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Collier Consulting Group Training

Financial

Pricing Shategies for Today's Contractor (One Day) If you wont 1o moke double digt-peafits in plumbing or HVAC, you mist
e priced comectly fo cover your cost of sales and overheod, Leam Riow to position yourself according 16 yourmorket.
develop Aat Rote prcing schemes for your senice depariment. implement variable mulfiplier systerns for selling parts:
prcpeerhy aslirmabe nesy Construclicn work Qnd sepddcament Quodes.  Pricing for your Compony shoukd e deselopsd and
reniEaerc] evvery sk months. Rermeamiber, | pon cre 000 Busy, your pacing is probsoby $o0 (ol

Projecting and Maintaining Cash Flow (One Day) A5 cne conbroctor soicd, ™ Dddicin®t oo bonkrogd, 1ust ran oot of fime g
maney”, Prudent monogement of cosh, proper pricing and colechions. ond sfrategic Biling strotegles all hove apreffect
o o flow. 1 yow do nobfove the monsy nihe bank, you cannol poy your Bills, meet poyroll of Qrose your 2ompany.
We'll discuss hovw 10 58t b o Cosh flow projection sfrotegy for your Busines and how it impocts your budoedfor the
folloiwing rmeanith, We whll tecich W Pow PO colCulabe Dredkewen sobes fon the mcath end develan collaction techinloues
o kesepa the morssefioeang,

Business 101: What Do My Financial Documents Really Mean? (Cne Day) You e nol an accoundon L onc probably nesser
wisttt o busingss schiool. But greot confractors run thesr Busines on o manthly bosis with the balinca sheet and prodfitloss
08 4 rood reap o sucoess. We will dissect vour finoncial docurments that vou DG o doss ond teach Yol o 10 interpeet
e o hietp you momoge your busness, You'l see great inoncials from successiul controcton who consistently scome
20% or miore Net Profit In ther companies and opply some of ther technigues to your business, Remember Just becouse
you e Dusy does nol medn you ore moking money.

Galting Oul of the Conlracting Business (One Day) Soonar or later ol confracton will mpke o deckion about stepping out
of thesir basines o pursus other activities or retirement, Hoseeeer, whio oo wou sell the Bosiness fo, o much is itworts,
whot fow strofegies best fif, ond con you do onvthing fo maoke fhe business more attractive o a potentiol buyer? Al fhese
Questions and mdany OfFaars will De explorad whaiher you ars ssling your Dusness 10O pesr, Coworkes O formily membssrs,
hany Busingss fronsactions are disapgainting o esen foll apart Becoauss the ssias ol not oo their Romsseork

Sales & Marketing

Mod Markeling Tips (One Day) This seminar focuses on the do’s and don'ts of morketing In the contracting industry
Dedonad for owners ond olice manages, this progrom shicws how 10 spend he ight ormount of momay on the most
effective marketing plon. We will describe in detail how fo get more Gaoliars from thelcustamerns you curently howe,
Crwer, 100 marketing solutions will be dscussed and great marketing exampies will be provided fo the parficipants,

Selling the Vaolue of High Margin Equipment (Two Doys) Mosh dealers ore so homperedwith the pidce obiection of
replacament gakes, they fomgal hat hei 81 godd B 10 provicks maximum comifornt for e homecwnian. You'll leam Ficw

to coreelly prdce acoonding to market drivers and ocverheod and how fo 52l value of variobke speed, ECWM equipment,
and oocessones all the fine recognizing the impact to your Boftom line and the impoct 1o your custormners” comfort level
caricd wififify Eaills. Lescrm b wou con modify your weormomnfies o push the competiticn out fhes cioor and get the sale

Teaching Field Personnal ko 5all (One Day) Cne of your graalest sokss assels B 1he mddivickoos s hosee in e fisld
making persondkoonfact with the consumer, They one In the best position fo discuss service repoims, replocement
unifs ond oooessones, and 1o offer ophions for the customer 1o conslder, In this closs. the iekd personnel will be fought
custormesr relations, stlkes strategies, repor verses replocement and fat rote systerm selling. By atending this progrom
your field pesonnel wilincreose thelr value fo your company and in furm improve the compoany’s bottam line

Cuslomners for Life (5ix Sessions) In foday’s competitive world, customer service is the key to seporating yourcompony
fram thie rest of the pack. Custoimars for Ute §s an infenshve &k (5) session prognaem Sesigned to ronsfoimn your
orgycnicion into o maorketing driverregmpony thob wil spcoeed in the future. Geored foword oeners, monagens, effice
permonnel and senioe fechs, Customens Tarlife teaches all members of your feam how fo acguie. grow and manfali
cuglomens 1o moximize prodits, generate ong Tean sales. increose closing rafios, ook oul the competition. ond goin
referrals, Four sessions are dedicoted to the owner, DRe for the office staff and one for fleld personnel, The progrom
emphosizes the use of senice agreements ond oggressive mardketing technigues 1o achieve customes for life, Ase-you
reccly o assemble o fop-nobch customess sendce feom copable of Buldng-the long femm elotionships ot will moke
your business profitoble today and for yeors to come?

HVACR & PLBG Business Management Consultants | P.O. Box 1252 Dripping Spring:




Operations

Performance Based Pay for the Fleld (Cne Day} If vou howe noficed
some Irstalling crews-fechnicionyand plombesmoke you money
and albesdon’t moyvbe you nead Fo pay On peerlonmante,- ool

afi senlonty. Reward those who bring in the most money to the
company and those who moke the best uwse of their inowledgo,

Territory Manager

Taflory Developmeant Whnal do you do
wiithy @ berritoary that B cowered with poten-
ficl. octive ond Inactive customens? You
carfainky miusl Sevelon o plan 1O andlyze
crcd recruit rene customens, This peogrorm

will Cllow vou 10 oNalyae your existing
micrket, develop morket share Qoals
recognize your area’s potential, sorf the
CLslormers i calegonies and halp yo
crecte o mosterplon for eoch cotegory,

sxpertise and efficiency. We'l disouss hiow to domore work with
less peoole ond how fo meoswre efficiency of field paesannel,
SpeecciEnes| examples of peronmmonce Hans curenily in uss will De
provided fo Ol porficiponts, Ask about our One-Doy closs for soles
and office persoanel

Helping Dealers Grow Thair Business
Deakes do not (ol becouse of alock of
fachnicd of senvice nosdedne. ey ol
cie to o lock of o solic understonding of
Ealsiness fechreques. You 'l leam «what o
custormier achoaly looks ke frorm O suneey
of over 4000 customens ond fhemjeom
R 10 Quide therm o sacoess. We wil
tecach wou b to o their finonciols,
R0 pNCing Strategnos, Bmecnmiling
trueair fiesbe) cperations. creobe moarkefing
stroteqies and discuss other fechniques
1 MckS Your Cuslomss mone prohilabes,
Lexam bow to help your deder succead
N you will succeed

CQuiragecus Customes, Care (One Day) Understonding what
cuglomens wonl cnd need; honding cormplonts; whal Cusiomer Corne
mMmeons 1o your sales. profits ond coworkess income, etc. Perfect for
OWnNams, manoagens, sakespanple, col-tokers and technicions. What
yOu Con’t knoee will surprise v, ond mcy be hurfing vour Business
without you even knowing [t

Bookkeaping and Office Managament for the Confroctor (One Day)
Office manogers ond accounting pesonnel will love this seminar

In this course we will review the proper methods and procedures

of accouniing ond record keeping, We will present Gilling ond
Cobeclion shidleqiog prooesses 1o Fmpiowe Tme moanagamenl,

felephone efiquetie ond tips for supert office organization,

Running o Profitable Service Company {Two Days) okl for cramers
and monagers, this progrom focuses gn the maost profitable
departiment in any SONPOCIng Compony. Propeedy mondagad and
confrolled, the sendos depariment con provide In excess of 2%

izt [Z:lfl:ll'" ard yedr round work, We'll Teach how fo setup o sorvico
centar, hovw o dispabch ek pemonnel hiow to wite o marketing
plon ond 1o find and hire field pesonnel. We will discuss fhe
impdamanialion o customear monoagemeant solbswone, Tl e Eicing
and inventory confrol o8 well a5 fips'on invaicing and collecting,

Growing Your Cusfomer Bose The Soles

M onmoement Syslerm Gltes you 10 anod
hyzer carcd strociurs groweth for incividool
dealers on o guarterly bogls,  Ledam how o
parcw yeur custormer By serting gools ani
developing o system of meosurement,

Structuring for Profit & Growth

Profitable Business Solutions I—The Beginning (5 Sessions) This long term business development program for confractons
inwelves rmcnibly meetings T five months, We start wilh contracton surveys and confidenticl profies 1o taiorn e course
to Indviduals, We begin with specific strategies that go right fo the bottom line, then discuss confroling ovedead.
hiring and retaining coworkers, pacing and budgeting for sucoess. Homework, in-chass octivities and o closs project ane
crsigresc, sospecific citssroom work con be cirectly applied (O fhe business.

Profitable Business Solutions Il=Growth and Develogment (5 Sessions) Daesigned Tor he more mohurgcontracting
business, we distuss how o improve fhe overall efficlency of the business ond how 1o streamiine opeations. We

begin with profiing and then dscuss departmentdization. oosn fow strategies. market ond morket share anolyals,
compenpsation plans for personnel, operational eficiencies, policy monual implementation.-cost justiication ond
busiress fronsition. If the contractor wants to reduce overheod, streamiine operations g do mene with less, this
prfogram s right on fongel,

Jump Start Your Contracting Business {1 Day) This one day workshop gives e confractor o jump sharf on improving

s cneeroll business anc profit performance. These 14 shrotegies will g hirm irsicghts into pricing. inventony condrol,
managing field Iobor, depatching technigues, accounting peaciices. findng field personnel. designing waorontiss, ports
MCrkLIEs, imeCRCing:- colleclions, efc. These e ese pioven Tips thol successhul, more han 10% nel profif, contracion
hove used fo achieve thelr success rate and provice their customers with great service and instalkations.




Why our fraining...

Training is an Investment in Your Customers

Today's Distributor has products ta offer, but the products do not stand tall against competing
products, As o distibutor you must offer more than products, you must offer dealer development. A {
frained customer s your best cusfomer becouss they will be dedicated to your company. If yvou halp
fhem grow your business, become a partner in their success, then you will have the products and
sarvice wanted by dealers. Daalers do not want to buy praducts from multiple distibufors or supply
housas. They want to do business with someone that will offer services, like businass training, to help
them grow their business. Thay want a partner and training provides that relationship. Your dealers will
fall not because of the products you sell, but because of thelr lock of fraining in business manogement
practices, pricing and marketing. If they do not make monsy, neither do you and you both fall, Invest
in fraining for your customers and become the alite distributor in your miarket,

Ron Collier
L /
COLLIER Quotes From Altendees
EE{%E\JU[%HHG "Ron gets vou In touch with the many steps fo take In order to

produce a profitable business.” Mursl from Cregon
allier Cansulting Group
|6 a respected business "The subject matter, as well as the presentation, was right on
anagement consulting target with my expectations and nona of my questions were left
irm that provides business unanswered.” Jahn from New Jesay

waluation, training, software
and other products and "Having little formal business training, being a young company
arvicas to more than 4000 and experencing a 50% growth rate, this program helped us
ontractors, distibutors and keep confrol of our finances. ™ Rick from North Caroling
anufacturars in Norfh
Arnerca, Dr. Ron Collier, "Ron Collier's seres of closses has given us the tools to insure our
wiho hm rnurf-1 1*1-:- Eﬂl ,er_us profitability long term.” Den fom Ohio

\ N\

Distributors To schadule fraining. Contact Us

call 1-800-739-9025 and ask for .

Sharon, For customized tralning, Collier Consulting Group
ask for Ron. PO Box 1252

Dripping Springs, TX 78620
Dealers [f interested
R SRR S wataor. Phone: (512) 858-1670

or seminar, contact your ™ Fax: (512) 858-9280
distributor. www .collier-consulting.com
ining@collier-con EW

X

We are the prescription for your success.




