m Business Development

Hnn!'y Goudreau —The Contractor’s
Business Resourge . ...

wizard at business develop-

meEnlL for contractor's,

Henry Goudrear teaches

them how o do it meht? In

ECITIMALE deross the coun-

iy, Henry brings his spe-
cial brand of tough talk and sharp
insights to o growing aumber of
heligvers,

A Heney Gowdread ssminar is an
erercise in hard Tces delivered by
a min whe knows, and appreciates,
his audience’s challenges. The
room fulls silent as he approsches
the front, You cin hear the breath-
ing OF its occupants, the shuffling
of pupers gnd the clicking of hall-
Poinl pens, [t cecupants are neady
Loy serilhle every word thas s
important 1o them, The inroduction
i short and right to the poin. just
like the presentation. Foll of pow-

erful business hailding information

stk much, delivered so fask, you
dare not blink for the next 91 min-
utes for fear of missing another
imcredible tdbir.

His wirm haeel eyes scan the
room, and he beging, “The majority
of ¥ou are losing money each and
every diy and vou don't even know
it!" Goundrean exclaims. *And right
o, i you will go through this
guick exercise with me, ['m going
T PEOYE L 10 You.” The challenge
has been mude.

Alter completing his 20 guestion
evaluntion survey il calenlaring
the dollar amcunt, you can feel the
heavy weizht of anxiety settling m
i 50 mauny face the hard, cold
facts. Henry knows this ind drives

homz the next shot. “Right now, m
thus rogm. only 2% of you ance in
control of vour business. That
mens the majority of you 2re gam-
bling with ¥our business, your
furure aund vour family’s fumre.™
Henry delivers this presentation
hundreds of tmes 1o thoussnds of
contractors, and =ach ime it is
filled with his excilzment for the

message. For him, delivering the
messiEne i what it is all about. <I7 1
can reach just one contracior and
help them furn their basiness ino a
wiahle nvestment fior cheir future, |
have done my job.” he savs.
“Contrectors dor’t il for a leck of
Eood constrictions skills,
Contractors fail for « lack of pocd
business skills~

A New Calling

Henry was horn mto the constrac-
thon business: his father was 2 suc-
cessful contrctor with a dégree in
Accounting. Fven us a small boy.
wehile other children were playing

with Blocks, Henry was building on
@ much larger seale — in his imagi-
nation, He has worked on every-
thing from residential construetion
19 nuckear power plant eongtne-
tion, both in this country and aver-
seas. His own comstructon business
wis geared up for heavy civil,
bridge, marine and underwater con-
struction. With twa PEs cn stalf,
they gor directly involved with
Design Build projects,

I oesn’t mater what oype of
consiruciion business you oan. 1
Yol waant it o be 4 successiul
mrestment that rewards vou prop-
erly for all of vour hard swork,
Foutve got o first boild it on g
strong, firm foundation”™ Henry
says. “Whether it iz house, road,
bredge or skyscraper vou have ta
farst build o strong foundation. The
same poes for vour business, Tr is
&5 simple as that”

Ten years ago, Goudreau had (e
appariumity w0 step out of his con-
sruction business, Alter pullering
arvund for sevens! months he
deeided i speaking and eoaching
uther contractors on husiness
development was his calling,
Today. he travels the country
speaking to contractors ind me-
toring them about huilding siccess-
tul hsinzsses. From develeping o
vision 1o understanding financial
sinalegy (o marketing a compiny,
Godrean teaches the busics angd
teaches them well.

“If contractors want fobe spe-
cessful with their business. they ve
200 have a vision of where they
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