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The Entrepreneurship Training Components are based on
information from many sources. Special acknowledgement
1s due the Small Business Management and Ownership -
materials designed and tested by CRC Education and
Human Development, Inc. for the U.S. Office of Educa-
tion's Bureau of Occupational and Adult Education.
Special tha@ks are’‘owed the erntrepreneurs who shared their
experiencés during the preparation of this module.
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Planning a Plumbing Business. .
- Learning Activiﬁiesf. e e e
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Choosing a Location “
N Learning Activities

Unit 3 .
Gettigg Money to Start,
Learning’ Activities

Unit 4 <.

Being in Charge .
Learning Activities
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Organizing the Work .

Learning Activities .-.

Unit 6 .
Setting Prices .°,
Learning Activitie's

.« 4

Unit 7
" Advertiging and Selling
Learning Activities

Unit 8 _ .
Keeping Financial Records
Learning Activities:. . .

Unit 9 - ‘
Keepihg Your Business Successful

Learning Activities . . . . .
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Summary . . . . . . .
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- v INTRODUCTION ° K

" How aTe you going to use your jgb skills after you fxnxsh

& .

school¥ . i

[

4
. . .
L]

Have you.ever thought about startipg your own plumbing business?
. 4§ .. ' / ° L . s

This module describes people who have started and managed

small plumbing businesses. It gives you an idea of what they

do and some of the spetial skills they need.

You will read about: .
planning a plumbLng business . .
choosing a locatidn .
gettlng money,to start Wk : -

being in charges W - o .
) organizing the w\rk i .
" setting prices . & . “
» advertising and se111ng ) . . . .

-keeping financialy ecords
- keeping your business successful

You w111 also have a cnance to pract1Ce some 6f the things

that plumblng buszq@ss owners do. ‘ -

Then you will have a better ides of whether a ‘career as a

plumbing bus1n?ss owner is for. you. -
£ < » . . «

. * 3 ~

Before you réad this moduley vou-m1ght want _to study Module 1,
Getting Down to Business: What's It AL}l About?
s & M k‘& ) / ) d
When you finish this’ mo&ule, you might want to read .
Moqulq 29, Getting Down £b Business! Energy Spec1allst

Service; . . , .
Module 33, Getting Down to Business: Coristruction,
R Eléctrician Business; v
Module 36, Getting Down to Business: Air Conditioning
and Heating Service. B . ~
These modules are related to other programs 1p trades, and .
1ndustry 3\ . . . ~
. . &
- ~. ' .
L4 < . , . . s
~ ' \
1
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T Goal: To help you plan your plumbing business. - v

~ Objective }: Describe the services, customers, and
’ competition of a-plumbing business. ) '
Objective 2: List three helpful personal qualities .
> . an owner of a plumbirg business might have. .
* o - )
. . Objective 3: List three ways to help your business ,
h
compete successfylly: : . .
‘ " .Objective 4: List one or more special legal
-, requirements for running a plumbing business. '
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" he wagts to work for himself.

"~—on small construction jobs.

.Walt lives.

.ing out—like-me—can~get_jobs.

WALT POWELL PLANS A PLUMBING BUSINESS

>
¢ ° "Q\ - d

) Q

Walt Powell has’ worked as a plumber for ten years.
He*wants to start his own
small plumbing contracting business doing ¢onstruction work
on homes.

Now

During h1gh school Walt had worked aé a, general helper
He had decided he d liKe 'to
specialize im plumbing. After high school, he applied to
the plumbers union but didn't have the required experience.

He found it difficult to get a job that would give him the

experience* he needed. " But he continued to'work ‘in con-
struction. He kept on looking for an opportunity to learn

the plumbing trdde. . -

- " B

After about a year, one of the plumbers he met on a job
hired him as a helper. He learned the trade on the job and
gradually becamé a skilled plumber He worked mogtly in

.residential construdtion of single homes and small hous1ng .

tracts near the town where.he lives.

» "

New constructlon is on the 1ncrease in the area where

He says, ""Now would be a good time t¢ start on’
There should be enough work so that someone start-
I can-start by talking to
the.contractors- 1"ve. worked’ for over the. years who know_
they can’ depend on me. I know some things about the' busi-
ness side of it. Idm ready to learn what else I'll need to
know." ‘ ’ - .

my own.

(2

Walt took a c0ntrattor s’ 11cens1ng test on plumbing and

-

- e -

related laws. When he found out he passed he said, "Now i,
¥
I'm ready to organ1ze my own-business.’ t .
’ C g
) . * L’ e N
*
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T
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'Plgnﬁing a Pldmbing Business

"Q » "“/

>

There are manyfwwany small businesses in Anerica.

can have as few as dne‘horker (the owner) or as many as, four workers. A

Small busineéses

small busiﬁess owner is self*emp&oyed " Often a'yholq family works

together in a small bus1ness X ' N

’ . |

Most plumbers work for someone else as an employee, But some plumb="

ers work dependentlj and are self—employed

Others may h1re employees
and become™an owngr—manageri; These- mater1als can help you 1earn what 1is
involved in be1ng self-employed. Then you can dec1de if it is a long-term

career goal you would like for yourself. e

Nl

“wo -
Walt Powell wanted to start. h1s own plumbrng business. As you, work

through these materlals, you w111 see how his bus1ness develops ‘In this

“"section you w111 learn abou; these four th1ngs involved in planning a

F3
plumbing business: . . . . .
1 .l \" hd . ‘- I3 - .
.0 dgc1d1ng what the services, customers, and competition will be; .

!

. decidingAﬁhaé personal skills and characteristics are needed for

" .this type of business; - ‘ !

- s

e ‘deciding what to do to compete successfully; and

° I3 ° - ’ I3 I3 -
] learning about the legal requirements for running this type of =«

. business. . ) . .

‘ . ’ . v '
Services, Customers, and Gompetition. e

. . .
~ . *

An important step in planning is to decide what services yow%zill

B

offer, who your,customers wiIl'be:.and.what the competition dffersi
. f ) ° * '

> -
P3
» .s o

Thehp are several tﬁpes‘of piumbing services that can be

. .o . L AN .2
Some companles specialize in one area. Others provide a range




> . - .

. \ . .« ., . . ‘
-~ of services. ’One service area 1s to do construction work and install the .

‘, plumbing in.a new building. This is the type of service that Walt Powetl
_plans to provide. Another type of service is te remodel or replace
K plumbing. For example, a home owner may call in a plumber to modernize a
bathroom or replace a sink. A third maJor area 1is to clean or repair the
plumb1ng or replace small equ1pment Often drains and water 11ne§"2b1—
lect sludge or grease and need to be cleaned’ out. Repairs are often . T
. . neeQed. These-range from a leaky faucet to a broken water line.» Equip- . "

‘mént may need to be fixed or replaced. It ‘could be a garbage disposalor N

a water heater. . : )

Customers, Generaf cgntractors_are good customers for new coastruc— -
. tion work in homes and other buildings. General contractors'm;§ also be i
gusthers for remodeling WOrk: Home owners are potential customfrs for N
- drain cleaning, repair work, and rémodeling. Other potent1a1 c%stomers '

are apartment”owners and owners of small bus1neSses such as restaurants

or stores. Factor1es_and office bu11q1ngs also need services. These,.//
include‘cqnstruction, remodeling, repair, and maintenance services. -
: . Competition. There -is competition im the plumbing business. Some )
cogpanies are large and provide a wide range bf services. Other busi-
nesses specislize in a type of service such as undergrpund water pipes or L
small repair, . There afé some plumbing’ companies that have‘several <
branches, especially in the area of drain and sewer tleaning. Each busi-

ness offers a service they believe people need and will pay for.

k3 [y -
Personal Qualities ¢ - - )
! . L] '
) v . 4 N .
3 Suri ] . ey ¥
"o Walt wants to know 1f he has the personal qualities that -are needed ¢
- to run his own businéss. He knows he has the necessary skills in his L
. craft. He learned about business laws for his license test. Below are -
’ personal*qualities that he felt would be important. )
* Like peoplé. He feels it 1s important t:ulike dealing with.both,"’
’ } »
‘ customers an,d,e)mployeesn - .
-~ . « ,
L4 . . i A
~ . 7 ' \
Qo » !
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Be a good organizer and planner. He feels it 1s 1mportant to Be

organ1zed and to be able to plan his time and his work. He also knows rt

"is ‘important to pay attention to detdils. R

a vt

\

.

"will pay for. ' . _3

~ »
. ’ yd

~ ¢ P

-

Have good business sense. He knows he must know about costs and

decidé how much” to charge That way he can make_.a profit and yet not -

charge more than his compet1t1on

Be a proBlem solver.- He knows Ehat customers will call h1m with a

]
problem. H1s job is to help solve ghese pro ems. . ’ o
,\ s - - L

Be a hard worker. He‘knows it w111 take hard work. He yillbprobabfy~
work longer hours than at his old job. . .

. . ) ‘f . \ /f[

‘ 4 ' L .
v ) . \‘\ .

How to Compete Successfully & g .

[ ¢ Ps
~ A

There are several thf%gs you-can do.to compete successfulfy. We will

mention them now, and yoy will 1earn more about them as you work through

" the materlals ¢ . \ ’

.
> v ‘
L il L

/S

! 4 . .
Do a-lot of résearch and Planning before. you start the business.

This will help you to decide what services to offer*and where to offfer~

. . “~ . .7
these services. You should offer a service you think people want and

-

LY -
. &

-

Offer special services that other businesses do netoffer. . For

example, ypu could offer 24-hour response to emergenfy calls.

. -
»

* . ‘ ) B

.Establish a bisiness image that people will remember.  You may want

an image that is pyofessionale yet friendly. | T
. - * 1] ] hd .
& - "" ¢ v ~
~ bt
v S
L N e - - -
N s U ) - .
. 3 - \\ . .
' “ . *
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_ ments are in your leocal area.

. hd .

Legal Réquirements

r

Al
e
v . *

Rl

The laws for starting a plumbing business vary from state to state{t

A"

Most states requ1re that you Have several years of experience,

state test, and demonstrate your- f1nanc1al reliability "to qu311fy for a

contractor ] 11cense.
can start your own bus1ness.

license, also, You will have

‘e

. -
. '

Suhmary

.

. ~ - - ‘&.( - ’
Plumbing businesses do new construction, remodeling, rébair, and

maintenance work.

businesses, and commercial buildings.

You w111 usually need a city business

LN

a subcontractor for a general contractor.

should be good 4t hi§ or her trade and also good at running a business,

ar

QOnce you have your contractor s license,

They provide services for homes, apartments, small

The small business owner

then you

by
to find out exactly what the legal requird-

In new constructior, they work as

~»

-,
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Individual tActivities ¢ P DN
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? 1. Look up "Plumbing" in the Yellow Pages of yphr phone book. yMake a
<

: list of the eervices advertised. L .
% : A . :
v e I ot PN o - . ’
. QU o~ , . v ‘ . e - N
N A . — ‘
5 i 2: Look up "Plumbing"” in the Yellow gﬁges of your phone book., Make a P
L, list of the customers specifieg. . .
. , 3 ‘s
. . ‘ . . \
v 3. Look up "Plumbing" in the-Yellow Pages of your phone book. ~Make a , J
i list of several things t¥at are mentioned to -maké a business stand . '
i out from. its competi;iéhi For example, free estimates might ‘be v
- o . . I - ¢ .
¢ emphasized.’ , W - .
“. Do you have the right pefsonal qualities to'run a plumbing Businéss? - \//
, Put a chetk by each quality you think you have( . ! .
] . . . .
- g Work,well with peoplé oW ' \
2 . R o ’
Organized * ..
—_— " : .~
R Interested in business ' . - e .
; L Can solve problems ) < - -
5 .. - -
C . o Willing to work long hoprs -
. . -~ ! » N . P .
" 2 ’
~ " 5. qill or write to your state licensing agency.,-Ask what 'the Iegé& - )
S ' Téquirements are for running a plumbing business and what feés-or
L , bonds (a bond is a guaTrantee that.you will pay up to a certain amount
“ - ’ . M . . ° . . - .
’ Y f ofxnoney in claims against you) are required. Make a list of the . . .
i 4 . : - -
o requirements. ) s
- 2
- . : . o ’
. . .
< ° ' 4 ‘e °
* ‘ “ ®
t ) - ' ¢ . )
\ -~
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Discussion- Questions ) :

v

1. What do you think are the advantages‘jg

3
| ¢ .

Y- . . o

your dwn bus1q;ss as compared to working for 80

’ 7

d d1sadvantages of runnlng

meone else7

~

2. List users of plumbing services 1n your local area and typlcal ser-

vices they might need,

[ .
. . .

-

business? Why, or why not? Also list ways Walt ca

Mmation,to help him start his /business.

’ .
. T

N -
’

Groudp Activity

»r

, . : \ .0 >
*

such as unclogglng a drain.

.

.

.

v

v

!

.Do you think{Walt Powell has a good background for starting his own

# get more infor-

List all the questions you can think of to ask the owner of a plumb—

ing business.

do you serve?

do you need to run your own bus1ness7"

get you started

. L}

A3

. + .

-

“or éxample, "What services do you offer?

What is your competition like?

Blst at 1east 20 questions.

v

What customers

What knowledge or skills

¢

o,

o

‘

. — . ~
_These are just a feq‘questlons to

‘ Also invite a person involved in a plumbing business to visit your )
’ s

clas§ while.you are working on these materials.

to answer these questions. Try to .give you
a

before he or she comes, .S0Q the person will

- A

in.

-~

call someone from the Yéllow Pages. !

e

guest the list

ow what you a

f question

interested

.

a

You can ask the visitor

.
S

. N . . ‘ - "0 -
To find someone to invite, contact your <local trade association or -

-~
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. Choosing a Location
) . N
. . . .
¢ B -

Goal: To help. you c&oose a lpéation for a plumbing business.

\J

Objective 1: List three things to think about in
] * deciding om a service area for your business. ;
b . .

* Objective 2: Pick the best locatidn for a plumbing
business from three choices and explain:your
‘choice. '

<

B
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WALT DECIDES WHERE TO LOCATE

4
.
-

." Walt knew he wanted to continue to work in the area

" “where he lived, Easton. He knew a lot of the people in the

"local construction business. _They could help him get more
work., ' . N '
. l s

Easton is a small town near a large city. .Over the
years the suburbs of the city have been éxpanding.' Now .
more people are finding Easton an attractive place to.live.
One local company is* increasing the capacity ‘of its plant
in Easton. Two other large firms are in the process of
building facilities there. As jobs are created, new houses
will be needed. '

f = A .

Walt says, "The established plumbing contractors are in
a _good position to do large commercial jobs and housing
tract developments, They won't be very interested in doing
single homes. Single homes ig what I like and know best.
So that's the market I'l1l aim for." _ N

Walt set up an office in his home. .He brought in a
desk, typewriter, adding machine, file'cabinet, and books

. and supplies he wowld need for keeping récorQs. He bought

an answering machine that cpuild take messages for him. He
got one thHat you could call into and hear the messages
played back. T He also started using-a secretarial service
near his home. ‘He used it for typing jobs to be done that,
he wanted-to look professional. - o '

Now Walt has decided on the area he will. service and
the services he will’provide. He ali. has set up an office.

.. » . “em




Choosing a Lotation

There are several things to &hink about when you ‘choose a service
area for your bu51ness. You should Cons1der these factors.
Are there enough customers in this area? e
What is the competition?

Is this where I want to work?

LY
. [}
.

You will also need to decide on a specific location for &ogr shop and
office. These are things to think about.
Is this enough space?
Can I afford the rent?
- Is theJﬁﬁAding in gbod condition?
Is.the,locatien eaneeledt?‘

3

- -

%i Customers

’ .
- . . \

$ , T,

The housing mix,\income level, growth trends, and economic conditions

>

-of the area are important %n deciding where to locate and what services

4 <

. ) : .- . =~ .
to provide. Older homes generally have more repair, maintenance, and

o

replacement work People ownihg houses in a hlgh*economlc area may spend ’
more for remodeling or replacement than those 1n "a low-income area. An

area where new houses or new businesses are belng built is a good 'loca-
- . . -, ' /
tion to do new con§truct10n work.

\

Walt thought Eastorr would be a good place to do new construction

work. People were moving to ‘the area. ';ndustry in the area was expand:
ing. General ecenomic conditions'and the availability of money~to finance.,
.building are also important in new construction. Repair work tends to be
mone even. But\the amount of new constructlon work may be unstable.

Trade magazines and business publlcatrbns are good sources of information

on the age of hcuses and growth patterns.

%o vy e




) Competition /‘- ‘ co
You must also consider the other businesses in the area that providé -
this service. You can find out how many there are by looking at the
Yellow Pages. You should also consider the size of the busﬁnessc A -
person working alone or a small business would not p¥ovide‘the same com-
petition as a large operation. .Also considef what services these busi- -
. .qgsses provide. Pe;haps you are offéring a new or beﬁt{k service. Jhere
are a number of things to learn about regarding the competition. Talking
to oth%r people in'the trades in ydhr 19&31 area is a good way to find
. out aont these things. ) ’
'

- A

Balance Between Customers and Coﬁpetition

.

o

What is important is the number of customers in rglation to the people

} offering this service.¥ Walt fe¥ that there was enough work in Easton to
support himself. Walt also felt he was aiming at a different market--
: A M I3 © 'c 3 13 )
‘ single-family homes--than the big plumbing companies. .
o ' . . < »
' Persomal Considerations t :

. .

There are other things to consider about the locgtion. You might
+ ask, "Is this where I want to work? Is this where I want to start a
. business?" People oﬁ’gg'ﬁgve perso;al reasons fot deciding where to start
their businesses. The;Q reasons include family or_friends. Walt wanted

to work in Easton where he had contacts in the construction imdustry.

- ' #
{ ¢ . ’ , ' \ -~
Selecting a Specific Location , '
- X ' :
™. 3 . . .
’ “ Sometimes a plumber can start a smal!l business from his or her home.

It depend$ on whether it is legal where they live. The plumber can use

~ N & .
, Space im the house for an office and use the-garage for storage. The

) ' _ plumber may hire #n answering service to take his or ,her calls.
v . . - - ‘
) . l . \ 17 . .
O ' . . . .
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M )
v, - A larger operation wpuld include a sbop, storage area, a garage for - 2
- ° L4 s, o »
truckRs, and an office. The business would be located in an area zoned ' . . '
- » -

.

L - -for commercial or industrial use. Customers would not usually come to
N the office.” Rather, th&\owner would talk to them on the telephope. Or *

® o . M ‘ * .
. the owner might go to their homes or businesses to discuds and do the < 4
. .
. .work. 7

. [N

——— #
. . . - —- ] .

The building should be clean and in good condition.: Also, it is °

H

5

important that gye shop be close to the jobg. Otherwigé a lot of tims'
may be spent in iravel. The Qusiness may include sell}ng plumbing parts,
or it,may have a showroom with fixtures. Then the customers would come

to the shop.  In*this cgse,aappearance and nearness to potential custo-— -
mers wou%d be,imgortang. The busiagss owner has to wéigh the advantages

‘of having a shop'and office against the expense of renting the sp%ce.'
! . _

- ' =3 . .
\ M L] . € .
' )
Summary ' . . - . '
. &, . N o N
To-decide on a service area, you must- consider if .there is .enough ) ‘
- - - . .( v v
business in the area to support a new plumbing business. 1In seﬁ§3t1ng a . .
specific office space, you must decide how much you can afford and: if the
- . Space location and condition of the building meet your needs. :
~ *¢ L3
- ’
13 A
. - ‘ -
1 , ~ N ]
f [
. - . . . N .
K.’c » R “‘ -
v . ) 2) y .
) 4 ) i S ; : :
. ' o' e ’
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. Individual Activities ' .

List five things to think about in deciding in what service area to
1 - *. . b

start a plumbing business. , :

3

’
§ ¢ o -
. . - »

2. Look up "Plumblng" in the Yellow Pages of your ldcal phone book

Select one_ 11st1ng you think mlght be for a large company and one you
think might be for a-small company.‘ Wri te your reason why. Count
‘the number of businesses listed. . : S

Q .o

Get a map of your coﬁmuniﬁy ' Locate two places you think might be

.

approprlate for a plumbing buSlness, and 1ist your fﬁasons, - R

0 -
. ~ N
- - .

4. Look up the addresses of three plumbiag businesses in the Yellow Pages

of the plione book. Find them on the map. Try to Qrive’by one_or

_more of the businesses to‘seg,where‘they‘are located. If appropri-

ate, stop and ask if you can look at their' facilities. (A plumbing

business that sells retail part§ or has a showroom may be eagiest to

visit.)

3 N . ° - .
¢ - . ] . y v

5. Look in the c1a581fled saction of the newspaper under "Leasé or"

‘ Rent - Industrla{ Fac111t1es.' What is the range in price per squafe

Lo .
foot,of.space? Make a list Qf,features mentioned ‘that you think

-would be desirable for a plumbingtbugincgp.

-




. - " Discussiorn Quéstions . S - - C;"” -
. ' ) i . '_‘ - N
- ! J . ¢ '
‘pescrlbe your own communlty and how much of. a need there is for

i ,p}umblng serv1cgs.t Do you ghlng it would be wise to start a plumbing

business inm yodf‘bpmmgnley? What serv1ces would you offer?

4 . s 01\ “} i . [3 <
: 2. Which of these locations seems best for starting a plumbing business?
. . . <o R T n
) Discuss. . *

— . e e e - R - 2 .

v ! ®
. “, 8

-

to ., .. ° . .
A small town serving a ‘farm area in Ohio. Most of the homes

.

are old. There is one long -established plumbing business,

. : A S Do
R . with a good reputation in ‘the community. .
‘ - - . L " - ’ . ‘
) - . e T . ,
. . A medlum—51zed town in Ohlo that has several industrial ,
L Y \plants There is a new. plant,belng planned’, and new home -

-.—./ -
construction is incredsing. There are fourdplumbing busi-
N A - . % =

-

‘ . nesses. - ~ e v
. ) / ¢ . o i .
* 3. JA plumbing ontractor dec1des é% rent a shop He wants about 1, 500 .
'square féet. He w111 only use 1 000 square feet now but wants room .
’ ! ~ 'foruexpansion. He saw the;e two listlngs to choose from. ich do

. you.think he_should choose? Why? What other 1nformat10n nght he

want to help him make a decision? ™

.
1y . -~
- * .

Ed - .

- . ‘¢

+ Bargain Industrlai Spage
$ .25/sq: ft. - 2 ,500° sq. ft, * . -
$625/month - e 4 . . J

-

) . garage and shop’ . j . ' :

-

Ngér Freeway - PR ’. . ’
T op ) 2 . 3
-~ § .40/sq. ft. - 1,000 sq, ft. C P ¢
| $400 /month - R o
) Small office; garage and shop; - | * .

- ‘ ‘res trooms, ;. o ’ “J(

0 " ' . LT i .

- » “ o, .
. .

. . 2, . D)
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Group Activity ‘ .

‘

List five factors you think are important in deciding what type of

area to serve for a plumbing business that does repair, remodelipg, and
maintenance work.

.
-

As a group, rank these factors in order of importance.

e‘i.mportant in deciding what type '

Now list five factors you think ar
of area to serve for a plumbing businéss that does new construction. ’As

a group, rank these factors in order of importance.
.

- >
.

\

.
~

Compar€ your two lists. There'is no correct answer. Different

people may feel different factors

are most important. ‘
. ‘. :d. - "

o

2 . .

'S

S
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Geétlng.Money to Start o \
. ' ¢ [}
* ‘ -
TV T O - - B _
To help you pl\h ‘How to get money'to start a 7 *
plumblng‘bus1ness. - o . -
N RO
Ohjective 1: Write a business descf&ptlon for &
plumbing buslness. .

-~

ObjectiVe 2:

you need td borrow to start your plumbing

business.

.

Fill out a form sho&'ng how much money

Y

i *
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WALT APPLIES FOR A LOAN ‘
.

» »

o~ - i
- . . »
f . .
R .

'

The major expenses Walt has to start h1$ business are
the purchase of a truck an ,equ1pment tash for parts, and
money to‘11ve on while he is starting out. He plans to
spend the following during the first three months (not
including'his’1iving,exped$es): ;

! ; ’

USes;of Cash - First.Three Months

, N
New truck ) . ', $12,000
Equipment ) . - 5,000°
i Office expense . 1,000
Other expenses ‘ . 2,000
Cash for parts, etc, ‘ 5,000
’ . 525, 25,000

He needed the#%s 000 cash so he could buy the parts ahead
pf time for the first few JObS he did. Also, 1t'allowed =
for unexpected expenses.

4 + . 4

In addition to what Walt needed to live oh, he had
saved $10;000 he &ovld invest. He borrowed $5,000 from his
father. That left $10,000 that he needed. He decided to
put-a down payment on the truck of $2,000, borrow the
remaining $103000, and pay for it in installmentSa

Walt was concerned that the banE’might not 1enJ him
money for the truck since he was going irnto business for »
himself. So he wrote a business description to- explain why
he needed the loan. Tle business descr1pt1on included
Walt's personal background, facts about his- bﬁsxpess, and
financial informati¥n. ‘The truck would be used as collat- ~
eral’ for ‘the loan.

Walt says, "It's going to cosfggare than.I thought” to .

get started. Preparing the busine®s description helped me
plan ahead. So I'm cleaTer on what my expenses are and how
much I need to charge to make a profit.'’. - -

. .. . . .
. > .

A

.
- .

-

In’
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< ~f5§; . Getting Money to Start B -0
/ - sa -
v
. o Starting a new business requires mqneyf How much money depends on
v .how large an operation you want to have aqd the k1nd of work you plan to
- do. 1In this sectlon you wlLL“Iearn somethlng about how to get money fo *
. : start a plumblng bu31ness ;
7
Sources of money ‘are: o o
® your own money; . '
) o g1fts, personal loans, and investments; and ** ’
] bank and credit unlon loans. . o
'e - “l\‘.
Q ° Walt used his own money and borrowed money from his father. To'apply
o ,fqr a bank loan for the fruck hé prepared a bu31ness descrlptlon It
 included the following:
e persqnal background information; <
o o ‘s o N
e, a description of the business; and .
e financial information. % R |
- ) . . .. ~
\>} . o . .
[} T . v ‘. .
Information Needed to Get a Business Loan )
, .X . . ~ <
C X P , L .
' "\ Personal background information. This section includes sggpoling,

" work experience, and financial history. Someone who had paid his or her
bills in the past would have an easier time gettlng a loan than someone
yho had beenylate or had not pa1d the1r bills. Also, the loan officer
. ' ‘“wants to Kngw if the applicant has the skills and knowledge to run a
a ‘\

- 5

buslness bf this type.

¢

g

L . -

‘ *

Businéss description. fhe business descrlptlon should be wrltten

clearly and gimply, and should explain your plans for your business. It

TR 0

should+tell the lende® thefollowelng:

.
o,y -

e
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" rent aep051t, etc. There will also be on—-going expenses. These include:

- ERIC

-

e the kind (and name) of the business;_

i
%

1

f

§

i

i

h \ -
i

:

§

. i .
° the services to belprov1ded;

r-4
° the location of the business and why yoiiselected it; . R
“V

° # the kind of customers you will serve;

e the kind of competition you will have and why you think’youacan

compete; o .
® your expected growth; and . . ) o
e your hiring plans. ’ ) . )

. . . . ‘ ' . &
T ' ‘ ’ - -

Financial information. The lender will require det&ailed fimancial . :

> °

Making / .

information. The banker wants to support a profitable business.

loans is how a bank makes moneg! " However, the banker ‘does not want to ) ®

lend money to someone who may not be Z:ig/tb pay -it back. The loan offi-

cer wants to know that you have plann ahead, and how much money you

will need. The officer also needs a good est1mate of how much money you B
° -2

will have left over after paying your costs. o 4

A .new business will usually have e;BEHSes in the beginning before

pr0v1d1ng any services or cd&lect1ng money. These are called start-up

. -

In the beginning, a bu§ineg£4yi11 usually spemd more than it @

expenses.
makes. It will need money to support getting started._ As the business

gets established, it will want to collect more money than it spends. It

will use some of the differente to pay back any money that was borrowed.

~ e

‘

Typical‘stari—up costs for a plumbing business may include' trucks,

equipment, tdols, an inventory of parts, office furn1ture, a typewr1ter,

. . . . ’
salaries, rent, maintenance, supplies, gas, advertising, insurance, .

utilities, accountant services, license fees, etc.
[N

a
‘ 3

-

. h 1Y

The type of service a business offers is also importart in figuring

out how much money is needed. Some types of work require more expensive ,.

equipment than others. In doing repair work, you need an inventory of
frequently used parts to carry in the truck. 1In doing new construction,
you m y' need to purchase parts ahead of time. You may not get full pay-

ment until after the job is complete. A business should have money . .
. . ;

- . .
S » .
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available for unexpected expenses? It*also sﬁould»allow for a reserve

fund if customers don't pay for the work or .if business is sltewr

a

Summary . 5

¢ e

To starg a plumbing business'requires~mopey.' The start-up costs méy
be more than the owner can afford from personal éavings. The owner may
need to borrow money. A good bu§iness description showing that the owqerh

_1s capable, organized, and has planned carefully can help in obtaining a
loan. A good business-description is algo useful for the owner in making

decisions and in having clegr goals for the husiness. ) '

.
“

[
.
.
-
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Learning Activities

Individual Activities

. 3

1. List the thfge major parts of a business description.

ry

r
2. Write a short business description for Walt Powell's business base

on the information yoy,have been given. Include at least one sen-
tence for each of the three major parts of the description. Remember
that the description is to show-that Walt's business is well plan;ed
and 1}ke1y to succeed. . ’
) ¢ -2

3. Make a list of ten expenses of a plumbing business.

? s -

~

Walt estimatés that he will spend $25,000 in the first three months

of business.” He estimates that in the first three months hé will

g . ,
10,000. .Do you think Walt should still go ahead and

-

start his business? Defend your answer.

s .
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5. The following statement of financial need was for George Jensen's
. T, plumbing EusineSSr;Tfu—Valug Plumbing. Fill in the blank spaces on
the form and indicate how much George needed to borrow from the bank.
A o . .
. N STATEMENT OF FINANCIAL NEED
' : B Starting Expenses - Money on Hand .
] 15 . Salaries $ 9,000 Cash on Hand $20, 000
X ' Building and Property 4,000 . Gifts or RersogaL‘Loans !14,000
e Repairs and Renovations 2,500 * TOTAL 34,000
e : Equipment and Furniture 20,000
:w Parts and Supplies ’ < 5,000 .
i Advertising '500 .
Other 3,000
TOTAL —4$44,000 “ i
. *TOTAL STARTING EXPENSES
TOTAL MONEY ON HAND -
- TOTAL LOAN MONEY NEEDED
o , ) < _
Discussion Questions , . )
1. Start-up expenses for a plumbing bus1ness can vary. What are the
' advantages of start1ng out small? What are the advantages of start-
L 3 .
ing 8ut lar
. ! ______,// o -
- . ) .
2. Would you lend money to Walt Powell fonxhis plumbing business? 1If
so, what conditions wogld you put on the boan? N
-~

-

3. A plumber, Harvey, started a repair business and needed to decide how

much to spend on supp11es and parts _to carry in his truck At firbt

he bought only the bare minimum. After two months, he decided to

double the size of the inventory he carried. Why might he have

-

"+ decided to increase the inventory of parts he carried in the truck?




Ggpoup' Activity .
® - /

Do a role play situation. Have‘one@pq'SSn play the role of Walt

a $10,000 loan for a truck. Do the role play for five minutes. Have
' /—_\Neach person share how it felt to play his or her role. Then c¢hange roles

- . : ‘ . . ;
I%and have two different people act out the same situation.’ See what

>

different people do in a similar situation.

[y

"Before starting the role play, discuss what yéu would wear when you

’

.80 to talk to the bank loan officer.

)
. = N

” .

a, N -
.

Powell and another perséh play the bamk loan officer. Have Walt ask for(

-
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Being in Charge

. ]

To help you sélect and manage the people with whom
you work.: . -

-

Objective 1: Decide how to divide~-the work of your
business among several employees.

ObjectivVe 2: Pick the best person for a gpecific job
in your business.

Objective 3:, List three ways to keep .Jour people
happy. )




.

\

WAKT HIRES AN EMPLOYEE

’ . Walt wanted <a help o\assist him on jobs. He didn't
need a journeyman, and he couldn't afford the wages for' °
one. But he could use someone td help him on jobs. This
person gould carry materials, clean .up, and assist him in
the work, . He wanted someone who. learned thckly

. .

His cousin, Jean, asked-Him if she could‘work -for hin .
as a helper. He had many doubts about hiring a woman. He
thought she wouldn't be able to do the heavy york. The
other, workers might be uncomfortable around her. Also, she

"might not like 1t and would quit after he trained her. But

.

she had helped him some before. He knew she could do a lot
of the plumbing work. She was as strong as many men too.
She really wanted to give it & try and was willing @o work
‘for low wages to get experlence. A B

1
. -~ Walt rémembered how hard it was for him starting out to
get the work experience he needed. He appreciated someone
giving him-a chance. So he decided to give her a try. He
hired her for a three-month trial period. He told her,
"I'm not going to treat you special and just give you the
easy tasks. ®ou have to carry your own weight. You ‘have
to be willfng to work in crawl spaces and carry heavy
things, just like any other plumber. But I'm not going to
try to make it hard for you either." .

-

Walt found Jean was a good worker and dependable. She «
was eager to learn and quickly took éver more responslblll-
‘ties. Walt 11ked her companionship. Jean handled herself
well .with the other workers on the -jobs they did.

Walt continued to be responsible for the business
matters and price negotiations.

~
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: ’Being in Charge

_‘
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other people.

This unit will dz

uss:

4

. Owning your own plumbing bu:zaess may involve hiring and supervising

tasks and the skills neéded to do them;. ’ -

hiring-staff; and

t

.
.

t

e keeping employees happy.. -

4

Tdsks o . v . A

Here afe some typical tasks in a plumbing busineds and the background °

required for each of them. =~ =~ “ . '

. '

' Managing-tasks: These tasks include organlzmg the work scheduling, .

'maklng dec1s;ons, training and superv181ng employees, organlzlng finan~

4
o cial 1nformat10n, planning, customer relatlons, promotion, handllng busgi- +
ness deta11s, purchasing, getting permits, and staying up to date- on

codes. With respect to background, it is 1mportant to have knowledge in

» ) the technacal aspects of plumbing, experlqnce in supervising others, and,
bus1ness SklllS. ‘ .

-

4

Estimating tasks. These tasks include making estimates of how much a

job will cost, ta1k1ng to customers abodt what they want and how much
. they will pay, and negot1at1ng with customers on the price for a.job. -
With respect to background, it is important-to know how long different

-tasks take, be able to find the price for requiredlparts, and be skilled

e

)

-

in dealing with customers.

Doing the plumhing wonk,

P

3

2

N >~

)

These tasks involve al] kinds of pluﬁbing,

1nclud1ng new residential constructrbn, new commerclalfzonstruction,

remode11ng, repair work, oOr c1ean1ng lines.

-

o

£

36
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Certain background and skills

h




Aruitoxt provided by Eic:

¢

are required. You §houLJ have basic traiming and experience in the spéJc

.cific area. Large jobs may involve more specialization or supervisoty |
. 1 )

responsibilities, Repair-work would_peqﬁiredékills in dealing with
customers, ’ : ] ) . .

Office work. These tasks include t}pingt bookkeeping, filing, record-

seeping, and answering telephones. With respect to background, you should

have bas1c typing, office progeQures classes, or: similar expeflence.

o
]

¢ : . . 1 +*
- Walt planned on do1ng'the manag1ng, est;mat1ng, and office work, aeﬁ
well as doing most of the plumbing. He hired an 5s31stept to help w1tﬁ
the plumbing tasks., Larger cofipanies are more specialized.wyjhey may
employ many. plumbers.,as well as people who serve es suﬁervisors, esti-
mators, and office workers. . o d

-

Choosfhg Workers

J . - i
Good workers are important to the success bf & business. To select a

»

good employee, you should plan what tasks need to be ‘done. Then recruit

e

the right employee for those tasks. ‘ E
. @ .

N N o .
- ~

The best way to-recruit.depends=on your local area. Some sources of
employees are: oL - T .

® unions and trade associatiops;

o .suggestions of friends; »
e . schools and training programs;
l

e the U.S: Employment Office; and "

.
.

® want ads in.the lgcal neWspapers..

Soﬁe\employere hire through tﬁe'hnion.' Ihey‘tegl fhe unionm hqw maﬁ§
workers they need and any special sKills reqhired.: They may want a jour-
neymap/ér an apprentice. The union will then dispatch aworker from its
list of avallable people. ° The émployer can recall a former worker. Or
the employer may be able occasionally tq request a spec1f1c person. The

minimum wages and beneflts’are set by the un1on. * The employer who hiresi

. . - - i
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4

.

through the union knows that thé worker has met certain skill require-

. . = . N 14 . . . . N
ments. It is important to check with the local union on its policies.

p
‘ ., Other emplo;%fs hifb_ngn-union'plumbers. Often they can pay the .
employee a lower wage than if they hired a. union member. ‘Hdwever,.they
may find it difficult; to find a well-trained non-union plumber. Also, <«
they will probaﬁly not be able to work on jobs that hire other union

workers.
-

To hire office help, you should write a job deﬁcriptiéﬂ'and advertise
° ° , (“ ®
\therposition. Youwill want applicants to fill out an application and

have a personal interview. You should look fdr someone who has the skills

required, is reliable, and wants to do the job.
~

’

Keeping People Happy
& -0

)

s
~or
°

Once you've hired your_employees, it's important to keep them happy.
That way they will do quality work and continue on the job.” Some of the
: )
ways to do this are« good pay and-benefits, clear policies, clear direc-

tions, appropriate training, and good personal relations.

Pay. The.pay and benefits yéé give your employees should be close to
what they.would get working for someone else. If you pay less, they may
get a job eléewhere. If you pay much more, fou may not be able to keep
your pfices low enough to be compef;five. If you are a union shop, their
pay may be set alrea&y. Then you will pay a minimum union rate. A bonus
for work well done or other monetary incentives can motivate your

employees, !

~

~

Clear policies.\\E;: should be aware of labor laws regarding pay,
)

overtime, and other w conditions and follow these laws. You should be

» L g . . . . T
clear on what-your pol::::j/g;g( Communitate what they are to your

‘employees. You may deci to offer emergency plumbing repair service.
Then you will want to make arrangements for someone_ to be‘willing to work
» -

éyenings and weekends to respond to calls. ) Iy

* .
- vl T &

5
Al
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Clear directions. The clearer you ¢an be with your employees about : -

what you expect, th€& more 1ikeLy they will do it. Some things you wilf
want doné a certain way. Your edployees areq}(/;;qd readers. You need

to be clear on how you want thingS'd In other areas you may want to ) -

Pl

allow your employees to gse their own Judgment In those cases you should
~

support your employees' dec1s1ons. Tell them 1f you want someth1ng done -

*

*
&

differently in the future. . 1

. N »
Approprlate training. ‘You should know what your staff is capable of

-

and give them training whentneeded You may h1re experienced workers. -

en so, you should start out by supervising them closely and checking .
ghe1r work. Then you can give them more rndegendeﬁce Also you can
assign them to jobs that, are appropriate to their skill level. ' You can
also teach them new.skills: Appropriat@ training and supervision will ~
benefit your employees an& maintain the quality of the work. You can also
encourage empieyees to take available training cldsses. That way they

will learn new skills and keeé current on new developments in your field.

T .

‘Gopd personal relations. As the owner, you’;h‘uld talk with your

employees. Learn what concerns they may.have and be\sure they are clear

working relationships. Working as a supervisor is a gdod way.of learning

these skills for managing employees. . .

+

) N -

o . . - 7
. . The attitude of the owner and how the owner relates to the staff set

»

¥ .
- the tone of the business. The owﬂgr may be positive, productive, fair,

and may enjoy the work. This c'an create the kind of company that peopl

)

t to work for. Od the other hand, the owner may be unorganized,

inconsistent, overly critical, or lax in superv1s1on, This can create a

-

negative atmosphere %nd employee dassat1sfact1on. The owner sets the

standards and can be key in influenling the attitude of workers. .

- pRic B 38 | R
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There are many tasks involved in a plumbing business. The owner

should be clear on what the tasks are and select appropriate people to do

them. The way the owner managiﬁ’is key to-setting the atmosphere for a '

business.
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Individual Activities
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Learning Activities .
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7 < h

"Match the task below with the most angopriate person to do the job - .
in a small plumbing busipess. . . ) ' '
1. Type a bid - ‘ - a. Owner ) '
2. Prepare a big estimate b. Joorneyman : toe
>3 ‘Decide to hire a new ’ c. ‘Oﬁgrce worker ?
' employee - ' '
4. Go out on a repair call ’ f
4 I . S t . X

Call your local plumbers

how - JObS are ass1gﬁ’ﬁt

apprentlce and a journeyman.

union. Ask how peopie join the union and
Also ask what the pay scale is for both an

Write down your findings.

- S

”

i

T
. s

Look.in your local newspaper and see if there are any johs listed
[ ~ ¥

Bring in ‘any examples of job 1ietihgs you find.: S

for a plumber.

-

Spare them witb the cless: B

’
.

~

Based on,the information below, which of these workers would you send

out alope on a repair job?

- a.

An apprentlce

_;g* company for two years’

€. ‘A journeymar; five years of experience

company fer-one week

-

I

L

List three ways to keep empLoyeég happy .

Y

wz

41
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A ourne an, two years of experience, has worKked for the
h| ym p

. .

has worked for the:
ey
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f<;\\~ Discussion Quest\pns

e
Kz
- rr

e

°

1:' Most plumbers ard\men. As an owner, would you be wil*lipg to hire a ~
K f . female plumber? WHY, or why not?
. 2. sté people like Bei:g a foreman. Other people doﬁ't. What would
8 ; >~ you like about being\a forema,n\ What wouldn't you lJ.ke'7 )
i . *1 v ~ '
P . ! i ":: ' " )
! - 3. "¥Which of these employment ads do:‘-;'you think is better? Why?
: Plumber ' . T i Plumber o N -
Experienced only ) Journeyman level
S Top Pay 297-8134 Commetcial remodehng
S ] L ' \ - 532-1648 '
%"mﬁ, h ) RN ‘
e . Group Activi‘ty_‘
4 . N )
' 12 . ’ v . i / °
. Inv1te a repre.sentat1ve of the plumbers union or the plumbers appren-
o /‘ - t1cesh1p program to v1s1t the class, Prepare a list.of queStlons to, ask
3 Whe
. about how the umon operates and about the apprenticeship program.
» e
fnterv1ew the v1s1tor. Follow1ng the interview, discuss what members of
the class leérned. X . .
. P N ) - - . . v ] i

'09
’ -, *
. .
¥
o <
>
‘ »
, R
. L4 -~
P et <
« . THE. 7
j ' * ‘




.
.
v
1
«
,
L d
i
N Goal:
.
.s
I
4
.
.
.
.
¢ ‘
v
.
. N
.
-
+
PN
. .
T
.
.
..
Al
. v .
AN
-
. .
1]
. .
.
.
.
~ .
. -
. /
‘o
.
.
s
. -
g O
¢
3
.
. -
T oy =
oy
. .

‘Q
EN - Y N
. ~ ~° o,
. . v, .
< e ) 3
L 4 s
< . .
L] k]
»

‘ n' - i

J: * A%
, . . .

. * L] i
UNIT 5 v .' ~ ,: ’ ' ~
v ’ - ' - 7 , > ‘ - . )
(2
L
A 3 - -~ . !
L4
Organizing the Work '
~ o .l ‘ :} .
\ ‘\ . -
7 - " . —~

To help you learn how to keep track of the work.of
your plumbing business. s
o . 9' ) N . '
Objective 1: On-a work order form, list what needs
to be done for one of your custopers.

- \

o

Objective 2: Given several tasks to do on a

particular day, write 1’work ‘schedule for
yourself or ah employ~e. . 1 :
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. \
-~ WALT GETS ORGANIZED .

Y
Walt found that in worklng independently he has more

. ‘ schedullng and coordination to do. He needs to plan ahead
el ‘ . to know what work needs to be done when and tq have the

. * materials ready. He has to coordlnatg with the other
. " workersnf He has to be flexible and adjust to changes.
‘s . . , . N

. > -° Most of the houses he works on take three té six months
_to complete. He needs to work for a day-or two early in
the consttuctlon process to 1ay pipes for the-rough in
work. Later he comes back for a day or two when the cab-

* penters are putting up the walls to do the top out plumb~

e, ! 1ng He needs to coordinate th1s with the other workers.

( He has to can get the wall -pipes in at the appropriate

\\ . stage. Toward the end, he comes back for two to four days

to do the, finish work and put in the fixtures.

. ‘ . R Walt likes to be busy most of the tlme. But he finds

‘ that sometimes he takes on tdo much work. Then it is dif-

Y ficult to adjust to unexpected changes and,; delays, He

. -doesn't 11ke that much* pressure. So he decides to take on

fewer Jobs and to allow more time for eac[ Qne. ,

. .

Walt wopks we11 with Jean. He gives her instructions
- throughout the day as things heed to be done. But some-
. . times he finds i't works well if he gives her a list of the
' things he wants" done. Thatawgy she can come to him with

; any questions. e

v

«

-

- . Walt says "I m gett1ng better at scheduling as I get
’ - more experlence. " But it's still something I have to stay"
on top of:" - ~

-

"~

- b -

L . - . . L ’ ’ . N <

SR

[




>

e

\ v ) -
T S
» * L B - (7A
S ) . Organizing the Work ’

-

In a plumbing business you must organize the work, oo the work; and
check the work. That way yoo make sure rt was done well and tQat the
customer is.satisfied. 1t’is important to set up a system So employees
know what needs to be done; when it must be done, and who will do it. -
Ihe‘%ystem should be, flexible and allow for changes. For example, one

job 'may be delayed because needed parts are not ava11ab1e or dug to bad .

* weather. Any system should allow for making adjustments when needed.

~

The Work Order

s -
The work order is used to record the customer's order and to request
that the workers do the work éome work ordets may be filled out over.
the telephone or by ‘the worker ‘when the work is done. Thie,you}d be done
for service work or small repair jobs. It is‘different for a larger job,
such as a construction or a major remodeling joé. Someone will inspect

the. job first-#nd make a detdiled estimate. Then the person will use o

e \

ation to prepare a work order or contract. 3 (

The-wogg order is important in describing what work should”be dong’ )
and who sﬂoold do it., The customers get a copy of the work oone for
their records. It is important that the work. oroer be f111ed out care-~
fully and completely. That way there is an accurate record of the work.
This can be very 1mportant in cases of mlsunderstandlngs with customers

about what is to be done and’the cost. -

> ’ -

On the next page is a sample work order for a commercial installation

job. . . ;
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o WORK ORDER

k4

Contracts .

FROM: Aardvark Plumbing . DATE : 8/1 \
5673 Frontage Road - WORK ORDER NUMBER: 91
Centerville, Oregon // ORDER TAKEN BY. Leroy )
+ Fd
WoRK For: Harry'®.Deli” /7 cripr vork on: 8/4¢82
. ?20 Market Street “7 FINISH WORK ON: 8/5'/82 .
Centerville, Oregon )
L4 . " * -
. - TERMS OF PAYMENT: _ ¢ash
Person: T Total
Dé\ng,Work Description of Work Materials Labor . Cost

\//’?rank

Install 2 stajinless
steel sinks

i

]
583100 321100

WORK FINISHED ON: 8/5

A : .
By; Frank TOTAL LABOR:

583,00

TOTAL MATERIALS:

321,00
TAX (5%): 29415 -
TOTAL COST: 933,15

.

-

o * N 3 , .
A contract is used for larger jobs.

e the names of the pebdple involved;

_e what services wil}-ﬁe provided;
+ o when -they will be performed;

¢ how much it will cest;

e how it will be paid fo%, and -~
¢* other approprlateclnformatzon.

Sometimes - the customer pays when the Job

1n‘1nsta11ments as gtages of‘the vork are completed.

important for the protection pf all parties.

construction jobs.

-

A contract includes:

N \

. @

-

is complete. Sometimes they pay
A clear contract is

Walt uses contracts for his




" Scheduling

"

Sgmeone must plan the work. She or he must decide in what order it
ghould be done and who should d6 it. There are a number of things to
consider in coordinating work. °*First, you need to know how important.it
is that the work be done soon. You would want to place jobs such as
unclogging a kitchen sink before a routine maintenance job. A close
estima{e of'hgw long a job will take jis helpfuIl Second, you need to

know the skills of all workers. You also need td know when they will be

available to do the work they specializ} in. Grouping togéther jobs in

the same part of town can increase efficiency. Third, in new construc-
I3 - . * I3

tion, you must plan for the delivery of parts and coordinate your work

with the other contractors. So the pérson doing the scheduling must

juggle different things. The person also needs to be flexible and to
”

o

allow for the unexpected. This could include a call from a good customer

who is having a plumbing emergency. )

o
r

It is important for good customer relations to do the work as sched-
uled and to keep appointments. There may be a change in the schedule.

Then it is important to consult with the customer first and to inform him

or her of last-mirute changes. ) P

- »

{ )

Below is a sémple‘work schedule for one day. The wbrk schedule lists
the name of each empld}ee: It also shoWS'the work to be done that day in
the order it should be done. In this c;se, jobs are described by work
order numbers.; On Aprii 6 Hank and James worked together-on a two-person

job on the first assignment,’ ' , e

. N
,e WORK SCHEDUL
DATE: Mondayy April 6

: —

—»

Description of Job )

»

Eméloyee

* Hank ' . {104, #f’m, #105

James - #104, Start Campbell job, #100

»




.
o

Fy e,

O

.

N

Each worker may also receive a written work schedule for the day.

Of ten the person doing the scheduling will want to communicate with
employees -during éhe day. [This ;an‘be done by having: h
® empl%gees return to the office after each job;
e employees call in during: the day; ’ .
® a wireless paging system; or even

® a radio communication system.

’

Time Planning

A major préblem for mést small business pwners'is planning their own
time. Owners tend to work long hours, especially when they start the
business. There are a nu@be;_of ways to improve your use of time. One
way 1s to list all the things you'want to do. Then rank them in order of
importance. Take into conasideration both how 1mportant they are and when

they should be done.

v

A written sqhedulé is also helpful. Make reasonable time estimates
ﬁgnd allow time for the unexbected.h Also, many péQple find it edsier to
stick to ? schedule if théy include time for doing those things they enjoy
doing.\ Often'in maging up a written ichedgle a person will find that
there just isn't time to do everything. Then he or she must make choices
and accept titat some things on the1r llst Just won't get. done. At that
p01n§, they may find they need to talk to other people and changé agree-

ments oOn gettlng gsome things done or delegate work to other employees.

Walt found that things went more smoothly when he didn't schedule the

work too tightly. Then he could be more flexible in adjusting to changes.

LY
.

v <
A plumbing business needs a system for fecording work orders_and°
.scheduling the work. Carefully planning and good communication are

important for a qgmooth operation.
.t v 49
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Individual Activities
I . e . - -,
© I'. List five things you would find on.a contract. .
t ':;: < ‘ C - "
’ 2. Harris repaired a drain in a kitchen sink. It took one hour at $35.00
T, : o o
a - .per hour labor and $20.00 in parts. Fill.out the form bélow using .
this information. :
WORK. ORDER
: Person e .
. Doing Work , Description &f Work Materials Labor
" i N . ‘ : .
L . > =
4 . A . -
’ Ll B A ~ ° ] " .
N ' . 44;“’, — . — T~
' . : - TOTAL MATERIALS L
. - N oy K \
TOTAL LABOR .
‘ ’ TAX (5% on D -
¢ ’
N . _materials) :
'« |, TOTAL.cOST ¢ - ’
) ‘ - v, .
- Eaad
/ ~ 1 " ¢ ) * >
“ . 3. . List three:things you would find on .a work, schedule. “-
T ’ ' L N -
5 . \- B v ’ ' ‘. . ’ ’ /
; l ! ' ‘ iam v . g ‘
& | |
- . .
. t . ‘
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4. " James has three johs.to‘do on. Tyesday, March 4, in this order: “work
order #81, #76, and #8?.' Fill out the form below wsing this infor-
mation. ) ) .

" WORK SCHEDULE -
Date:
\ .( . - o
! . \ ‘ . -—‘-\/
 Employee Description of Job
. - - C
" \ -
E - ’ 2 .
. "“"'2% f\'?‘
1 ’: 1] N -l

5. How ‘any copieg would yoo want of a work order? Why?

c,,‘;.\:\ ‘% ., . . . ,.’ . L. » . .

‘Discussion Qq%sﬁlons A g ’ e

bk E 5 ) . . .
’ ﬂ/thg o ) - ’ * ;
lf‘ Brfng in Several gﬁgmples of work order forms." Pérhaps your parents

have examg}es of workoorder ﬁorms in their home' records

s

orders o, thex5 Job n Compare the forms, select the one

or use work

< R

you like the

»

Y
best éfgxolann h9 gyhlch one Seems .easiest to use? Which one
seems mo rqfé551onal° ‘Wh1ch ,ones seem approprlate for b1§ jobs?
Whlch ones%are ‘adequate fbér small jobs? - e

4

G-'

-

e
L}

o
¢ >

Y

s

-

just told your emploﬁei what jobs to do? - :
ot _n' LN ’ . . o

- N - ¢

B .. . o

Sy b

Given these jobs, how would, you ooﬁedule them in a day?

.

include some time for tfavei ) .

[}

u«did not use a work order form but

-

TN

o ¢
v

(Times
E

-«
a. rush Job——u{olog lines, don!t know how long;lt will take.
. b. rush Job——toxlet repa1r, 1 hour
c. routine ma1ntenance call——near Job (a) 1 hour | .
/ . ' .
L") . 51 & - " ¢ ‘@




d. replace garbage disposal--in‘?o;t_:al;gr’ part of town; not a rugh '

job, but want it soon; 3 hourg .

Group Activity - 6//\/

. ) .

-

E)

In a group, make a list of the tasks that Walt might have. Number
them in order of importance. That “;'.s, whieh tasks should be done first,
sécoﬁd, and- so forth? .Then make up a schedule for-Walt for the day.’
There may b? too many taské for him to complete‘;'.n one day. If so, sug-

gest how and when these remaining things should be done. Also discuss

which items would have the most long-term benefit. '

i -

L]
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- . ~ Setting Prices
. . .
‘ Goal: To help'you decide haw to set prices for your
' plumbing business. ’ -,
- ‘ Objective 1: Select the best price for ene of
- * the services of the business.
i . -
. . \
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. WALT -DECIDES HOW MUCH TQ CHARGE

. N

S

, - N T
Walt did estimating work on previous jobs.” So he is
familiar. with the estimating process. He has guidelines he

uses-as to how much’'the plumbing will cost”for each room.

He has manuals he refers to in figuring odt costs,

There are other things Walt considers in making-an
estimate.. He must know.how.complicated the system is, the .
type of system, and also what kind of'fiitures are rejuired. .
Walt needs to stay current on price changes to make a real-
1stic bid. . . . s

*
o

In figuring out a bid, Walt determines the cost of
parts and tax. He then adds that to salaries and other
operatlng expenses. These include utilities, transporta-
tlon, costs, and advertlslng . Walt then figures out his
bregk-even point, That is, the point at which his price
will cover his expenses. He adds to- that the profit he
wants to make. Walt keeps his operating expenses low so he
can keep his bids low. X

Walt describes how his bidding process come along. At

* first I was bidding about the same as my competition. I
wasn't getting many jobs. Contractors gave the jobs to
"people who had worked for them-before. Then for a while I
bid low and didn't include much proflt. Then contractors
were willing. to look more closely at my bid and were more
willing to use me. Once they learned I was reliable and
did quality work, I increased my profit percentage. They:
continued to hire 'me. My, strategy has been to keep my
expenses low and .to bid as low as poss1b1e to get new
business.' T

N

" o
PERIC
ggﬂﬁﬂﬂﬁ




= 1. sy v -~ ‘ . ) a
. R - o ) v .
> : , 4 .
| 9 ' . : ; .
. N * < ’ . —\'/
- l .I - Py
. ) Setting Prices )
s 3 . « ? " f
s ( » :
{ o ’ :
~, To be successful, you must set prices that: ;
¥ 7 e are acceptable to your customers;
»
® are competitive with similar servicesy'and
. . ® .cover costs for parts, salaries and other operating expenses, and
- ‘ . * k A o “
profit, o = ¢ ;
’ ~This unitbdiscusses what to consider in setting prices.’
I A B .(:‘7‘ . ’ B \_/- )
Acceptable to Customers . ’ -
»
qur prlces must be acceptable Lo your customers. Repair work is .
= o fairly’ steady w1th price changeS’“ But more people will do repa?rs them- .
: " selves 1f the pr1ce gets h1gh Th1s could reduce bus1n Remode11ng K .
P and replacement work is more sens1t1ve to price changes. . Peo le will not T
4 -~
) +, - have the work . done or will put it off as long as poss1b1e, 1f they feel
‘ .,

the_grlcerls too’high.

In new constructhp, people w111 not be. motivated. -

to bu11d new homes or bulldlngs if the’prlce ig too: h1gh

This reduces
R , £

“the amount of new construction work to do.

.

In Line with the Competition A T - "

-

s
“

- ‘ >

i N ' -

-

-

.~

\®

‘Cystomers often check the pr1ces of several services.. Then they ’

L Vae e

decide whom they want to do the work.

The, customers will not be w1111ng

to pay h1gher prices unless there are extra serv1ces ox” advantages for

Y e
el

o © ~ them.

Thesé could 'include higher qua11ty or re11ab111ty.

.

.

56




Components of Price ‘ . . .

.
P
. P ‘
. . Lo . . ¢ . ) ‘

. Cost of parts.. « The parts used are one component of the price. An

owner can keep the cost ofuparts low by shépping for the best price, -

ot

buylng in quantity, and paying};n cash rather than charging and paylng

A

interest. The owner,must also consider quality. An 1nexpensrve part may

be more cogtly in the’ long run 1f it is unreliable.
o . . . '

. © - - Y
- - ’ -
‘-

0perating expenses, Operatlng expenses include salaries and employee

beneflts, equ1pment répair and’ deprec1at10n, office expenses, 1nsurance, ) °
< ) AN A

accountant and 1awyer fees, and all the other’ expenses related to oper—

s, O

ating a business. The owner takes all these expenses into con51derat10n-

before deciding what to charge for a service.

%

-
°

: . . ’ . — ~ [y

Profit. The Profit is what is left over after all expenses have been
paid: The profit includes the owner's salary, monmey for income taxes,
and money to improve the business. You must decide how much préfit you

can make and whether this is acceptable for you, \Man§‘smal1 businesses

a . * « start out with little or no profit /in the first year.
*»
: f . ) s 14 , ¥ R
. Estgbllshlng a Pr1ce

—— e e e e - [ S L, S =

In the plumbing business, the customer myst be given a price ghead of

: ~time and must agree on it before the work begins For, repair work, it is

L4

i common.to set prices based on thggcost of parts plus an -hourly lqbor rate

.

“for the tllé‘lnvolved( Sometlﬁks the ‘time is calculated to 1nc1ude .travel.
i . time, Sometlmes it is Just time on the job. Sometlmes there is a minimum

charge. The charge for parts includes the cost of parts, a mark-up, and

. . -—

v . tax. The 1abor rate .includes operating expenses and profit, Only about *
. half of the money llsted_under Iabor‘ls actually paid to the employee in '’
salary. ﬁi - ’ .
,!P -

-
In some cases, a- plumblng businéss will have a flxed pr1ce for spe-

N

cific repair jobs rather than charging for actual t1me. Malntenance work °
' N . v
» . . . .
. : 57 . . ,
2 Qo . * : 56 ’
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“raise your price. However, if the customer requests changes, you can

.

o9

’ : ] ' -
, may be done at & prearranged contract‘prlce (such as $100 per month),

This w111 vary with the terms of the ma1ntenance agreement,

'
- -
© -

4 * ‘\ . * 3 ’ 3 . -
On large jobs, a fixed-price estimate is often given in advance.

Someone v1s1ts “the job s1te, finds out what ‘the customer wants, and pre=’ "=

pares an, estlmate of what the Job will coést, The customer dec1des if he

or she wants to have the work done at that prlce. If you bid too low,

you may’ not make a profit, I you bid too. h1gh you may be underbid by
¢ompetition and not get the Job. . - )

. .~

» -

a - » < : '

It is falrly»dlfflcult to es;’pate large jobs. But there are manuals

] and forms’ ava11ab1e that g1ve gu1de11nes for f1gur1ng costs,‘ Your costs

of the finished Jjob may be more than you expected. You usua11y cannot

negotiate on theichangesta\ LI ' ,‘ _

‘v 1

- . A
. - v -

There are a number of tHEngs to” cons1der in making an estimate., - The

- T,

Job may lead to other work In that case, you may want to atcept a lower

ndt want to spend your time that way. This is espec1a11y true 1f _you

3

proflt than usua1 Also, it takes time to prepare an estl,mate. You may"\ .

+

don' t_think there is much profit.in the job-or if -there is a lot of com-

pﬁfififn and you don't think you have a géod chance at gett1ng the job.
. . N 3 .

il

. . -

¢ Inflatlon (r1s1ng prlces) is another factor. Often a bid W111 say

—_

the prlce is good only for a few months as a protectlon against increased
et

prlces, The -price you quote to the customer can vary w1de1y dependlng on

the quallty of the equlpment you 1nsta11 Jobs with few parts and a lot

of,labor are harder'to b1d accurately than JObS that involve'mostly parts
,and 11tt1e labor. ‘ i

” . . <

. “( ’ N

“In Plannlng the work and making an estimate you must be sens1t1ve to

(R -

what customers want and to how much they wxll pay. Often your serv1ce
will cost more than they expect. This is especlally true in repa{r or
replademeht work. You will need to educate customers on what options are
available, _ They will need to know what the advantages and dlsadvantages

aré of each ch01ce., Then they will have,a clearer idea of+what they can

- -

« e .

-
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get ‘for their mbney. The best estimate may not necessarlly be the lowest

price. Rather, it will prov1de ‘customers with ‘what they want at a rea- .
Vd ; -

sonable cost to them. %

3 ] N N

Below is an' example of how Walt prepared an estimate for a certain

~

‘ - S

job. - s - ‘ . L
: >
Parts . ' o
. Oﬁeréting Expenses S iy
—~— TOTAL
) -

make enough money to pay for expenses.

-

raise his price:
Parts & Operating Expenses

Proflt (15% of total cost)

PrOposed Prlce

Summary
. ) .

Setting prices depends on customer demand, the prices of the competi-

.t

e

[N

ey

FullText Provided by ERIC v

price of each job ahead of time.

-
*r

tion, cost,of parts, labor and other operating expenses, and the amount -

of profit desired. The customer and the contractor should agree on the

S . .
Prices can be sel based on‘actual costs

-

of parts-and labor, fixed price bids, “or pre-estabiished monthly rates. -
Bd “ . 6/ . 3 P
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e Learning Activities

v N - -
~ -

- * —" ~

-

Individual Activities

&

1. Call up at least two plumbing repair businesses., Ask what their

hourly rates are for repair work. Report to the class on what you

. ’ Y .
find out, . . .

-
\

\

wPList five expenses included in the hourly labor rate, 1 :

e

3.\¥§Jjob\wi11 cost the owner $40 for parts and tax on parts and $45 for

labor and overhead expenses. Which would be gffai; price to charge a

cuétomer? )
a. $85 _ - o ' o :
b. -$100 . -

c. $125
4., In'making an estimate, Fran figured the parts and tax‘on parts would
-« be $500 and the overhead and labor expenses would be $400. She wanted
a profit of 10%. How much should Fran bid for the job?

2 K , s

. .
- . 4

Discussion Questions

a

>

A
o N -
.

1. Two-contractors give these viewpbints on setting prices. Would you

N >
¥ 0

set your price hfgh, low, or.average? Why? \

"¢ "I pay my employ;es well, and they do good work, I charge a “w
higher priéeé than most of m&_comﬁetitors. But my reliability and
‘quality make‘i:j;ell worth the p:?ce.”

e "My prices are among the lowést in the area. I make less profit
on‘each job. But I,attg?gt'more‘customers that way, and my total

r

profit is high," - ¢ .

v
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+2. A home owner wanted a new tub installed. Company A:mad& g.bid of
- $800. Company B made a bid?oﬁ $1,250. But Cdmgany B used a higher
quality unit that wag more durable, and attractive. As the home~ --
. owner, would yéu accept A or B? - Why? }
3. Rank Ehesé~jobs in order éfépheit desirability to bid on.

~ [
e Home owner wantg a 'firm bid on a job of around $250..

i

‘e A request for a bid on a large commercial job of around SlS,dbO.
The plumber knows tﬁéré:will B; a lot of -competition, and he has

“ never done a job that big, before. )
o A reque§F.from a small restaurant for an add-on job of around ‘

. $3,000. -~

Group Activity -

‘ ,

- o
M . N <

s . - Py

The class sHpuld be divided into groups of three. Have each person

take the pesition of the customer, an employee, or the owner. Discuss

. - whether you would prefer a fixed price for repair jobs or a price based’

on cost of parts.and an hourly rate for time actually spent. For a large
% h - X )
. . %,
replacement job, which would you prefer?
H - L] 8
L. hd o
- .
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- , Advertising and ‘Selling -
[} * .
Goal: To hélp you learn ways to advertise and sell the
R . services of a plumbing business.
. . Objective.l: Choose &he best way to advertise your
. plumbing business for a specific purpose.
C e . Objective 2: Design a printed ad for your plumbing
T business. ° e e - A
- ORI us 1 . e e ) g 2
b ° J .
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WALT SELLS HIS PLUMBING SERVICE . ey

a

Walt uses hls contacts with building contractors as his
main source of bus;ness. He says, "In my kind of ‘business,
d-of“mouth is the best way to advertise. If I do a good ~~
jo on a confract, then that builder,is 11ke1y to use me
again and to§§ecommend me to other builders. "My business
is based on repeat customers and referrals."
x
When Walt started his business, he callpd contfactorb
and other people he knew in the building trades. He told
them he was now working independently on new residential
construction work., He asked them to keep him in mind 1f
they needed his servnces ’

s

5 -

N

He also printed bu31ness cards with Q}s name and tele~
phone number. He sent the “ard and a lettér déscribidg higs
qualifications'as a follow-up to the people.he talkéd to.

He says, "It was.uncomfortable at first calling people.”

But that seemed the best wdy to let them know what I had to
offer, . . .

» ’ ~ )
Y N - )

Walt alsé listed hls name and telephone numberhln the
Yellow Pages of- the telephone book. In addition, he painted
a sign on his truck saying "Powéll Plumbing" along with his
contractor's license number. Finally, .he:regularly reads -
the local trade association publications to get leads on
jobs.~ Th1s also helps.him keep current on the trends 1n
constructlon. - . 4 -
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“ - Aévertisipg‘and Selling
. \ . .
Customers neeg}to know a service is ava11ab1e to use 1t. The purpose
‘of advertising 1s;to attract customers. How you deal with the customer
and provide the/éerv1ce w111 determine if he or she ia satisfied. This
sectidp will d%scuss: '
o customer needs;
. advertisiné and promotion; -
e selling and customer lations. R A

T 4 . ]
' . .

’

Customer Needs -

.
. .

- ~

+

- . " .
Remember what the basic motivation is for people to use your services,

At home and work, the customer wants a plumbing system that operates

> ¢ . . . ~. o . .
effectively with a minimum of problems and quick repgir service when things
’ I . v ~

go wrong. The customer wants dependable work dt a reasonable price. ’

)i . ST ‘ : AN
Advertising and Promotion RN ot
4] - & . ' ’ i

.

- . - - . ’

There are many ways to ahyertise a business.‘ The way you select,
depends o”nﬂ‘vthi service you pfovide a;xd whom you want to reach. Advertis-
ing can be expensive. You must, decide how much you can afford to Spend
A business owner wants his or hef advertlsxng to be cost effectlve.. That
is) buSLness‘oyners want to generate the most buslness at the least cost.

¥ ’ s . . + X .
‘That sounds easy,.but it is difficult’ to‘achieve! - - N

‘

- ¢ . ;

v

3 . : ) . .
Below are a nymber of ways to attract customers and a brfief descrip-

tion of how each.way can be used in the plumbing business.

@

Yellow Pages of the telephone book. Jhis is the major form of ddver-

tising for many “plumbing buSLnesses, partficularly for repair work.~ The

.

.
.
. .

~ 66 . Ho ~
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. ad should include your ndme, telephone number, and bther key informarion.
‘ The cost varies depending on the local area and the s1ze of the ad M‘zayﬂ
companaes select a n%pe start1ng with a letter that~comes early 1n the
alphabet. rThat way the1r listing will be among the f1rst people w111

* gee. Placement-of the larger display ads depends on other things, such ’

Ay

as how many years they have had a listing in the telephotrie book.

. . ' . ' . \” -
- ,e »
Personal contacts. Bus1ness from friends and their referrals can be

~

a good source of new busuness. G1v1ng people a prlnted business card
with your name and telephone number assists in this. Often people draw

on friends froﬁ a church, club; or other grodp they belong to.
J e .

* . e . .
Contacts with contractors and other-plumbers. Contacts with contrac-—

f

tors arelparticularly important in new construction work when the con-

tractors subcontract part of the}job. A Petéer(iollpwed up Gy a telephone

' call or visit maf'be used to ﬁake a cont with a contracte;T—“Plumbers
' may also refer jobs to each other for wziztbhey don't specialize in. For,
example, a plumher who deals priqarfly in large contracfe-may refer some-
. ~ one else for a small job. .Trade publications also provide information on
- - contracts that .are ap for bid in some-'areas. ’
IEQEE. An attractively painted truck with the compi#ny name neatly
printed on it can create a positive image for a business. It also can

make its*name familiar to customers. N

2

Newspgpe . Ways of using newspaper advert151ng depend on the local
,area and the rates charged A large c1ty newspaper ad w;ll probably not
be a cost-effective way to reach custome But an appropriate ad in a
smaller neighborhood or small town paper may generate a good response at
a reasonable price. PBeople looking for a service would be likely-to look
) in the elassified section where serxices are iisted. A larger display ad
in the paper'may at'tract people, particularly for jobs that people may

put off for a long time. These include jobs such as remodeling or drain

+ unclogging. o : . . ‘

S ‘ 67 ' ;
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Other contacts. Sometimes a plumbing business will do a direct mail-

ing, call potential customers, or ‘Contact people who have used their ser-
vice in the past. Radio spots cquld be used. But television would be -
oo expensive. This is usually aimed at genérating replacememt, remodel-

ing, or malntenance work. A business owner would carefully con51dagﬁgyy

cost effectlveness of this type of advertising.before doing it. Distri-

”;Ltion(sf attractive brochures desc:ibipg your service is andther way of A

v

¢ '

padvertising.

Any busin;ss will probably use a mix of these advertising appfoaches.
A new business may start witﬁ a large advertising budget to attract new -
customers. An established business may depend more on referrals and
repeat customers. - A business often will ask customers hqow they heard of
the business to find out if its advertising is actually éttractiﬁg new

customers. : , \ .

Often a campary will project an image through its advertising. The

image may stress low price, good service, or quallty 'work. Different . .
1mages will appeal to different customers. )
L 4
. N . ’ ’ . 4 ' v-
Selling and Customer Relations v .

. .
* "( ’ 4 ! . b7
ou must 'sell" them on using your”

service. Thekse are ways to do this.

their questions answered, and

ition they need? .

.~ ® How tNe customer is tré%ted——Ar
are they“provided with the info
o The truck--Is it neat or méssy? .
e  The appearance of the plumbers——bo they wear a uniforp or other
appropriate clothes? ) ’
-® The behavior og the plumbers—-Are they confident aﬁd competent?
Are they courteous? Do they come when scheduled?
o ®The qualit:;'% of the work--Is the work done to the customer's sat-—

isfaction? .

S .




e

Customers also form an impression about a business through its written

.

communications.

.

Py

present the igage you want? . \

1 4
L]

d - .
Every contact the customer has with the business influenceg h{; or-

Ry .
. her” i1mpression.

.

+

& .

LN .

»

LY

4

) o The appearance of the bld-—Is it well”organized, specific, clearly R
‘ written, and neatly typed on good quality stationery? . , .
. 0  The business card--Is ituattractively designed; and does it,

This begins w1th'the 1n1t1a1 telephone,call It con-
. tinues unt11 the work isg completed and the final ,contact 1s made.
, e L s . .
. ) . v .
,. & . AN g ‘ ~o
Summary i v i

\ s

e

To ‘have a successful plumbing bu31ness you must attract customers .
and demonstrate that you can prov1de them with the serv1cb they want. -7

The strdtegy you uge in plann1ng your advertising depends on the service

Ve ' you provide, whom\?ou want to reach, Every -~ .,

and how much you can Epend.

contact you have with customers contributes to their impression of,yoﬁf

v

business. . ) . )

2
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v Individual Activities ~ .
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1. List five ways to advertise for a plumbing business. o
4 € 0! .
’ . - . .
° s - 1( he ! * N
) 2. Look in the Yellow Pages of the telephone book under "Plumbing.' List .
* . ‘ . .:“ . " y,
any subcategories such as "Contractors" or "Drain and Sewer Cleanlng.: .
Write down the name of a business that emphasizes each of these: -
. drains unplugged, home repair work, remodeling, or construction.
- "la ~\:(;‘ - ' ’ “r . N
N ] L4 . - . N 1
3. Look in the classified section of a newpaper for listings under
v . ‘ ' . <, i
plqﬂglng‘ Bring the listings you find to class. Als® look for dis~
i play ads in a newspaper. ot p ,
- { . . , . ’ ’
. 4. Select a name for a plumbing service and .explain the advantages of ; ’
the name. . Ty ; - '
s ¢ i - . . . C .
. . \ . ] ST §
2oe
. © o - 2

L - . 1 4 M
. N . ., . - "
: . Discusgion Quéstiong = | ' :

. J - .
- - - 1]
N . .
. .
o - B . “ . - v X -

4

1, .Give a good way|to advertise each of these services: home maintenance .
b ; stt .- : .

-and repair work; new congiyuction work, and ‘home remodeling wofk.‘; ’ .

- - .

-

\ - . N * "

: M4 - . ' & . ‘ °
. 2. Discyss_the statement, "Our service péople are our best sales.people." .
' s >,; s : . - :~

. . . R )
3. .A plumber specializing in drain unplugging has a yearly. budget of

o " $1,000 for advertising. He has the .following choices for an ad in the .-
. ’ _Ygllpw‘Pagééiﬂ What size Yellow Pages ad do you think he should buy?
T - What other kind of advertising should he do?
. . P : R
K , . , . . . .
Toe s { ’ fb?? ~ ‘I’ i

. g ,

” / .
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L + e Short listing ~ $100/year . .
. 1' 1] I3 / K3 ‘
i . C e ® Medium-size d'isplay ad - $500/year . .
~ . * e A- . e . ° -
b Large -display ad - $1,000/year
! . | i > ?
’ -
- <
"ot ’ . - * ® T4 ‘
. . ~.. ‘v Group Adtivity _, : - s ’
¥, . * . ~ ’ , 3 4
= - - " . N N i . h . c
; . Prepare a simple ad for a plumbing business to appear in the Yellow ‘ )
. -~ ‘ . N ‘o 3
. ‘Pages. Include the name, telephone gumber, and other information you
- & -
- . - 1 ]
. feel is appropriate and would appeal to your customers. Share your ad
' 8 - . . . .
. . _ . ] » » - <
g with the group and explain why you designed it as you did. L.
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' ¢ Keeping Financial Records
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oo Goal: Torhelp you learn to keep financial records for your
P C . Fol .
e K plumbing businegs. )
a 2 . ’ i
) : ' > Objective 1:. Fill out a customer’ account form for
. the services performed for a customer.
., .. . . N .
'3 N W . . . .
oy ’ Objective 2: Fill out .a daily-cash sheet for money
. - L4 L] - - . -
z - received and paid out in one day. -
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. WALT KEEPS TRACK OF FINANCES

s 9

- Walt set up a recordkeeping system when he first started
working independently. He had a file system and a way to -
keep track of the money he spent. But Walt found that he
tended to put off doing the recordkeeping. He would put
things in the "To Be Filed" box. He wouldn't get to them
for several weeks. .

After he was’'in business for about six months, Walt
found_that although he had work, he was short of cash.
" Because of the way his systém was set up, it was difficult
to tell how much he needed to charge to cover overhead
' expenses. He needed better records to see how much money .
he had. They also would help him to anticipate -.when he ~
would need to buy parts and when he would get paid for jobs.

. Walt met with angaccountant. The accountant helped him
set up. an improved recordkeeping system. It provided Walt
with the information he'needed for his planning and deci-
sion making. . -

Walt decided he needed to place more importance’ on
keeping records. He says, "It really doesn't-take very
long to do the records once I sit down and do .it. I don't
want to take time during the day when I can be doing other
things. 1I'll set aside Tuesday evening from. 7 to 9:30 as
the time to do my records. If I don't get caught up, I'l1
Y work Thursday evening. That way I can keep my records
currént."u s ] 4

" Walt also decided he wanted to understand accounting
and tax laws better. He learned a lot from talking to his
accountant and other contractors. He also read about
recordkeeping. And he took a class on basic accounting
through a local college. - ,
o
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* - Keeping Financial Records - . -
4
° ' . - ‘ N . - . .
As a busingss owner, you must have a clear way to keep traék of your
- money. Different businesses have different recordkeeping needs and “
methods This unit discusses the importance of keep1ng financial records.

It also gives' two. examples of the type of records that might be kept.

« -~
.

,

»
el ‘

- ) ta ‘,' vt N .
5 .
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Importance of Financial Records

-
v . .

@
N

Often people starting a plumbing business know their trade but do not
have much knowledge in the area of bookkeeping'and accounting.. An owner

does not need to do the bookkeeping. But he or she should thoroughly.
undegstand the system and be able to use 1t to get the 1S§ormat1on needed

to plan and make dec1s1ons. .

2 ’ ' A o

The purposes of keeping financial records include:
) ‘making business decisions and plans;
® - keeping track of revenues (money coming ip);

® 'keeping track of expenses (money“going out);

/ . B ) *

] preparing taxes and other business reports;

e seeing what each job, costs;

o comparlng actual costs w1th est1mates and bids;

@ ¢ anticipating-cash shortages; and \ ) - //ﬂ\

. £

e determiniag profits.

»

You have already learned about the work order.\ It shows costs on a
specific Job This unit dlscusses two other types of records~--a customer

account_form and a daily cash sheet. Other records mlght 1nc1ude pay roll

record s\%';
These re
- .' - - 3 ~ t . - >

tax records, and records grouped by type of expense.

are perlodlcalay summarlzed and'organized into forms that
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show how the business is doing. These include forms such as baiance

Ty

sheets and prof1t/loss statements. ’

-

.

-

‘Customer Billing

.

¢§"

Some plumbing businesses do the work and then later send a bill. .
- . . . .
Others have the customer pay at the time the work 1s done, partlcularly

for'repair work and small jobs.' For large jobs there 1s often an agreed

on progress.b1111ng schedule fov the custbmer to pay a tertain percentage

of the cost when a certain percentage of thefwork is compleﬁe The cus-

-

' tomer may not pay a small percentage of th%hblll yntil he or she knows

the system 1s in good working order.

y

L

- ~
‘

Sometimes a business ‘owner extends credit to good customers 1in order
to gét the1r bu31ness and musdt wait for their payment Meanwhlle, the
owner needs cash to pay workers and for other expenses This type of -’

credit is of part1cu1ar ‘coneern in new constructlon.

For a large job'a
plumber will usua11y file a lien on the property. This puts a claim on
the property if the work is not paid for. The business owner should send
out b111s promptly to encourage the customer to pay as soon As possible.

v

A customer account form is kept in the off1ce. It shows how mucﬁ‘a

credit custbmer owes the business. On the next page I's_an example of a

customer account form that couid be used in an office.

O

LRIC

Aruitoxt provided by Eic:
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. CUSTOMER ACCOUNT,FORM -
Customer: Lawson Construction Co., 88 S. 10th St., Haven, Ill.
Date Description of Sale Amount Payment | - Balance
) . Charged Received Due
> ‘ ' .
7/1 lst Installment, Job 301 $ 500.00 $ 500.00
18/1 2nd Installment, Job 301 500.00 } - 1,000.00
8/15 . Payment ' $1.,000.00 o
11/t 3rd Installment, Job 300 $2,500.00 $2,500.00| .
. IS .\ , . + [

. The Lawson Construct1on Company was b111ed $500.00 for the f1rst

&

1nsta11ment and $500.00 for the second installment on a job, for a.total

of $1,000 balance due.
longer had a balance due.

1nsta11ment.

3

4

Daily Cash- Sheet

A daily cash sheet such as they6ne on the next page can be uded to
keep track of the money coming in

*Thi’s form is only a sample.

business.

The Lawson company paid this on August 15.

It no ,

Later it was billed $2,500.00 for the third

This is shown here as the balance due.

d going out of a business each day.

The system used will depend on ﬁhe specific

-

\0

|
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‘ " DAILY CASH SHEET
Cash Rece;pts . Cash Payments
Cash Sales $450.00 Salaries
Collection on . Building Expensges $560.00-
) Credit Sales $ Equipment & Furniture ‘
- . Inventory or Supplies
. Advertisrng_ . ‘ .
, ) . - Other
: TOTAL CASH RECEIPTS‘$450.00 . TOTAL CASH PAYMENTS $500.00
- < |
- .

L "In the sample, for a particular d:gvthere were $450.00 in cash'
recelpts and $500.00 in cash payments. These and other daily records are
perlodlcally summarized into forms that show how the business is dolng,
. ’ o 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 rqr

yoirrself, get the advice of a bookkeeper or accounnant‘about how to

complete a balance sheet. . 1 )"

e Summary \\J/ . C
—_— B . I

-

-

keeping careful frnancial records <an be key to the _success.of a

- . business. Often plumbers g01ng into business for themselves must learn
about how to keep and use f1nanc1al information. The specific forms a?d
systems used should be dq51gped to meet the needs of the particular."

* .business.. . ’ ’ -
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- . ' Learning Activities

Individual Activities

e

.- ] b
1. List four reasons for keeping careful f&hanc1al records.

~

. I .
2. Complete this customey account form for Allen Wong using the informa-

«

tion below. N ,
. . Date * ' DescriEtion Amount
) S 1/15 - ~» Drain Unplugged . $30.00
v 1/25 Check Réceived, 30.00 °
3/4 . ~Repair garbagé disposal - 35.00 ..
4/4 . Replace garbage disposal 126.00
CUSTOMER ACCOUNT FORM
[ 4
, Customer: | ' .
- - - . ' b
-~ E’ . ~ . A
) Date . R ‘Descgiption of Sale . Amount ot Payment Balance
| ; Charged Received ~ Die
. g T
e
> - »
/ B " b
- 2 V - «;‘:ﬁ‘ :
. .
R B 2
‘ ) . o
, . - y
€ - 7D ' /
i v - A 80 1;@5 .
\ ) : . . "




Complete this daily‘cash sheet u;ing the information below_regardfng
cash transactions on one day. ’ ’
T;a;saction * Amount ¥
Advertising in Yellow Pages $ 100.00
In;Lrance Payment : " 85.00
Colleétion ph credit sales 550.00

Salaries . - ' 1,500.00

/

DAILY CASH SHEET

A

Cash Receipts Cash Payments

) Cash Sales - Salaries
Elbll'ection on S Building Expenses
Credit Sales Equipment & Furniture -
: cee . Inventory or Supplies
Advertising
- : . . Other , -
TOTAL CASH RECEIPTS -, TOTAL CASH PAYMENTS

Explain the term "progress billing." >

.
4 -

\J n T R -

How could an adult in your local community get training 'in accounting
y - .

or bookkeeping?

-

Discussion Questions-

Do you think it is be;téf for the owner of a small business to keep .

all ‘the financial records or to hire someone else to do it? Discuss.

Fs
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2. Give examples of when you would want a customer to.pay in cagh.

Give

examples of when you would extend credit. °

. -
« ’

3. Fred Gonzales hasidone some plumbing repair work for\a loc§1 res-
taurant. The restaurant pow has a balance due of $75.00 that is two
months overdue. Fred sent a reminder notice after one month. What
- . . ’ .

do you think Fred.should do? -

- .

Group Activity ) A

4 . |
In a group, make a list‘of the types of decisions Walt needs to make
in his business in which it would be helpful to have information from

financial records. ’

~ s

KN

®

v




Goal:

»

K

k]

Keeping-Your Plumbing Business Successful
e .

o

To help you learn how to-keep a plumb%ng business
successful. O : ’ -

+ - -~
v

Objective 1: Figure out the net profit, profit
ratio, and expense ratio for this business.

L4

Objective 2: State one way this business could
increase its profits. ., B

Objective:3: State one way this business could
change its serviceifto increase sales.

. \
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WALT CHECKS HIS.COMPANY'S HEALTH,,'.

A

Walt has been in business for five years now.

have been changes in his busines’s over the years.

There
Walt

.

describes some. of these“changes.

"During the third year in bu51ness, I got some JLntsacts

to do small tract developments. I liked having steady work
I could depend on over a longer period of time. I hired
extra help, and things went well for about a year At the
errd of Year 3, I began having difficulty finding good
workers. I ended up spending much of my time directing and
supervising others. I found I didn't like supervising as
well as doing the plumbing work myself."

Walt decided to change his business. There was a lot
of new building going on, So he decided to stay in new con-
struction work. H0wever, ‘he decided to lay off all his
wotkers but one. "I'll only take jobs that the two of us
can handle. But I think that we can handle quite a few of
the jobs that are up for grabs right now." \

"After a few months- Walt decided that he liked his cur-
rent rate of business. He says, "I like working at the
level I'm at now. I could prob bly get more work and hire
more help. But that would incre\se my expenses. I would
need to do more supervising, too.\ I like being small. I
can keep my expenses down and make a good 11v1ng doing work
I 11ke Next year I am g01ng to concentrate on selling
more” custom plumbing jobs in new homes. I earn a higher

pertentage of profit on these jobs."” )
-
*
Ed Py -
(4 a
. . ,
¢
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N Keeping Your Business Successful

- - .
e .‘ "

. ‘ A business must make a profit to continue, Profit is one way of - T~ n

evzluating the success of a business. ' However, there are ether petsonal

f - satisfactions for some people in running their.own businesses. This

. e sectlon discusses personal satisfaction, ways to increase profits, and '

‘ u31ng a profit/loss statement. - )
< . ) > ( - ‘ N . '
- | ’ ,, - ) . . . .

" ;rofit and Personal §é§f§faction " .

N : b

: . Many people start a small business hoping to make more money than they )

' did worklng for someone else. ‘They take a risk by g01ng on their own. o
Some- people make much more money. Some make about the same. Others make —* '
less than what they could make working fotr someone else. Different people :

' are satisfied making different amounts of money from their business. For ‘
sqme people, personal satisﬁection is more important than profit.
) )\\ " There are other considerations 'to being a small business owner. Some
people like working for themselves. The§~may enjey the <independence, the
. thallenge,, or being able to make the dec1%;ons. They are usually persis— ' -

<

tent, hard worklng,,and motivated:. Other people don t like the work ;
even when their business-is profitable. They may not like the worries,
responsibility, the lomg hours, or having to make so mépy decisigns, So /N/«er
operating a small business is certainly not gightﬂfor everyone,

« -
Y . » L 3

e : . ’ ) - /
Profit/Loss Statement . . Lo *
) - - >
A profit/loss stdtement shows revenues, cost of goods sold, gross $

- prdflt, expenses, and net profit durlng a certaLp perlod .of ttme—~"1hls -

1

1nformat1on can be helpful in determlnlng how eybu31ness is doing and 1n

dec1d1ng what changes might be made.‘ Cost of goods sold refers to the ' .

L -~ ' parts and materlals that-iwere used in plumblng work durlng the year.

. - . S L3

N ’ ( . . .
) . 86 80 . ‘ . ‘
. N . * . ,

!
¢
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A profit ratio and an expernse ratio can be figured from the informa-

tion on the profit/loss statement. They show the percentage of profit .
LY . { -
. . A}
and expenses to sales. They are useful in.comparing the performance of a ﬁ
business from year-to year. They are computed as follows: » ‘

P A
a
4 [}
- *

. . Net Profit ’
Profit Ratio = —m8— -
) Revenues .

Expenses
Revenues N ' ’

i}

Expense Ratio

[\

Following is Walt's profit/loss statement for years three and four. . N

.

[ ’ .
TWO-YEAR PROFIT/LOSS STATEMENT A4

L4

Year 3 L Year 4

$ % $ %
Revenues - $250,000 100% $187,500 | 100% .
Cost of -Goods Sold 150,000 60% $112,500 | 60% ‘"”f::>
Gross Profit ) $100,000 - .$ 75,000
) (
- ® ’
Expenses .
. Salaries | 37,800 17,250 ,
~ Depreciation and Repair o
of Equipment 73,000 3,20 | . ‘ ’
. Gasoline ) L 2,200 . 1,500 )
Office Supplies 1,000 " 800 )
Advertising ‘ 1,500 -, 1,000 ¢ -
Other | __4,500 _ 2,500
TOTAL -~ - - |$50,000° 20% $26,250. 14%
[y - . Y
.Net Profit (before $50,000 20% || $48,750 26%
owner's salar,ﬁ > .

- B

P

"0Often plumbers do not include their salary in the net profit. gThen

their reported profit as a percentage of sales is much lower. -

.
-
.
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In analyzing Bpe profit/loss statement, you can see that Walt-had-less .
. revenues and profit in Year 4. He also'hyi less expenses, so _his percen— - " '
tage of profit was higher.
. . ~ . - P .
T Year 3 Year 4 ; , :
Expense Ratio : 20% - 4% ~° ) ' :
» . -
. . ‘o 3 )
Profit Ratio 20% : 267 '
- ¢ - v , LY F) -
- »
o Lot N . ; - Y "‘
How to Increase Profits . , s . . -*M" :
. R
. Although Walt was now happy with the baEic,_size of.his business, he did c
* ? . ‘e . . . -
want to raise -his profit a little in Year 5. Business owners can increase
pfofits by increasing revenues and by decreasing expenses. It sounds‘easy, - :
but it is often difficult to’dq' Some ways to increase revenues include: .
® raising prices; . <

e getting more customers; . :

. N . . * . e N »
e working more efficiently and getting more work done; e, L
. e providing different services; or < s \ .
: o  specializing in the more profitable services. i .
& . O

Some ways to decrease expenses include:
o

e having a smaller inventory of parts and materials; .

e ¢ impraging office Jarocedureé;
- ¢

® redycing waste; and

‘e cutting down on employees. ' - .

=
, «
v \
.

R N ! . [
Sometimes it is difficult to reduce expenses without also reducing
services provided. This may lead to a loss of revenues. " Maling business ' -

.
€

“decisions requires good judgment. -

A v ’

“ v

[ °. . }, ’ »

. 9

Summary : . .

~ - . !

. LY

A company must make a profit to stay in business. .A profit/loss ‘

statmenqt sholis the owner how muc profit there is., It canyéed to

-decide on areas where improVemen can be made. Personal: s ¢isfaction, as’

: . . . . .0 . ’ “

well as profit, is important to yhe small bu51qess owner. . ' ‘

‘ » * - L] R L) o ©
v . B - |
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Individual-Activities ————-—-- -

& i -

‘1. Give the equation for an expense ratio and a profit ratio. Exblain

why they are useful. .

- N
. .

2. In Year 5 Walt had revenues of $200,000. His parts and materials -

cost him $118,000. His expgﬁses were séa,boo. What was the net
profit, the'expense ratlot/and profit ratio? Did Walt do better or

worse than in Years 3 and 4? :

.
. -

- - H

3. List three reasons why revenues for a plumbing business might go down.

. s
i N > N ' .
v .

4, List three ways to increase revenues. ° . ’ ‘

4

’ . . .
B
)

5. List three ways “to reduce costs.
. =

R
- .‘ * ’ L .
. s ’ .
- . . . <
Discussion Questions N .
- - . . K , - i ¢

A
N ’

¥ A Y

-~ T . * ) . “ ‘
1. "Spppose that a-journeyman plumber in Walt's area earns about $30,000

DAY

- * ¢

a-year. Which of these gmouhts do ybdu thigk Walt should earn, ‘*and

/-

+

why? = . t . NN
- - . (
‘e ___ & $25,000: s © ‘ ,
b, $30,000 = . : . S :
.~ c. $40,000 | U .
__d. Gver $10,000 ~ . - o
- ¢ 2 , - o - ‘ ‘I - ’
» . L. * o N
v .. . ’ \ . .
. ' ) , .
P 2 L R
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' 5. Which of these types of work would you like to do if youd were a small
business owner, and why? ' ~

a. New construction

. ) < -~ L
b, Remodeling . . : - :
had .. <. - » +
c. Repairs .
—?— . - *
, d. Commercial property A
. Y . . . . « : ) .
- e~ Residential property R .
. X - . .
< ) . ) i @ .
3. What persopalesatisfaction might you get from having your own
. business? ... . . ~
Y ' ’
Group Activity . ) . . .

”
, Y

Imagine_that your grggg is gqing to start its own plumbing business.
What kind of business would your group like to run? Write a description

“«

including the following.

-

. e Name of the buginess ~ - - o «/
. / . . - B . ’
: e Services . ). . 4
) . . . e
* Customers o .
[ ' . [
¢ Location
. ! - '
e ' Number of employees o . .
} 4 ”
e

Why you think you can compéte

20. . } T
N . v . -
R ) . N . A T g
- oo A ! .
' . e .

T, . . ]

v
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This module has been about owning a small plumbing busi-

» ness., There are also large companies’ with many employeeé
that do targe—-scale commercialkconstreetion, residential
Y " tract housing, and other large jobs. They may offer a range 44,.
- N i .of services. Such companies. sometiess started small and
- expanded’ or had ldrge amounts of mohey .to invest ir the

beginning to get started.

, S, .
Yoo T o s .
Starting, your own plumbing business can be a rewarding

ehallenge. Many people lﬁke,workipg'for themselves and'being
' eir own bgss. They also like the fgct that their efforts':
ﬂ , will be rewarded financi 11y. They get both. pergbnal satis~ -

' . , facj:1dn and the poss1b111ty of more 1ncome by runnmg their

¢

- ) own business,

. -

. 2

)

In order to own and operate a successfuL plumbing- bu51— g

3

v nesd‘ ‘you need tra1n1ng as a plquer work experience, and

' : _ the special business management skills we have covered in

- . this moduleN_ If you have not had a cQurse in plumbing, you
shouid fake one before deciding'to own a plumbing buaidess. . k¥ §
. You can learn business management skills through bu51ness

clas%Fs, exper1ence, or by using the adv1ce and example of an
S expert. _ ~ . . . j’
. . . . L L. . '

. - LN .
. 7 . . [ .
o * »

Operat1ng a small stlness is-not appropriate for every-

® - ' one. It tdkes hard work and ¢an be rlsky. Many people "

[he ‘Y

prefer to work 88 an. employee "and to 1eave the detarls of

managing the business to someone,elsew You may ‘not make a

e © T Alét,of mofey by owning a plumbing business. However, you -
. . o -

.
. v .

.
[ - .
4 N . * . *
s 4N . . . e
- .- . . [
. » .
\ . .
. . .
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) would have the personal satisfaction of being responsible for .
T AN
your busmess and making your own decls1ons. Yhink about how ‘
AN
. important these th1‘gs are to you m cons1d¢r1ng if you, mght -
like to start your own plumbln% business, . .
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2.

° (

The least likely customgr of a small plumbing Husinegé

would'be: S Lo J '
—::N ar a home owner. - « ST T T
,___: b. an apartment owner. .
¢ ‘a general contractor. ' ' . 2
. d. " the manager of a large factory. g .

. . *
.

. .
List three helpful personal qualities of the owner of@f

plumbing business. z B .

' a, ‘%.-*—— - ‘ A h
b.

’ 1
c. . .

. ' B . | /////

List two ways to help a plumbing business compete suc-

cessfully. ) ‘ " '

a. ) o . = ' :
7 . 7

b. 4 . o

I3
.

“ness may fnclude:’

¢

‘

-

*

The legal requirements to operate a small plumbing busi-. .

?

as

passing a state test.

having a business license.

'

3
- £
» v
X ; 3
‘I! ‘ ea s
L
) v
* L
. .
i .
e . .
4,
. .
4,
X
1 .
. .
v -
* .
LY
0 .
. . .
2 : .
:
.o : 5
.
A ?
- .
s : >
.
% ; \

b.
.c. having a ‘certain number ‘of years o'f experience.

d: all of the above. .

-_ » . . .

-

L1st two things to thipk about in dec1d1ng 1n what ar€a to

t - -

lthte your bu81ness.' <

2 <

1. . ~ P
a. 1 . . \ .
o ) ] . - .
b? §g~ b - .
- * - * LY T .
+ o S ) - ' .
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6. Which location seems best for a large plumbing b
a.. A home ) : : .
Sy’ l . ™ )
b. A place where many peoplée walk by
c: A shdp and office in a commercial area
. A space in an office building
) K3
+/. List the three parts of a business description.
-a. o
b N w s
c. . v ‘
N /'
1 - -
8. ’ Casey Harris plans on startj.ng‘a\small .plumbing repair .

¢

service. She has $10,000 ghe can spend. - She estimates -
that he} expenses will be $15,000. Fill out the form

<

below using this information. '

. a. The owner

¢ 8°

s

]

-

The foreman on a job

o

. . .
¢. A journeyman mechanic

-

d.’ The office worker .,‘ & -
S - \ T \

< op 7 -~
* . g . i Nl - ’ ' . / . \u‘j ". \

Tota} Starting Expenses : S

. Total Money on Hand . ]
Total Loan Money Needed - ' -
- -
R N LTy ‘ . ,
9. Of these people, who would be most likely to ‘decide about ™ . : "
'~c hiriﬁg 2 new employee? . L ‘
. . . ¢ :
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e
.

b. ‘ .
¢
' c. . .
’ . 4 . \
12.  Ron iqstalled a 180-gallon-waterheater. It took $600 in .
N parts and tﬁrqg hours of labor af §$36 per hour. Fill out
’ . . . o . }
. fhe form below using this information, 9\\ -
v 20T ;Total,Mate;ials‘\* )

. N ¥ *

10. What kind of‘expefience woulq you‘look for in a persop you Y
. -wanted to-hire for '"\ew construection" plumbing work? ’ '
' a. Seven years egperieﬁce in sheet.metal work,
four yéars of experience as a foreman .
- .
Seven years of experieqce in plumbing repair XPrk .
c. Four years of experiencehin‘new construction

plumbing, -some experience as a foreman

-

EN

v

-

11. List three ways ,to keep your employees satisfied. ,
. l s . v

-~

I 4

Total. Labor

Tax (6% of Materials)

TOTAL COST

s

s

. ¢

13. Which of these jobs would y%u schedule first on a given

-

-

T4

-',( daw? .

. a. A maintenance contract job & .

&

-

S

b.. Fix a geaky faugef
. s ' s = -
c.. Q"plumgipg_gmezgency.call‘grdm a.major customer

. d. A:fequest fo; an estimate jSi remoderrgg,ng;'

~

. -
[ . L 4 N
'\. - ¢ . D * !
v / N
. - IS .
B [ 3
. ’ 3 .p' & *
) v - 13 .. . :
. ¢ " .
e * . !
v ) ’ * k ' - ’
Lo b . L} ’ )
- '%1 M. ) . Ve
- 95 ‘. “
“ 2 89 . <
[} -
4




>
’ N 14« A job will cost $200 for parts and $250"for operating
.. expenses. The contractor wants to‘malge a 10% profj.t. How ° ,
oo mic¢h should he or she bid for the job? \ .
, az- $450
T - b. §500 - )
c. §$550 . . . ' -,
. LT L e
. . d ’ . . .
‘ 15, -Which of these would be the best way for a business doing .
» ¥ emergency plumbing répair wori to advertise? ° S 5
o @ a, Business cards . - ’ .
. . - . b. ‘Newspaper ‘
¢. Radio . [* \
' . d. TYellow Pages in the-phone book < ¢ T
_‘@i * »: ' . - . ’ .
4 ) 16. [ist the two most important things to include in an ad. /
oL o
’ T — ———
P . » : . .
. ’ . 17, Molly McPherson had a fixture replaced for $200. She has, - )
' - paid $150. What would be the #hlance due.&n her customer
account 'form? N - R
Q. ! * _ ’ ? . T
. , ® . . . ) '
.« ., 18. Michaletti's Plumbing Compamy had the following cash
. . ? N
reteipts and cash"payments in one day: cash sales of ‘ -
:. o 3 . $52}y; purchase of inveéntory ‘for $700; and ,c?dl.ectior}\@\’ .
.l . credit®sales of $129.00, What were the total cash receipts
‘. i ' and total <ash paj}ments fo? the day? ., -~ Y :
s - R v -
Sl Receipts:< § - Payments: $ )
PO A RN . . . : . .
. . . hd . . * -
. .19, In one year a business had $100,000 in fevenues and /
, $25,00é ih expenses. Cost of goods sold was '$60,060.
a 4 Fill in the b'lanks,_ . e ] \. ' '
o . a.- Net Profit = ' : R
f ) b.  Préfit Ratio = IR L
: ‘. - J e _Expéhse Ratio = : _ ?o ’ ’
’ ) B * ‘~ +*
5. o 90 ~
o N . N
-~ 13 " M

t
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. 4 \ R R
List two things a plumbing business can do to.increase
sales.
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L4 PROJECT PRODUCTS
. \

Q\‘ - ‘ ‘
Entrepreneurship Training Components

. ., »

. " vocatrodal Discipline Module Number ang Title &

General

Module
Module

. ’ Agr;cuifure 2
3

N . Module 4 ~ Garden Center
5
6

- Farm Equipment Repair

- Tree Service ' v

Module

Médule

- Fertilizer and Pesticide Service
v

° Y - Dairy Farming

Marketing and
Distribution .

Module 7 - Apparel Store )

Module'8 - Specialty Food Store

) i Medule 9 - Travel Agency

_; . ' Module 10 - Bicycle Store

Module 1l - Flower and Plant Store ¢
“odule 12 - Business and Personal Service

- Yodule 13 - Innkeeping

Healtn Module 14 - Nursing Service
. Module 15 - Wheelchair Transport;tion Service
Module 16 - Heaith Spa
T Business and Module }7 - Answering Service :"
Otfice . Mod@le 18- Secretarial Service
’ ai ’ ' . . Module 19 - Bookkeeping Service
- ' T Module 20 - Software Design Company

- . Module 21 - Word'Processing Service

- Occ;o@tioﬁal + Module 22 - Restaurant Business , ‘s

. g Home Economics Lt Mq§u1e¢23 -
) . Module 24 -
o ' . Module 25 =~

Module 26 -

/e
Module 27 -

Module 28 -
. ! : Module 29 -

Trades and
Industry ES

Technical

- o »
. “ .

D

Module 30 -
Module 31 -
Module 32 - Welding Busines

. .

Module 33 - Congtruction Electrician Business
‘e . Module 34 - Carpentry Business »
Modhle 35 - Pllumbing Business
Module 36 - Air Conditioniét and Heating Servicew
. LT ¢
. T ' Rg}ated Regources .o 2

1 f. .

Resource Guige of Existing Entrepreneurship Materials

° -
fandbook on Ufilization of the Eatrepréneursnip Trainfng.Comppnents
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M
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Module 1 - Cetting Down to Business: What's It All
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