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. _ ,INTRODUCTION

v L4 v s '

= . How are you going to use your job skills after you finish

" school? Pt
. % ' : : ‘
Have you ever thought about starting your own carpentry

< business? . . . ‘ )

4 . « . . ' ) . . N ~

This module describes people who have started and managed a
A carpéntry business.. It gives you an idea of what they do and
some of the special skills they need.

You will read about .

planning a carpentry business o
choosing a location ’ . -
getting money to start ~ L *
« being in charge - . .
1 : organizing the work S ¢

. Yoy * .setting prices ~ .

‘ . A advertising and selling

) keeping financial records

keeping Your business successful }
You will also have a chance to practice some of the things
thatacarpentry business owners do." L~ “
Then you will -have a better idea of whether a career as a
carpentry business owner is for. you. .

Before you read this module, you might want to study Module 1,
Getting Down to Business: . What's It All About? ° .

o

\ v
,

— - ) ' . -

Wheh you finish this module, you might want to read .

/ Module 31, Getting Down to Business: Auto Repair Shop; .
/ Module 32, Getting Down to Business: Welding Business;
' ~ : Module 33, Getting Down to Business: Construction Elec-
= ' : v . trician Business. R NG -
[ ¢ .
o . o These modules are related to other prggrams in trades and

industry.

pYs




Planning a Carpentry Business

. - ! . . Lo ’
‘Goal: To help you’plan a carpentry business. ' . .

- ~ .

-

_Pbjective 1: Describe the sérvices, customers, and
¥ competition of a carpentry business.

Objective 2t List three personal qualities a
.carpentry business owner Showld have.

"  ,Objective 3: List fwo ways for 4 carpentry busi-
: ness to “"stand out” from its competition.
- _ - .
K y Objective 4: List two special legal requirements for -

running a carpentry business. . .
£ . 1 . . B

A . -
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.8killed at "finish” work. -

-

/TED LASSER'S CARPENTRY BUSINESS

~

-~ ° [y

Ted Lasser is a journeyman carpenter. As an apprentice
; he gained skill in rough carpentry work. He helped build 1
bridges, homés, and office buildings. Afterx Ted's appren-
ticeship, he was hired by a construction company. - At first
he did all types of carpentry work' that 8o into building new
homes. Then Ted found that he liked .sawing, fitting, and
assembling plywood .and wallboard hest. He also became
This included installing molding,
wood _paneling, deors, and hardware.; S

—_ . .

After a while, the number of new houses being built in
his area began to drop. Téd fouhd he was off work too much
of the time. "There aren't enough new homes going up,” Ted
thought . "But I can use my skills in remodeling houses, too.’

There, was not.a great demand for remodeling where Ted °
lived. Ted moved to a different area where remodeling old
houses was in great demand. His cousin Joe was a general
contractor.in the area. Joe said he would help Ted get -
started. So Ted began his own business in remodeling ton-
struction. To start his business, Ted had to get a license
as a general contractor. Then he:could be in charge of
remodeling jobs instead of working for someone else.

\

“xTed also wanted°>to use all of his carpentry skills instead

"of jist a few. ,.So when he gets a ‘dontract for a remodeling

. the work for him.
~eling work.’

-

job, he handles most of tha carpentfg;work himself. He gub= "
contracts,other work that needs to be done: Thisg’ includes
electrical wiring or plumbing. Workers in these trades do
As a cofltractor Ted manages all the rémod-
Ted must break ‘down each job into the, steps’ that
need to be done. He must decide the tYpe and amount of
materials.to order. He must decide how long the job will
take and what to charge.
{

Ted likes working with wood and other bui lding materiels.
He takes pride in building a solid foundation or doorway. ,
His special love is to make an old house with.cramped space
and out-of-date fixtures larger and more livable. Ted also
likes being his own boss. Sometimes it is hard to keep track
of all the details. Sometﬁmes he warries about losing money
&n a job. But so far, he feels that his business hds done
well, ' —_ .

-

v
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. , " -Planning a Carpentry Business , Ce
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, There are many, many small businédsses in America. Small businesses ]
Ggan have as few as one worker (the owner) or as many as four workers. A

small business owner is “self-employed,” Qften a‘whole family works -
together in a small business. . '

>

. v .

. t 7 * . ~
» . Servlces, Customerf, and Competition . !
_ , ' ' \ T )
' Carpentets make up the largest number of skilled workers in the con-

®

struction industry. Thay have been called the backbone Qf construction.
Carpenters cut, fit, and assemble wood and other material to *build _
structures of many kindgs. They build home foundations and frameworks. v -

- They alsg put in wood trimy hang.doors, and do other "finish" work to ' .
‘make a house ready to live in. ’

Some carpenters build new homes, offiCes, ‘or publice buildings. Some DR
.. work full time to remodel and repair older buildings. S\me carpenters
» may do the wbole range of carpentry tasks. But most .carpenters’ special-

<, ize, doing only trim work or hanging doots or putting in subfloors, for
example. - ‘ < . . - ) o
T . ‘ L. . ]
. . D v . 13 —
Y Some self-employed carpenters do small jobs for home owners or busi-

. - nesses that do not involve other construction operations like,plumbing or
; : electrical work. Many Self-employed carpenters subcontract‘certain types
) ' . of carpentry tasks on building or remodeling projects. ‘In this case, the
carpenter is-called a specialty subcontractor.u He or she handles only

etc. ) that must be done. . - . - o
-/ . .. L v

one of the many carpentry operations (drywall cabinet magonry work N ‘




/xSome carpéntefs‘become general contractors who work directly for the

’ owner, the person. who orders and pays for ‘the"whole job. Others subcon-
tract to do specialized carpentry work under the direction of the general-
contractor ‘'who 1s hired by the owner to manage the whole job.

1

‘e

Competition in carpentry and construction is high. During periods of

heavy building,‘ghe demand for carpentry services rises so there is enouéﬁ..

work to go around. When building drops, carpenters have to compete with

many other carpenters for jobs.
¢ Fl \ N ., ” ‘ £y
Important Personal Qualities = ) . -

First-of all, self-employed carpenters and general contractors wito do.

their qwn carpentry need the skil¥s that any good carpenter needs.

e They must be good at using tools.’
o . They.must be able to read plans and blueprints.

e They must know how to decide the amount of materials that are

»

needed for each job.-

/

e They must be able to meagure and picture the placement of walls,

. windows, and doors.

¢ In remodeling work, they must be good at "saving" certain features

-

of the old 8tructure and combining them with new construction.
.Carpenters also need to be physically fit and able to work-in cramped or
high places. They mist’ be able to use sharp tools and power equipment,

too. . '
- 'Y B . N ! R . -

‘, ;-
¥ o awp.
! To become ; good general contractor, a carpenter- needs ‘other quali-
tiess For: example, he or she must" be able.’ . /
e to get, along well with- developers, homeowners, his or her own

L

employeeg, and workers in other trades;

S

e to be careful and have patience for all the details of managing a

.
. .

Job; . ‘ : L
’n_ to be willipg to work different hours, often switching:from long
hours to -periods of little work; and . . R
- R . 7 "

~

L4
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e tobea good manager of people, time, work,’ and money, as you .
S will see in this module. . o ¢
~\ . . p

How to Cohpete : ] '

antractors'usually compete for every job by bidding at theﬂlowest -

price that will let them do the work and still make a profit. There are

v

also other ways to stay ahead of the’competition. .
« . . ) B l 1 . ” - ) ’ .
: , ‘ ‘ . ° ﬁ:’ 2

Offer a service for which there is high dqpand. ~When new building

‘V

.

went into a slump, Ted Lasser saw his chance to move fnto remodeling and ¢
. repair work.. Therelis an increasing need to remodel or put additions -
onto bldibuildings. Rising building costs and changing lifestyles will

s ’

add to this need in the future. F R e .

) —

- ~ 0

Locate in an area that needs the sérvices you offer. When Ted Lasser

decided to specialize in remodelimg, he moved . - He wanted to be in an
old} urban area where there, were large old buildings. There also had to

be enough peqpleiwho could afford to remodel ‘their own house.
f . ® . W i

~ . «

’;, Build a reputatiorffor« ‘doing good work on time. ' Owhers can lose a _

" on their contracts. MAybe ydur bid is the same as, or even 2 bit higher
than; another contractor. 1In this case, having a good reput%}ion can
help. you get the contract. AR ~

- ~

-~

' ¢
Have many contacts.. To get jobs, you fieed to know people who need to

have work done or who know pedple lookfng for someone to help them out on

f\va contract.' Having friends and relatives in the construction busineés is

n Ka big help. If\JQL refer cystomers tQ people in other specialty trades,

Vo

y

they may do the same for you. . ' '
- + v ’
5 : ., v,

Establish good credit. Pay your subcontractors and suppliers on-timé.

7

' Y2
“» .

./.

1ot of aoney if the general contractors and subcontractors do not deliver — ¢




Legal Requirements

s ! <
~—

Most carpentry training programs require two years of high school.
Although many carpenters learn their skills infoxmally, an apprenticeship
is recommended for people entering the trade. To become an apprentice '
you must be at least '18 years old, in good physicalccondition; and’ ‘ |

approved by a local committee composed of employers and managers in the7

L]

trade.

-

N

An apprenticeship requires several years ofi on-the-job training. A f
certain number of hours of related classroom instruction‘are also

required. . -

. Bonding 1s often required of specialty contractors to work on public
construction jobs and other large jobs. The owner (or general contrac-
tor) requires a bond, which is a fixed amount of money, as protection

against the specialty contractor's failing to deliver. " '

‘
;T

Bonding companies write bonds. for general and specialty subcontractors
if thefr yearly revenues are high endugh. A carpenter who becomgs a con-
tractor must first succeed on smaller contracts'that do not require bond-

ings. - Then the contractor will have,a better chance of becoming bonded

for work on larger contractﬁ.
= e . * ’ E

In some areas, you nust belong to the local carpenters'(union before
you can-subcontract for any. work on a large construction project. In "
most states you need several years of experience and must pass a state !
test to get a contractot's license. You mist also prove your financial

soundness. Once you hdﬁ@&a contractor 8 license, you can start- your*oWn

~
business. ‘ 4
. o .
3
. . ,
- ~

License requirements differ from state to state. Contact the licens= .

v

ing agency in your state to learn what is required. {
('\ " b

Yy )

You will usually need a city business license also. - Hayigg_g busi-

ness license protects you from not being paid for work you hale done. °
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L4

£ ‘e

You’ yill have to. find out exactly what the legal requirements are in your

Jocal anea-

As a seIf~employed carpenter -or general contractor, you can provide
2, building and remodeling. services to homeowners, builders, and develppers. o .
Some carpenters who*vork for themselves do small\ jobs that requime only .
Others subcontract one type of carpentry task in larger . €

carpentry work.

construction jobs from general contractors.

contracto;s and subcontract otler work while doing the carpentry work
You need good carpentry skills and managerial ability to
But having a specialty, that 1is in .~

t-hemselve Se

succeed. Cempetition s heavy.

demand being located in an'active area, and ahaving good cont:écts rand a. )
Apprénticeship, bonding, and .

good reputation will help you compete.

,lidensing are common legal requirements for working in the construction ‘

business. . L3
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Individudl Aetivitiés N T t

N

1.. List two common legal reduired%nts for a carpenter.to be in business

Al
A

.

L2,

for kim~.of herself. "

.
{ ! *a »

A . v .

A ey . \ .
_Do"you chink you would like td use your:experience in carpentry as a-

general contracbor? "Check "yes" or "no" for each item below.

.

Yes

No

a-'

v I prgfer to work steady hours. s
"Yes . " No b. I dust have a neat, "quiet place te work. !
— —_— 5
* Yes. No c. I like to deal only ‘with other trade workers.
.. Yes . No d. Once I get started on a job, I don't like

having to change it.

.

’

List two skills needed by a carpenter xho’?ngciq;izes in remodel{ng

- ~ . °, . -
that a’ carpenter building new homes does not need.
. k] .

List two ways to compete if you are a general contractor with a car-

pentry baekground.

¢ 0

Look up

s

"carpenters” in the servicé directory of.- your local news-

paper’ 8 classified section or in the Yellow Pages of anﬁfelephone

book.

Discussion Questions

I

List the different types of services and specialties mentioned.

.

4

s,

.

-

l

1.

Do you think that Ted Lasser did a good job in planning to go into
business for himSelf? Why, or why not? . . : .

.

N
<
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2. What are some probiéms‘end benefits to working for yourself as a

carpenter as opposed to being a regular employee of a construction

company? . . :
. I3 : >

3. Mhen a catpenter in a certain specialty (flooring, cabinetwork, etc.)

subcontracts for.a construcg&on Job, he or'she is making a commitment

to do certain things. Discuss whatQQSESe things are.

Group Activity

" Invite to class an independent carpenter or a general contractor with

"a carpentry background to find out how this person chose this:work.

v

Develop a set of questions to ask, for example: (1) How did you get 7,

your training? (2) How did you decide what to specialize in?* (3) Whac

do yéu like most ahout this type of work? . . .
’ v ! - —
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. T UNIT 2

: g Ty
., ' Choosing a Location
L] ‘ ¢
. ) ' . )
..Goal: To help you choose a location for a carpentry
. t business. . ' <

-
E]
a

'

& ‘” « Objective 1 List three~things to think about in

- deciding where to locate a carpentry business.
o Objective 2: Pick the best location for a carpentry
¢ business from %hree choices and explain your
choice. . -
- [l
. i .. .
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TED LOCATES HIS+BUSINESS -
2, - +4

-
POy

. & \ ) iy da

Ted moved to a new arga|to start hi's genera]? }:ﬁontrac\t-
ing business. He lives &g a lauge city that 1§ gding
through urban renewal. Ma large old townhduses have been
bought by develgpers. They’are b%ing gohverted into apart-
ment houses and condominiums. Maﬁy’ﬁealthy families”own
6ld homes in the,city or in nearby suburbs. As their
housing needs change, many decide to add ontf th%ir houses
or to remodel. ;

Ted felt that there would be plenty of remodeling Busi-
ness for him in this area. Having his cousin Joe nearby
also helped him decide on this area. Joe had been'a gen-
eral contractor in the area for a long time. He could tell
Ted- about the area. He could also help him meet contrac-
tors and-owners who might have -remodeling work to contract.

¢ h /

Wheén they moved, Ted and his wife Sue bought a two-
bedroom house in a suburb. Ted put‘his skills to good usi )
right away. He remodeled part of the kitchen and porch t
make a shop. ' Ted's shop has room for his carpentry tools.
and books. He can also. do some carpentry work there.

- »

* Ted put a. desk, a file, and an extra phone in his shop.
That way he could do"his planning ~and. keep his busine®
records there, too. . \

To help people fiqd him,;Ted had business cards~made up
with his home address and ﬁhone-ﬁhmber. Ted didn't want to-
miss any- calls while he was out on a job.- So he asked his

. wife Sue to take messages for#him.

Ted-and Sue also bought a phone minder. 'This is a tape
recorder that attaches to the phone. It takes messages -,
from ¢allers when both Ted and Sue are away.

? o ¥

Ted found that there was iots of remodeling going on in
-his new area. There were also’ many general contractors and
self-employed carpenters going after the same work. Having
a shop and office in his home kept Ted's expenses down and
helped him compete.

4
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o ' ‘Choosing:a Location

Importance of the General Area You Live In \

As a carpenter or a general contractor you first need to decide what

area to service. You should” ask these questions.

S

e Are there enough customers in the area who' need my special ser-
~vices?” -

e What is the competition?
. Is this an area where I want to live?

(

+ pentry business. Older homes have more need for r&gdir and remodeling.
. - % . °

People who own houges in a higher economic area can afford to pay for

The housing mix and income .level of the area are important for a car-

more expensive remodeling. The houses are also of better.quality and

design. So the rémodeling work will be more interesting and will need

%areful finish work. RN N

+ .

- . >

The amount of competition in the area will affect your chance of suc-
cess. If you locate in an area wh e the demand 18 high, there may also

be many, othér: carpenters in the area. Then you must.compete effectiVely.

.

Being familiar with an area helps you get business. If you are new

to ‘the areg, you will need te find out about building codes and common
practices. You will need tofind out what un{aqs carpedters belong to.

You also must f£ind out whether contractors hire nonunion werkers or

workers who belong to only certain unions. . o : .
< - \

Having friends or relatives in the construction industry is a good

way tohfind out(more about the area. It also helps to read Fhe newspaper

“~. ’ " . . Sl g -
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and find out whére building and remodeling are going on. You should talk

¥ *
P .

.. 'Where You Do Your Work \ ‘ .

A)

N . ‘o
For the most part, a carpenter works at t?e job site. If you start
your own business as a carpenter or a general contractor, you may not
even néed a buginess location. Many carpenters use their homes and their
own 'carsv or trucks for business. Before you decide to use your home or

rent”a shop or office, you pust think about what you need.-

$
A place to store your tools and equipment. Most carpentérs have their

own power equipment (saws‘ and drills, for example). You may keep -your
’

tools and equipment;’ in your car, in your home, or in a locked storage

-

area. If you are Sti‘n a large job, you may be be able to store your tools

and equipment in a building or storage shed at the job site.

‘ T A place to handle the bookkeeping and keep financial records. When

" you are in business for you'rself, you need to keep your own business
records, pay bills, etc. Some carpenters do their books at the kitchen
table 'at night. All they have.to keei) records in is a cardboayd box or“

" gshoebox. ‘ B )
. . You should think'ab?itjy'our own needs for keeping records and plan-

ning. Do you want to have’books on carpentry handw? If 80, whe;e will .

“ you. put tﬁem? Can your workbench serve as a desk? Or do you need a desk °

\ or even a separate office? You will probably want to keep a balance
between a workplace that is large enough to do many different kinds of .

~

- work and one that is not too expensive to maintain. = :

/ , .o N P .

A way to.let customers find you and contact ypu abofit work. If you
-A&

run a store or rent an office, ‘people will know where to find you at any
time. )If *you work out rityour home, this is not so easy. - Canpénters and
contractors need to advéPtide. They should stay in tou€h with people in-

. . the building and housing trades. If your business is in your home; you

] - . ¢ .
‘ . -to architetts, engineer’'s, and suppliers as well.

~
-
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services.
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You also need a way ‘of getting new bnsiness.

must use advertising and personal contacts to remind people of your

w .

A’ telephone is a must.

When you are out on a job, someone must take messages.

A family member

or employee can answer phones for you.

When no one ig home,. you can use

take your ealls.

©

.’

a phone minder to record messages.

-

location.

-

%

*
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Paying for a Separate Busifess Location

‘helps them keep some dpace between work

Whether you{decide to rent, le

This helps patential customers sge their business.

* &

Or .you can have an answering service

It also

d their personal. life.

e, or buy a business location depends

on your own personal and bisiness needs.

If you are making cabinets, for

example, you need a shop in which to cut and assemble wood.

You also )

need room to store and work with saws, sauders, ete.

Sawing and hammer-

ing are very noisy.

You will ned an area where you live, a separate

)

-

shop, or an area on the job site to do these kinds of tasks. J

. w

-~

Before you decide to rent or lease-a .space, you should'check the

~~available business sites in your area:

Carpenters and contractors need -

-

&

[y

i industrial or commercial space.
rent in the classified ads.

Reading the ads: will give you = better idea .’

of what you can afford im your general area.

4 ’

‘Most newspapers list available gpace for

’

[

. -‘.'

)

If you do decide to rent or lease space, YOU should check the gsite

carefully.

It should be in good condition.

It should.give you the room

-

customers to

arrange or check on a dob.

-

you need for work and storage.. It should also be convenient for your
vigit td

~

-
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' . _ A carpaptry or contracting business‘needs to be located in an area
. where the“demand for its services is fairly high. It should also be

located where’;here is not "tod mudh competition..‘Of course, “you should
be in an area where you like t0f1ive and work. " Whether you work %ut’of
1 -+

your home or pay for a business sits, you.need room-for storage, car-

pentry work, managing the business, and staying iﬂ touch with® people who

. need your services. v, n,/ .
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%
Individual Activities . . ®
— : Y
ot 1. List three things to think aboiit in deciding the general area in .
. which to locate 2 carpentry or contracting business. . g ) .
~ : s S ‘ v
~ ¥
_ 2. List two ways you could find out whether your area would be good for
.o ‘a new generavoﬁtract‘{or specializing in remodeling. - -
. <
3. List ‘three things you would like to have in your own place’ of ‘
’ business. R ' . ' - -
' ? . . . g . o . ' B —~
4. Two ads in—the paper 1list commercial property for rent. "A" has-625
< »
Pt . square feet for $250/month. g has 1200 square feet fop: $840/month.
- . - _ Figure out the cost_per square foot to see which property is a better ‘
\>) buy' oLt \ -
, N .
) 5. Look in the classified" section i the newspaper for comgpercial and . ' e
industrial property for :r:ent. t the features in the ads that you
., would like to have in’a carpentry business. locgtion.
=4 N ® . WM , do
Al . N . . . f}%‘\. 13 i
. , Discussion Qpestio‘s ‘ * i ‘ e ks
P . . . ‘
(I .
u \ 1. Get a map of your own community., Decide on three places in different
T ] - .
"% - . parts of ‘the compunity where a carpenter might be wise to locate his
v " or her business/ Explain why each is’a good choice. : ’ .
. . ARS § B . - . .
“ ' > 1 — - f < . - ’ v -
l 2. Suppose you want to be a self-employed carpenter but do not like city
’ living. Discuss what services you could offer to have a successful °
[ L . . ) ‘
s gl business in, a rural area. -
- ‘ D‘V‘
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3.' Discuss the advantages and disadvantages of using your\ome for your -

. carpentry work vs. renting a business site,

G?UE Activity -

S ee—— v :
In small groups‘of two or three. studénts each, make a list of all the

factors that Ted Lasser- took into ac‘count when he;mdved to a new area to

ar .

e’tart his general contracting business. Decide which factor you think is

¢
most important, next most important\etc. Come up with a group ranking

1

,of the factors from most-to least importa_nt. .
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p ., Getting Money to Start T
| ) , .
| N . *
. . '
To help you plan how to borrow money to start your ¢
own business as a cafpenter. . : o T .
~ N 1 ' » R - .
) Y ’ . . .
Objective 1: Write a business description fdr a ’ )
carpentry business. < . e
Objective 2: - Fill out a form showing how much money - . T
you ‘need to borrow to start a carpentry businessn 4 A
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- TED LASSER GETS A~

-,Ted Lasser didn't like to Morrow moifey. But when he got

ready to start his businesg, he had to face Yacts. The move™

had "cost a lot. Sue and *Ted’ both ‘had td stop work for?a -,
.while. They needed most of their savings for~the down- pay-
“ment on their new home. . . ‘
) W‘ ‘.
told him. "“Most people need help to get starEEd. Joé told .
Ted‘about his own. struggles yhen le started as a contractor.
"I learned to triit myself and také a chance Qn myself. Now
Jou've got to do tlfe’ same thing. )
Joe helped Ted think through a11 the things he already
had. 'These included béth money and things of value such- ‘as

.

hig toals. Ted then made a list of the things he-peeded. -

- Hi& list included: insurance; advertising; a bookkeeping .
system;. a phone minder; and building supplies. Ted also
needed a few more tools and two:pieces og equipment for
tearing out stairs an&rwalls.. )

»

,

Tnen,Ted got_on the phone. He called Jge's insurance
agent and some/of his 'suppliers. He called printers and
newspapers to/check the price ®f business cards and printed
ads. Ted "shopped around”, for. the best prices. He also took,
the time to visit each busiiéss that was -selling what he

- needed. He took notes on the cost of each service orsproduct
. he might need. o -

It was hard work but Ted knew he could ghe what he !
learned once he got’ started. “1'd better find out as much .
as I can now,” he thought. "Once I do get started; doing

B carpentry work and keeping things-going will keep me awfully °

busy. Ted wrote up a statemeht of financial need based on
the information he collected.. He estimated his expenses for
‘three months. By that tdime he thought he could finish at
least one large remodeling job. It would bring in enough
money.to. keep him going. ‘ . ’

He decided to ask for, 3 bank loan of £§§BOO. To, help him
get the loan, Ted also wrdte a bisiness descrfption.‘ In-it,
he deséribed the services he planned to offer and his.ideas .
for qompeting with other businesses‘doing.remodeiing.‘,He
+explained that "he would work out of his home. Ted tried to
writé a statemﬁnt of financial heed and business description
that were clear and complete. _He knew that the bapk would
look at them carefully for an idea of how well he could plan
‘and handle money. . A

Don t feel bad about needigg money, Ted ' his cousin Joe -

’
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Statement of Financial Need

A statement of financial need helps you make sure you have enough
money before you stqrt a business. Many small businesses fail because

they do not-plan well and start out with too little money.

v

v ‘f. K3 v - re

v R 1 .
" Besides helping in your planning, your statement of\‘ financial need.
helps other people decide whether.you are a good risk. It shows whether

'you are a good .judge of costs and earningg, for a new business. '

r
+

What a statement ol financial need includes. The statement of finan-

cial need sho'Ws your money on hand and the expenses you expect your' busi-

.

ness to have in the first few months.

»
L)

¢

v ! o .

. Ted Lagser's statement of financial need is shown below.

o

»

 Getting Moneyn Start . - \\

STATEMENT ‘0F® FINANCIAL 'NEED R

TOTAL STARTING EXPENSES ~ $3,000
TOTAL'MONEY ON HAND 0
TOTAL LOAN MONEY NEEDED  $3,000

, « & .

Eernses (for gij‘; 3 months) h . _, Monéy on Hanci_
Salaries - $. o Owner's Cash on Hand $ 0
Building ."and Property .0 Investments . ' 0
‘Repairs and Remodeling 1,000 ©  Personal Loans - 0«
Eqiipment and Furniture ..  500° ! ToTAL “$ 0

' Supplies ' q.lidOQ ‘ . R °

" Advertising - [ 300 . :
Insurance : . ” . '; 200 \

-




©

¢ Ted ‘felt odd. putting a_"zero” in each ‘blank for "Money*on Hand:" But
he felt his business description would explain this. It would show that
he had invested most of his savings in his tools and -in his home. Both

&
were business assets. . ) ‘ '

Purpose of a Business Description

.

e

Writing:a business des¢ription takes time, But it is good to have'
for several reasons. First, it forces you to be%clear apout what &our-,
“business will be like. - It makes you think through gome hard questions
before you start, such as, What is my competition? What will I do to
compete successfully? Second, a business description helps others i
+ decide whether your ideas are worth backing.} In Ted Lasser 8 case, his
'business description had to explain why he wanted to start a business
when he had no money on hand.

-
.

Ted described his maih assets—-namely his tools and his new” home
that .he-would use for business. That way he showed why his statement of
E

financial need was reasonable. .

¢

What a Businessgnescription Should Include
. -

" Your business description turns your idea 1into something real. It

should include: I C - \

e the type of husiness you plan to go into and the business name,
" 1f you have one (Ted Lasser described his business as "Ted
Lasser, General Contractor and Carpenter"), ’
the ‘products or services you will provide (Ted explained that he

"'wanted to specialize in remodeling and building additions to
older: homes),
the business location and why you chose it (Ted explained that
his move to the area.was a wise use of his savings, because now

he was in an area where his services -were .needed)..,

\

-
[

.
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— The business descriptioh should also include the points below. Ted
' took tfme to explain each one in detail.
. ) .
State who your customers will be and how many you might: serve. .

‘®

- . S mc—

Describe your competition. ’
Outline your plan for competing: unique services, your business
image, ‘etc. . . - ‘ '

. Discuss your plan,for running the business and keeping it suc-

cessful. ¢ e ) , . Sesa

With a.statement of financial need and a business description, you
are ready to apply for a loarn if you need one. ‘' Some banks and credit
unions set money aside to help small businesses get started. The Small

Business Administration (SBA) will “help finance new businesses if others p
refuse to do $. The SBA is a godd source of information about how to *

N ‘
.

get a loan. . “

’

» - i

You may also borrow money from friends or ask people to invest'in S
your business. In this -case, it. is wise to have a lawyer check your plan

before -you go ahead.

. Y ' ° o
Summa e —37 .
. 3°j' ’ . ' \ . -

; . 5

. °

].fore you gtart a carpentry business you must have a plan for what

’

you will offer and how you will compete. A business description puts -
. . your,plan in writing and helps you get money'to“start. You also need a
statement of financial need. It shows the total expenses of’ getting

started, the total money on hand, and the total business loan needed.

- ’ . 'l - S ° . :

) Be
5y Carpenters can often get started as general contractors with a small * -
T ' .

i bad amount of tools and equipmentadnd can work out of their home. So you may'

. . 3

¢ be able to start your business with a small emount of money. . .
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¢ *., Learning Activities
- ." /
Individual Activities ’
. , : -
oL l.a° Ligt the advantages and disadvantages of borrowing money from friends
. to start your own bus?fess as a carpenter.
A . . . Ld ‘
. r
' 2. List three things Ehat a business description for a carpenter should
' include. " ) ’
3. What are the problems and benefits of bqrrowing money compared with
= using only your ownecapital to start a business as a carpenéerl‘

4. List two reasons for writing a statement of financial need-for a new

business even if yoa do not plan to requesr a loan.

?L - . s ' X ﬁ

.

Discussion Questions . ) .

.

£
%
N
v
%,
i

1. Discuss how Ted Lasser might change his. statement of financial need

ety

to increase his chances of getting a Ioan.

hY

v,
Ey

2. Suppose urder “Potential Customers” -in his business description, Ted
Lasser simply wrote - "homeowners in this area.” What else should he
say to make this seetion c¢learer? .

.
~

start 'a cabinet-making business but was:turned down at the bank. Her

statement of financial need included $5,000 for rent and remodeling
of a shop in a choice downtown location. Discuss how Linda mighg
change the financial requirements of . her locativn to'inerease her_

chances Of‘getc§:5;§ loan. ' - L

T 3. Linda Carson is a skilled carpenter. She asked for‘a $10,0 p loan to *

- &,‘
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Group Activity 3 . . ) |
. . .

3

In groups of three to five students, write a business description for ‘

Ted Lasser's cbntracting'business. The business description should be at

least 500 words long. R
- '.
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- ¢
- ~ A . -
Being in Charge )
o . ’ . S
R
L. N ! * hd A -
- Al .
-

. Goal: To help you learn about managing work and people as a

oL . ‘ carpenter in business for yourself. . .
’ . . o ’ N °
. ¥ ~Objective 1:. Decide how to divide the work of :
. a carpentry business among several people. = ‘
\ . -~ ’ -
! Objective .2: Pick the best person for a specific
T job in your carpentry business. .

) - ] .
Objective 3: Describe one kind of training you
might give your employees.,

[,

o
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"+ % . | TED HIRES {ELPERS

LD i [4 "

.
.

~

Once Ted got started on his first contracting jobs, he
knew how it felt to.be in charge. "It takes lots of self-
discipline to work for yourself," Ted thought. “I also
needthelp from ¢thet people. There are so many things I
must do each day."" - ORI

.
’

Ted came up with a plan for dividing the work of bis
business. - He asked ‘his wife Sue to help him with the book-
keeping and answering phones part-time. Ted agreed to pay
her a regular salary. : ’

-

Ted also had to:divide up the carpentry work. He did
the bidding for jobs himself. .He also did most of the work
on remodeling jobs. On large jobs Ted hired help. Depend-
ing on how much skill each task needed, he hired different
people. He hired.construction laborers .to tear out old
walls, floors, and so forth. He would hire other carpen-

- ters to help with construction. Ted got to know people who
did good work. Then he would call them first when he got a
new contract. If they were tied up, he had other people to
contact. . :

AN

Ted also arranged for other sﬁb&ontraétors to do work
that. was beyond his scope as'a carpenter. For example, he
subcontracted plumbing and heating work to people with -
skills-in those areas.

. . ‘Ted supervised all the carpentry work on each job. He
also gave his helpers on-the-job trafning when they needed
»it. One day Ted hired Meredith Templeton, a new carpenter's
apprentice, to help op'a large kitchen remodeling job in an
apartment complex. Ted took extra time to show Meredith

+ why he did each task a certain way and 'didn't taKe short-
cutse Ted had her watch him cut a pattern, .lay it -on the
formica, and cut the formica for kitchen counters. Then he
had Meredith do the next counter section. He showed her
" how to hold ‘the knife to~keep it from catching or cutting
her. }

Al




Being in CQarge

AY

>

What It Means to Be in Charge '

3

.You are "in charge when you own* your own business and work for your-
self. Being in charge means that you must make your own decisions. - To
be in charge you need self-discipline. No one makes you work or tells
you whac to do. For someone who is used to taking orders, learning to be
in charge may be one of the hardest tasks of small business ownership.

-~ ! ‘1 ‘ j

Learning to be iP charge takds discipline and persistence. But you

must - also become’gkiiled in directing your own work and the, work of
-

- \ vo

others.

e

Dividing the Mork ' ' <\\“

3 "

Many different kinds of work need to be done ‘in a construction or
remogeling business. The person in"charge makes sure that they all get
done. If you are a se1f~employed carpenter, you may do all,thelcarpentry
work and manage the business yourself.. If you hire people to work for
you, you haye_help. Bu&ﬁghen it is up to you to decide who does what.
The owner of a caitpentry or contracting business must divide up both the

construction work and the work of managing the business.- The work can be

.
divided among\yourself, your employees, and people- whose‘services you pay

for.
N

.

’

4

Paying for Services
+ 4 "

-

' L
Many small business owners pay independent agents'to help them manage

their businesses. You might® hire a bookkeeper, for example.
“ )




In' Ted Lasser's case, he hired'his vife Sue to keep thefboohs and
take phone messages. Sue also did. the same work for other cLients” Ted
paid to have someone help qith the books. But he still had to spend time
on money matters himself. He tried to'keep‘close ‘watch on the money

coming in and going out. He wanted to keep his business successful.

.
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A small business owner may pay for many services. ’S;me services,
like bookkeeping and accounting, help thgjowner make decisions about
money. The owner may decide to pay for. other Services to get the ,day-

«.to-day work'of the business done. These seryioes might ipclude phone -

anéwering:or typing. =

What to Look for in Hiring Employees

a

A general contractor or self-employed oarpenter may . have~regular .
employees or may hire people as needed to work on each contract. Either
- way, you should hire good people. They should have good skills. They
should also come to work when they are supposed to. Your own success
depends on good work®from employees. You must also pay them enough to
keep them working for'you. -You have to strike a balance _between keeping

salaries low so you can keep more of the revenues yourSelf andhggeping

4

your employees happy. N
' ) i /,
. s

As a boss you must: '

‘e select employees who can.do the work you.need to have done:
: - ‘ J .

"o decide what to pay .them;
o- supervise their work; and’

e train them as needed.
N , . v ?
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,"Supervising and Training’ Employees

be a supervisor youlneed to‘get hlong with employees. You must *
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make sure they do a good job without making them feel. stupid o:/pressing

them too hard.<
)
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Ted supervises employees differéntly, depending on their skills and
' their personal needg. He pfefers t% hire people whp don't need-much
supervision. But he “gtill has ‘to be there when t ey have questions, and
. he chec%; the work as it goes along. .

-

A business owner often Xinds people who want to work and are easy to

get along with but who need mdge gkills. Then it is your job to help
train them. e W .
y

- ; i 1T
Training someone well may take a 1ot of time. But it istrewarding to
pass on yourkown skills .and experignce. And you add }o your own success .’

o

when you train someone to do a bett.r job.
Q e
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You canh do some training on uhe.jo Working closely wlth employees

training. - You can also give employaes books to read and have them obServe
you or other skilled workers. .

.Carpentry business owners, need to define all the?fﬁﬁottant jobs that ‘
must get done in their business. They must decide which jobs to do them-
selves, which ones to contract out, :and which onés to ®ire-employees to
do. Before hiring an employee, §ou‘sﬁould decide what persona{ qualities
and skills the person needs to do t@e‘job. "As a boss you must also‘pro&

vide training to help each employee do the best‘possiblegjob. ) i ~
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- , Ldarning Activities
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Individual Activities ' - ~ : .

1. .List two possible benefits and two possible problems' of hiring car-
penter's helpers versus doing all the carpentry work yourseif:
N ' . ’ ° D :
2, /Jose Ortega is a self-employed carpentervwho dpés remodeling and
N repair jobs. His brotnermnanuel wants to worg for him. But dan&el
i has only taken one general carpentry course.sgo far. List two-ways °*
,///' N Manuel could get training so he could help Jose. ‘
4‘7/ : - . &* s : ] . N
= 3. "You'are a carpenter withnyour own business*-laying floors for officé
o - and residential buildings. You' want to hire an employee to help you
’ - with all aspects of the carpentry work. Decide which of the three
' - ; " Job applicants described below to hire, and explain your choice.

I

i Co /  Lee Jomes

. Completed apprentice-
) ship in flodr iaying

-
Ver& serious, quiet

person

.. Wants top salary

-

contracting business.

e

Meredith Templeton

Has learned wide
range of carpentry
skills in a voca-
tional program

Fun to work with,
eagy-going

In the middle of

the pay range you

had in mind

\

[}

Ray Harvester .

Some on-the-job .
training in rough
carpentry :

Eager to learn,
hardworking

Will start at
minimum salary

/
’ ) Al

List three ways you,could handle bookkeeping for your carpentry or
0 L ] - ' -
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5. You want to hire'someone to-install kitchen cgbinets'for a.big remod™>

eling job you contracted for. "List three personal quaiities or skills - |, -

you will look“for in the peréon you hire. Why is each one important? . )
N 4 ' ‘5

&

x Discussion Question® T e
/ * . .
1. Discuss wayé that generai contractors could find out about people who t
A - $ Py .

might want to do carpentry work for them.

4

;. ,
2. Would you use the same approach that Ted Lasser did to get hedp with .

bookkeeping and phone calls? Why, or why not? \
: A

- ‘ 3
3. Discuss how you could’ find out what additional training is needed by

a' new émployee you hired to assist you with carpentry work.

—

1
’
. ?

« Group Actiyity r ; .

’

“ “
* Suppose you hired a carpenter to work for you full-time and the person ‘

- turnedjgut to do very poor work. As a Elass, write a list of "Do's" and
T "Don'ts” for how you would fire this person. Think about such things as

giving notice, giving termination pay, and‘taiking'it over.

"%
®
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" Organizing the Work

|

Goal: -To i:elp you learn how to keep track of the work of a
> carpentry business.

" Objective 1: On a work order form, list what needs
to be done for oni of your customers. OX :

° -

Objective 2: Plah a work schedule for yourself or

’ an employee. _ -
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" . TED GETS ORGANIZED -

' Ted Lasser had been working as a .general contractor for
'six month§. He did small remodeling and repair jobs like
building Recks and repairing doors for homeowners. Ted
alss completed two large coftracts. In one job, he added a
second story to a home and enlarged two downstairs bed-
.rooms.. The other job involved gutting a small stucco house
- and replacing the interior, floors, cabinets, panels, etc.

] Yesterday, Ted's cousin Joe called to ask whether he
‘had seen the request for bids on the Gallovan Complex.

They were four classic ‘old townhouses in a downtown area
that was going thrOugh urban renewal. A general contractor
had contracted to remodel them into apartments. Ted called
the general contractor, Jim Divisadero. "Jim, I'd like to
‘bid on the rough and finish carpentry work for the Gallovan
job " Ted explained.

Ted stopped at Jim's office to pick up the blueprints. -

I He borrowed the key to one of the Gallovan townhouses.and

» went to check the floor-and the stairway construction.j
After’ checking. -the ~stairwells, Ted had an idea: "We can

N reverse the existiﬁg stairs instead of tearihg them out and
building new ones,“ he thought. “That will save a lot of

kil ' time and money."

N \’3 o ~ :, .
7~ Ted decided to bid on the- job. First he made a‘careful
estimate of the yhole job. Ted listed all the steps to be
_done: before beginning comstruction, 1ike tearing out walls.
‘He listed all the construction tasks that would be part of
“the rough and finish-carpentry work. Next, Ted £igured. out

) how many hours of "labor it would’ take for each @enber of

’his .crew to doeach task. To calculate the completion’ _
‘date, he figured in a.few extra weeksg in case of delays in
getting mateérials or _other problems-“ Then heamade a list
of all the supplies that he would need.

s

'

'o

* Now' Ted was ready to price ‘the jobs He “added up’ the
3,costs of labor, materials, and overhéad. Then he added a
- percentage” for ‘profit. Ted submitted a bid for the work on
all four townhouses. A few weeks later, Jim Divisadero # .
called to-say Ted: hadswon the contracts

Ty
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-
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Organizing the Work

i -
e . . ’
[} ~ .

-

g B

i Making an Estimate ' . ; . .

A - v . ‘

SR In the building. trades, a contractor or builder first makes an'esti-

A - mate of the materialgkand labor needed for a job. When more than one
i%5; . . person compet%s for the job, the estimate is calredta bid. The general
) ) * vcontractor usually awards subcontracts to ‘the person in each specialty

? :’ *  trade who submits the lowest bid. ;Sometimes a higher bid is accepted if
g ! the contractor promises extra work or to deliver faster. .

- * ! t
- .

[ - ~

. . When Ted gets a contract for an entiré‘job, he acts. as the general

.

= contractor. When he bids on only part of a job he is a subcontractor.
Carpenters sometimes act. as general contractors. At other times, they

are subcontractors for comstruction or .remodeling jobs. <
- N ‘ . ¢

. .

g In making a bid the general contractor or subcontractor must take

‘L

& e into account the cost of materials and lapor as well as other factors.
3 ! .,
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¥. - . Work Orders - & -

KE ’- .o T . T . ) S . ¥ . v .
%‘n / €. » . . - ‘.
gu\l' o Sometimes a' self-employed carpenter or general contractor accepts a
i ' ‘ ' .

job that takes more than one person ta do. Sometimes'it_is-a very large,

complex job, like remodeling séveral townhouses. Then a superintendent
/Ay be hired fb assign work as the job progeeds. On smaller jobs, the
person‘in charge can,use a written work order to ‘assign work.

4

- .
‘e -

-The work order records the agreement between the property owner and
the carpenter/contractor and requests=workcrs to do the work. Recently,
Ted Lassen was hired to build a deck and putwin a- s1iding door\Jeading to
it. He and Meredith Templeton did the work using the work order on the

.
. N, -

next page. : . L ‘ ‘.
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WORK ORDER

-

FROM: ‘Lasser‘Remodeling and Home Repair Service
12495 Roge Avenue//

WORK FOR: Renee~DﬁB°iS(; -

1177 Elm, Villa Loma
JoB: Install Deck and Sliding Door ‘

STARTING DATE: __ 3/3 ~ ENDING DATE: __ 3/11

~ Person(s) Estimated S )
Doing Work , Time Description of Work*

Tempgleton 2 days Tear oyt wall and prep for patioc door
installation

. Templeton, 3 days ' | Build and secure redwood deck, 10' ¥ 12
Lasser -, . .

-

Lasser 1 day\ . Install patio door .

s *See proposal #103 and Plan #103 for. com
plete details

t M

WORK STARTED ON: 3/3 TOTAL MATERIALS, 44 - $1,800.00
WORK. FINISHED ON: 3/11 ~  TAX ON MATERIALS (5%) 90.00
' - . _ TOTAL LABOR ~ .__1,200.00

; _ TOTAL COST- . $33090.00

L4

CUSTOMER'S SIGNATURE:

-

" * The wotk order gives-the customer a record of the work to be deone. ’

& v

It also reminds the carpenters who will do the work to schedule time for
. the job. - _ . !

W
-
b

.Scheduling Work
" . . /

Careful scheduling is important in construction and remodeling work
for at least two reasons. Flrst of aix you are expected to complete_ the
job on’ time., Unless each task takes pldce as planned, you can get far //_,

behind. Second, certaigﬁjobs must be done. pefore others can be started.

.

For example, drywall cannot' be put gn.uﬁtil the frames haGeibeen bgilt;'
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N : ° Besides needing to do tasks in order, you must also plan your schedule

to fit with the tasks of"workers in other specialties. For example,-the

) ' construction electrician for the Gallovan job will have to do electrical - .
wiring after Ted's crew consttucts the fremes and before they put in dry-
wall. ’ - - ' z
. .. . . Awork schedule helps you assign people to tasks and make' sure the
) tasks all get done in the -right orders You can also use a written schedule .

to remind yOurSelf of points during a job when other-consttuction workers
need to come in.

' - Y
§

- . . - . .

Co o When a general contracior or subcdntractor does a large job, the tasks

‘ may overlab somewhat. For example, after Ted's crew has finished tearing sy
out old consttuction in one townhouse, another crew can begin new construc-
tion. Then the first crew can start tearing out the second townhouse. “

\ :' . . < . - \ " » : LT

'1he schedule ‘may be changed many times to keep workers busy in sgpite
 of delays. If a paint shioment is late, for example, the contractor may
’2{7 shift his construction crew to working on countertops until the paint
:_ ) arrives. -This is not ideal because then the paintets have to avoid get- '
.ting paint qn the new counters. Bat’ it is better than havipg workers idle.
Because there are so many unknowns, the schedule.fo; a job must be i f‘
p . rleiib;e. There are many-}mportant things for contractors or supcontrac- «

tors .to keep'in mind in scheduling work. . .

2

First, they must estimate the total length of time in which they can do
the job, taking/into account possible work stoppages,’ délays'in delivery,

I3

. etce. R ! - .
s . . -

Second, they must arrange tasks in an order that will .allow them, to

/h " assign workers quickly to.other tasks when they finish Sne task or when

- »

they must Wait\for someone or something to¢ finish a task. ‘

) : ' s

. v
5

J Third, they must make sure they know workers' personal schedules. Then

they can quickly replace or reschedule people .to keep the work moving.

—5 ' I ‘
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Finally; they must make_sure the people who work for them or who must
cogrdinate with them know their own personal schedules. A worker or the
general contractor may need to get in touch with you quickly. You can
post :your®daily-schedule at the work site. Or you can “Teave it with the

" pergon who answers your phone when you are out. - ° : .

\ \

Time Planning . .

’ . - N
° -
[}

* A major problem for mos? smati business owners 1is planning their own
time. Owners tend to work long hours, especially when they start the
business. 'There are a number of ways to improve your use of time. One of
the most useful is to kist all the things you want to do. Then rank'%Qem
‘in order. of importance and do'the most important ones: first.

Having a written daily schédule also helps §ou’plan your time. It is
important to make reasonable time estimates and to allow time for the
unexpected. Try to allow: time. for doing the things that you enjoy doing
as well as for things you have to do. Try to group tasks. Set aside

* regular time periods for all the necessary ones.
0 . o, . ’

Often a person will find that.there just -isn't enough time to do
eVérything. Then you must make choices and accept the fact that some
things on your list won t- get done. At that point, you may need to talk
to other peoplé and change agreements on getting some things done. 0r you
may need to delegate some work to others so that you have more time for 8

management tasks.._

i

Summa
. , ' . ’ ) s
Making an estimate ‘and bidding qn a job is the first important part of
organizing work for a remodeling or comstruction business. On most jobs l
you may use a work order to assign work., .Scheduling and time planning are

important whether you.work alone or with others.

45 .4 ‘ -
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Endividual Activities

1.

}

List three things you will usually find on a work order for a home
remode 1ing. busin;ss. '

Ted Lasser replaced two wooden§gbors in the Roberts' house. He boughtl

-,

the doors for $75 edch plus'5% tax. ~He spent five hours taking out
the old doors and putting in_the new doors, and charged $30 an hour.

.

Fill out the work order below for this job.

o
- . »

Person Doing | Description of Work | Materials
-~ < LS . “e
Work .

TOTAL MATERIALS
TAX ON MATERTALS
TOTAL “LABOR
TOTAL coST

-

.
. . A, P 19
« v ] '\ *

-

L .

¢
s
H
{
3
i

'deay Ted has four jobs he must daf and three he would like to do if
3he,can. Q%ll out a daily wark échedulé ﬁor Ted using the information

<

on_the neitepage. : s : ' .
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. Must Do: 2T Estimated Time: .
‘ Complete Tyler job : s 2 hours ’ 71(, a
. Get building supplies for patio 1 hour o
T Lay concrete for’ Warner‘driveway 3 hours '
Estimate building addition for °
- ! ~,Hernandes lhome 1 hour 4 .
Like to Do: . ¢l : ’
' Vipit dentist * 1 hour -
. Order new business cards - 1lhour
*»  Get car radistor fixed 21hours . _—
Morning ' ‘Afterpoon T
8-9 - 1<2 -
9-10 W 2-3 g
10-11 34, - - :
o11-12 L 4=5 ]
12-1 Lunch 56 : ' .
[ ) { ‘ I
4. List two reasons for keeping a written daily schedule if you own a
home remodeling business. . R 3
e v .o . - ' ~
_ . -y .
5« A work order is usually not enough to assign work for very large
jobs. List two other ways a contractor might assign wo;k on espe-
. clally large jobs. o i (

.

Discussion Questions . )

- ‘ 4
“ . .

"1. Look back at the daily schedule you filléd out fog Ted in Ihdividusl

,

Activity #3. Discuss-your reasons for leaving oyt the task or tasks:
- . N -

‘you_left out. ) B : .

b} ‘ . 7
R . . N\, .
%._ What problems could arise 1f you did not use a work order but ust
"~ ‘told your employees what jobs to ¢o? 5 : ' R

. : . /s
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3. " Téd enjoys doing carpentry wotk. But since,he began his home remod-
. " eling business he spends®less time on carpentry tasks than he used

P to. Does this mean he made a mistake? Why, or why not?

-
.. . °

Group Activity

.
’ L
t

Willie Jackson is a self-employe& carpeﬁfer. He starts each day .
. eatl&,'dqing the “books and answering phone messages. Then he looks at
supply catalegs and ads in fhe paper fox’sales'on supplies. Then he goes,
out on re;air and remo&eling ijs. But he usually finds that ;he déy

ends before he gets as many jobs done as he promised.

.
.

_ As a group, come up with three or more ideas on how Willie can improve

his use of time. ' ‘
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Cn - Goal: To help you decide how to set prices for a carpentry Lo
' business. . o -

. . Objective 1: Pick-the best price for one of the
K . services of a carpentry business. , \
. . 4 * ‘ . 1Y . ’ :
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TED DECIDES HOW MUCH TO CHARGE

©

-

-

Ted knew that his buginess success depended on hod'well
he set prices. If he charged too much,:people‘wouldn' t’ use
his services. If he’ ‘chatged tob little, he would losge
money. When Tim Roberts ‘agked Ted to replace two wooden
doors in his houge, Ted .filled out°a one-page proposal to
estimate the prige of the job. The proposal listed the -
total cost of the materials, tax .on materigls, the total
cost of labor, and total price of ‘the job. Ted also added -
a percentage to cover his profit. ,When Tim accepted the
proposal, Ted wrote a wotk*g;dgr using the sageramgunts for
labot and materials« ‘ ~j;¥n\‘ N

When Ted acted las the general contraétor on a lafge
job, his bid included an estimated cost for:. (1), total
materials, plus tax; (2) total labor, including salaries °
and operﬁting expenses; (3) subcontracts: for plumbing,

. electrical work, or any o"thet’work that was part of the
overall job but that Ted's -carpentry crew did not do; and -
(49 a’ rofit @n sthe” dverall job. R

- <, >
s When;Ted gid “on the subcdntract for the Gallovan job

Whe@knew he. woyld be compgting agaisdst other subcontractors.

“’Angé éince it wag.such’a bBig” job, evem a' small mistake in
estimating costsecoul eanc, big loss. .Ted had “to price

. only the partegf‘the remodeling “job that- involved rough and
finish carpeptry wd k. In’ thig case, he did not have to
worry about cos&s 0 ﬁébntraeting to other peopleg But
Ted's own subc qraét was’sgﬁil a big job, costing well
over $3,0Q0. d had tOxestimate ‘carefully the cost of
materials and labof. He alsoihaa td add a percentage for
his profit.. ) .

i Since~thelGallovaﬁ fobﬁa'_ biggest he'd ever bid’ ’
on, he decided tostake a ‘bit.o profit to help him
win the contract. Ted alfo tried to keep costs as low as
possible. - . , Cw . LY

\ ~=
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R Setting Prices . S S - . ‘
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£, —~ Pricing is important in a carpentry business. First you must set ‘

aZ

¢ your hourly charge for. labor and operating. expenses. Then’&ou must decide :
~ ~ how many hours a certain job will take. You also have to decide on the
Materials you'll need for the job and how much they'1l -cost. Finally,
you must decide on how much to add for profit.

/( If you set your .hourly rate too high, you'll lose business to your -
competition. If it's too low, your profits will suffer. If you make a

. "mistake in figuring.out'yonr needs for a certain job,' you'll also have .
problems. Good pricing sense is essential to earning your "bread and Y -
) ‘butter.” h < -~ o - :
¥ - I
;. . Factors That Determine Price ' (”

&

When.you prepare a Bid‘for'a carpenfry job, you must think about -

- Y

. three things: ‘cost of materials, eost of labor and operating expenses,

and profit. ‘For materials, you will ‘charge the customer what you paid to
buy thems For labor, you_ w;ll charge a standard hourly rate multiplied
by the number of ° person-hours needed 'to do the job. The "labor" rate
covers money paid for salaries, rent, utilities, and other opexating -

expenses. You must also add a certai&*amount for -profit. .

~ Total materials. This is the cost of the carpentry sopplies needed ‘
*?65 construction or remodeling jobs. This.is also called cost of goods
sold. For - example, to build a patio a carpenter must buy nails,. redwood,
cement blocks for the foundation, and other materials. g
et . ( i ot . - L : T /
—~ A gkilled carpenter is able to figure*out in -advance how nuch of each
;1 type of material a job will take., Once the job starts, . the carpenter must . (

use” the maberials carefully to avoid migtakes and waste. v ‘ f /
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: ’ The cost of materials may vary. It depends on which supplier you use
‘ N and on whether youJuy a large or small amount. It also may depend on
i whether supplies are scarce or plentifuI at that time of year in your
ﬁ;ocal area. < . .
r~ - . : -

Since materials costs rise rapidly, it is important to ensure'that

L the prices suppliers quote you today will be‘the samé at the time you're
.ready to start the job. If you think prices will change, you should add

. ~somethins o your estimate to cover the expected increase.

K a/j. - -
¢ .o ~ 3 \'

‘In gome states you must pay.sales. tax on—uaterials you buy. , You need

. A to know what percentage of sales tax to add to the cost of materials.
L) v . .

Then you card add it to the estimate.

i i

' Total labor. This is the hourly cost to cover the wages of the car- ¢
penters who work on a construction or remodeling job plus operating )

expenSes.' To figure out yourghourly labor rate you, neéd to know the

hourly wage you pay each worker. Hourly wages for carpenters and appreh-
qw‘ B tices may be fixed:by the carpenters' union. If jou use nonunion, labor, .
. ' you an be able to ‘pay a lower waéef\"You must add payroll taxes, fringe |
; . . benefits (such as medical cdverage and sick leave), and insuranoe.‘ Next
' you must- add a percentage to cover “your other operating expenses. This
o " includes expenses such a rent and electricity for your office, repair
' and depreciation of equigment,'office'suppliesn and QQVertising. A
~ . . . ‘ ,
” In-estimating the number df hours it will take to.dota certain job,

r 1}

you must know: ‘ ~ (A S .

5' -

s ® what workers you will need ,for each part of the job; and

T : o _the number of hours you think each worker will need to work on
. the ‘job. S ) \ :
N /
3 // -~
‘You must take intghaecount possible delays due to bad weather, late .

2 g

s delivery of supplies, etc. Contractors and carpenters often add a certain

amount/éf hours or weeks to the labor estimate to cover such problems.

When you have 'decided on the number of hours the job will take, multiply .
.r/ . ’“\\ ' "" . « )

-,
i




Soraioesy
:= '
-

-

’ - . ! . '/\ LY
' this number by'your standard hourly rate. Include this total in sBur bid

. to the customer. : . )

5o .

R EREEER
N

A~

. - Profit. This is the amount you add to tﬂe’ptice of the job beyond
what it will cost in matetials, worker salaties, and operating expenses.

- - " Out of the profit you pa; your own salary and make imptovements in the
business. Fot example, you may ‘buy a new truck or more tools or temodel
your office. Profit is your tewatd for running tﬁé'business and taking

¢ tPe‘tiSRSOC\F\ . B -

¥
- . I3 N

) ’ A typfcal profit matgin in the consttuction industry is ?bz to 15%.

However, the percentage ‘of ptofit on a job can diffet depending on how

<

much the estimatot thinks the customer will accept. Conttactots or sub-

conttactots try to put the ptofit fee at the highest possible level that
- . allows them to win the bid. Deciding the petcentage of-profit 1s one of

-

the most exciting parts of estimating each job. .

-
A\ . - ~ 7 s

On small jobs a fixed percentage may be 4dded to>tﬁe hourly labor

.

- . charge to ptov:;; for profit. On large jobs tne(ptofit fee is added to
erials and labor.

the cost of ma ’

% - Cost. of subdﬁnttacts, if any. If you become a general conttactot,
% ", ) you will be able to bid on jobs that involve more than carpentry work.
?‘ v Phen thete is a need for electrical witing, for example, “construction
A ’ ~electricians. will bid on a subcontract for elej\xical work. Theifr bids .

s will include their own estimates of the cost of matetials, labot, oper—- <
%: atxpg exXpenses for their part of the job, and theit expected profit, In

a general conttacting bid,. you include the cost fot your wotk plus the

cost of all subcontractors who'll be working with you.

Es

[
-

. w - N .
Other Factors That Affect Price ) //

. . . e . /
. . .
A

ompetitiog. The ptiges your competitots charge also affect what you
can charge for construction or temodeling work. This is because customets

often get more than one estimate when tgfy want a job done and cOmpate

»

~ \ 5

‘.
~
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prices. Everything else being equal the customer will usually pick the

.“// - -
lowest bidder. ’ \\“\ :
L N . 7 -

If you do work of better quality or work faster, you may be able to . -

e

Ty
get business even though.you oharge more than the competition. But most

c@stomers take their business to the person or company charging the\least.

7

I - ' ~
. v -

-

.

+ Demand.
charge. Certain kinds of work have to be done, so the demand for them

stays: highﬁeven if prices rise. “For example, if there is dry rot in the
subfloor of a family's home, it must be repaired before the house is.

sold.
If the coSt turns out to be much higher than expected,--the family may - °

But suppose a family wants to have a deck built fh the ,back yard.

simply not have the job-done. The demand will be higher for necessary

work than for work that people can live without.
<t

‘f\ s
b .

Demand can also, depend on your own reputation. If you become known _

for good, fast, honest work, more people will.bring jobs to you even-if

you charge a‘'bit more than someone else.

-~
P
A

[ . - 1.

- 3 . N

Summary % . . ’ : :

¥ s

In setting prices for carpentry work you must takeq;nto\account-the

cost of materials, cost of labor and operating expenses;*and profit. The

_amount of competition‘and the demand for your servides also affects what -

you can charge. 1f you~Serwe as the-general cqntractor fo¥ a remodeling

or construction job, you must also consider the costs of subcontracts in

» N L

v .

setting the price of the total job.

<
~N

prs

&~

Interest in your services will alse affect what _you can -

T,
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List three things that are’ included in the hourly labor rate for a

.

remodeling business.

- . . ¢

-

-

-You just opened a repair shop. and someone asked you to estimate a
job. You think the job wﬁll cost you about’ $40 for materials and

tax, and $4§‘for salarizf and other operating expenses. Your compe=’

tition has estimated thé job at $105. Which price should you charge~-
$85, $100, ‘or §1257 . .

| ' . e
' .
,

-In paking an estimate, Ted Lasser.figured that materials'plus tax

would oost,$5 OOO. alaries and operating expenses would cost $5,000.
He wanted to make 1 % profit. How much shog;d he estimate for ‘the \
job‘? s ' § . . ‘

.
. 2 A
v,

‘e s, -
3 N 3

- . > - s

The ;price of wood and maspnry has gone_pp by 10% since last year..
Ji11 Traveérs deéides she must either raise her prices or cut down on
‘her number of mployees to keep her. carpentry'repair business&ﬁrom

going into de ot List one problem that might result’ from doing each

.A‘gz

L
i

T
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‘ . Discussion Questions - - S e >
,. . , we . ) : * - .

1. A carpenter who runs a remodeiing busfness and‘has hired employees o

has—to take into account some factors'in setting prices that a car-
pentry business owner wor£~‘\balone -does not. Discuss such factors.

. . - ' 'l N
. 2. "Ted Lasser would save money by not making an estimate on‘each’ job,

because he would not have'to spend tite traveling to the job site and

i ‘ making the estimate. . ;'ﬁ . - ]
. L .
. R ,
- ' , Discuss what is wrong with this stitement.
o -

i 3. Discuss ways that you could increaseathe demand for your carpentxy o

services. . o S ' . )

. . . ' ’ ~
» .

. Group Activity ~ o . , )

. In pairs, role play a‘Hiscqssion between Ted Lasser and Tim Watson,"

yhb needs to have the flgbr andisubfloor«infhis living room replaced

) because of dry rot. Try to come to an agregment.
v Ted's point of view:. Does not want to give a firm estimate .
because he doesn't know how much damage there is. Would rather
. . charge for materials- actually used and time actually gpent. ’ :
s . "  Tim's point of view: Wantg to kmbw how much the job will . . '
C " cost before he®yives a go-dhead on the work. If it costs too - .
T "« much, he would prefer ;o‘wait\dhfil he can savé more money. ° '
. . A ' : Cw . > : Lo . CT
' B, * . ) * . 4 - ,
‘ - ‘ . , - -
. Q&;:’ ) ’ f . P .
X" / \e !
&V K -~
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Goal:

Adveéiising and Selling

L3

s o "

v . -

To help you learn ways to advertise and sell the
services of a carpentry'business. v

[ 4
s .

‘Objective 1: Pick pne waynto~éavertise a carpentry

business. : . .

- - :

Objective 2: Design a printed ad for'a carpentry.
. business. LN \ :

B . v .

v,

o Objective 3: Describe oge way to sell the gervices

of a carpentry business.
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TED LASSER ADVERTISES f
s %

3 . >

In Ted's new area, there was a lot of competitions\
There was also a lot of potential business for a good L
remddeling contractor and carpenter. .

>

Ted -decided to put'at least $900 into advertising. He

had business cards printed and- had forms%and stationery

printed with the _same typeface. . . 3

- . - -

He wanted to have an ad for his business in the Yellow
Pages under "Contractors, Alteration.”
¢ ! « N
When the Yellow Pages came out a few months latér, Ted ~
decided to advertise heavily in the local papers, too. Ted

designed'a written ad and took it to six local newspapers.

éeqéd 8 advertising, Ted relied~on his good reputation
to bring h usiness. The more hercould satisfy his cus-
tomers, the more likely they would be to, te11 others about, -
him. £ 4

7z

As a general rule,wmeﬁ tried te be: polite with everyone
- he'dealt witH.- gﬂﬁfhardest part of being“polite was whep
Ted had to deal 'with owners who did not understand carpen-
tfy and wanted things done their way! .

As time went on, Ted got better at»dealing with custo-.
- mers' questions. Sometimes Ted sent an assistant to do a
repair job. But he never sent someone out until he had
trained that person in how. to answer the customers’ ques-
.tions. "Be polite and patient, and’ te11 them what they
‘want to know,” Ted told his workers. "If ythey still have

-~

questions, call me. o - . e

*

Good customer re1ations tosk 1ots of time. It was
_time that Ted would rather have spent sawing or hammeTring,
or even paying ‘bills! But he knew that to succeed in his
business, he needed to pay attention to every detaﬁl.

" Getting along with people was one of ‘the most important
: "details" he could think of. P

r

As soon as he'had moved, Ted went to the phone'Eompany.

“

e




_ Advertising,and Seiliné A
. ¢ . . ) . ( R
' ' N -
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_ Advertising Methods . - .

v ° . ¢

When a carpenter starts a business in construction or rgmédeling, it~

pays to advertise. Advertising helps you stand out from-your competition. ¢

< . Even. -more important, it ‘lets people know what services you offer. Unless

you have more business than you want; you should spend at legst something

on advertising. -
~ =~ 8
: . . *1;'13% "
X ~  There Yare many good ways to_advertise a contracting ori&onstruct on .
' - imsiness. , - :
. N = \ >
* w .. ., Word.of mouth. People who have used your gervicées and have been.

satisfied will probably tell other people about you when they need those: .
services. “Having a reputation for good work at a fair *price and for B <
doing jobs on time will help bring you\new_business. These,qualities o

T will also bring your old customers back again. . ‘

Loy - - T i . ,
v : , . - &

" A business card. *Your business card is a good way to tell people .’

about your business. You can have a large number of cards printed at a .

fatirly low price;/!lhen you can hand a card to your customers and sup-

pliers ‘as well as-to qther people whom you_meet. - p

e - ) N : . \

. ‘Printed forms and stationegy, Some business owners use-standard forms }
N

and plain stationery and enyelopes;beeause they cost less. chers'think

it is worth' the extra cost to have theirzowﬁ business name printed on the
forﬁs and stationery they use. iet's suppose'you did~a job for someone

three'years ago.. In checking her files, she finds your work order with
your business namé¢ and phone-number*printed right there. This could make
the difference between her ca11ing someone else or bringing more business

won

back to you. A h . . n

2 v
4 ¢ . - o
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- The Yellow Pages. People who are looking fo buildinglkfémodeling,
or home repair services may turn to the Yellow Pagéqfrﬁ‘tﬁe P ohe book..

You should have a one-line listing of your; business name an& hone number
under "Carpenter or Contractor, with‘your specialty 1isted For exam-

ple, you might have a listing under "Alteration," "Masonryt, or "Building,
General"" depending on your?®type of service. ; . 5ﬂ

. ' L . .
A special ad in the Yellow Hdges costs more. But it kélps readers

see what is special about your business. If you offer épecial services,-

or {f you. simply want to.stand out from the competition, a special ad can.

make the difference in getting extra business. C '%% :
+

¢~ :
Newspaper ads. Ads in the local papers reach large numbers of people

at a fairly low cost. Newspaper'ads'are a good way to build up new busi-

ness or to advertise sales. They are also useful for introducing a unique
product or service. * . -
- .o > : ’ -

Most, city newspapers have a section ‘in the classified ads that lists
o

'people in different‘trades who* have special services to provide.  If’ you
are willing to take on a variety of Small or -odd jobs, this may be -a

wbrthwhile way to advertiSe. )

’ L

~ , _\
“Your vehicle.  If you" use a truck or vam for your business, you may

’ want to paint your business name, etc. on 1t This helps attract new

clistomers and ‘gives a professional image QO your business.

-
- i . N

- -

o~ w

Other methods. You could advertise’ your businesp in still other ways.

For example, you éould use direct mail, radio,.mr TV. ,Outdoor advertising

/

should include.a sign on the building where your business is located.. It~

should also include a sign at the construction site naming the gene;al
contractor for the job. *The adgertisang medium you use depends on the

kinds of customers you want’ to_aftract and how much you want to spend-.




W - . . S ~ ”
What Makes a Good Ad? ' ) 9 .. ;
- ‘ T = N . ’
‘ - Newspapers and TV broadcasts are full of ads. What makes one %atch .
" your attention’ Here are some general rules of thumb.. . -
. . .
A good ad needs to be simple, so“that people who hear it or see iﬁ*
understand what it is about. ’ T l .
e \
M .
, The ad should stand out. ‘It should catch people's eyes or ears so ’ )
. they will pay attention and will remember what was sald. . .. . , -
Your ad should be easy to recogniZe, so it mdkes people think about ’ ¢ -
your business. Having a special jingle, tune, or slogan could help
people tune into a radio ad for your business and recognize it the next
.. time they hear it. . - - ; i’ oL
P The ad should givé people important information abouthyour business. ; . f;
"For‘example, your locatiom,- phone number, services offered, and whetherv A -
you accept credit, cards are:items that will help people decide whether to . )
. bring their .business to you. ’ , N - '
| e ‘ - R
R ' . The ad should also make people want to buy your products and services. )
; A remodeling business, for example, could appeal to people's desire to- ‘
Teo make their home as roomy, attractive, and comfortable as possible. or it
: could point out how much the customer:can save by remodeling compared ,
: " with buying a bigger house. j : e o o
;ﬁ | 'Selling-Your Services : . . ’-3 o S we i
:. . ¢ - & - .
N , ’ : . ,. >

- Once you have attracted customers, you must "sell™ them on using your

services. Here are some examples of how to do this.

-~ o . -

)

Offer services of highiqualityw-'lf you use cheap materials to keep

the price down,;be gure that is what the customer wants. Most customers >

.
. - .
k3 -
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) ’ . .
i&eat customers with respect and e. Besides being polite, you

on and- information. A "hard- .

must be,prepared to g%%g the customer atte
hand, you shole ot

sell” wfll turn sdme customers off. On the ot
/

expect your services to ssell themselves. You must e
to off r and what the choices are. You should not #push tustomers. But ,

if they ask for help in-deciding,'he ready.to respond.

- ~

<

' Be businesslike. The way you conduct yourself is part ot being busi-

nesslike. You should

e

e greet customers and talk to them about what they need; /

e explain the products and services %ou offer;

® ansWer questions“ahd explain,why a job costs what it does-and

- takes the time it -does; and - \ .
. Y
® get an agreemeng in writing as to the termms of the- sale and whpen
the job will be paid for. . ARy p

[

P E]

Being businesslike also means having a business area that is attrac-

,.

tive. - You want ‘to impress your customers with the neat,*attractigg'Work

* you can do. "So it helps if you and your employees -are. dressed neatly.
It also helps ifryou keep your vehicle and tools neat and-orderly._ -

e . . 0w . *

3 “ P I e e

Eopeg -

Eareggbout'your community. The work you and other carpenters do will

have a major impact on yoyr community. It will affect the appearance and
layout of puildings in the area and, thus; the way people live and work.
In the construction buginess you need to be copcerned about building codes

A -

and living patterns. o

3

v

It is also important to have a good relaéionship with other businesses ’
in your .community., If ‘you cannot meet a customer's needs or cannot safely
take on a’ certatn contract, you should not accept the work. * You might

" know of  somieone Who would be better for that particular job. Then you
could refer the:-customer to that'person instead. If you have timea‘you

Ad

' : /. 65"

-
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. might also help with worthy community projects like sponsoring-a bowling
g team or donating materials for, an auction. ¢ - '
. . . . . | . ) / | . ‘X-‘
r” . . 4 ’ o "
oo . L .
- ] Summary v o .
: _Advertising-lets people know what services your business has to offer.
There are many ways of advertising, depending on the types of people you~
' waa-e\ to attract and how much you want to spend. To’ sell your business .
you must meet people’ 8 needs, deal with them in a helpful way, and be a
o good community member. . - u . ,
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G Individual Activities . ’ ' . . K -
3 g .o . ’ +

. 1.

-

.List three ways to

homeowners or builders .

L Y
. —

-3

-

’

- -2.-—-List three things that awgood ad for your busifiess should do. .

se11' your carpentry services when you deal with

- h 3. Match the, advertising medium on the 1eft. with the statement that fits .

_'_, ' ‘it best! . g o ' ‘

= , ______ Word of Mouth . a., Basy t_o kee;a andy ' - .
. ' Newspaper Ad b. Reaches peg¢ple Who want to buy but '
‘. - - Yellow Pages don't know wh'om:t:.hey want t),.buy‘from

’ Business Card c. Does not-cost anything
- ) & - d. <Good for advertising a sale’
.. - - . 1 * . N -
‘~4. People hire-a 'carpenter or con'tractorl to ;'emsdel ir homes 'fora many
g . reasons. Gheclc which customer needs you think Tgh:\a/sser's remodel-
' — i > ing bnsinessg'ap.peals_ - ach—néed ye"i"
‘ ' . "checked. ) ) : ‘ :
. . Comfort. - ) ™ b ( ’ i}
: a ~ v e Coyﬁrenienge ..t . - - e " . )
" ) o Pri;ie\:)r statug ¥ - . \ )
e ey T ,.
. : N ‘Security ‘ . - . . . - X B )
. - :5. List one way in which .you would want to advertise your remodeling or
s vt building- business 6n a regular basus and your redasons for cBoosing it.

-
-

.
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Discussion Questions ']

o

Al

?

1.

ll

Team up with another student. “Role play the first contact between
* Ted Lasger and Lee Thomas. Lee is trying to decide whether he should
- r

have Tdd add an extra room to Lee's home or whether he should turn

- the carport into a room and do the work himself.

A4

;o '
2. Can an ad be(iiked by some customers and not by others?* If.you owned
a rem®deling business, what could you do about that?
3+ Joseph Raincloud just became a licensed contractor. He lives in a
, " rural area and warts to speciéiize in remodeling farmhouses. Discuss
. the advantages and disadvantéges of advertising his new business with:
(a) skywriting; (b) television; (c) direct mail.
fie ) . ra
. . ., ,- ¥ . :
Group Activity - ' ’
ki A ’ ‘*

Working in groups, design a printed ad-for Ted Lassgr's remodeling

business."Decide.whether you want the ad to appear in the Yellow Pages,

lTocal newspapers, or a flier to be mailed to people's homes. The ad

W
should include:’ (a) a headfine, (b) copy; (c) an illustration, and

(d) information identifying Ted's business.

IR T SR
T oy .
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. \ Keeping Financial Records
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- 9 . ~ .

Goal’” To help you learn how to keep financial records for a
’ carpentry business.

~ I} ]

Objective 1: Fill out a customer billing form for
carpentry services. i

Objectivé 2:  Fill out a daily cash sheet for mdﬁey_
you receive and-.pay out in one day.
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. . Goal: To help you learn how to keep‘financial records 'fer a .
carpentry business. . '
’ . Obfective 1: Fill out a custdmer billing form. for ’
- carpentry services. ) o 3
) \ . < ¢
. . ' Objective 2: ' Fill out a daily cash sheet for money . -
oo . you receive and pay out in one day. ° s = Lo
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. to-day " revenues and expenses of his business.

o " Ted decided to start a new payment setup.
“-customets to pay '1l/3.down when.they accepted the éstimate,

-who kept~the—books—for the
'Ted’s cousin Joe.
o

A - s -

TED ‘LASSER'S FINANCIAL RECORDKEEPING ™

. . N . -
* .
» ; hd N 9’( ¥

- . . M
. f ' ‘ .

 When Ted started his remodeling bus ness, he asked SueJ~

'to set up a separate checking account and set of books for'
the business. This helped him keep his business experises™
separate from his personal expenses. Sue started fiTling-
out a daily cagh sheet for Ted, It kept track of the day-
Having a
daily record made it easier to catch errors fast. It also
hélped-Sue prepare a- monthly profit/loss statement. ‘

Z-}’r—' T &

* -Then another problem developed. “Though he got lots of
customers, Ted sometimes found himself out-of cash to pay
his OWn bills. This was because customers waited until the
work-was done, or even ‘later, before paying. Ted also had
a, customet who insisted he had already paid. Ted wasn't
sure whether he'd ever be able to get, his money for that

job.," . oY .

. . . v -

He asked.

1/3 at completion of the job, and the rest within 30 days.
He also ‘gave ‘them a written receipt for each payment.
plan worked \well for small jobs for homeowners, which were
a big part of Ted's buginess. When he’ won. the ‘subcontract
for the large Gallovan' job, though, Ted was not sure how.
well it would 'work.

% K
B ,
) . ,_ LYV

He explained tHat large contractors and sqbcontractors
often keep records based gn the’ percentagefof completion of _
each job. He said this system would relate Batter t& tire
monthly payment*plan by which Ted would be. paid on the .

Gallovan complex. T

- . ~ . - -

"For now, I can get by with the one-third doWn system ,
. and daily cash sheets," Jed decided. ™But when more than/
“half. of my revenues start coming from-
to change to a new system."” .

¢

Ted .also began keeping track«ofwhow actual . costs _eom-
pared with his estimate. This helped him'do a betper jqb
of estimating costs on future bids. T )

Ted_and Sue talked to ‘the accountant ™
nerai‘contracting businéss of .

>

This

L

>

P

liige jobs, I'11 need *
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,.ihe Importance of Good Financial Recordkeeping
: * ., . o, ':" : =

. To succeed in business for yourself you need to be a good tarpenter.

.o You also need to keep track of finances and make money decisiofis. Whether

»

" you do your own bookkeeping or hire someone to do it, you wi11 need a,

systom that -works for you. It mustfgive you the information .you need to

~

‘run your business. - , ' o R :

! . Lo -t . ~ It - NN
»
¢ ¢

You need separate financial records for your. business. Such records

® L.

help you in many ways. . t

s b Y
s - -
. .

,' Kaep Prack of revenues. This is the money coming into the business.

Modey wili‘come into your business in the form of cash, checks, and credit

payments. It may come in for work to be done, work Just completed or

e :work for.which the customer owes you. You need to keep track of all

these forms of revenues. . s . .

. . t, '

~

R
\

Keep track of expenses. This is the money you must pay out. Money
-

must be paid out for' supplies, overhead, émployees salaries, and other
bills you pay to ‘keep your business going. Good financial records show

how much and to whom you paid expenses.

, ~ h

Write ‘business reports. Business owners must prepare financial

reports for tax purposes or to get a loan. Good records make it much

easier for you té prepare reports when you" need to.

P . - S, . - b3
. e el e

- .

~ Make busineds decisions. To improve your business or raise your prof-

its, you need to know how 'you have': ‘done so far. Unless y0ur recorﬁs te11
you this, you cannot make wise decisions about the, business. For .example, *

Af you use cost account

;ydur‘actualvand estimated labor . -

costs, you can dQ a bette% W en,you'estimate the costs of future jobs.
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-Planning Your Recordkeeping . v

- -
a
0

To prevent recordkeeping from becoming a burden, you must decide who
Will do. it and how to do it. The type of system you use may “be very dif—
ferent depending on the size and type of business you have. Keeping
‘fingncial records for an ice cream .store is one thing. It is quife dif-
-~ ‘ferent from keeping records for a building contractor who does several
hund red thousand dollars'-worth of business each year.

"y . E
N f

which is-financial recordkeeping. They also get 'help .with accounting,
which is making financial decisions. But the owner must work with the

bookkeeper or accountant.

- - . -
N . ~
N "

G e ' :
The owner must explain the way payments are made, the amount of money
coming in, whether credit is'given,.etc. These things affect the type of
* financial records you keep. -In turn, the regords must be in a form to
give you information needed for making decisions about your business.
For, example, if credit customers owe for a long time, you may need a new:

credit policy or payment _ arrangement. If your expensés exceed your reve-

~ nues, you need to change your business in some way. -
e . . S 7 ‘; . . o ' .
2 . ’ ) LY v
Handling Credit - ‘ ' T
g" Most businesses that sell costly products or gervices, includi

el for late payments.

penters or contractors *husinesses, acprt credit. This means that

let ‘the custgmer owe them at®least part of the job price for a“shor

-

ig, whether you accept credit -and on what tetms. Your customers also need
to know whether you will accept natianal credit ards. Some businesses
\

give a discount if customers pay quickly. s etimes they charge extra

A

. ‘ Many small business ownets hire soméone to help them with bookkeeping,'\

-

- o
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Credit sales and payments must be recorded-carefully. When you pro-

N

vide goods and ‘servicesg to a credit customer, 1t%peans that you havé

. . e - Ve
spent money.. But you have agreed to wait for payment. You need a com-

)
Pplete record for your own tn{ormation apd to remind customers that they

must pay you. Upon payment you should record the fact that payment was

:;eceived) Then you should: give the customér a copy of the'receipt. This‘

. helps avoid .disagreements about whether you'have Ween paid.

-
x

’ N . -

Some businesses use a separate customer account -form. It helps keep

a record of .how- much a credit customer owes. They also use a billing

form to request payment. Below is an example of a customer billing form

such as. the one.Ted Lasser used to b¥ll Renee Dubois for the last one-

-~

third of the remodeling job Ted did for her. .
_ - . - - N - ; - ’
X ' CUSTOMER BILLING FORM S
. * Cus tomer: Renee Dubois . - ¢
1177 Elm, Villa Loma C
Work Completed: 3/11 Paymént Due: 4/11
Billing - . \ . Amount Payment | Balance
i Date Description of Service Charged | Received Due
" 3/3 #| Install patio door and red- | $2,400 .§800 $1,600
wood deck e K -
3/11 .| Work completed ~ 860 800
- Balance Due By: . 4/11 $800
. { ) '
Daily Cas)&Sheet . N
AN .

To Iist all the mongy coming into. and going out of the business in a
day, Ted filled out a daily ‘cash sheet. This recordkeeping system worked

well for small, private jobs that Ted completed in 30 days or’ less.

\




. sales.

\ very different, however.

" to meet hi’s, needs. - | o
.

To fill out a daily cash sheet for your business you must first add :

up all the cash sales (whether paid in cash or by, check) you received

that day. . Then you must add up all the payments received on a given day ~

for prior work for which the customer still owed. These are called credit
Adding cash sales and credit sales gives you the 'total- revenues
for your business in one day. ’ e

\
On the other side of your ieily cash sheet you must list all the money

your business paid -out for the day. These expenses may., incluﬂe salaries,

building or vehicle expenses,  equipment and tools, and materials. Other
expenses like instirance, or advertising ‘ate also included? ) .
. y L / ’
The’'daily cash sheet that Ted. Lasser filled out on June 18 is "shown
»below. — . .. o : , r :
S \5 , o ‘
Lasser Remodeling and\Hdme Repair Service , ' T
" DAILY CASH SHEET. '
June 18
Revenues . e Eernses
. Cash Sales  $5,000 . Salaried °
Credit Sales 3,000 Building Expenses $ 100
' T Tools and' Equipment - 20Q
) Materials - 450 .
:M.' , . Advertising - " 50 —)
5}/ S ' Vehicle .Expenses ' 50 '
S Other. (Insurance) 150
TOTAL REVENUES $8,000 TOTAL EXPENSES $1,000

~ . N - .
Ry ' .
. . /,
.-, IS
s i .

On June 18 the total revenues for Ted Lasser's remodeling business

vere $8,000. Total expenseés were $1,000. The figures each day might be

L}
Some days revenues were low and expenses were

-

high. < Some days Ted took in more than he paid out, Summing up his deily

~'cash’ sheets over a month gave Ted %igidea of wﬁether he had enoﬁgh cash '

~

i;:2¢5§>/// . ‘ . \ : "?é . . | Wt
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Ted's daily records are periodically summarized and organized into

forms .th&#t show how the business is doing, such as a balance sheet and a

profit/loss statement. ' You will learn about profit/loss statements in \

the next unit. .If _you do go into business for yourself, get the advice

. of a bookkeeper or accountant about how to complete a balance sheet.

.
-

- .
Summa )

-,

A

All small Snsinesses nmust keep financial records to keep track,of

money coming in and going out. Good records help you write financial

»

reports and ‘make decisions about your, business. If you accept credit,
you need customer ‘account forms and bi ling forms to record payments
made and amounts due. A daily cash sheat recqords the total revenues and

expenses for your business each day.

.

.~

N
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. Learning Activities

~

Individual Activities - . o

"

1. 1List two reasons for keeping complete financial records if you have

b -

" your own remogdeling or construction business.'

o . 2

2. Complete tLe following customer billing form for Lee Thomas, who .
oo hired Ted to "extend the living room in Lee's home by several feet.’
- Lee paid $1,000 down, $1,000 on completion of the job, and owes the
s rést, another.$1,000, in 30 days.
KA = -, b .
«
‘ ) ! CUSTOMER BILLING FORM y
- - | Customer: Le¢ Thomas Work Completed: 7/11
: . 3 , " 71234 Pifth Avenue 'Payment Due: ___;
' ‘ . f .Lo.’Hondo ) o L
— . . s \
¥ ‘ Billing | Description of AmOu;t Payment * Balaﬁce .
Date Service Charged | Recéived Due .
i 7/1, 7| Extend living | $3,000 $1,000 $2,,000,
roem wall . ey
',7.[_11: Work Completed- | , . | $1,,000 81,000 -
, - 1. ' ) - Balanc¢ Due By: $
* ) . . - ‘ a -
3. Fill in a daily cash sheet for Lasser Remodeling and Home Repair Ser-
.- vice for August 9. On tha; day Ted.rgggiveg a'down.payment of $350

A on a job 'to installinew doors and windows in Wesiey Wondér's ﬁogse(«
i . ' He aléo received tﬁe:balance of $1,000 due on Lee;Thémas' wall exten-
O sion job. Ted, paid 900 }2;: haterials for the Wonder,job and $125

%— " . ' 'for a printed ad. ‘ .

P R & A




’) © DAILY CASH SHEET - .

Lasser Remodeling and Home Repair Service .
‘e ‘ - d August 9 . ' . 9
' REVENUES o EXPENSES )
o Cash Sales . Salaries ‘ -
S ‘ Credit Saiés . ‘Building Expenses
. Tools and Equipment
) Materials : .
Advertising ° - '
” Vehicle Expense,a ' —
Other
TOTAL REVENﬁES . TOTAL EXPENSES )
H . .
. & - 2
) Discussion Questions
. 7 i
L) . -

1. Sometimes the total expenses for a carpentry business for _one day

are more than the, total revenues. Does this mean the business is in_
trouble? ' oo ) v

’

2. What can a carpenter or contrectof do about customers who pay slowly?
3. Discuss the‘conditions under which you would try to get customers to

pay in cash for building or remodeling services and the conditiQns -t
under which you would give credit.

L4

s rg -

Group Activity f ,\;

‘ . - . ' * ]
In groups “of twq/,t three students each, make a list. of the types of
business decisions Ted LaSSer might mgke when he would need - information
from financial qecords. Group them as to whether they are wise decisions
when the business is "in the black" (doing weil) or when it is "in the
’réa" (losing money). ' T : : b .

- - N 1
. : . _
: - 75

78 : e
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h 'Keeping Your Business Successful
i " Goal: To help you learn how to keep a carpentry business’
- ) . . successful.
, N . ) // . 3

- Objective 1: Figure out the net profit, profit -
ratio, and expense ratio for a carpentry business.

AN
. . O?Qective 2: State one way, this business could
T, ) inctease ité profits.

. - . . Objective 3' State one way this business could

' , (\. change*its services to increase sales.

| ‘o ' . 0
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TED LASSER LOOKS AT HIS BUSINESS' HEALTH ‘f“

Ted had been in the remodeling business for two years.
Business was growing, but so were expenses. Ted wanted td”
know whether his profits'were keeping up with the costs of
expanding his business.

“Profits aren't my only concern,. though ¥ Ted thought.
“"I've learned that I really like working for myself. With
Sue's help, I've .comé aéong way. I like being my own
boss." =

£
. Sue had the second-year profit/loss statement ready to
show Ted. - It showed a net profit of $29,400, The first
yedr their profit was $2? 600.

"S6 we are making a/ good profit," Ted said. "Bet let's

compare last year's pspfit ratio to this year's.

) ~

When they compared the figures, both Ted and Sue were
bothered. “Last year we had $160,000 in sales, and our
profit ratio was 16%,"  Ted noted.: "This year our sales
went up to $210,000. But our percentage of profit was $4%.

" The profit didn't /increase as fast as our sales did."

g ¢

Ted ganted to make some changes in his busines. He
made moresprofif on, large jobs than on small ones. But the
number of larg? jobs had gone down during his second year. .

-

"If I can/do a higher percéntage of large jobs Hext /
year, I can ncrease my net profit. I'll have to bid om .
étiﬁg)and subcontracting jobs."

rews to reduce waste 1n using materials. “Thate
way I can/cut my costs for material“" he thought.

ng his business suce ssful meanr‘a lot to Ted.
"Now that 'I know what it's Zike, I want to keep on being my
own bogs. _And, of course, I want to make a good living at \
it, t o'" . g

/ -~
/

e

' s " 4
' ’ e ‘ ‘2-"
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‘Keeping Yoyr Business Successful . -

.
~

°

~

Profit and Personal Satisfaction o \ -

- - . ' ' . 3
° R’

. When people go into business for themselves, they often expect to
make more money thdn they would if they worked for soheone else. Some-

times they do. But many small business owners make legg money on their
own? ’TQSy may even lose money. =, - '
L ‘ L]

, Pegple need to make a certatn amount of money to feel happy with their
success. However, persénéi satisfaction is more important than pro{it to
some small business owners. ' They £ind that they really enjoy the fréedom
and challenge of being theiéﬁg;n bosg. For them,”being happy in their
e " work is just as imﬁortan; aéw%§§§ng monéy.’ As lbég aslthey have enough

to keep going, they pfefér to ké§$ working fgf themselves. ‘_E>

. N . 1
Other people who start their own businesses find that the -long hours

pr— U .
and extra wé!?ies are not worth it, even if: they make a good profit.

L \‘ _ L4

‘How to Measure Fié;;::;l Suceess .

" To figure out the:. financial success of your business yoy can.compare
revenues, cost of goods sold, and expenses aver tide. You can also'com-
“~¥are ne® profits and profit and expense ratios. All of Ehesg figures are
' found on the profit/loss statement. _ ‘ i T
LU B -
‘ The two-year profit/loss statement for“Ted's business is shown on the -

next page. o ' -

1~




TWO-YEAR PROFIT/LOSS STATEMENT

Year 1 ) o %ear 2
S $ 5 $ 1
Revenues ¥ $160,000 1002 | $210,000 160%
Cost of Goods Sold 96,000  60%: 126,000  60%

Gross Profit . | $.64,000 ‘| $ 84,000

Expenses
Salaries ' $ 26,000 ~ $.37,000
~Gasoline . " 2,000 ) 2,700

-

Repairs & Depreciation .
on Equipment 2,200 3,200

Office Supplies: < 1,000 1,700

Advertising ) 1,500 ’ . 1,800

Other 5,700 8,200
TOTAL ‘ $ 38,400 247 -$ 54,600 26%

- 1
Net Profit =~ . $ 25,600 16% $ 29,400 .. 14%

¥

]

—— ‘The figures in this statement can, be used to giVe Ted some very

.important information about his business.‘ (
Ted's 1et profit is found by subtracting total expenses from gross
profit. Ls $25 600 a good profit? One way to answer this question is to
ask, “Will this meet the needs of fhe owner?"” 1In this case, Ted earned a~
fairly good amount of profit®for- his first Year of business. -Another way
to answer.this question is to compare the net pro£it to the tota1 revenues

Ted took in (total sales). Then you can see what ‘percentage 6f revenue's

'hexkept as profit. This percentage i¢ called the profit ratio.
} . -

s .

) 8 profit ratio is found by dividing his net profit by total sales
) ,,($25 divided by $160,000 =, .16 ar 16%). The expense ratio is the °
o " percentage Qf revenues Ted_used to pay expenses. You find this by divid-
ing expenses by total sai?s ($38, 400 divided by $160 000 = .24 or 247).

a
-
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. - - Ted s. revenues and ‘net profit increased in Year 2. However, his ,
expenses increased faster than his profit. "His profit'ratio fell, and .
. .~ his expenge ratio rose. Year 2 was a good year fod' Ted. A net profit of .
$29 400 is "nothing to laugh at.” However, if Ted improves his business - *

next year, he may be able to bring his profit ratio back up to the Year 1
level.

N e x

.
. .
v . o ‘

3
- T ’
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2

How to Make Your Business More Successful

. . .

=, ° ' ’ ,
. [
In order to increase profits, you can: «

) « ~

. increase sales; . , : . _" ; i
‘e raise prices; or d /2)/r ) ) . - ' ;
e reduce expenses. . ! .
I 4
- ) To increase sales Ted can try to get more jobs. Or he can spend more - .
. . of.his time on latge jobs that bring in more revenues and contribute more ) /
to his profit. ' ) . ' .
" Raising prices is a way of keeping more of your revenues as profit. ‘ 7
" Ted could ‘raise his prices if ‘'he were sure the demand for his services 2 ) |
would Stay high. »At this point in his business, though, he decided to Py
focus on increasing.sales and reducing expenses. Later, when he has
' built a secure reputation, he may raise his prices.

v N R
. . . - \

At this pointéATed decided ‘he shohld also try to cut exﬁenses by
, . cutting costs 6f materials. ‘Carpenters use a great amount of materials -
in construction and remodeling jobs. Avoiding waste of materials can st
"help make the difference between making a prpfit and losing money. o -

e 3 ' L oY - B . A

Th:re are many ways to cut costs inf%usiness. Each way may save you
only a little. But together these small Vays can make a real difference. _ o ce
Anothér way to reduce expenses is to avoid jobs that you think may be

- "losers.' O.Sometimes carpenters take on jobs,that are too large for their’ |
business to handle. Or the job may have requirements that make it a hard ' | i
\

s . job to do. In the contract construction business it is very important to

+ . - . PO . X ,
/ .. ) . ) ‘o P




vt

" “know your own limits. Some jobs tend to c6§t more than they are worth

. ‘ both in money and in headaches. L . . s
= . ’ e “ - N . . - v é
“® - - E Lo . ) 1 -
. .. R . ‘Y ' . . _ ’
X « Getting Information to Change Your Business: - C e ’

B H . .
' . . - v
B ‘. * v s

-

+  Small business owners must be aware of thewmworld around them to stay

. D N Tt e gt~ ‘
® successful. Besides paying attention to théir own profit, -they should -
X ‘ provide products and services for;. which there is growiné demand. ,In other
A "+ words, there must be a good market. . o ’ o
» - ! - ) e s .._
. Ted knew that the remodeling businéss was an expanding market. He .

read the papers"-and talked to people about changes in housing patterns.

Ted also read books and magazines to ‘keep up to date about changes in the o
construction industry. When he felt ready, Ted decided to go_after larger

jobs. and reduce waste in production. “Like other small businesses that

succeed, Ted's business changed as the  world around him;;hanged.

* - S

Summary ' N - : . .

Small business owners usually look at success in terms of personal -

»

- satisfaction'.as well as profit. Compariné yearly profit/loss statements
. lets you see whether your net profit is sta¥ing high enough. To iffcrease
% profits and kee'p'y.o\u_r business successful, you nay need to change or

‘ « «1lmprove your products or services. ' o E— .

e
L4
.
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S ) Individual Activities “ s - ‘ c‘
" .’ £ ) v A > , 1Y / ')i.
"l. List two ratios you -can calculate from a profit/loss statement and = ‘i
o~ : : * ey
A " . “explain what each one tells you. NS
. . » "\ A . ', . et
2. List three ways to increase-the profite of a remodeling business. .,
’ ° . T i . ' ..' “
. v 3. Complete'*th‘e two-year profit/loss statement below for the Raincloud b
e " . Construction Company. ) ° '
- - * 4
SRS “TWO-YEAR PROFIT/LOSS STATEMENT o o
.. RAINCLOUD CONSTRUCTION COMPANY - . ,\
- ) . . ) . . ‘
= - . . " Year 1 . Year 2 1 .
T 3 : - 2 $. -z : $ % Cot
g I - - , e . . .
W _Revenues $208,000 ,100% $250,000 100%
P » | Cost 'of Goods Sold * 120,000 . 60% 150,000  60% -
. Gross Profit . - $ 80,000 o $100,000 )
SR " _— . . - > L )
_ ‘Expenses .- . +$ 40,000 - $ 50,000 v
1 K ’ M Lo, 1 4 . 7
e + ' Net Profit - L $ 3 o ’
- . ’—__‘ .%’ﬁ* - ) / - . [ . -
a ’ ‘. ‘ " . >
E; . » T . £ e ) . " = . . ,
. 4, fs Rainclqu'd‘ Construction Com;gahy staying sycéessful® Defend your . _"‘"
5 answer, oo - . - e : .
" 'I‘. L . v ) . . N __-” \ ix , . . B - L, ’
\ : " 5. List twp.ways'a carpenter can keep down. operating expenses,to’inCrease DR ‘.'
% ot - ' B ' -
£ ; . proff.ts. § / . / .
: . - - et - L . - e .
N ~ - . ~ . ) - .
- . , . “ o . 4 >
- , ¢ N » - { )
! . - > i . I 1'
- 3 . - “\' '.; . ‘~.'/ - ~ . e . B . ol
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. ’ DIscussion Questions . R T .

LN
Y ? .. o I . .
e
.- . .
» . -

1. If you were trained as a carpenter and began your own construction or !

~ o \ remodeling business, would you be more concerned “with profit or per-

o sonal satisfaction? .

' ' 2. Some carpenters or contractors do not wknt.to increase their sales '

beyond a certain lewel. - Can iou give éome readons for this? ’
e . > . g

3. Discuss the reasons why sales~for a‘remodeling business might go dowr.

-

Group Activity a4 : . ‘

PN -

Several teams of three students each should lpcate a contractigg )

. ) business in your community that pro des general or specialized carpentry ,
°, servicesz Do some resdarch to find how the business,: has changed since t
. startéd in order to stay sueccessful. Ask the owner or, employees of the v,
“'5 businesd to help you. . S e . o .
-, Plan how you are going ﬁo‘get your information (for exampl/, talk g
' " ’to the owner, employees, or customers) e

. ® Collect the informationu .
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you can open with.a carpentrw\background. Such bysinesses

may involve construction,,remodeling, or repair of residen-

tial or commercial-build}ngs. ) -

'

-~ L
’ 2 ’

LY
If you have enough'experience as a carpenter, good man;
agerial skills, and the personaI qualities that make for
success, you might consider ppening your own business as a

carpenter or gereral contractor. .°

.

- money to pay all ‘your expé’ses. You mus be well organized

to handle the many tasks of running a business.. Goodwmoneyﬂ

v

management is also a must.

. . »
In order to own and operate a successful carpeptry N
business you need carpentry training, work experience, and
.~ the spedial business management skills we have covered in
this module.‘ You ghould take.carpentry courses, become an
apprentice, and get experience s a journeyman carpentEr;.
You can learn business manageme t skills through business

classes, experience, and b)) usi the advice ‘and example "of

-~

an expert. . - L e ..

te
~
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You may not make'a'lot of ‘money, by owning a carpentry

-

business. However, yéu would have’ the personal satisfac-

‘own decisions. Think about how important theSe things are
to. you in- considering whether you 'sheuld starﬁ/zpur ‘own

. ¢ .
. .

carpentry business. . . . . .

This'module'has’described the types 6% small businesses"?

tion of being responsi le for your business and making your.

»
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1. A ca"rbenter who opens- a business needs to know the basics of
’ C . " ‘a. -home rental. ] .
) . : b. construction. o - '
v . , Ce real estate. .o )
" d. aetail selling. . S
2. A carpentry contractor needs to be able to re d6 .
. - -
] - a. foreign 1anguages. . .
) -« T . .
~ ' bs 1license plates. ;
. . e A ’n
. ¢+ blugprints. I )
. . - / .
d. want ads. . ’
v ! )
« In order to compete ag a carpenter/ln business for yourself
- " . H Y = .
) i you shoold - ' . , .
a. do pnly remodeling. : .- i
° - . . b. do only new construction. -
-, ' c. offer services that are in demand.
. ' T '
| d. work only for contractors.
e " " , .Y A 3 V'R ) . * . .
i d . v . ot
- "~ 4. To get a comtractor's license you must “ .
: _ a. | pass an exam. ) P,
’ _—— ¥
) -, - M 7
£ . Y(s/ b. make a certain améunt in yey.‘ly fevenues.
N : e B
Co T T © T G take a cont:vracting course. .,
5 " < L, T L o ; .
U . ' d. complete‘several‘buildings. /T m ‘
- . . ) - 4 ! ‘ ‘ N - e :
¥ L i ¢ . °
. .. 5.‘»~Most of a carpenter s work ig done ! ¢
‘ 'a.  at home. - . L o,
& bs at the job'site. - - . _ ; ~
¢. n an office.”
- (t : ‘J ’ “ Y Lo ¥
. ,_> d. in.a‘vehiclé. : e ) , ° . .
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remodeling business’ ) R ¢

‘e In*a rural area , ’ \

B.$ In‘a large, old city V ,. b

coi In a. newly incorporé&ed city ’ g

d.s In an area of wealthy homes '&
‘o =~ i
s e » [ Py

A business descriptfon 1s most important to help a carpenter

L4

a. attract customers.

“be advertise.. ? . ‘
c. get a loan.
¢ v . ‘
. . de. buy supplies on-credit.. ’ 4

"Money on hand" for starting a business may include

a. aebank loam.’ !
be inventory. , - , »
c. personal savings.

d. insurance.

B

¢ »
. MY

\y - . - ,
Hiring a bookkeeper means that the carpenter T ouns the

[3

. . 4 . -
business * - ) . .

a, ddes not*understand moﬁey matters., "
b. wants help in keeping good financial-tecordse.s
. co will not have to keep track‘of expenses. -

de is more interested in profit than in carpentry.

hire has good carpentry skills?

< - < -

. as Watch the. person do some carpentry work )

b ‘232? to the- person s teacher e ’ !

Ceo to see the person 8 high school transcript

d.- Ask the person to describe his ¢r Ler experience

. . P e
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11. List two wa}fs you could help train

“ cabinets. ° S 3 e e . '
o & . . . 7

° ' ae

13“ The most important, thiné. to keep in mind when‘_cagp}ntq}w

owners make up their own' schedules is

“the amount of profit they want.

Stom
A hl - _. 0
s - Bo . ~ '~
#12. List two amounts thdt are recorded on a work order in a
: Lo ' T
- carpentry business. 5. ‘
14 - v JO ‘ :
L . ' : a. ’ ' '
. , . t o . - - . .)
. bo } i . -
. ) A ' - ‘ . .

a new employee to install

ae
‘b. what their employees prefer. . ’
B c.. the importande.of"eqch task. )
- - —— %W
T d. what they enjoy*most.
‘ \
N 14, List two factors that affect ‘the price of a carpentry
. service. ' ' /
+ i > £
e L:‘ v
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bo . - . .‘-; Y
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15. A Yellow Pages ad is a good way for a carpenter to
L4
\ : XY . < \a. attract new customens.
o —
) \ ’ b. : announce special.sales. . '
: ; “ 4 U SR ?
) - * c.. raise prices. | ' :
o P - d.. advertise-free. -
o o - - Cw '
W . - -t IR . % .

- - -
' .

“ . - N ¢« . N N N
- L ”Don't buy a bigger house!. Remodel yohr existing home. . AR S
This ad appﬁﬂs most to customers' need for . (
; " _"a. pride or status. . . . - -
) b. ‘econom ' - . . . @
—_— D ? Y° y ¢ , - ..
hd b < - e
. c. comfort. ,
— L T S S —
. - d.  security. ', cL . B .
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; p x:'/7 B B € use' plaig,, businesslike
, . 15.‘.{ a,“'“d .

z ﬁt;, N ‘ . ;l_:', l" /\ ‘
N .17.- A good way to "sell" your carpentry services is’
. el al be profipt and polite with customers. -

. (a4 \ L

.o E b. use t:elevision ads.

stationery.

L.

. it more, ém lo ees. i .
v — hire ,\ ployees ; r\
' - 18. A customer billing fotm is usedswwhen t:he customer |, . . , },‘v
T ,‘ | v a. gives you a downpayment . . 3
» - ) J .
,‘ ,/\\ % ¢ b. pays on credit. : : .
o LN ' _i.ce pays in cash, ! . - & : .
« % T ~ H | _
‘ | ey d. gets a discount.’ , ‘xi v s -
\ © ' 5‘ L.L"" ‘ - ,i - i
.- N . . .. / , ly"~ ,i . .J:
7 % 194 A daily cash sheet for a carpvent:ry bu‘giness ghows the
% s »”
. . a. amount of rofit. L
S » A o
- e \ be outstandin% debts. Y / .
— | . Ven A el
_— / e, monthly rent. ‘ . .
. A & BN .
' - 3 = cdey cash sales. . N . , : e .
. ~“"~~~~~‘:~_,Q, ks JUR S . LTI T,
. ) < v : e 2
. ’ 20 Takipg t.he Qiffe%?fc;e\ between gtoss profit and expenses for.. . < s
"the year gives you the - - | e N :‘ ‘ Y ’
. > ae frofi tat:io. : . -
) b. ‘ekpected profit. . » o : ) . -
' U c., nétprofit. .- e X
4 ‘ - - ‘. + ._
* 14 : d. . expense ratfo. ’ : g
RN 'p s . ’
- 7 R - N . ~ .
: , 21. List: two ways to inctease profits for a carpent:ry business. - )
< . _— A 4 - ;’ . R . . . N ; \ 0- *
, b. - e %, . ) ,- :
B P La— R Lo H
SRR BN o
o 22. A good way to inctease, carpent:ry business sales i to K ’
e ema e . - v .
;Y g ar taiee prices. ,\ s
S - b. reduce éxgenses. N o : (’ .
- ’ Ao ___,"_t
o s ; > c.‘_,aell,serviceswin—high deman&.—w——-“*fr"'“"’”“ ,
; (J gell services for which competition’ 1s high. 'S
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. . PROJECT PRODUCTS . v
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a ‘ Entrepreneurship Training Cowmponents
s ) *Vocational Discipline . Module Number and Title
N
1 ’ . . .
. - General | Module 1 - Getting Jown to Business: What's It All About?
. v . ¢ .
) s Agriculture Module 2 - Farm Equipment Repair - .
N 4
. et Module 3 - Tree Service n ot
. Module 4 - G¥rden Center ' 3
- »
. . . Module 5 - Ferciliz/er and Pesticide Service
» Module 6 - Dairy Farming T W '
-— A4 A.
. t - "Markecting and Module 7,. - Apparel Store ' I
N - Y / Discribt'{cion Module 8- -—Spgcialty Food Store o7 - e
/ Module 9 ~-‘Travel Agency "\ * >
/. " Module 10 - Bicycle Store  *
- ’ \o\ Module 11 ~ Flover and’ Plant ‘Store )
' o \ «Modyle 12 - Business and Persone_ll Service
; i AN Module (13 - Innkeeping ' Yy
. AN .. - .
O Y Health \\ * Module 14 - Nursing Service .
. -
. B \ = Module 15 - Wheelchair Transportation Service s .
o . \odule 16 - Health Spa .
- . . t
N Business and Module 17 - Answering Service - - ?\
. Office : .
- . \\ Module 18 - Secretarial Servike
) . \ Module 19 - Bookkeeping Service
‘ v . s - - Module 20 -eSoftware Design Company . .

‘y °
FullToxt Provided by ERIC.
L ] ‘. ’ «

4 ModuleJ 21

N L] a
Wos’d P;ocessj;ng Service »

AL

-\(.)ca;xpaci:orfal 'Modu:le 22 - Rescauranc\ﬁhs\iness » ‘ *
. Home Economics™ "Module 23 - Day Care Cence;:\\ )
- ’ Y Module 24 -. Housecl\e\éni.ng Service )
C0 @ - Tyt Module ’25 - Sewing Servi\ce\ ‘ \\)‘)
" . -
N § . N Module 26 - Home %gcend_anc. Service S . L
. K . ‘Techriical'l Module 27 - Guard Service . . }
~ ' R o ) Module 28 - Pest (Eoncrol .Serviée ) ' .
. B . , o h '}‘lodtlx‘le 29 - Energy Specia]'.isc éervice ) - . i
. ’ .7 }'rades‘ angd _/: Mo‘d}’xle 30 - Hair Styling Shop '\ )
N . ‘Industry ) Module 31 - Auto Repair Shop ®
) \‘\\ . ) ‘.‘fodu'ls 32 - Welding Busir:es!s ’ i
s . - \ . - . Module 3.3 - Con.scrucc'ion lileccrici_an Business
T e dodule 34 - Carpentry Business )
* ‘ Module 35,- Plumbing Business A . .
' ’ . - }lsdule 3’6’_- Alr Conditioning ,and Heating Service N
A ] . . - .
- S . \ ’ Relal.éi ‘Resources -~ . . .
. ’ * * Resource Guide’of Existing Encfe‘pren.eurship .“.ac‘;rials ‘o ¢ 7

. Handbook on Utilization of the E'ncrepreneurship(Trainiq,g Compoﬁgpcs °




