numbers intimidate a lot of people. They think digging into the numbers is
synonymous with doing accounting or math. I’m going to beat the drum here, just for a minute.
Knowing your numbers is not about performing accounting tricks or math feats. It’s about being
clear on the basic costs of doing the work and running your business. When you’re clear about
that, everything gets easier. You lay a good foundation; your building stands up. Now I’ll put down
the drumstick.The goal of understanding your numbers is twofold. Number one, it’s to know how
to price things properly so you don’t go out of business. Number two, it’s to develop the
confidence so that when you go in with a quote, there’s nothing shady about how you’re
operating—which helps you give off a vibe that’s far more appealing to people than that
disingenuous low ball offer. 
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KS, “The best "How To" book to become a profitable and sustainable GC!. This book changed
our lives! Like many GCs, we were working long hard hours, but always often reactive instead of
proactive. Our hope at the end of the month was the bank account had more money in it than the
month before.We used this book as a guide on how to build systems for each part of our
business (finances, sales, production, etc.).Buy this book - you won't regret it! Vicki has been in
the game for a long time. She's seen it all. You don't need to reinvent the wheel - use her
systems and you will make more money and get more time back for your family.”

R. C. Klassen, “OK for Beginners. The book makes good points in many areas applicable to
beginners or those who haven't grasped the basics of business profit & loss/markup/overhead,
scheduling, etc.  Those who have these concepts down may feel disappointed.”

Amy S., “Knowledge is King. I loved everything about this book, I could not put it down!I felt
Vicki's passion with every word, I highly recommend the book to anyone that loves and craves
knowledge.”

Kevin Waldron, “Solid read ... practical strategies for realizing more profit in your biz. It's always
hard to figure out how to make a profit AFTER the job is done. There's some real valuable
advice for how to get it right before you ever hammer a nail.  Great stuff.”

Al Gaspari, “Great insights into contractor business models. Vicki is able to put financial
concepts into way that will make sense for contractors and those that work with them. I am not a
contractor myself but we rely on these small businesspeople to deliver our programs. The
examples were real life and actionable. Would definitely recommend for those that are
contractors or that want to get a better understanding of how their businesses work.”

Dave Sullivan, “A great read to increase your profits. Vicki lays out a step-by-step process for any
contractor to increase their profits. As a contractor for 30 years I wish I had read this book long
ago. Easy to read that covers all the bases. Highly recommended!”

Everson, “LIFE CHANGING. Best investment of my life!. I have been a contractor for about 10
years now. Like most of the people in construction, I started off working for someone, and
learning the trades, then decided to start my own company. Even though I had gone to college, I
had no idea how to run a construction business, I was working project to project and just hoping
my bank account grew or had enough to pay the bills; there was no plan, no purpose.I few
months ago a really good friend of mine, someone with lots of experience in the industry
introduced me to this book. My reaction was " OMG!!! What is this? Where was this the whole
time??? Why is everyone not reading this??; This must be the Bible for construction." I have now



read it once and some sections of it twice. I have learned so much about simple construction
finances, production, project management etc.. There are some incredible tools that come with
the book that literally everyone leading a construction business should have. I relate so much to
the 2 characters in the book and I remember saying to myself I must change and do things
differently.I have currently shifted the focus of the company to work in our systems and follow the
authors recommendations for creating a stronger company when managing your gross and net
margings. For the first time in years we are able to measure our margins and have already seen
positive results. I can't wait to see where some of the principles taught in this book will take our
team.I realize this review is super long, but really wanted to transmit how powerful this book is to
me and how much it has changed my life. I am so grateful for people like Vicky who spend time
writing such a well written book, while keeping it practical and a simple read.”

jtweav, “No fluff just practical business coaching for remodelers, builders and contractors. I like
the additional free worksheets. The pulse points are also very helpful. The idea is if you manage
the key factors that move your business sales and projects along you can improve them you
achieve your goals. Vicki is a coach so if you need help implementing the strategies she has a
team to help. But if you just starting out or have a low budget this book is perfect to help you get
to the next level.”

Marcus Chacos, “Vicki Suiter's Advise Transformed My Business.... I had a good business,
doing well, but Vicki's business lessons and insights highlighted my key limitation in going to the
next level. You see, I had a good staff member doing a good job - and that's the problem. Good
is the enemy of great.I was reluctant to admit I needed to consider letting go of a good team
member... but I knew deep down inside, after digesting everything Vicki shares in her insightful
book and additional resources, that to make the leap, I had to find a top quality staff member
capable of delivering what I wanted - which was something far greater than good service.I
wanted world class. And that's what I got with Vicki's practical and valuable advise.Vicki's
insights are the real deal. They make sense - and they make a difference - to every aspect of the
business. It's not just the profit bleed that was addressed by putting into practice her advise.
Every aspect of my business has been transformed. Thank you Vicki, my gratitude is endless.”

The book by Ella Clark has a rating of  5 out of 4.6. 16 people have provided feedback.

introduction chapter 1 pricing chapter 2 sales chapter 3 production chapter 4 feedback chapter
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