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1 1 1 12/20/2006 Are you on path to the retirement of your choice?

2 1 2 12/27/2006 Breaking through the competitive bid paradigm

3 2 1 1/3/2007 Discovering your competitive advantage

4 2 2 1/10/2007 How to work with architects and engineers.

5 2 3 1/17/2007 Using greeting cards to build customer loyalty

6 2 4 1/24/2007 Job costing: the necessary evil

7 2 5 1/31/2007 The estimator's role in your success

8 2 6 2/8/2007 Learn the real reason your clients hire you

9 2 7 2/14/2007 A guide to eliminating end-of-year surprises (budgeting)

10 2 8 2/21/2007 Becoming bankable

11 2 9 2/28/2007 Contact management the old fashioned way

12 2 10 3/7/2008 Turnover is a cancer that must be eliminated.

13 2 11 3/14/2007 Tell employees exactly what you expect from them

14 2 12 3/21/2007 How Contractors Get Rich

15 2 13 3/28/2007 Serving the Community While Saving Money

16 2 14 4/4/2007 Evolution of the small contractor

17 2 15 4/11/2007 Saving time with PDF creator software

18 2 16 4/18/2007 How to know your project is headed for doom

19 2 17 4/25/2007 Staffing a championship team.

20 2 18 5/2/2007 Making Your Advertisements Stand Out

21 2 19 5/9/2007 How to get a testimonial

22 2 20 5/16/2007 Price of Losing Trust

23 2 21 5/23/2007 Quality Control Kept Simple

24 2 22 5/30/2007 An Action Plan for Surviving Close-out

25 2 23 6/6/2007 Leveraging Angie's List to Higher Prices

26 2 24 6/13/2007 Push Leadership to  the Front Line

27 2 25 6/20/2007 How to fill out pay applications - part 1

28 2 26 6/27/2007 How to fill out pay applications - part 2

29 2 27 7/4/2007 Secret to Success? Attention Management

30 2 28 7/11/2007 A word from your material supplier

31 2 29 7/18/2007 A Sales Compensation Plan that Supercharges Profits

32 2 30 7/25/2007 Finding Good Workers (Craig's List.com)

33 2 31 8/1/2007 5 Magic Sales Letter Questions.

34 2 32 8/8/2007 How to Beat a Low Priced Competitor

35 2 33 8/15/2007 Marketing Systems That Create A Flood of Great Leads

36 2 34 8/22/2007 Selling Systems that Land Great Paying Work

37 2 35 8/29/2007 Picking the Right Market for Your Business

38 2 36 9/5/2007 Knowing the Price Your Market Will Pay

39 2 37 9/12/2007 Practice Your Conversations to Control Their Outcome

40 2 38 9/19/2007 Make Your Crews Fix Their Own Interpersonal Conflicts

41 2 39 9/26/2007 Decision Making: Focus on the Process, Not the Outcome

42 2 40 10/3/2007 Solving the wrong problem

43 2 41 10/10/2007 Staffing Systems that Get the Right People on the Bus and In the Right Seats

44 2 42 10/17/2007 Eavesdropping on a job costing converstaion

45 2 43 10/24/2007 Winning construction company structures.

46 2 44 10/31/2007 Mark-up and Proft: Great Advice or Killer of Your Net Income?

47 2 45 11/7/2007 Ty Herbert's Five Rules for Winning Over Your Banker

48 2 46 11/14/2007 Union or Not? How to make the decision.

49 2 47 11/21/2007 Planning Systems that Keep You Ahead of the Game

50 2 48 11/28/2007 Tracking Systems that Keep You In Control

51 2 49 12/5/2007 The Systems that Control the Finanical Health of Your Business

52 2 50 12/12/2007 The Data Bridge: The Solution to Your Lead Generation Problem

53 2 51 12/19/2007 How Safe is Your Income? What Happens if You Get Hurt?

54 2 52 12/26/2007 Why THEIR Solution Didn't Work in YOUR Company
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55 3 1 1/2/2008 How Much Is A New Customer Worth?

56 3 2 1/9/2008 Steve Brahney's Rant

57 3 3 1/16/2008 Brand Equity

58 3 4 1/23/2008 Selecting Workers Who have passion for their tasks.

59 3 5 1/30/2008 The Rescue Squad

60 3 6 2/6/2008 You Need a Professional Website

61 3 7 2/13/2008 Strategies to avoid during down times: not buying work.

62 3 8 2/20/2008 Crew Huddles

63 3 9 2/27/2008 Performance Management Pyramid

64 3 10 3/5/2008 Look Ahead Schedules

65 3 11 3/12/2008 Personality / Communication Profiles

66 3 12 3/20/2008 How to Ensure Your Work Talents Match Your Role (Kolbe Profiles)

67 3 13 3/26/2008 The Trick That Makes Budgeting Easy

68 3 14 4/2/2008 Partnerships

69 3 15 4/9/2008 The 6 Conditions That Promote Long Term Success

70 3 16 4/16/2008 Managing Your Business By The Numbers

71 3 17 4/23/2008 Don't Hire Friends Unless You Want a Lot of Headaches (Felix Arce)

72 3 18 5/7/2008 Writing Help Wanted Ads

73 3 19 5/21/2008 The 7 Laws of Persuasion

74 3 20 6/4/2008 The Right Procedures Manual Will Simplify Your Life

75 3 21 6/14/2008 The 5 Commandments of Bonus Programs

76 3 22 7/2/2008 Assemblies: The Backbone of All Estimating Programs

77 3 23 7/16/2008 Two Kinds of Employers

78 3 24 7/30/2008 1% GM  = 2,000 man-hours?

79 3 25 8/13/2008 Treos, Blackberrys, and other technology you should be using.

80 3 26 8/27/2008 SWOT to Action Plans

81 3 27 9/10/2008 How To Stop Annoying Employee Phone Calls

82 3 28 9/24/2008 How Much $$$ Are You REALLY Making?

83 3 29 10/8/2008 Threat, Stability, Freedom, Great Wealth

84 3 30 10/20/2008 Production Management Systems

Ron Roberts and Guy Gruenberg

The Contractor's Business Coach 10/26/2008
www.FilthyRichContractor.com

913-961-1790 or 708-774-6500     


