Surviving Tough Times: 208
Breaking The Competitive Bid Paradigm: 94
How Contractors Get Rich: 164
Serving the Community & Saving $$: 165
Picking The Right Market: 168
Solving The Wrong Problem: 169
Union or Not?: 171
Strategies to Avoid: Not Buying Work: 175
SWOT to Action Plans: 178
THE Magic Formula To Riches: 181
Know Your Competition: 182
~Got a Growth Plan? 229
Don't Be Chicken Little: 230
Get Your Strategy On: 234
10BMCM Report: 235
Door's Open For Design-Build: 274
Guide To Eliminating Year End Surprises: 101
Trick That Makes Budgeting Easy: 148 \
Mid-year Progress Check: 250 hﬂudgﬁna )
1st Qtr 2010 Forecast: 263

Threat, Stability, Freedom, Great Wealth: 179 g

Evolution of the Small Contractor: 166
Winning Construction Company Structu 70
Why Their Solution Didn't Work: 173
Structure
Partnerships: 176 :]
Partnership Toolbox: 180
The Owner's Two Roles: 227
6 Conditions That Promote Long Term Success: 177

On the Path To Retirement? 93|
The Rescue Squad: 174 ‘Wealth Building & Protection

Asset Protection via Incorporation: 244 ‘

Bill Miller- Erection Services: 211
[Success Stories |
Treos, Blackberries and Other Tools: 158
Low-tech Contact Management: 103
PaperSave - Making AP Verification Easy: 251 Technology
Must Have PDF Software: 167 |
{ Planning Systems That Keep You Winning: 172

Push Leadership to Front Line: 114
Personality / C lication Profiles: 146
Ensure Your Talents Match Your Role (Kolbe): 147

Two Kinds of Employers: 156
Proof Is In The Pudding: 272 —| Leadership -

It's Everyone's Job To Lead: 256

Decision Making - Focus On Process: 129
Are You A Leader Or A Manager? 255
Don't Hire Friends: 150
Staffing a Championship Team: 107

Finding Workers on Craig's List: 120

Steve ey's Rant: 5

Braney's 129 Employee Selection

Select Workers Who Have Passion: 141
Writing Help Wanted Ads: 151

Strategic Staffing Moves: 271

Administrative
What Happens If You Get Hurt? 137
| Employee Developmen. |

Tell Emple What You 1105

Pyramid: 144
- It's Not Optional: 254
Annoying Empl Calls: 159
Practice Your Conversations: 127

Make Crews Fix The Personal Conflict: 128
‘Turnover Must Be Eliminated: 104 |

A Sale Comp Model That Turbo-charges Profits: 119
5C of Bonus Programs: 154 H“

Staffing Systems Overview: 130 -

Becoming Bankable: 102

AIA Pay App Side 1: 115 | etz 8

AIA Pay App Side 2: 116 |

How Much $$$ Are You Making?: 160
| Accounting

Why Your Don't Make Sense

! Reporting
Erle Benton: Bond Underwriter: 209

Tyrone Herbert: C ial Banker: 210 |
Keith Oliver: Insurance Agent: 225 }—1ExpertAdvics ]

Ty Herbert's Rules For Working With a Banker: 133
inancial Mgmt Control Systems: 135

Six Essential Systems for Contractors.mmap - 1/3/2010 -

S

Private Club Content

\
2)

~ Marketing Systems That Produce Leads: 123

Common Mistakes & Myths: 200
Overview of Marketing: 199
The Basics: 201

Marketing Overview

| A-Z Process: 202

Networking
Networking  Working w/ Archs & Engrs: 97
| Send Greeting Cards: 96

_Say No To Yellow Pages: 207
Brand Equity: 140
Print advertising -

How to Manage Attention: 117
Leveraging Angie's List: 113

| Selling |

Lead Generation i
, (Marketing) Branding

Making i Stand Out: 108

Direct Mail
Publicity: 206
| Telemarketing

'You Need a Professional Website: 142

mﬂ_{ Internet: 205
The Date Bridge: E-mail Marketing: 136

Referral systems
Referral ®

How to Get a Testimonial: 109
Marketing Tools L ition: 204

_Learn Your Competitive Advantage: 95

- Marketing Research Research: 203

- Why Your Clients REALLY Hire You: 100

~ Sales Overview
Unique Selling Propositions: 162
The Customer Loyalty Relationship Index: 163
5 Magic Sales Letter Questions: 121
Cold Calling: 213
Elevator Speech: 214
| Prospecting For Sales: 267

~ Money Is In Back-end: 252

| Selling Is Asking Questions: 220
Always Close: 212
Your Silence Is Golden: 221

Prospecting

Qualifyin

Sales Skill Trumps Product Knowledge: 264
Closing Sales i 218

{E Handoff to Project Team: 193

7 Laws of Persuasion: 152
How To Beat Low Priced Competitor: 122
Putting the Horse Before The Cart: 253

Know Your Numbers: 215

Time Management: 223

Time Managemen!
ime Mansgement Treat Your Best Customers Best: 224

Do The Right Things Right: 217

__ Markup and Profit: Good Advice?: 132
Pricing. | 4o\ GM = 2,000 Man-hrs: 157

) Selecting Good Salespeople: 219
| Paying Salespeople: 216

- Sales Management

_Review of Historical Performance: 188
Tuning of Estimating Parameters: 186
Predicting the Market: 190
Subcontractor Qualification: 191
Creation of Project Budget: 192

E tor's Role: 99

Knowing Price Market Will Pay: 126
A Job Costing Conversation: 131
Estimating Assemblies: 155

GM vs. MU, Which Is Right For You? 226

_Project Scheduling: 185

Document Management: 186
Crew Activity Plans: 184
Daily Goal Setting: 183

Material & Equipment Logistics: 187
Your Project Is Headed For Doom: 106

Quality Control Quality Audits: 198

{: Plan for Surviving Close-out: 112

A Word From Material Supplier: 118

Crew Huddles: 143

Look Ahead Schedules (Crew Activity Plans): 145
3 Tools That Drive Down Field Costs: 228

How To Reduce Labor Costs: 228
- Several Ways To Reduce Labor Costs: 270

 Operation Manuals: 194,/
Daily Logs: 195
Subcontractor Management: 196
Standard Operating Procedures: 197

Price of Losing Trust: 110
Quality Control Kept Simple: 111
~ Your Procedures Manual: 197

'/ Production Mgmt Systems Overview: 161 |

 Worth of New Customer: 138
- Sales and Marketing results | Time Mgmt w/ Sale Funnel: 243

Staffing Results
 Job Costing: Necessary Evil: 98

Produchion Mgmt Results How to Get Good Data From Field: 232
Keeping Eye on Un-billable Labor: 233

WIP: Not Just For Tax Calcs: 231

hinanciﬁ! s ‘ Managing Business by the Numbers: 134
Giancialrosuisy
| Weekly Flash Report: 273

Tracking Systems Overview: 134
Your Key Indicator of Success: 275

Leading vs. Lagging Indicators: 276




