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So...What Next?So...What Next?
FMI’s Gregg Schoppman (below) Explains Why Getting Back To What 
Your Company Does Best Is The Best Course Of Action For Recovery

Figures from FMI Management 
Consulting tell an optimistic tale about the 
construction industry, in some ways. While 
recovery will be slow, the market shock 
is over for the most part and the credit 
lifeblood that rapidly disappeared from 
the industry is coming back for contractors 
who have made a name for themselves. 

So why isn’t anybody turning 
cartwheels?

FMI Senior Consultant Gregg 
Schoppman’s keynote presentation at the 
Builders Association’s Fall Meeting, “After 
The Storm,” covered some of these topics 
and outlined what contractors can do to best 
position themselves for future success.

Mixing humor and tough love into an 
hour-long presentation, Schoppman went 
through a series of numbers from recent 
FMI surveys and what they mean to 
contractors. According to an FMI surety 
survey, 62 percent of those interviewed 
expect market conditions to improve in the 
fi rst half of 2011.

“There are people who have found ways 
to differentiate and made it work, so you 
have options,” Schoppman told a crowd of 

over 100 Builders Association members. 
“You can get all the work you want, but 
what are you willing to do to secure that 
higher-end work, the kind of jobs that built 
your company and can allow you to do 
those other projects?

“There are a lot of great contractors in 
here, but when times get tough, people are 
quick to discard the practices that got them 
to be profi table in the fi rst place. To prosper 
in a market like this, you need discipline.”

As customers play hard-to-get for most of 
the industry, keeping the customers you’ve 
got should be a main focus. Schoppman 
indicated that means learning how to solicit 
honest responses from customers and 
knowing what to do with the information 
you receive. 

He also pointed out the importance of 
getting your project teams involved in the 
process by providing:

Cost feedback to estimators
Information on your competition
Intelligence on customers and 
potential customers
Help with strategic business 
development

“You have to trust the team you have 
and you have to trust what got you to this 
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point,” Schoppman stated. “You wouldn’t 
be sitting in this room now if you weren’t 
doing something right. Why not try to build 
on that and focus on that rather than the 
things you screwed up? 

“When you’re describing the strengths 
of your business, don’t say ‘our people.’ 
Everybody has good people. Try to build 
on what makes you different from your 
competition.”

Schoppman’s presentation listed fi ve 
realities for today’s contractor:

There are always contractors making 
money
Companies trend independent of the 
market
Following the crowd is a sure fi re 
way to lose money
Your fi rm is perfectly designed to get 
your current results
Activity does not equal business 
development

“You have to be positive,” he said. 
“There are plenty of people who are still 
making money. 

“We’re seeing backlogs get better. 
The industry needs a renewed focus on 
relationships and execution. Work with 
what you’ve got, and execute fl awlessly.”
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Over 100 Builders Association members attended the Fall Meeting, which took 
place at the Doubletree in Oak Brook.
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