10 ways to increase
profits in your building
business.

HELPFUL HINTS
AND TIPS SERIES

Welcome...
Thank you for downloading this Ebook with hints
and tips on how to increase profits in your
building business. Read till the end number 10 is
very important!

1. Know your hourly rate
Knowing your hourly rate is more than
just pulling a number out of the hat. To
do this correctly you must know your
desired annual income, annual business
overheads (including everything from
tyres, fuel, insurance, marketing and
more), the number of billable hours per
week you wish to work and how many
weeks per year you want to work.
Tradezquote software will work this all out for you as you enter the details but for a quick
calculation here is a formula.
Desired Annual Salary + Annual Business Overheads
Hourly Rate =
Number of billable hours you work per week * Number of working weeks
per year

A detailed eBook can be found on the subject at our website
www.tradezquote.com
Knowing your hourly charge out rate will give you confidence when quoting. Knowing that your
price will cover all your business overheads, super annuation and holidays will give you peace of
mind. In this knowledge you can choose your jobs and proritise your business with the work
which brings in greater profit margins.

2. Know your profit margin
and reinvest
Knowing your exact hourly rate and overheads gives
you a huge advantage in then knowing your exact
profit margin. This is an extra profit margin you add
on top of the charge out rate and costings of the
business. Generally builders use this as their own
wage, we suggest otherwise.
You pay yourself a salary and this profit margin either 10% or more is used to reinvest in the
business.

Our suggestion is to divide this into separate accounts 1. Payment for suppliers (talk more
about this in 3.), 2. Rainy days, 3. Training/Skills upgrade, 4. Long-term Wealth.

This may look simple but with inconsistent amounts added over time you will see a real
compounding increase in the amount and feel a real sense of accomplishment. In addition
these accounts will buffer the ups and downs of the building industry and give you security.
Use the Training/Skills upgrade account to get business coaching or training to upgrade
skills in all areas of business. This will exponentially improve the business as the business is a
reflection of the leader and their internal drive.

3. Get greater discount from suppliers
Most suppliers have a payments period.
Contact your preferred suppliers and ask for a
further discount if you pay for materials upfront
or within a shorter payment period.
This will allow for greater profit margin for
yourself. Though to do this there must be a
buffer account within the business to allow this
cash flow as spoken about in the last part (2.)
reinvesting your profit margins.

4. Reduce personal expenditure
Keeping up with the Jones's can be expensive. Australia has
the highest amount of personal debt of any country in the
world. Live within your income you have paid yourself from
the business. Some people make the mistake of taking
profits out of the business for personal use, this can take a
potential booming business to bust. If you require to
increase your personal expenditure then build this into the
business through your income structure. Dont be greedy but
know your worth.

5. Plan for an exit
We cant work forever even though you may love your
job. Build the business in a way that when you are
ready you can sell the business or hand it onto the next
generation or God forbit the worst happens and you
can no longer work. This can be done easily through
setting up standard operating procedures which give
the business structure and when you leave the
business there is processors in place to support
business growth.

6. Send Invoices out immediately
On site and the team finishes the next stage of
development, send this invoice immediately. This does
two things, firstly it lets the client know you are
professional and expect the same level of courtesy in
return. Secondly acting in this professional manner sets a
standard of practice, the client with treat you with this
same level and pay the invoice promptly.

Tradezquote has the ability with a "CLICK' of a button
from anywhere to send the invoice immediately!

7. Inventory check and use of supplies, hours lost.
Keep an eye on inventory, how much gets used, wasted or thrown away.
The use of Bunnings or store cards and what products staff buy. The loss of tools, hours lost
through chatting and more.
These costs can secretly eat into your profit
margins and at the end of the job or year.
These costs will come back to haunt you.
If you can empower staff to watch these
items for you and monitor how much usage
there actually is, these savings can add up.

8. Profit Sharing.
Sharing profits can be a daunting thought for any
business owner. But lets think about this.... if staff are
really invested in the job they will make sure there is
less wastage, staff and contractors don't waste work
hours chatting, inventory is used sparingly and most of
all the job is completed to the highest level. All these
aspects can start adding up as costs, especially if you
cant be on site all the time, watching everyone.

But if you give the empowerment to the employees and this is all cutting into their pocket,
things can change.
The idea is to build this into your initial quote within the business profit margin.

9. Training and Reinvesting into staff.
Staff leaving a business and the cost of finding and training new staff is expensive. Around
$5000 on average in Australia to find a new staff member, not counting the lost business
revenue. In addition the stress and time it takes out of your life.

Generally people don't leave jobs, they leave managers . Reinvest back into your business,
create a culture of success through easy to set up systems see how in our eBook "10 ways
to improve time management" and invest in your staff through training, communication and
cultivation a culture where staff feel safe.

10. Increase incoming leads and sales.
Marketing a building business can be a new idea for many, especially when it comes to
online marketing including social media, google and more. Don't be confused referrals are
the best form of leads, but what social media marketing does is; creates a referral lead, with
rapport already built. The lead qualifies themselves as they will know the quality of your
work and have an understanding of your price point and your personality through your
social profile.
Therefore all new leads which enter your business will have a higher sales conversation.
Saving you time and money quoting jobs for people who are not really interested and are
just wanting a figure to compare with other builders.
We recommend marketing on these platforms:
Facebook, Instagram, Google + and Google Adwords, LinkedIn, Pinterest.
Create content: 2 articles per week. 3 videos per week. Daily pictures with commentary.

Now this is going to come as a shock and your first response will most likely be "I don't have
the time for this". The world is moving in this direction and if you are serious about being
successful you will join the social media movement as well and create the time.
See our eBook and video series "How to Market a Building Business" for more information.

We have an information series which will take you set by set on how to set up these social
media platforms and how to market your business online day to day.

The "little extras" to consider
Your personal psychology and health are your greatest assets. Look after them and protect
them. Reinvest daily in yourself either through exercise, reading or listening to podcasts,
audible books which ad value to your life. Over time this will accumulate with compounding
interest and the rewards will show with your business and profits increasing.
If you have any question please feel free to contact us on 1300872339 or email
info@tradezquote.com
I hope this was helpful
Kind regards,
Tradezquote Team.

