


Airt Brprr, presidein of Seatlieesiern Remodeling Corfraotines,
s grovens his company fromr a one-man rocfing and sié
ppprodion with seles of gnder S50,000 o P97t foll
mesideirtial remodeling company with 34 full-tme emplovees
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Specialized Salespeople’
| ead Specialty Contracting Firm Into

Full-Service Remodeling
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keeping up with all the latest
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i5 tough, 50 when Arl

Bryuan, president of Seoathwestern
Remodeling Contractors, Inc., in
Wichita, K5, wanied to expand his
specially contracting busingss into
full-service remodeling. he “decided w
gpecialize the salex stafl =0 they
stay  knowledgeable about their
particular ameas. I ench splesnian wens
welling evervthing. 1t wiould be il

impossible to Keép up [with new
products] and give clients the proper
infirmation.”

Southwestem Remdosdeling Contricion
currently employs seven full-time
salespeople (known as remodeling
consulianiz}. cach with his oF
her own aren of experlize. For
example, ome salespoerson sells roeom
additions and decks, another sells
kitchens and baths, and a third sclls
replocement windows and siding. “We
iry 1o keep similar arcas together,”
necs |:||:|.'.|r|

remodeling firm

A team approach

Although salespeople work in
specialized angas, they never lose a
former client 1o anoher salesperson
when that chient comes in for a second
or third job. “If & client comes back,
they still work with their previows
salesperson, even if i's a differen
tvpe of propect.”” Bryan explains, “The
previous salesperson fakes the “new’
{specialized) sulesperson with him 1o
the clicot's home. This way, boh are
involved; they're pariners for that
project, They aren’t competing agarms
gach other. If the project requires
weweral 1_1|.;~.|1:_'|.'\-|'-I|;- o mstance, it 1l
is 1 whole-house remadel), then three
or more would work on the project,
each concenirating on his or her angi
of expertise.” Bryon alsa notes thi
somelimes the collaboration 15 done
in-house. “The salesperson may naol
ke the second salesperson with him,

Py Mleerye Fourforrt

bat he'll make the presentation to the
client alfter getting input from that
second salesperson,” According (o
Bryun, theugh, 7% of “major™ projects
are handled I"." L0 -.:|t¢hi'ltl.'r|:l|l."
hkecanse “the project doesn'l run as
smceathly &l the salesperaon 15 not
knowledgeable about this second arca.”™

The salespeople al Southwestern
Remodeling Contractors, who are paid
on a commission basis, sell, order
mmberinls, write e work onders. meed
with the job superimendents and job
foremen o go over each project step by
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BhEf, amd @mindain contect with the |ll|l
ancl chient while the project progresses
“From start to Finish, they have a
responsibility 1o their customers wmd
their company o make jobs flow as
srmuoothly o5 possible,™ savs Bryan

his division into specialized area
also allows crew members o bacome
more proficient at their particalar
craft,” he adds, explaining, “Cur
waork force is similar 1o onr sales
A HT
person wWho anstalls S0% ol oo
Llur crews
are specialiged o make the job
ot of them are

For example, we have one
replicement windows

run smoother. A

Ty fas plengued shemlieg cocll of the
Seprember Top 5K (s of Qualified
Remdelor iy swlired i CFHRITY MR,
atvaad ey feurie e 4 the recemilon srea

i prrownide feds covmany T penficeionim
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How the husiness grew

Hl:.:ln sLerted hus business o 1976,
concentmiimg o r-.:-.:-||:|‘|_! il \.l-.".lu;__' w4 |
did 20% of the work myself,” he
reculls, “The first five o seven years |
really chedn't hove a plan. Things fell
inie place, When people staried calling
I'or other things, i |_'-~:|11,'|Iir-|,-|1 T
growth inio full-service remodeling
Alber secang this demanel, we hired two
or three salespeopbs o sell remodeling
provjects. Onee we hired these
salespeaple there was 4 complels

mrnaround i business
RBales fow ronling were |ess
than 5% of sales m 19sM:
0F% wiss in remodeling.”

|!:||||;:-_!| hie starfcod ol
without a plan, Bryan now
knows i*s essential 10
v o, I treed bo skard
my busimess loday the way
| thid 1o 1971, success
would be hoarder, IU's mone
chalBpcualt 1oy sl & CEHA[IY o
He sugpesis newcomers
"|||||:|| an assocmbion o
learn about the industry
13 your resenrch belore
ol pet Marted. Reahze the
customer 15 the boss, and
I.']l“lé‘l.' |'|'I|||I‘-_||| |;|||||l,|;!,
o make o profit, If yvou don't, vou
win | be suceessiul For 'I|I-||_|_' Thail™s
probiably the biggest problem we
have im ihis industry. People are nod
aware of the expenses they incur, so
they don’l know how much they
should mork up.™

Bryan says the industry “hasn™
redchad its podential vet,” bul adids tha
be's nof planming on being aggressive in
werms of dollar volume. “We want (o be
MMHNE AZETCSSIVE 11 [erms ol cusivmer
service,” he exploing, “It's better 1o
contral the amount of work WLl o
and do it dghe, Thot®s how we remain

after 25 vears” R

siccessiul

Sontfwearern Remodeling Conrrmcion” seven
salegpeople are shown, alovg with Rrvaw, in

Sfront af five compaay velrleler, Campriy and

wielilele sipns are similarly desipued fo present
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