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How To Start A Profitable House Painting Business

If you would |ike a service business that will keep you busy,
house painting is the one! A truck or van, |adders, brushes and
sonme drop cloths are the mai n mechani cal needs; you are the other
i ngredi ent needed for a thriving business. This is a business
where you can get by with the bare mnimuminvestnent at first,
then build slowy as your business increases -- adding sir
conpressors, electrical paint rollers, and ot her fancy equi prent
as you need and can afford it.

The easiest way to keep busy (probably snowed under would be a
better tern) is to do work for real estate and rental agencies.
They have | ots of work but do not necessarily pay the best -- buy
they do usually pay on tine.

Most commercial interests are | ooking for econony: they want the
inside walls painted "any color, so long as it is off-white" and
don't care so nuch about | ong lasting jobs because tenants danage
the best quality paints alnost as fast as the | ower priced
products.

Besi des, the places |ook and snell fresh and clean after they are
pai nted. These jobs you can do fast and not worry so nuch about
mat ching colors to rapidly changing ninds.. In fact, if you want
to Il earn the house painting business and need incone right away,
this is the way to start.

To start your painting career with conmercial work, contact
several real estate conpanies and rental agents. tell them what
you do, about how much you charge, and ask themto try your
servi ces.

Al ways | eave your card with them a tel ephone nunber that soneone
will answer. You have a wi de choice of arrangenents - who
supplies the paint, whether you charge by the hour, square

f oot age, room or job.

You can undoubtedly find a paint supplier who will sell you paint
on credit,,, however these sources may only handl e hi gher priced
pai nts that your custonmer will not pay for. You can do the sane
with [ adders and brushes -- and, you can rent equi pment that you
will not ordinarily need (or can't afford).

Commerci al accounts require careful managenent of your tine. Wen
they call you for a job, they are usually in a hurry. Atenant is
conmpl ai ning or they need the place painted in order to rent it..
You shoul d always be in a position to tell them when you can get
started -- and you MJST SHOW UP when you pronise! Not show ng up
will |ose you nore accounts than sl oppy worKk!

If there is a problemand you cannot get there when prom sed,
call the custoner and informthem a problem has arisen. They nay
gri pe over the phone, but they will appreciate the fact that you
didn't "stiff" them (they know things |ike this happen). If you
run into problens in this area and have any hel pers, at |east
send a hel per over to start the job.

When doi ng conmercial work, you will be tenpted to accept smaller
jobs by individuals -- that pay better. Doing snall jobs between
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big ones is one thing; doing them | NSTEAD i s another. Deci de what
ki nd of work you want to specialize in and make that your first
priority.

Commerci al accounts have one additional advantage over private
jobs -- they are continuing. That is, they keep sending you on
job after job as long as they are satisfied with your price and
wor K.

Norrmal | y, each private job is one-tine thing. Al though references
to friends and rel ati ves and word- of -nmout h advertising can be a
tremendous hel p to a successful painting business, each rental
agent or real estate account represents a continuing series of
jobs itself.

Contracting to paint for private individuals generally (but not
al ways) is much nore profitable than comercial work. But, it
usual ly requires nore tinme and effort because there are nore

i ndi vidual s to please.

You will have to estimate the job, subnit a bid, wait for a
response, then start the job and undoubtedly nodify details as
you go -- private honme owners frequently change their nind about

colors or just what does and does not get painted.

One contractor sizes up his prospective clients and adds 10%to
his bid for those he suspects will want a |ot of nodifications.
When the job is conpleted, you will hopefully be paid in full.
Here is where you can get into trouble! You have already paid for
the materials and your helpers (or owe them), and the owner wants
to pay you "next week."

One or two cases like this will teach you to
get a clear understandi ng of paynment BEFORE
you start the job!

As long as you can take care of the paperwork, you can hire

hel pers to do much (if not nobst) of the actual painting. Consider
hiring high school and coll ege kids during the sunmer, and don't
overl ook retirees.

One entrepreneur went to a senior citizen's club and found a
group of retired nmen who would go out and paint his houses

wi t hout supervision. They did excellent work, kept their own tine
records, and did the jobs for less than half what a painting
contractor woul d have charged!

Take a good | ook around your area and determ ne what ki nds of
pai nting jobs are needed (wood, stucco, one or two story,

weat herability, styles, etc.), and adjust your efforts

accordi ngly. Wien you see a need, make sure the affected people
know you can provide the solution

After a while, you will be able to "eyeball" a house and know
just what it will take for the job. Until then, it is best to
know what you are getting into before conmitting to a price.

Measure the square footage of the surfaces to be painted. For
exanple, a wall 8 high, 50' long is 400 square feet. Subtract
for large doors and wi ndows for the exact anount of surface for
that wall.
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Do the sanme for all other walls, ceilings and offsets and
subtract for the openings for the overall surface to be painted.
Look on the paint can to see how many square feet a gallon will
cover to estimate the anount of paint.

Nest, figure the smaller surfaces (woodworks, window sills, trim
that will be painted with gloss |atex or enanel. Sone guessing
nmay be necessary for this type work, but the anmounts involved are
relatively small.

Some painters base their estinates on the square footage al one --
they just consider the "savings" of doors and w ndows agai nst the
pai nt and extra tinme needed for small surfaces.

If the job is about average, they balance out. If the job has
nore or | ess openings, a percentage is estimated. This techni que
is much faster than neasuring all the surfaces, but is not
difficult for an experienced paint estimtor.

Next, consi der any expendabl es that night be involved, such as
tubes of color, paint mxers, plastic drop cloths, and any
special tools. Finally, it is time to estinmate the |abor.

If you have ever painted the inside of a 10 x 12 foot room you
know about how long it took perhaps 2-3 hours with a roller, plus
anot her hour for set-up, trim and cl ean-up. Then, do the sane
with the trimand "close work" and add the two.

Al t hough you will soon devel op your own gauge, you can use a
tenporary fornula for now, based on roons, square footage and the
amount of trim

For outside painting, the surface to be painted will have a | ot
to do with what it takes to paint ir properly -- sone surfaces
are nore porous and require nmuch nore paint, some will need
scrapi ng and/ or sanding, and still others require priner, sealer,
and/ or extra coats to cover dark colors.

Unl ess you al ready have sone experienced in this area, it would
be a good idea to bid those first few jobs by the hour until you
can nore accurately estimte them

Al though rates vary drastically in different parts of the country
and even nei ghborhoods, an arbitrary rate for normal size inside
roons (including nmaterials) would be about $100 each; outsiders
of single, snooth surfaced dwellings, about $500.

Don't forget to consider how many coats of paint the job will
take, whether priners or "color killers" are needed -- and a
bi ggi e: surface preparation.

Many franme houses have peeling or blistered paint that nust be
sanded or renoved; sone have mldew that should be sprayed with a
chlorine solution (Clorox - or any brand, washed and |l et dry.

Inside walls nay have cracks or holes that need to be repaired,

and there nay be places where part of the surface is mnissing or

rotted. Every painter has a supply of putty and normal cleaning
materials, but sone jobs obviously need nore than a nornal paint
j ob.
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When bi dding on or accepting a job, look it over thoroughly and
agree on what is to be done about any special problens |ike
t hese.

Ti p: An easy (and cheap) way to spray for mldew is house a
garden sprayer. Pour household bleach into the plastic sprayer
jar, turn on the hose and spray the water and chlorine m xture on
m | dewed wal | s and eaves.

After an hour or so, rinse. Check for any stubborn spots and redo
them When rinsed and dry, paint right over. Note that you should
not wear your best suit while spraying chlorine, and avoid

breat hing the funes.

When submitting your bid, always figure it with good quality
materials and |l et the custoner know that you did.. If he wants to
scrinp for a better price, let it be his decision to use cheaper
materi al s.

This is not to say that should you choose the npbst expensive
paints -- only good quality. Since you are now a busi ness
person,, you can probably get a discount on all your painting
supplies. If one store won't give you a discount, go to another

This is extra profit -- you need not share this savings or
information with your custoners, even if you cut the contract
price.

To hel p sell your services, conpile a photo al bum of before and
after pictures. Take the before and after pictures fromthe sane
angles, and it won't hurt if the afters are in a little better
light. <count the best ones in your sanple job book and post the
addresses (not owner nanes) on each, so they are real to your
prospecti ve custoners.

The main pitfalls in this business are over extending -- taking
on nore work than you can handle, or jobs that are too
complicated for your talents and/or equiprment at the time. These
are clearly inportant because in order to be successful you nust
earn a reputation for keeping your word.

You can avoi d over extension by |ooking over each job carefully
before accepting it -- and keep your reputation by naki ng good on
all prom ses, whether to big or snmall custonmers (either can hurt
you if you "do themwong"). Pay your bills, keep your word and
do good work, and you will do fine.

BUSI NESS SOQURCES

| NTERNATI ONAL BROTHERHOOD COF PAI NTERS & ALLI ED TRADES, 1750 New
York Ave.,8th Floor, Washi ngton, DC 2006. Wite for information
abut painting.

DOVER PUBLI CATI ONS, INC.,31 East 2nd St., M neola, NY 11051
Di scount books, clip art, stencils, etc.

QUI LL CORPORATI ON, 100 Schelter Rd.,Lincolnshire, IL 60917-4700,
312/ 634-4800. O fice supplies.

NEBS, 500 Main St.,Goton, MA 04171, 800/225-6380. Ofice
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suppl i es.

| VEY PRI NTI NG Box 761, Meridan, TX 76665. Letterhead: 400 sheets
pl us 200 envel opes - $18.

SWEDCO, Box 29, Moresville, NC 28115. 3 line rubber stanps - $3;
busi ness cards - $13 per thousand.

ZPS, Box 581, Libertyville, IL 60048-2556. Business cards (raised
print - $11.50 per K) and |letterhead stationery. WIIl print your
copy ready |ogo or design, even whol e card.

WALTER DRAKE, 4119 Drake Bl dg., Col orado Springs, CO 80940. Short

run busi ness cards, stationery, etc. Good quality, but no choice
of style or color.
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