
THOSE EXPERTS: Look . . . Then Leap

By T. L. Fair

With each month’s passing busi-
ness becomes tougher and more
complex and this is just as true
among wall and ceiling contractors
as it is in major industries.

The small  business man now
finds himself confronted with prob-
lems beyond his capabilities or that
of his staff.

With some problems it will call
for the services of an outside ex-
pert. Here are suggestions on how
to go about securing the most from
this new contact at least cost:

Look first to your present staff
for the information that is needed.
The fact that it has never surfaced
in the past is no indicator that the
information may not be present in
the background or experience’ of
someone on your staff right now.

Make sure internal help does not
exist before going outside for an
expert ’s services. The working
background possessed by your em-
ployees can often make the infor-
mation more practical than if it
came from the outside where fa-
miliarity is lacking.

Avoid the temptation to try the
step under consideration with half-
talent that is avai lable because
even a small shortage of knowledge
or experience could prove costly.

Statistical studies show that this
is the source of much unsatisfac-
tory results. Invariably, the basic
data needed is that which is lacking
in use of cheaper half-talent.

Where time is an important fac-
tor go for outside help immediately.
The fees that will be asked are usu-
ally a small part of the extra time
cost present.

The $1,000 experts fee that saves
three days of $10,000 overhead in a
given situation is a small price to
pay where it can produce the de-
sired results.

(T. L. Fair is a free-lance writer
from Oregon, specializing in con-
struction and business subjects.)
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Here Are Some Suggestions on Obtaining a Capable
Consultant to Help With Those Difficult Business Problems

Isolate the specific problem in
detail. Then go to the expert with
top capabil i ty in that part icular
area. Avoid a generalized approach
if it is at all possible.

Many such problems are limited
and specific in themselves. This
solution coverage is desired rather
than any large over-all answer.

Figure Roles

Figure out the role of the consul-
tant not only in arriving at the de-
sired solution but in carrying out
the plan after it has been formu-
lated. Experience shows that it is
safest procedure to do BEFORE
he is ever selected rather than af-
terward. The actual selection may
d e p e n d  o n  t h e  i n d i v i d u a l ’ s
capabilities at carrying out his own
proposals successfully.

Whi le  se lect ing your  exper t
check for recommendations from
business associates with similar
experience and preferably in the
exact area wherein your particular
problem exists. Nothing is better
than such actual experience. This
may profitably involve not only
picking an individual or firm but the
steps in arriving at this selection.

Talk matters over with at least

three consultants before selecting
one to do the job. It is part of their

and ideas and to be judged upon th-
ese. The value of this method of
selection lies chiefly in that one
man being considered may possess
something of special value where
o t h e r s  d o  n o t .  L o c a t i n g  t h i s
specific expert can be worth the
time and energy required.

Get all of the facts together first.
Use them as a guide in selecting the
consul tant  before any spec i f ic
moves are undertaken. This is also
of value for use in discussions with
the men or firms being considered
for the assignment.

Take the people on your staff
who are involved in the problem or
who will have a part in carrying out
the expert’s recommendations after
they are received, into develop-
ment of the summary so that their
close contact and experience will
not be lost or overlooked. In many
cases i t  has been found to  be
worthwhile to give such personnel
an important role in discussions.

Detailed Proposals

Insist on detailed proposals from
(Continued on Page 23)
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EXPERTS: OVERHEAD:
(Continued from Page 12)
each consultant being considered
for the contact. Though one pro-
blem may have great similarity to
another there are usually important
minor considerations that form part
of the problem and these have an
important role in selecting that ex-
pert. The depth thereof gives in-
s i g h t  i n t o  e a c h  i n d i v i d u a l ’ s
background and understanding of
the specific problem, its scope and
its goals.

(Continued from Page 21)

Be sure that there is total under-
standing of the problem as part of
the contract signed with the expert.
Take nothing for granted. Never
assume that certain points are cov-

“what the traffic will bear.” But
profitability shouldn’t be measured
by numbers o f  men a lone.  Re-
member ,  Acme cou ld  produce
$875.00 profitability per man with
i ts  20-man crew work ing h igh
labor/low material jobs as in Job
# 1 ,  T a b l e  B .  Y e t ,  t h i s  s a m e
20-man crew could possibly gener-
ate $2,750 profitability per man
while working high material/low
labor jobs such as Job #2, Table B.
In other words, a contractor may
turn a quicker buck on material
than on labor.

Of course, it would be ideal if a
contractor could obtain al l  the
available work he desired. But,
let’s face it, this isn’t going to hap-
pen. So, why not combine your es-
timating and bid strategy skills and
try to procure the jobs that will as-
sure proper recovery of all over-
head cost and give you the quickest
profits? The retailer is interested in
high turnover because he knows it
can result in more volume and thus
more profitability. Why shouldn’t
cont rac tors  cons ider  the same
principle? o

ered as a matter of routine. And get
it in writing.

Make certain that the contract
describes what the consultant ex-
pert will deliver as a result of his
work and that this covers what is
expected from this efforts. The
more specific details are involved
the better solution will be forth-
coming and the greater depth of in-
vestigation will be made into each
possible aspect of the problem
under consideration.

Cost of the consultants services
is, of course, of top importance but
he should be selected on a basis of
what he can deliver rather than
upon the amount of the fee alone.
Bargain price business consultants
and experts often provide meager
results.

Set a specific date for completion
of the project with penalties pre-
sented in detail for failure to com-
ply with this time. Doing so assures
concentration of the experts efforts
on the project in greater detail than
if no time limits are involved and he
is therefore free to take off in a half
dozen other directions in the mean-
time.

Assign a specific individual on
your staff to serve as a contact with
the exper t ;  every th ing wi l l  go
smoother when that step is taken.

Finally, convince yourself that
his fees are a good investment or
don’t go into the deal in the first
place. Otherwise, it may turn out to
be an unhappy and perhaps a profit-
less arrangement. o
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