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Who Is EGIA?



3,500 Member Contractors Nationwide
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Why Business Performance Tune-up?

• Contractors don’t fail because 
they can’t do the work

• They fail (or never get started) 
because they
– Don’t commit to a business model 

or plan
– Can’t reach and qualify 

prospective customers
– Are unable to sell the prospects 

they do reach... (or path of least 
resistance)

– Don’t build in acceptable margins 
to succeed



Home Performance Nationwide



Advanced Home Energy, Berkeley

• Started in 2006 as insulation‐only company
• Expanded to “whole house”

 

to avoid being the 

 
low‐cost bidder

• Then and Now:
• 1 crew with $1200‐$1500 jobs
• 7 crews with $7,000 ‐

 

$10,000 jobs 

• Biggest threats:
• High customer expectations 
• Organizational complexity
• More work than we can handle



ABC Cooling and Heating, Fresno

• Differentiates our business

• Increases our margins

• Higher average tickets

• Customers for life

• Reduces Seasonality

• Reduces Callbacks 



Hartman-Baldwin, Los Angeles

• Remodeler integrate Whole House into every job
• Average job size $60,000
• Open Houses at completed projects
• “Home Remodelers' Survival Guide” Workshop



Green Home Solutions by Grupe

Pathway
Launched Carsten Crossings as Grupe’s 

first “Zero Energy” community in 2006
Created subsidiary to specialize in energy 

efficiency and solar in existing homes

Then and Now:
Began with 5 Construction Staff
Now have 20 full time

Biggest Challenges:
Generating Volume
Paperwork/Rebate Processing
Finding our Market



Top-Tier Contractor Traits

1.Diversification- Sells more then one product to help prevent 
seasonality and drive more profits through add-on sales.
2.Sales Consistency- Has pitch book or laptop in-home  
presentation that keeps salespeople consistent and helps overcome 
hidden objections.
3.Diverse Marketing- Spend money on mix of traditional 
advertising and social media outreach with a clear call-to-action 
message.
4.Sales Culture- Start with receptionist to installation team
5.Financing- Offer low monthly payment and/or “same as cash” 
options

Top-Tier Contractors have 
the tools and training to close the sale 

“at the kitchen table”



Review Your Business Plan

Define Success!
• Where do you want to go in 2011?  
• Where do you want to be in 2012?

Create a 90-Day Plan to Get There!
1. Define Yourself
2. Introduce Yourself as the Subject Matter Expert
3. Get into the Community
4. Celebrate your Customers
5. (Repeat application as needed)



Business Performance Tune-up

• Financial Management
• Marketing Management
• Sales Management
• Service/Operations Management



Financial Management

• Total revenue and expenses by category 
for last year?
– What areas made more than they cost?

• Cash flow and gross profit by month for 
last year?
– What is your burn rate?

• Business plan/model working?
– On-track to be where you want to in 6 

months?  12 months?



Financial Management

• What is biggest threat to business (that 
you can control)

• What is biggest opportunity to business 
(that you can control)
– Where would be the best place to 

invest in your business for growth?
• New hires, systems, branding, etc.



Financial Management

• Are you acting like the company and 
the boss you want to be?  If not, why 
not?
– What should you/company stop 

doing?  
– What should you/company do more 

of?  

Is all this worth it?  



Marketing Management

• What is your “elevator pitch” to customers, 
employees, investors/bankers?
– Do all your marketing materials reflect 

that?
• Who is your competitor and what makes you 

different?
– How are you “inoculating” your prospects 

to not buy from them?
• Who do you most want to emulate (nationwide 

or locally)



People Buy from People



Marketing Management

• What’s working and what’s not?
– Are you tracking effectiveness of every 

marketing activity
• Are you leveraging all your 

manufacturer/distributor/utility/govt resources?
• Are you seeking appropriate third-party 

endorsements/certifications?
• How do your employees respond to frequently- 

asked questions?
– What incentives are available

Don’t build your business to rely on 
federal/state/utility incentives.  



3.  Leverage Your Credentials



• Number of At Bats
– If you get in front of more 

Prospects – revenue will increase
• Batting Average

– If you raise your close ratio or winning 
percentage – revenue will increase

• Slugging Percentage
– If you increase the average value of 

your contracts – revenue will increase

Success is About Total Bases 

20

Marketing

Selling

Business

Model/Plan



Sales Management

• What is typical customer?
– Typical sale?

• What is best type of customer?
– Best type of sale?

• How many “sales” last year?
• What do you want to sell more of?
• What don’t you want to sell?
• Does your sales presentation match what 

you said above?



Customer Case Studies

See examples at www.wjla.com/homeenergy
See template at www.efficiencyfirst.org

http://www.wjla.com/homeenergy
http://www.efficiencyfirst.org/


Sales Management

• Lead management?
• Lead conversion?
• Lead pipeline?
• Best referral source?

– Are you doing everything to leverage past 
customer testimonials?



Alignment: Message and Method

Presentation
 Selling Process

 
and Tools

Generation
 Where/how

 
generate leads

Positioning
 Who you are…

 
want to be Total

 Bases



Preferred Payment Options
1. Cash - Better return-on-investment than any other investment.  

But don’t let it be limiting factor – take cash as a “down 
payment.”

2. Home Refinance or Equity Line-of-Credit - Lowest interest 
rate and longest  payment term (longer than life of improvement 
itself)

3. Subsidized Loan - Interest rate buy downs and same-as-cash 
promotions and from government, utility, manufacturers… or the 
contractor

4. Market Loan – Credit Card type (revolving) with variable 
payment/rate to Car Loan type (installment) with fixed 
payment/rate (better payback than other purchases)

Doing Nothing is the most common choice for 
homeowners when facing an energy-saving investment 



Nationwide Access to Financing

Allows EGIA member contractors to: 
• Make comprehensive upgrades affordable for customers
• Close more sales at kitchen table
• Differentiate themselves from competition
• Improve cash flow 
• Finance start-up expenses and business growth

GEOSmart Long Term 
Residential Financing

GEOSmart Short Term 
Residential Financing

Commercial
Leasing

• Fixed Interest Rates From 
11.99% to 0% 

• Unsecured Loans To $25,000
• Low Monthly Payments
• Instant In-Home Approvals
• Direct Deposit Funding
• Branded GEOSmart Support 

Materials

• 90 Or 180 Days Same As 
Cash / No Payment Options

• Unsecured Loans To $25,000
• Instant In-Home Approvals
• Direct Deposit Funding to 

Contractor

• Loans To $5 Million
• Terms From 1 To 5 Years
• 1 Page Application Up To 

$100,000
• Direct Deposit Funding To 

Contractor



Service/Operations Management

• Are you meeting customers’ expectations?  
– What do your surveys or customers and 

employees and partners say?
– What does third-party quality assurance 

providers say?
• Job cost/labor/profit performance actual vs. 

estimate?  Need to update cost estimating?



Service/Operations Management

• How much do you pay for stuff?
– What are your 5 greatest fixed costs and can 

you control them?
– What are your 5 greatest variable costs and 

can you control them?
– What is top 5 things you could do to reduce 

overhead?
– Who are your top 5 suppliers/subcontractors?  

Should you renegotiate rates or shop around?

What do you do in-house that you might be 
better to out-source?



Learn More at Leadership Academy
Workshops produced online or in-person by EGIA are designed to help 
contracting company owners and key management staff grow their 
business. Industry topics include:

•Internet Marketing for Contractors

•Home Show and Community Event Marketing for Home 

Improvement Contractors

•The Internet – In Your Own Hands

•Developing Listening Skills To Increase Sales

•Getting Quality Leads from Your Website

Free Archive Access at www.egia.org/acioffer



Business Performance Tune-up

Ed Thomas, EGIA, (970) 209-8347, ethomas@egia.org


	Slide Number 1
	Slide Number 2
	3,500 Member Contractors Nationwide
	Why Business Performance Tune-up?
	Home Performance Nationwide
	Advanced Home Energy, Berkeley
	ABC Cooling and Heating, Fresno�
	Hartman-Baldwin, Los Angeles�
	Green Home Solutions by Grupe
		Top-Tier Contractor Traits
	Review Your Business Plan
	Business Performance Tune-up
	Financial Management
	Financial Management
	Financial Management
	Marketing Management
	People Buy from People
	Marketing Management
	3.  Leverage Your Credentials
	Success is About Total Bases 
	Sales Management
	Customer Case Studies
	Sales Management
	Alignment: Message and Method
	Slide Number 25
	Slide Number 26
	Service/Operations Management
	Service/Operations Management
	Learn More at Leadership Academy
	Slide Number 30

