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Introduction

Are you tired of pounding nails? Has your boss been giving you a rough time
and very little money? Change it. Go into business for yourself as a builder.
Make some serious money without climbing on the roof. Are you an orga-
nized person who can perform as a business owner? If so, you don’t need car-
pentry experience to make a solid income as a general contractor.

I have built as many as 60 single-family homes per year. My background
includes remodeling, plumbing, land development, and real estate, but I have
lived in and around the trades for about 30 years. This book will show you
how to leave your job or step up to a higher level in your business interest to
make some substantial income as a general contractor. If you happen to be a
carpenter, you have an added advantage. But, you don’t need any trade expe-
rience to be a successful building contractor.

The key to making money as a builder is organization. Other elements
come into play, and they include the following:

* Field experience is very helpful.

* A good credit rating helps.

* Being able to take control of difficult situations is essential.
* Time management skills will add to your success.

* Having money in the bank never hurts.

All of the items I have just mentioned are major factors, but anyone can
do this. You don’t have to be a carpenter to be a builder. I am not one, and
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Introduction

I've been doing this since 1979! You have to be able to run a business and deal with
subcontractors if you want to make this career work. It’s not that hard for dedicated
people.

What's in it for you? Most builders add approximately 20 percent to their cost
for the construction of a house. You do the math for you area. In general, a
$200,000 house relates to a potential builder profit of $40,000. This is not a bad
return for 90-120 days of work if you have the right crews.

The job is not easy. If you are not willing to do a lot of phone work at night, you
might want to consider other options. Being a builder is stressful, but at the same time
it is very rewarding. You can ride around town and say, “I built that.” Venturing into
building can take two main directions. You can be the person who is making the house
come together as a hands-on builder, or you can take the white-collar approach. Both
work, and the money is not bad.

I've done this a long time and am sharing with you my life experiences, which
should save you a lot of trouble and lost money. Learn from my mistakes. That is
what this book is about. I want to see my experience help you succeed as a rep-
utable builder. Take some time to check out the table of contents and to thumb
through the book. The forms alone are nearly priceless for a rookie. Really, this is
your ticket to success by learning from my mistakes. I hope you enjoy the read.
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