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About this survey
In March through June 2009, Profi tCrew™ conducted 
an online survey of construction company owners and 
executives in North America to determine the best 
operational practices employed by top performers, and 
to gauge their views on the economic environment.

The survey was distributed to readers of Construction Executive, clients and contacts of 
Profi tCrew member fi rms, as well as members of Associated Builders and Contractors,and the 
National Association of Women in Construction.

The survey received 246 complete responses from a broad cross-section of construction 
company segments. About two-thirds of respondents perform at least half of their work in 
commercial or institutional trades; 12% perform most of their work in residential; 13% in industrial; 
and 11% in civil/heavy highway.

To determine the top performers, survey respondents were asked to consider how their 
performance over the past fi ve years compared to their competitors and estimate the 
quartile into which they fall with respect to several performance metrics. The following 
conclusions are based on a comparison between those who placed themselves in the top 
quartile (top performers) against those who placed themselves in the bottom two quartiles 
(underperformers) with respect to percentage of pretax profi t. More than half of respondents 
fell into one of these categories.

Annual gross receipts
Less than $1 million 10%
$1 million to $5 million 20%
$6 million to $10 million 12%
$11 million to $25 million 20%
$26 million to $50 million 13%
$51 million to $250 million 20%
More than $250 million 5%

Title
President/CEO 37%
VP, Operations 13%
CFO 11%
Controller 10%
Project Manager 8%
Other* 21%

*More than half of “other” titles were executive- 
or manager-level positions.

Area of Operation
Local 30%
Statewide 16%
Regional 39%
National 13%
Global 2%

Primary Role
General Contractor 53%
Subcontractor 44%
Other 3%
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Introduction
Tough economy highlights the importance of operational excellence
While pundits and economists debate the effects of stimulus spending and the anticipated 
length of the recession, most construction company owners are still struggling to keep their 
heads above water.

Yet many contractors have remained strong through the downturn, and 
some are even thriving.

So what are these top performers doing differently? The results of the 
inaugural Profi tCrew Best Practices for Operational Excellence™ survey 
tell the story:  Contractors who actively manage the business are more 
likely to see positive growth and profi tability even in the worst 
economic conditions.

Underperforming contractors may be good at managing the work and 
perfecting their craft, but they often fall short when it comes to manag-
ing the business. Top performers are concerned with factors such as 
employee performance and retention, utilizing technology, aggressively 
billing and managing receivables, analyzing performance and conducting 
post-project reviews. 

Many construction company owners may not have experienced a 
recession before, and they may be unaware of just what types of things 
they need to be doing to better manage their business. The results of this 
survey create a roadmap for all contractors to take action and improve their performance.

“Thank you to our sponsors...

”

I’ve just fi nished reading 
the results of the inaugural 

Profi tCrew survey in the 
Construction Executive 

magazine. I must say that 
the results are “spot on”... 
Best practices and higher 

performance are always at 
the top of my list.
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Top performers have a more 
optimistic outlook
While few contractors foresee signifi cant 
growth in the near future, top performers gen-
erally have a rosier outlook. More than half of 
top-performing subcontractors expected 2009 
revenue to stay fl at or increase, whereas about 
37% of underperformers expected fl at or 
positive growth. 

While GCs are more conservative (more than 
68% of top performers expect a decline in 
revenues in 2009), they do see light at the end 
of the tunnel. More than 60% of top-performing 
GCs expected an upturn in business within 12 
months, versus 44% of underperformers. Subs 
generally expected an upturn within 18 months, 
although 23% of underperformers think it will 
take longer.

This optimism seems to be founded in reality: 
At the time of the survey, more than 60% of 
top-performing subs had at least 5 months of 

backlog, versus 34% of underperformers with 
the same amount. Among GCs, more than 50% 
of top performers had at least 5 months of 
backlog, versus one-third of underperformers 
with as much. According to Associated Builders 
and Contractors’ new Construction Backlog 
Indicator, the average backlog for nonresidential 
contractors during May 2009 was 6.3 months.

On the other side of the coin, at the time of 
the survey, underperforming general contrac-
tors were more likely to say that more than 
15% of projects had been cancelled.

Economic Outlook
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There is little difference between top and 
underperforming companies in terms of the 
steps they are taking to mitigate risk during the 
current economic downturn. The most com-
mon steps taken are cutting costs and closer 
supervision of jobs.

Contractors indicated that several factors im-
pacted their expectations for growth in 2009. 
For example, top-performing subs are more 
likely than underperforming subs to expect 
availability of bonding and employee retention 
to positively affect growth. 

Top-performing subcontractors are less likely 
than their underperforming counterparts 
to say that customer demand and employee 
benefi ts costs will negatively affect growth. Top-
performing GCs are less likely than bottom-
performing GCs to expect ability to collect 

receivables to negatively 
affect growth.

Regional 
Differences
Some regional differences 
surfaced with respect to 
economic outlook. For ex-
ample, respondents in the 
West are more likely to 
expect revenue to increase 
by 20% or more. How-
ever, they also are more 
likely to have less than one 
month of backlog. 

Western respondents also 
are more likely to expect 
employee benefi ts costs 

to positively affect their growth. Respondents 
from the Northeast are more likely to expect 
customer demand and fraud to negatively affect 
growth. (For more details, see Appendix B)

Economic Outlook
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Top-performers are more likely to prepare inter-
nal fi nancial statements on a monthly basis. 

Top-performing subs are almost three times as 
likely as underperformers to prepare fi nancial 
forecasts monthly. They also are much more likely 
to analyze fi nancial ratios on a regular basis. About 
63% of top-performing subcontractors prepare 
ratio analysis at least quarterly, versus 25% of 

underperforming subs. General contractors report 
similarly on this question: 64% of top performers 

say they prepare these reports at least quar-
terly, versus 37% of underperformers.

Benchmarking is another differentiator for 
subs, with about 60% of top performers 
reviewing peer benchmarks at least annually, 
versus 41% of underperformers.
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How Frequently are These Key Reports Prepared?

TIPS FOR 
OPERATIONAL EXCELLENCE

 Know which fi nancial and nonfi nancial 
ratios affect your company’s overall 
performance and how they do so. 
Then, set up reports so you can watch 
them regularly.

 Compilation of these reports should 
not take a lot of time. Your accountant 
can help you set up your accounting 
software to automate the process.
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Who reviews these reports is as important as 
how often they are reviewed. In our study, the 
top-performing subcontractors were more likely 
than underperforming subs to:

• have someone in senior management (such 
as a CEO, CFO or department head) review 
peer benchmarking, ratio analysis, fi nancial 
forecasts and cash fl ow reports. 

• have project managers and/or fi eld supervi-
sors review receivables aging reports, WIP 
and budgeted vs. actual job cost reports.

• submit several performance analysis reports 
to an outside fi nancial advisor (surety, bank 
and/or accountant), especially receivables ag-
ing, work in progress, budgeted versus actual 
and fi nancial forecasts. 

Among general contractors, the most signifi cant 
difference is that top performers are more likely 
to have someone in senior management review 
ratio analysis reports.

Performance Analysis

Who reviews reports?

 (Top-performing subcontractors)
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TIPS FOR 
OPERATIONAL EXCELLENCE

 Your president or CEO should use per-
formance analysis reports to focus on 
the future and steer the ship to main-
tain or return to profi tability.

 Top performers know that achieving 
objectives requires collaboration between 
senior management, project manage-
ment and outside fi nancial advisors. Share 
appropriate reports with those who can 
take action to help achieve your goals.
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Nonfi nancial indicators are another important 
source of data that give contractors insight into 
their operations and provide perspective to 
guide future decisions.

Top-performing GCs tend to place higher im-
portance on IT utilization, employee retention, 
employee satisfaction and wage progression. Top-
performing subcontractors are more likely to be 
concerned with project-specifi c factors: schedule 
variance, project safety and skill certifi cation.
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Financial Management
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TIPS FOR OPERATIONAL EXCELLENCE

 Top performers are more aggressive in billing, getting more of their cash up front. In effect, they fund 
the project on the owner’s dime, not their own.

 Close attention to indirect costs can mean the difference between a profi table project and one that 
takes you to the cleaners.

 On cost-plus jobs, not capturing indirect costs means you’re missing out on the opportunity to bill for 
those costs. Don’t leave money on the table!

More than 94% of the best GCs report that 
they front-load billing on at least some jobs; 
about 63% of bottom-performing GCs say they 
do so. The distinction is not as dramatic with 
subcontractors: 86% of top performers front 
load bills on some jobs, versus 77% of under-
performers.

Top-performing GCs and subs are more likely 
to say that they allocate indirect costs in ac-
cordance with guidelines from the American 
Institute of CPAs. These guidelines state 
indirect costs should be allocated on a sys-
tematic and rational basis. Some examples 
include using a percentage of direct labor 
costs, direct labor hours or a combination of 
direct labor and material costs when allocat-
ing indirect costs to contracts. About 70% 
of top-performing subs and almost 60% of 
top-performing GCs follow these guidelines; 
around 30% of the underperformers in both 
categories do.

When asked how frequently they are updat-
ing indirect cost factors (such as deprecia-
tion and project manager salaries) used in 
bidding jobs, regardless of where they fall in 
terms of performance, survey respondents 
generally said they are doing so annually. Still, 
17% of underperforming subcontractors and 
11% of underperforming GCs report that 
they never update these factors.

How often does your organization
 front-load billing of jobs? 
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Fraud

Acro  ss the board, the majority of survey respon-
dents report that they do not suspect fraud in 
their ranks. However, according to the Associa-
tion of Certifi ed Fraud Examiner’s “2008 Report 
to the Nation,” the typical U.S. company loses 
7% of its annual revenues to occupational fraud, 
indicating that many respondents might have fraud 
occurrences that are escaping their notice.

However, top performers in our study do take 
some precautions against fraud that the 
underperformers do not. Top-performing 
subcontractors are almost three times 
as likely as underperformers to have a 
defi ned monthly close process for books 
and records. Top-performing GCs also are 
more likely to take this step.

Other precautions that are more likely to be 
taken by top performing subs include billings 
reconciliation; checking vendor invoices against 
estimates and purchase orders; dual controls/seg-
regation of duties; and internal control audits. Top 
performing GCs also are more likely to perform 
internal control audits.

Precautions taken by very few respondents in-
clude fraud hotlines and mandatory vacations.

TIPS FOR OPERATIONAL 
EXCELLENCE

  Top performers know that fraud in-
creases in a downturn, and they take 
precautions against it.

 By regularly reviewing their 
books and records, top per-
formers notice strange or 
fraudulent transactions before 
it is too late. Most construc-
tion accounting software can 
automate this process.

  Often, small businesses don’t 
have enough staff to adequately 
segregate duties. Knowing 
someone is watching – through 
policies such as mandatory 
vacations, dual controls, inter-
nal control audits and billings 
reconciliation – can reduce the 
temptation to commit fraud. 
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Productivity
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Top-performing contractors pay 
closer attention to productivity, 
for the most part providing produc-
tivity reports to project managers at 
least monthly. Among GCs, more than 
60% of top performers provide these 
updates at least weekly, compared with 
39% of underperformers.

About 30% of top-performing GCs 
and 23% of top-performing subs said 
they hold post-project reviews after 
every project, versus 19% of 
underperforming 
GCs and 13% of 
underperforming 
subcontractors.

TIPS FOR OPERATIONAL EXCELLENCE

 By keeping abreast of productivity, top performers are better able to estimate what the true costs of a 
potential project will be. Understanding their cost structure means top-performing companies are able to 
avoid taking on unprofi table projects.

 Contractors who perform regular post-project reviews experience fewer problems on subsequent similar 
projects. They also realize a savings in direct and indirect costs.
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How frequently are project managers provided with productivity reports?

How often does your organization perform post-project reviews?
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Incentives

About 50% of top-performing subs have craft 
worker incentive programs, compared with 
just 20% of underperformers who have these 
programs. But among GCs, only 24% of top 
performers have incentive programs and 15% 
of underperformers.

Incentive programs described by respondents 
seem to fall into two broad categories: true 
incentive programs, where employees know 
ahead of time what results will trigger the bo-
nus; and what is more accurately described as 
rewards and recognition, such as lunches, shirts, 
hats, mugs and other prizes that are given more 
spontaneously. (See Appendix A for select 
responses.)
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Yes
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Top Performing GCs Underperforming GCs Top Performing Subs Underperforming Subs

TIPS FOR OPERATIONAL EXCELLENCE

 Incentives should encourage your team to exceed 
expectations. To do so, they must know what 
those expectations are, have control over the 
steps to meet or exceed them, and know what 
their reward will be for achieving those mile-
stones.

 Before attempting to implement an incentive 
program, make sure that you have a budget and 
someone on your team who can manage the pro-
gram. Also, keep the plan simple to use and simple 
to explain. 

Does your organization have craft worker employee incentive 
programs to encourage productivity improvement?



ProfitCrew 11

ProfitCrew Insights

Consider these fi nal thoughts as 
you prepare for a new year and 
new possibilities:
 What’s important to your company? Key fi -

nancial indicators for construction companies 
tend to fall into fi ve categories: profi tability, 
cash fl ow, fi rm leverage, liquidity and forecast-
ing. Agree on your top priorities and gener-
ate reports that provide the information you 
need to gauge your success. 

 Schedule regular meetings with your surety 
and banker, and bring your fi nancial state-
ments. Showing that you understand your 
ratios, where you fi t in your industry and why 
these ratios are important gives your lenders 
and sureties more confi dence in your success.

 In a low-margin environment, indirect costs 
have a huge impact on job profi tability. Ask 
your accountant about the best way to cap-
ture costs and allocate them to contracts.

 Working on a razor-thin margin makes it 
more important than ever to regularly moni-
tor job progress. Provide project managers 
with weekly productivity reports so they can 
manage the job as effectively and effi ciently as 

possible. Perform regular post-project reviews 
and apply lessons learned to future jobs.

 Motivation isn’t something you can provide 
for your employees. People are motivated to 
perform when they understand how they can 
impact the company’s success and their own 
fi nancial well-being. Create incentive plans 
that are simple and clear, and communicate 
about them often.

  Also, provide frequent opportunities for 
employees to offer feedback to management 
about ways to improve performance, and 
recognize employees when their suggestions 
are implemented. 

 Operational improvements are only part of 
the path to profi tability. Talk to your accoun-
tant about targeted tax incentives for the con-
struction industry and what steps you need to 
take to qualify. 

 Keep an optimistic outlook. Housing starts are 
on the rise and economists are predicting an 
upturn in the economy by mid-2010. By oper-
ating with confi dence, you project the image 
to customers, vendors, employees and under-
writers that you are on top of your game.
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Appendix A

 ■ A portion of the increase in job gross mar-
gin is paid to employees on the job.

 ■ Commissions for sales they generate on 
their own, and “spifs” for things they do at 
our request.

 ■ Beating the hours budgeted.

 ■ Employee incentive pay based on overall 
profi tability of company. 

 ■ Use labor savings as bonus pool.

 ■ The foreman and crew receive money for 
each hour saved vs. the estimate.

 ■ Crew lunches, recognition, hats, jackets, 
bonuses, etc.

 ■ Foreman incentive plans to pay for bringing 
projects in under estimated hours. Funded 
as part of payroll compensation.

 ■ Percentage of profi t.

 ■ Bonuses paid for jobs that complete above 
target margin.

 ■ Piece work paid with bonuses.

 ■ “Produce or lose your job” is the incentive 
program.

 ■ Installers receive an incentive if they achieve 
5% more gross profi t dollars than the goal 
percentage dollars.

 ■ Internal staff are eligible for all company 
recognition programs. External contractors 
generally are supported by a project and 
budgeted for.

 ■ Paid training during slow times; bonuses for 
jobs under budget.

 ■ Employees share in the savings over budget 
on each job. Funded by the savings.

 ■ Production bonuses and sales bonuses 
based on production.

 ■ Point system with most annual points win-
ning a trip. Others use points for drawing 
chances at year end to win prizes.

 ■ Gainshare paid on project gross margin 
improvement.

 ■ All craftsmen can share in the earned labor 
savings on each project with 50% of the 
savings going to the company and 50% being 
allocated to various labor pools. 

 ■ Foreman’s pay for top producers.

 ■ Safety incentives (hats, T-shirts, etc), which in 
turn increase productivity. 

 ■ If the job comes in at or under hours - 
$1.00 for every hour bid.

 ■ Every saved manhour yields $10 to a pool 
that is shared 70% by people on the job and 
30% by whole craft (company wide). You 
must earn through 3 metrics to pull out of 
your pool (safety observations, client satis-
faction and implementation of productivity 
processes).

 ■ Just put in place then suspended until the 
economy picks up.

 ■ Have multiple incentive plans different for 
each project. Some include paid days off, 
lunches, dinners, awards, etc.

 ■ Based on budgeted hours versus actual 
hours and a positive difference is paid out 
at 50% to the employees who worked on 
project.

 ■ A balanced scorecard is used to drive pro-
ductivity, quality and safety.

Please describe the craft worker incentive programs your organization 
utilizes and how these programs are funded. (Select responses.)
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General Contractor Subcontractor
Top 

Performer
Under-

performer
Top 

Performer
Under-

performer

Productivity 

Very Important 59% 59% 90% 87%

Important 38% 41% 10% 13%

Neutral 3% 0% 0% 0%

Schedule variance

Very Important 46% 67% 34% 28%

Important 51% 30% 59% 45%

Neutral 3% 4% 7% 17%

Unimportant 0% 0% 0% 10%

Information technology utilization

Very Important 27% 15% 21% 17%

Important 49% 48% 55% 57%

Neutral 16% 26% 21% 23%

Unimportant 8% 7% 3% 3%

Very Unimportant 0% 4% 0% 0%

Project safety performance

Very Important 81% 63% 87% 60%

Important 11% 22% 10% 37%

Neutral 8% 15% 3% 3%

Employee retention

Very Important 49% 26% 57% 33%

Important 46% 59% 33% 57%

Neutral 0% 15% 10% 10%

Unimportant 5% 0% 0% 0%

Employee sick time

Very Important 11% 11% 17% 24%

Important 32% 33% 30% 21%

Neutral 43% 30% 43% 38%

Unimportant 11% 22% 10% 17%

Very Unimportant 3% 4% 0% 0%

Employee satisfaction

Very Important 38% 22% 57% 33%

Important 54% 52% 33% 57%

Neutral 5% 19% 10% 10%

Unimportant 0% 7% 0% 0%

Very Unimportant 3% 0% 0% 0%

Appendix B

Vendor satisfaction 

Very Important 33% 41% 43% 33%

Important 47% 41% 37% 40%

Neutral 14% 15% 17% 20%

Unimportant 3% 4% 3% 7%

Very Unimportant 3% 0% 0% 0%

Employee incentives and rewards

Very Important 16% 19% 40% 24%

Important 57% 48% 37% 52%

Neutral 22% 26% 20% 24%

Unimportant 5% 4% 3% 0%

Very Unimportant 0% 4% 0% 0%

Rework incidents

Very Important 35% 33% 47% 50%

Important 41% 48% 40% 30%

Neutral 22% 19% 13% 17%

Unimportant 3% 0% 0% 0%

How important is each of the following performance 
indicators in measuring your organization’s overall 

performance?
Skill certifi cation

Very Important 31% 19% 43% 21%

Important 28% 48% 47% 55%

Neutral 28% 19% 7% 21%

Unimportant 11% 7% 3% 3%

Very Unimportant 3% 7% 0% 0%

Employee performance improvement

Very Important 32% 41% 57% 33%

Important 46% 48% 37% 60%

Neutral 16% 7% 7% 7%

Unimportant 3% 4% 0% 0%

Very Unimportant 3% 0% 0% 0%

Wage progression

Very Important 17% 11% 23% 17%

Important 67% 48% 53% 59%

Neutral 11% 33% 23% 21%

Unimportant 6% 4% 0% 3%

Very Unimportant 0% 4% 0% 0%

General Contractor Subcontractor
Top 

Performer
Under-

performer
Top 

Performer
Under-

performer

How important is each of the following performance indicators in measuring your organization’s overall 
performance?
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How frequently does your organization prepare 
internal fi nancial statements?

Annually 9% 22% 10% 23%

Bi-Annually 3% 4% 0% 10%

Quarterly 20% 15% 13% 20%

Monthly 69% 59% 77% 47%

About how frequently are the following reports prepared? 
Receivables aging

Never 6% 4% 3% 3%

Annually 3% 11% 3% 0%

Bi-annually 0% 4% 0% 0%

Quarterly 3% 0% 0% 0%

Monthly 57% 48% 53% 48%

Weekly 31% 33% 40% 48%

Peer benchmarking

Never 47% 48% 40% 59%

Annually 28% 26% 37% 31%

Bi-annually 6% 7% 7% 0%

Quarterly 8% 7% 3% 3%

Monthly 8% 7% 13% 3%

Weekly 3% 4% 0% 3%

Work-in-Progress schedules

Never 6% 7% 3% 10%

Annually 0% 0% 3% 0%

Bi-annually 3% 0% 0% 3%

Quarterly 17% 11% 3% 3%

Monthly 53% 56% 59% 52%

Weekly 22% 26% 31% 31%

Budgeted vs. actual job cost report

Never 0% 0% 3% 11%

Annually 6% 7% 0% 7%

Bi-annually 3% 0% 0% 0%

Quarterly 14% 7% 7% 7%

Monthly 61% 70% 50% 54%

Weekly 17% 15% 40% 21%

Profi t and loss report

Never 3% 4% 0% 0%

Annually 3% 11% 10% 3%

Bi-annually 0% 4% 0% 0%

Quarterly 14% 7% 3% 14%

Monthly 75% 67% 80% 76%

Weekly 6% 7% 7% 7%

General Contractor Subcontractor
Top 

Performer
Under-

performer
Top 

Performer
Under-

performer

About how frequently are the following reports prepared?

Balance sheet
Never 0% 0% 0% 0%

Annually 6% 15% 7% 7%

Bi-annually 3% 4% 0% 3%

Quarterly 17% 15% 7% 21%

Monthly 67% 67% 83% 59%

Weekly 8% 0% 3% 10%

Ratio analysis
Never 8% 41% 17% 32%

Annually 22% 19% 20% 39%

Bi-annually 6% 4% 0% 4%

Quarterly 22% 19% 33% 11%

Monthly 39% 19% 30% 11%

Weekly 3% 0% 0% 4%

Financial forecast

Never 11% 19% 7% 21%

Annually 8% 19% 13% 17%

Bi-annually 3% 7% 3% 21%

Quarterly 31% 22% 20% 21%

Monthly 36% 33% 57% 21%

Weekly 11% 0% 0% 0%

Cash fl ow report
Never 6% 11% 3% 17%

Annually 11% 15% 3% 10%

Quarterly 3% 7% 10% 3%

Monthly 56% 30% 47% 34%

Weekly 25% 37% 37% 34%

Are indirect costs allocated to jobs in accordance 
with AICPA guidelines? 

Yes 57% 33% 70% 30%

No 8% 26% 3% 27%

Don’t know 35% 41% 27% 43%

How frequently does your organization update indirect 
cost factors used in bidding jobs based on review of 

past allocations?
Never 8% 11% 7% 17%

Annually 56% 48% 48% 40%

Bi-annually 6% 4% 10% 13%

Quarterly 17% 11% 14% 23%

Monthly 14% 26% 21% 7%

General Contractor Subcontractor
Top 

Performer
Under-

performer
Top 

Performer
Under-

performer

Appendix B
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How often does your organization 
front load billing of jobs?

Never 6% 37% 14% 23%

1%-25% of jobs 34% 11% 28% 30%

26%-50% of jobs 17% 19% 10% 7%

51%-75% of jobs 17% 11% 14% 10%

76%-99% of jobs 20% 15% 17% 17%

100% of jobs 6% 7% 17% 13%

Has your organization had an instance of fraud in your 
offi ce or on the job site in the last fi ve years that was:

Confi rmed and 
signifi cant 3% 11% 7% 7%

Suspected and 
signifi cant 0% 4% 0% 0%

Confi rmed and 
minor 14% 4% 7% 10%

Suspected and 
minor 9% 15% 17% 3%

None suspected 71% 67% 67% 80%

Do not wish to 
disclose 3% 0% 3% 0%

What precautions has your organization taken to 
mitigate the risk of fraud?

Documented 
Policies 65% 70% 77% 63%

Fraud Hotline 3% 4% 3% 3%

Internal control 
audits/reviews 73% 59% 65% 50%

Job cost tracking 86% 81% 87% 63%

Dual controls 62% 56% 68% 43%

Multiple vendor 
quotes 68% 63% 74% 47%

PO tracking 65% 52% 68% 47%

Checking invoices 
against estimates/

POs
76% 74% 90% 57%

Equipment usage 
tracking 46% 37% 52% 23%

Billing reconciliation 59% 56% 74% 43%

Mandatory 
vacations 11% 15% 16% 13%

Cross-training 43% 41% 52% 27%

Defi ned monthly 
close process for 

books and records
57% 37% 68% 23%

General Contractor Subcontractor
Top 

Performer
Under-

performer
Top 

Performer
Under-

performer

How frequently are project managers provided 
with productivity reports?

Never 0% 22% 8% 25%

Monthly 38% 39% 36% 30%

Weekly 48% 28% 44% 30%

Daily 14% 11% 12% 15%

Does your organization have craft worker employee 
incentive programs?

Yes 24% 15% 50% 20%

No 73% 74% 47% 77%

Don’t know 3% 11% 3% 3%

How often does your organization perform post-project 
reviews?

Never 8% 15% 17% 17%

1%-25% of projects 24% 15% 17% 27%

26%-50% of 
projects 22% 11% 20% 17%

51%-75% of 
projects 8% 26% 13% 13%

76%-99% of 
projects 8% 15% 10% 13%

100% of projects 30% 19% 23% 13%

Based on current conditions, what are your 
expectations for 2009 revenue growth?

Increase by more 
than 20% 6% 4% 10% 7%

Increase by 10% to 
20% 6% 19% 23% 7%

Increase by less 
than 10% 3% 15% 10% 3%

Stay the same 17% 19% 10% 20%

Decrease by less 
than 10% 20% 7% 7% 13%

Decrease by 10% 
to 20% 20% 7% 23% 30%

Decrease by more 
than 20% 29% 30% 17% 20%

General Contractor Subcontractor
Top 

Performer
Under-

performer
Top 

Performer
Under-

performer
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In reviewing the current economic climate, 
do you expect your organization to see 

an upturn in business within:
6 months 14% 19% 20% 17%

12 months 47% 26% 30% 33%

18 months 22% 33% 47% 27%

24 months 11% 15% 3% 10%

More than 24 
months 6% 7% 0% 13%

How is your organization mitigating risk during the 
current economic downturn?

Higher standards 
for customer 
acceptance

35% 41% 52% 43%

Higher standards for 
subcontractors 30% 37% 29% 17%

Requiring a higher 
percentage of 

subcontracted work 
to be bonded

32% 22% 6% 10%

Increasing 
insurance coverage 5% 4% 3% 0%

Closer supervision 
of jobs 70% 85% 77% 70%

Cutting costs 81% 85% 77% 90%

Other 0% 7% 19% 13%

How many planned projects have been cancelled?
None 33% 31% 30% 26%

Less than 5% 30% 31% 30% 26%

5% to 10% 15% 4% 26% 33%

11% to 15% 12% 4% 7% 11%

More than 15% 9% 31% 7% 4%

How many months of backlog does your organization 
currently have?

Less than one 22% 26% 20% 31%

One to four 25% 41% 20% 34%

Five to nine 25% 15% 37% 24%

Ten to 12 6% 7% 13% 3%

12 to 18 19% 11% 7% 3%

More than 18 3% 0% 3% 3%

General Contractor Subcontractor
Top 

Performer
Under-

performer
Top 

Performer
Under-

performer

To what degree does your organization expect the 
following trends to affect growth in 2009? 

Availability of labor
Very Positively 14% 11% 27% 30%

Positively 51% 67% 37% 30%

Neutral 29% 19% 23% 37%

Negatively 6% 4% 13% 3%

Materials prices
Very Positively 6% 4% 13% 13%

Positively 60% 48% 27% 47%

Neutral 26% 33% 47% 20%

Negatively 9% 15% 13% 20%

Availability of capital

Very Positively 6% 4% 17% 13%

Positively 9% 11% 20% 13%

Neutral 24% 22% 27% 13%

Negatively 38% 37% 23% 37%

Very Negatively 24% 26% 13% 23%

Cost of capital
Very Positively 3% 4% 10% 17%

Positively 18% 26% 30% 17%

Neutral 45% 37% 40% 17%

Negatively 21% 30% 17% 28%

Very Negatively 12% 4% 3% 21%

Availability of bonding

Very Positively 15% 4% 13% 3%

Positively 12% 15% 17% 10%

Neutral 53% 56% 57% 38%

Negatively 15% 19% 13% 34%

Very Negatively 6% 7% 0% 14%

Ability to collect receivables
Very Positively 6% 4% 7% 10%

Positively 18% 15% 14% 17%

Neutral 48% 37% 24% 10%

Negatively 27% 37% 48% 37%

Very Negatively 0% 7% 7% 27%

General Contractor Subcontractor
Top 

Performer
Under-

performer
Top 

Performer
Under-

performer
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Changes in tax policy
Very Positively 6% 4% 3% 7%

Positively 11% 31% 10% 17%

Neutral 60% 31% 40% 47%

Negatively 20% 23% 30% 27%

Very Negatively 3% 12% 17% 3%

Customer demand

Very Positively 9% 7% 13% 7%

Positively 20% 26% 17% 17%

Neutral 23% 15% 27% 13%

Negatively 34% 37% 40% 43%

Very Negatively 14% 15% 3% 20%

Employee benefi t costs

Very Positively 3% 7% 3% 3%

Positively 9% 4% 10% 7%

Neutral 43% 37% 43% 13%

Negatively 43% 44% 37% 67%

Very Negatively 3% 7% 7% 10%

Energy costs

Very Positively 3% 4% 3% 3%

Positively 14% 15% 13% 13%

Neutral 57% 41% 43% 27%

Negatively 23% 37% 40% 50%

Very Negatively 3% 4% 0% 7%

General Contractor Subcontractor
Top 

Performer
Under-

performer
Top 

Performer
Under-

performer

Fraud

Very Positively 3% 4% 0% 0%

Positively 3% 4% 3% 7%

Neutral 80% 74% 87% 77%

Negatively 6% 19% 3% 13%

Very Negatively 9% 0% 7% 3%

Regulatory requirements

Very Positively 6% 4% 7% 7%

Positively 0% 11% 3% 10%

Neutral 59% 41% 43% 43%

Negatively 35% 41% 30% 33%

Very Negatively 0% 4% 17% 7%

Employee retention

Very Positively 9% 7% 17% 10%

Positively 34% 26% 38% 37%

Neutral 54% 59% 38% 37%

Negatively 3% 7% 7% 7%

Very Negatively 0% 0% 0% 10%

General Contractor Subcontractor
Top 

Performer
Under-

performer
Top 

Performer
Under-

performer
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To what degree does your organization expect the following trends to affect growth in 2009? 
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ProfitCrew 

Member Firms
Abbott, Stringham & Lynch, Inc./San Jose, CA

Rob Trammell • rtrammell@aslcpa.com • Phone (408) 377-8700

Barnes Dennig/Cincinnati
Jay Rammes • jrammes@barnesdennig.com • Phone (513) 241-8313

Catalyst LLP/Calgary, AB
Dave McLellan • davem@catalystsolutions.ca • Phone (403) 296-0082

Greer & Walker, LLP/Charlotte, NC
Jonathan Mangels • jmangels@gwllp.com • Phone (704) 377-0239

Hutchinson and Bloodgood LLP/Glendale, CA
Pete Weir • pweir@hbllp.com • Phone (818) 637-5000

Johnson Jacobson Wilcox/Las Vegas
Laurie Johnson • ljohnson@jjwcpa.com • Phone (702) 304-0404

Mueller Prost PC/St. Louis
Teresa Godar • tgodar@mppw.com • Phone (636) 441-5800

Porter Keadle Moore, LLP/Atlanta
Mickie Huneycutt • mhuneycutt@pkm.com • Phone (404) 588-4200

Price, Kong & Company, P.A./Phoenix
Ross Dietrich • rdietrich@pkcpa.com • Phone (888) 346-0072

Soren McAdam Christenson LLP/Redlands, CA
Roger Wadell • rwadell@smc-cpas.com • Phone (909) 798-2222

Wolf & Company LLP/Oakbrook, IL
Vito Loisi • vito.loisi@wolfco-fs.com • Phone (630) 545-4500

For more information...
www.profi tcrew.com
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