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Notice to Readers

Laws are constantly changing. Every effort is made to keep this
publication as current as possible. However, the author, the publisher, and the vendor of this book make no representations or
warranties regarding the outcome or the use to which the information in this book is put and are not assuming any liability for
any claims, losses, or damages arising out of the use of this book.
The reader should not rely on the author or the publisher of this
book for any professional advice. Please be sure that you have the
most recent edition.
Note: Prices, commissions, fees, and other costs mentioned
in the text or shown in samples in this book probably do not reflect real costs where you live. Inflation and other factors, including geography, can cause the costs you might encounter to be
much higher or even much lower than those we show. The dollar
amounts shown are simply intended as representative examples.
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Foreword

Workplace safety is not mentioned or discussed in this book. This
is not meant to downplay workplace safety in any way. Everyone
in our industry must know that workplace safety is of paramount
importance to everyone working in construction and the related
service industry. This book is about business and not necessarily
the right venue to discuss safety in the workplace.
I encourage every reader and prospective entrepreneur to consider safety in the workplace and the safety of fellow workers at all
times. As you read this book make sure that workplace safety is
always on your mind and part of any plans that you may consider.
You should include workplace safety as an integral part of
your business and be sure to create a workplace safety mission
statement as part of your planning processes. A serious workplace
injury or death in your business would be devastating. Don’t let
this happen to you or anyone associated with your business.
Whenever you see the words “Faster, Cheaper, Better,” make
sure you add the word “safer” at the beginning of this statement. You
will appreciate the importance of “Safer, Faster, Cheaper, Better.”

xv

Always remember: Keep on the safer side of life!

Definitions Used in This Book
Construction industry: A business sector that provides construction services. In this book I have expanded the meaning
to include related construction services such as maintenance,
supplies, light manufacturing, etc.
Customer’s Project Objectives: Customer is singular in this
case and refers to one customer’s defined objectives.
Customers’ Project Objectives: Customer is plural in this
case and refers to all of your customers’ defined objectives.
Faster, Cheaper, Better: Your customers’ primary project objectives.
Profit: The excess of the selling price of goods and services over
their cost.
Project: An undertaking to achieve a defined set of goals or objectives within a defined beginning to end date.
Project management: The discipline of managing all aspects
of, and all required resources for, a project in order to meet all
of the defined project objectives.
Project Manager: The person responsible for all aspects of the
project. No matter how small or large the project is, one person needs to be responsible for project management.
Project Objectives: Project objectives are all of the defined things
that are to be undertaken and/or completed on a project. Objectives can include schedule, budget, and quality, and should be
more specifically defined within a project scope of work.
Project Scope of Work: A document that outlines all of the details
of a project, what is included, what is not included and, within
the scope, defines all of the Customer’s Project Objectives.
Self-employed entrepreneur: A person who works for himself
or herself and who organizes and assumes the risks of a business.
Work in Progress (WIP): An accounting worksheet that calculates the value of work completed and gross profit earned on
projects in progress at any point in time, typically at month end.
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Introduction

This is a book about business; more specifically, it’s about small
businesses in the field of construction and construction-related
services. Since this is a book about small business I decided to
keep the book small as well. There are hundreds, if not thousands,
of books written about business and most are a gazillion pages
long and weigh in at a ton or so. This book is more to the point and
focuses on better business practices for the hundreds of thousands
of small businesses in the construction industry in North America.
Note that this book is all about starting and operating a small
business and not the technical side of your business. I have to assume that you are technically competent and have good working
technical knowledge and the skills that are required for your business. I also have to assume that for some trades in which licensing
is required that you have completed all of the requirements for
your state, province, and/or local jurisdiction. Therefore, from a
technical perspective you are ready to go.
Throughout the book I refer to our industry as the “construction industry.” Many businesses in the construction industry sector
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provide more than construction-specific services such as maintenance, supplies, light manufacturing, etc. No matter how your
business is structured I’m sure you will benefit from reading and
rereading this book.
You heard me right: there are hundreds of thousands of small
businesses in the construction industry in North America. From
excavators to framers, from cement finishers to roofers, from
painters to plumbers; this book covers all of them. Our industry
has built most of the infrastructure and buildings in North America and in the world for that matter. Sure, there are a lot of big
businesses in our industry but don’t kid yourself, small business is
the backbone of the construction industry in North America. We
are an extremely unique business sector when compared to other
businesses throughout the economy. Big business, as we know,
dominates industry and commerce and we are all familiar with
big business names and entrepreneurs such as McDonald’s, The
Home Depot, Donald Trump, Bank of America, Walmart, Exxon,
Apple, Royal Bank, Microsoft, GM, Warren Buffett; I could go and
on. These corporations and individuals employ millions of people
who are, for the most part, employees.
Where you will find the majority of self-employed entrepreneurs is in the construction industry. The average Joe or Jane
couldn’t even begin to imagine starting a business like Walmart,
Microsoft, or Apple, but there are many people who have started
or want to start a business in the construction industry. Why? The
construction industry is very well suited for small business and
for those who wish to be self-employed entrepreneurs. It can be
relatively easy to start a small construction business and it can be
fairly easy to get out of the business as well. Small businesses in
the construction industry come and go; some last for a year, some
for a decade, and some for an entire career.
Our industry is one of the more complex and unique industries
in the world. Every project, whether it is a new development, a renovation, or a related service comes with a unique set of challenges.
Our industry is not a production line making thousands and thousands of widgets or hamburgers that are exactly the same. Quite the
opposite, because almost everything we do is customized. In order
to undertake these projects we must have the necessary skills and
resources to tackle these challenges in a sea of competition and demanding customers. Sounds like fun, doesn’t it?
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Our industry is also unique in that everything we do is made in
North America. We may buy, resell, and install equipment made
outside of North America but what we actually do in the field is
made locally. We employ local people, we are part of our local
business community, we support other businesses in our communities, and we are proud to say “made in the USA” or “made in
Canada.” Compared to the majority of retailers in North America
who sell mostly goods imported from overseas, our industry can
proudly say “made in North America.”
The truth is, for many of us in the business, being self-employed entrepreneurs in the construction industry is the most
rewarding career choice we could have made. Look at the alternatives. You could work for Walmart and rise to manager one
day. Even if you participate in stock options you are still going to
be an employee at the end of the day; one of millions. You could
work for the government; whether it is federal, state, provincial,
or local, and be set for life with a great pension after 30 years or
more of service. You could become a professional such as a doctor,
teacher, or lawyer. You could remain an employee in your chosen
trade. With all of these choices why would anyone consider starting their own business in the construction industry and becoming
a self-employed entrepreneur? Most likely for one or more of the
following reasons:
• I want to be my own boss.
• I want to be in charge of my own destiny.
• I want the flexibility that comes with being self-employed.
• I believe I can make more money!
• I don’t want to sweat my life away for someone else.
• I’ll never have to look for a job again.
• I can take time off whenever I want.
For the most part these are very valid reasons; however, this
is reality:
• If you are a self-employed entrepreneur you actually work
for the toughest boss you could ever imagine; your own
business. There is nothing more demanding than the demands of your own business. You will set the bar far higher
Introduction
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for yourself than any employer would consider foisting onto
an employee. In order to be successful, you will need to work
extremely hard and smart for your business.
• Your destiny will be wherever your business takes you and
that is very hard to predict. You will be able to choose but
the successful pursuit of business opportunities will ultimately be your destiny.
• Being self-employed comes with a very flexible work schedule. Ask any successful entrepreneur and he or she will tell
you that you only have to work half days; that is, only 12
hours a day.
• Making more money can be a reality but you will bust your
butt and your brain for every dollar you make. There are no
get-rich-quick schemes in this industry.
• As self-employed entrepreneurs, we don’t have to sweat our
lives away for a boss, we have to sweat our lives away for our
business, our families, our customers, the bank, our suppliers, our employees and, at the end of the day, for ourselves.
• You may never have to look for a job as an employee again
but you will be facing a lifetime of selling, and looking for
new projects and business. It is a never-ending task.
• You can take time off whenever you want as long as there
isn’t a project in progress that demands your time just when
you thought it was time for a holiday.
If you are still interested in this wild and crazy pursuit to become a self-employed entrepreneur, keep reading. If not, please
pass this book on to someone you think may fit the bill. Who
knows? If the person is successful, he or she may give you a job
one day!
For those who wish to keep reading, all of the above points focus
on what it would be like, and the commitment you need to make,
if you want to become a successful, self-employed entrepreneur. In
reality, you should be in business for only one reason, and that is
to make money. That’s right: to make money and lots of it! More
money than you could ever imagine making working for someone
else. The pursuit of profit in your business must be relentless and
never ending. If this sounds like greed, it isn’t. It is reality.
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The truth of the matter is that without profit you don’t have a
business. Without profit you will become discouraged and want
to quit. If there is no profit, your business can’t expand and grow.
You can’t reward yourself for all the work and value you bring
to your business without profit. If you’re lacking a good income
stream, you might as well work for someone else and avoid all the
hassles and risks associated with owning your own business. Your
bank will have no interest in dealing with you if your business
doesn’t make money. Without profit, your suppliers won’t grant
you any credit. You need profit; otherwise, you are going to have a
very tough time meeting your personal and career goals. Without
profit, your business will ultimately collapse. And without profit,
you are a bane to yourself and to our industry.
There you have it. Why do you want to set up your own business and become a self-employed entrepreneur? To make money!
Now you’ve got it. This is what this book is all about: helping small
businesses in the construction industry and self-employed entrepreneurs make more money.
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Faster, Cheaper, Better

Every customer has only three Project Objectives and they are
Faster, Cheaper, Better. Contractors have been telling their customers for years that they do three kinds of jobs: quick jobs, cheap
jobs, and good jobs, and you can have any two that you want:
• A quick, good job isn’t going to be cheap.
• A quick, cheap job isn’t going to be good.
• A cheap, good job isn’t going to be fast.
What if your customer doesn’t want to choose just two out of
the three objectives? It seems logical that your customer wants
all three: quick, good, and cheap. Or, said in another way: Faster,
Cheaper, Better. As an extraordinary contractor, you can deliver
Faster, Cheaper, Better jobs.
I am not saying Fastest, Cheapest, Best. I am saying that your
services as a whole will be Faster, Cheaper, Better than your competitors. You may not always be the Fastest; you may not always
be the Cheapest; you may not always be the Best in all aspects of
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the project. But taken as a whole on a project, you will be Faster,
Cheaper, Better when compared to any of your competition.
This is what Faster, Cheaper, Better means:
• Faster: Always on schedule or ahead of schedule.
• Cheaper: Always competitive and providing the customer
with good value.
• Better: Always a quality installation and a better project
process.
Now here is something that is most interesting. Every Customer Project Objective that you identify and/or document will
fall under one of the three categories of Faster, Cheaper, Better.
What does this mean? There will be a number of documented
Project Objectives, but in every case every one of these defined
project objectives will fall under one of the primary objectives of
Faster, Cheaper, Better.
If we were to take a sample project and have six contractors
complete the exact same project, we know that one of the contractors will complete the project first, one contractor will complete
the project for the least amount of money, and one contractor will
have the best quality and project process. It’s unlikely that one
of the contractors will be number one in all three categories. But
what if one of the contractors was rated as the contractor that was
overall Faster, Cheaper, and Better when compared to the other
five contractors? Isn’t that the contractor that would be the real
hands down winner?
The contractor who finished the project first may have incurred higher costs, so did his project quality and process suffer?
The contractor who finished the project at the lowest cost may
have missed the scheduled completion date, so did her project
quality and process suffer?
The contractor who had the best quality and project process
may have missed the scheduled completion date, so did he incur
higher costs?
Then there was the contractor who was rated overall as the best
contractor when all three categories were taken into account. This
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contractor was overall Faster, Cheaper, Better when compared to
all of the other contractors! That’s the contractor the customer
wants to do business with because he or she is likely the only contractor that met all of the project objectives of the customer.
Was this contractor the Fastest? No. But the project was completed on or ahead of schedule.
Was he or she the Cheapest? No. But the project was on or
under budget and the customer was provided with very good value
for every project dollar spent.
Was the contractor the Best in quality and project process?
No. But the customer was provided with a job that met all of the
customer’s quality objectives and the project process was seamless and trouble-free for the customer.
As you can appreciate, this is an extremely important concept;
it is the background for this entire book. Exactly what does Faster,
Cheaper, Better mean and how do you achieve Faster, Cheaper, Better on every one of your projects? Let’s define Faster, Cheaper, Better.

1. Faster
You complete all of your project responsibilities right on schedule.
This means not a day late and not ahead of schedule if you are
going to incur additional costs (earlier is okay if you are not going
to incur additional costs). The customer said, “Be done on a certain day,” and on that day you were 100 percent complete. Not 99
percent complete, but 100 percent complete. What else could the
customer ask for? Cheaper and Better, of course!

2. Cheaper
You provide your customer with excellent value for every project
dollar he or she spends with you. Yes, you expect to make a fair
profit on the services you provide and the customer expects this
too. What the customer wants to know is that every dollar spent
with your company is going to provide excellent value. What else
could the customer ask for? Better, of course.

3. Better
Better doesn’t refer to just the quality of the installation. To the customer, a Better project means the overall project experience from
Faster, Cheaper, Better
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beginning to end and the quality of the installation. A Better journey for the customer throughout the entire project! A project where
the customer enjoys a trouble-free relationship with the contractor
in which communication by the contractor is efficient, effective, and
timely, and the contractor is committed to meeting the Customer’s
Project Objectives. The end result is a quality installation.

4. Good Project Management Will Help
You Achieve Faster, Cheaper, Better
How is Faster, Cheaper, Better achieved? One way and one way
only — excellent project management! Project management is the
management of the project process from beginning to end. The
project has been sold to the customer and you are ready to build it
for less than you sold it. The project process starts and continues
on until the project is 100 percent complete and full payment has
been received from the customer.
Is project management mandatory? No. At the end of the day
the light switch will still turn on the light on a poorly managed
project just as it will on a well-managed project. The difference between a well-managed project and a poorly managed project is that
on a well-managed project, Faster, Cheaper, Better will be achieved
and a poorly managed project will likely be behind schedule, incur
more costs, and the project process journey could be a disaster.

5. Managing the Project Process
A project is a task or group of tasks completed within a defined
starting time or date and a defined end time or date. The project
process is what takes place between the project start date and the
project completion date. You complete a number of projects everyday throughout your life. For example, today I am going to the
grocery store so I will get in my car, drive to the store, shop, return
home, and put the groceries away. The project started when I decided to go to the grocery store and the project ended when I put
the groceries away. Was there a management component to this
project?
An unmanaged trip to the grocery store does not involve a preplan; it only involves the actual return trip and shopping. A managed trip to the grocery store likely involves the following process:
1. Make a list.

4 Faster, Cheaper, Better

2. Check with your spouse or partner to see if he or she would
like to add anything to the list.
3. Plan your trip to coincide with other projects that you may
have to complete at the same time.
4. Plan your trip at a time that is convenient for you and when
the store is not busy.
5. Stay on track and stick to the list by checking off the items
as you put them in your basket.
6. Organize the groceries at the checkout in the best order for
putting them away at home.
7. Return home.
8. Put the groceries away.
Here’s the difference between a managed trip to the grocery
store and an unmanaged trip to the grocery store:
• The managed trip likely took less time, therefore it was Faster.
• The managed trip had a list and you stuck to it, so your
shopping trip was Cheaper.
• The managed trip avoided the rush hour and you didn’t forget anything, so the entire process was Better.
Therefore, a project as simple as going to the grocery store, if
properly managed, will result in a Faster, Cheaper, Better shopping
experience.
Now I am not suggesting that you want to apply Faster, Cheaper, Better to every aspect of your life. You may end up driving your
spouse or partner crazy. What I am saying is that in business every
project process needs to be managed in order to produce Faster,
Cheaper, Better results. Your customer is paying the bill so he or
she wants Faster, Cheaper, Better, which means project management shouldn’t be optional in your business. You need to manage
every project you undertake.
Before determining how to best manage projects in your business, let’s look at the fundamental field components of every project. Whether you are doing the field work yourself or you hire field
personnel, you need to provide the following on-site for each and
every project if you hope to achieve Faster, Cheaper, Better results:
Faster, Cheaper, Better
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• You need the material for the project readily available onsite when it is required.
• You need the tools and equipment necessary for the project,
all in good repair, and readily available on-site when they
are required.
• You need the skilled labor on-site, capable of undertaking
the project tasks when they are required.
• One person should be assigned to lead the project process
on-site.
• You need to provide clear and concise information (e.g.,
plans, specifications, drawings, scope, Customer’s Project
Objectives) to the project personnel that clearly define the
scope of the work. Information should be reduced to bitesized pieces and not in overwhelming package sizes.
• Project personnel need to be provided with clear and concise direction as to what the project expectations are (e.g.,
schedule, budget, project quality).
That’s really all you need to do for the site personnel to do their
jobs efficiently and effectively. In my experience on well-managed
projects, your typical poorer performers will perform at the level
of your best performers. By managing all of the above processes
you have just taken away any excuse your poorer workers could
have to perform poorly. You have just made their jobs easy and
no one on-site has any excuse but to work up to your performance
expectations. Now, if you let the site down and mismanage any
aspect of the on-site processes, your poor performers will typically crucify you, whereas, your good performers will try to work
around your mismanagement and still get the job done.
The bottom line: If you fail to manage all the on-site required
processes, you will not achieve Faster, Cheaper, Better and you
won’t meet your Customer’s Project Objectives. On every project,
at some point in time, you are going to have to provide the necessary project elements defined in this chapter, and throughout this
book. Why not do it with good project management?
The following chapters will help you apply the principles of
Faster, Cheaper, Better. The first question you need to answer is:
Are you ready to be a self-employed entrepreneur?

6 Faster, Cheaper, Better

