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Tommy Mello took his single garage door service business with $50K in debt to $30 million+ in 7
years. He's been showing home service business owners how to do it ever since.In 2010,
Tommy Mello became the sole owner/operator of a single garage door service business, with
$50,000 in debt. Today, A1Garage generates over $30 million in annual revenue, with over 250
employees in 12 states. He shows home service business owners how he did it, and they can
too, in Home Service Millionaire.If you're like most home service business owners, you are
probably just scraping by. You can't grow your business because there aren't any more hours in
a day. This book will change all that by showing you what highly successful home service
entrepreneurs do to make more money and work less!In Home Service Millionaire, you'll learn
the time-saving techniques, money-making strategies, and proven framework for growing your
own highly successful home service business, including how to:* Market effectively on a
shoestring budget* Rank #1 on Google, Yelp, Ebook Library, and HomeAdvisor* Increase your
booking rate by 90% in 90 days* Find, hire, and manage superstar employees to become a
performance powerhouse* Think like a millionaire when it comes to your focus, attitude, and
priorities* Get your technicians selling for you* Take the pulse of your business health - quickly
and easilyHome service is a $400 billion-dollar industry with mammoth players such as Ebook
Library, Google, and Bing. If the big boys are there, you know there is money to be made. You,
too, can do very well as a local provider. Home Service Millionaire will show you how to become
hugely successful without sacrificing family time.The need for home service never goes away.
Every home at some point requires maintenance. Over time, things break or wear out. Roofs
need repairing, walls need painting, and drains need clearing. Home Service Millionaire will
show you exactly how to become the go-to company in your area for whatever home service you
provide.
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Service Millionaire/Tommy Mello—1st ed.You should never start a company with the goal of
getting rich. Your goal should be making something you believe in and making a company that
will last.—STEVE JOBSFOREWORDAra Mahdessian, CEO, ServiceTitanWherever you are in
your home service business—Tommy Mello has been there. He has walked miles in your shoes.
He has made the same mistakes, at multiple levels. He has stared down the many challenges of
managing explosive business growth in a very short time to come out the other side—as a
millionaire. And now he wants to help you do the same.There are a million business books out
there, so what makes this one different? The answer is Tommy. He is unique in that he isn’t some
guy who found success and then got out while he was ahead. He’s still right there in the trenches
every day, adapting and changing alongside the industry itself, and the information he offers in
this book is indispensable if you’re looking to grow profitably in today’s challenging business
climate.Tommy is also the perfect person to learn from because he is still learning all the time,
not just from books, but also directly from experts at the top of their game. As a result, he’s a
beast when it comes to modern marketing and growth methods. He has also seen firsthand how
challenging it can be to grow solely through traditional marketing methods. That’s why he has
loaded this book with actionable advice on how to succeed with digital marketing. Tommy also
really understands modern employment culture and how to make the workplace a desirable
environment that high-performance team superstars will want to be a part of. You’ll learn about
that in this book too.If you want to win, follow Tommy. He is a break-through-walls-to-make-it-
happen kind of guy with huge ambitions and no fear. He sets crazy high goals and then finds a
way to get them done, which often involves innovative ways to do things—many of which he
shares in this book.Best of all, he’s giving it all back. We first met when he wrote me a bold pitch
on why his company was a good fit for ServiceTitan and how he was going to make it work for
the garage door service business. Then, working with us, he not only delivered on that promise,
but also referred customers to us. Because of Tommy, ServiceTitan is now available to the entire



garage door service industry, and we have a model for expanding into other industries.If you
implement a fraction of the strategies and tactics Home Service Millionaire offers, you will be
better for it, in your business and in your life. And you’ll be that much closer to what I know
Tommy wants for all of you, which is to grow a profitable business into the millions so you can
give back too.WHY THIS BOOK?Home Service: A Million-Dollar OpportunityIf you’re reading
this book, chances are you already have a home service business but are just scraping by. Or
you don’t know how to grow because you can’t possibly work anymore hours than you already
are. (I sure know how that is.) This book aims to change all that in a big way.Home service is a
$400 billion-dollar industry with mammoth players such as Ebook Library, Google, and Bing.
That’s a four with 11 zeros following. You know if the big boys are there, there is money to be
made. You, too, can do very well as a local provider, and I’m going to tell you how.The cool thing
about home service is the need for it is never going away. Every home at some point requires
maintenance. Over time, things break or wear out. Roofs need repairing, walls need painting,
and drains need clearing. Your goal is to become the go-to company in your area for whatever
home service you provide.Why You Should Listen to MeMy primary company, A1 Garage Door
Service, installs, repairs, and replaces garage doors. Today, I’m the primary owner of 14
companies, with more than 250 employees in 12 states. We produced more than $30 million in
revenue last year, and this year we’re on track to cross the $40 million mark with plans to expand
even more.I’ve invested hundreds of thousands of dollars and spent hundreds of hours with
mentors and experts all over the country who have shared their knowledge and systems with
me, so I know firsthand how life changing having the right people pointing you in the right
direction can be. I’ll be sharing the most important things I’ve learned in this book. There’s also a
list of books by the key mentors and experts who have influenced me at the end of this book, as
well as even more resources atMy StoryI wasn’t born with a silver spoon in my mouth. In Sterling
Heights, Michigan, where I grew up, I learned young that if I wanted something, I had to go out
and get it. Nothing was about to fall into my lap.My first hustle, before I was out of high school,
was shoveling snow and mowing lawns. By my mid-20s, I’d built that into a successful full-time
landscaping business.Next, thanks to my mentor, Dave Carson, I expanded my landscaping
business and started installing drip irrigation systems for large companies.While I was making
what I thought was great money with that business (as well as a bartending job), one of my
roommates, Sean, got a job answering the phone at a garage door repair company for $40,000
a year. Sean then got my other roommate, Gabe, a job as a garage door technician. And Gabe
was making even more money—$70,000 a year.Naturally, the entrepreneur in me was curious. I
said to Gabe, “What can go wrong with a garage door? And how the hell are you making that
kind of cheese?!”Gabe said, “Tommy, you’ve got to check out the garage door business. It’s
badass!” And so I closed my drip-system company and became a garage door tech too. I
continued bartending and flipping cars, though. Having a bunch of different income streams is
just who I am. (Ask me about my Christmas light business.)Anyway, Gabe is an amazing
salesman. He understood that if we fixed the problem on our first visit, word would spread and



we’d get new customers. We created a sales funnel based on that premise and sales went
through the roof!Seeing the potential, I decided to go into partnership with Gabe in the garage
door business. I thought, “I’m a master at marketing and Gabe’s an amazing salesman. What
could possibly go wrong?” We started advertising in several mailers and ran Yellowbook ads.
Soon, we were making bank!Then, the economy tanked. It was the worst recession anyone I
knew in Arizona had ever seen. I mean it was bad. It hit our business hard.The thing is, there was
no lack of business. In fact, we were absolutely slammed. We were taking calls, running jobs,
fixing trucks, controlling inventory, dealing with upset customers, doing taxes, emptying
wastebaskets, and everything else.Family? Friends? Date night? Vacations? Weekends? Not
happening.A year later, we were still struggling to pay the bills. We owed everyone and their
brother, and before we knew it the business was $50,000 in debt. We needed to turn things
around—and fast.I offered to take on all the debt myself if Gabe would dissolve the partnership
and I could become the sole owner. Gabe agreed on the spot and within a few months we’d
figured it out, with a minimum of stress.It was now only me, with $50,000 in debt and no
employees. That was the bad news. The good news, at least the way I saw it, was whether this
company was going to make it or not was now 100 percent on me. And so I got to work.First, it
was crazy to me that we could be so busy and still be losing money. I was determined to figure
that out.The problem was, since Gabe was gone, I was now a one-man show. I worked 10- to 12-
hour days on average. There were longer days that didn’t end until midnight. I was owner,
technician, and office manager all in one. I was perpetually exhausted and constantly worried,
but I refused to fail.In the truck between jobs, I read books on business and entrepreneurship. I
went for my MBA, squeezing in classes and studying until midnight so I could expand my
knowledge and apply what I’d learned to my business.As if that wasn’t tough enough, my
girlfriend at the time left me. She felt she had taken a back seat to my business—and she was
right. There wasn’t much time left over for anything—or anyone—else at that point. It was do or
die.I doubled down on my millionaire mindset, got some checks and balances in place, and
cranked up the growth and lead-generation machines. Within a few months, I started to gain
momentum and cash flow began to loosen up. I hired my first employee, then my second, and
then my third. And the customers kept on coming.Seven years later, the Mello Home Service
empire is making more than $30 million a year and has more than 250 employees in 12
states.The rest, as they say, is history.What I want you to take away from this story is if I can turn
my business around and grow it into the millions, so can you—if you’re willing to change how you
think about achieving your goal and you’re willing to work on yourself.If you can open your mind
and commit to consistently improving yourself, the information I’m going to share with you may
change your life. I know it did mine. If you’re up for the challenge, you too can become a home
service millionaire. Ethics and HonestyI’m going to be up front with you. Being ethical and honest
is important to me—more important than making money—and I think making money is pretty
important!So if you’re coming with me, I’m going to insist that you do all of this in an honest and
ethical way and that you hold anyone who associates with you—managers, employees, vendors,



and others—to the same standards.I believe in treating employees right and giving customers
the best-quality product and service possible, even if it means I make a little less financial profit
in the end. It’s more important to me that I can look in the mirror at night and feel good about
myself and what I’m creating for both my employees and my customers.You’ll notice this value of
mine—ethics and honesty—reappearing throughout this book. Why? Because it’s easy to make
a case for cutting corners and looking the other way. It’s called “creative justification.” It happens
all the time. And I guarantee you’re going to be tempted, especially when you’re struggling.Don’t
do it. You can be ethical and honest and still build a great business. In fact, ethics and honesty
are at the foundation of my success.You with me?Good. Here’s how it’s all going to work.How
This Book WorksIn a nutshell, you’re going to learn my proven framework for building a
successful home service business, and I’m going to provide you with tons of resources you can
use to propel yourself toward your goal. In the first chapter, you’ll learn how to think like a
millionaire when it comes to focus, attitude, and priorities. I’ll ask you to consider why you want to
be in business in the first place and explain why having a strong “why” to rely on is vital—
especially when things get tough (and they will get tough). I want you to be able to withstand the
discomfort and stress that is an unavoidable part of building a multimillion-dollar business.In the
second chapter, you’ll learn the key operating systems I use to run my businesses, starting with
organizational charts, which allow your team to understand what their responsibilities are and
exactly what’s expected of them, and operating manuals, which are documented processes that
tell your staff exactly how you want them to do 80 percent of their job. I’ll explain why an
integrated customer relationship management (CRM) system (e.g., ServiceTitan) is at the heart
of every successful home service business. It puts a lot of tools at your techs’ fingertips, allowing
them to better serve the customer and make more sales. It also allows you to have real-time
access to the data you need to be able to track how your business is doing by monitoring key
performance indicators (KPIs). I’ll discuss the eight KPIs you should focus on first to get a
handle on how your business is doing. I’ll address what you need to think about to determine
and then optimize the marketing spend required to get to the revenue number you’re after. I’ll
explain the three elements of business success: people, processes, and technology. Finally, I’ll
point out five key things you’ll need to fix before you can step on the gas.In chapter three, I’ll
reveal how you can turn your business into a growth machine with marketing. Marketing is my
passion. It’s also a major key to my success, so I’m not going to hold anything back. I’ll start slow,
sharing some tactics you can implement right away that will help your business, and then I’m
going to ramp it up from there. I’ll cover branding, building your online reputation, dominating
search, customer referral programs, traditional marketing methods, and business partnerships.
You might get a little overwhelmed by the end, but don’t worry. Absorb as much as you can and
write down all your questions. I won’t leave you hanging—I’ve got a team ready and waiting to
help you out.With some marketing tactics in play, I’ll discuss lead-generation strategies in
chapter four, and then, in chapter five, I’ll explain the eight-step sales process I teach my
technicians, how to overcome customer objections, and more. I’ll also address how to take care



of those customers after the service call so they’ll buy from you again and refer you to their
friends. It gets a little deep by the end, but hang in there. You’ll be better for it.In chapter six, I’ll
explain how you can become a performance powerhouse. Apple computers icon Steve Jobs
once said, “A small team of A+ players can run circles around a giant team of B and C players.”
I’ll outline exactly what you need to do to find and recruit those A+ players and share my secrets
on how to effectively train and manage them so they can help drive your company forward
faster.Finally, in chapter seven, I’ll wrap up all of this advice nice and neat and tell you about
what’s next. Throughout the book, I’ll be sharing personal stories as well as insights from my
mentors and even a few of my heroes. I want to bring this information to life so you can absorb as
much as possible and be on your way to creating your seven-figure home service business right
away.I can’t promise you will have a multimillion-dollar business overnight, but if you’re willing to
work hard, open your mind, and stay true to yourself, you can make it big, not just in the home
service business but in any business you choose.Ready? Let’s get started.THE MILLIONAIRE
MINDSETSince you’re reading a book called Home Service Millionaire, I am assuming your goal
is to become rich but you’re not sure how to get there. For starters, I suggest you focus on
becoming wealthy instead.Rich vs. WealthyThe word rich means you have loads of money in the
bank, but no recurring income. Wealthy, on the other hand, means you have a steady flow of
income feeding your bank account each week, even if you’re on vacation. A business run
correctly can give you more wealth than you ever dreamed of.In The Millionaire Next Door,
authors Thomas J. Stanley and William D. Danko found that people who become wealthy
allocate their time, energy, and money in ways consistent with enhancing their net worth. They
also found that although the unwealthy spend more time worrying about their financial situations
than the wealthy do, they spend very little time actually doing anything about it.Ouch. If that’s
you, it’s OK. You can change. This book will help.To sustain yourself as you build wealth, you’ll
need a reason for your business to exist that goes beyond making money. You need to find your
“why.”Let me explain.If you’re like most home service business owners, you probably worked as
a technician for someone else and you weren’t happy. One day you woke up and thought,
“Forget this guy. I can make more money working for myself.” Your “why” at that point was to stop
working for someone else and make more money. You probably didn’t understand all that was
going to be involved with being on your own. All you knew was you had to go.Things were
probably OK at first, but as the bills piled up and you went through your first dip you realized
there was more to running a successful home service business than you originally thought. You
started thinking you should have just changed jobs rather than gone out on your own.And that’s
exactly why not wanting to work for someone else is not a strong enough “why” to sustain
yourself as you do what you need to do to build a multimillion-dollar home service
business.What you need to do now is focus on why you want to have a business in the first place
—why it really exists—because you’re going to need to tap into that “why” to keep going when
things get tough.“For the past 33 years, I have looked in the mirror every morning and asked
myself: ‘If today were the last day of my life, would I want to do what I am about to do today?’



And whenever the answer has been ‘No’ for too many days in a row, I know I need to change
something.” —STEVE JOBSFinding Your “Why”In 2009, author, speaker, and marketing
consultant Simon Sinek gave a TEDx talk called “How Great Leaders Inspire Action.” It was so
popular he was invited to take it to the main TED stage. The video of that talk has 7.8 million
views as of this writing. (Check it out. It’s on YouTube.) At the core of Simon’s presentation was
this idea: people don’t buy what you do, they buy why you do it. He said any organization can
explain what it does, some can explain how they do it, but very few can clearly articulate why.
Why is not money or profit—those are results. Simon challenges you to ask why—why your
company exists, why your customers should buy from you, and why your employees should
stay.So take a minute and think about it: Why does your home service business exist? (Beyond
“not wanting to work for someone else” or “making money.”)I’ll use a couple of my businesses as
an example. The Home Service Expert network exists to improve the lives of hundreds of
thousands of entrepreneurs by helping them start their own businesses on a strong foundation,
while sharing with other business owners the key ingredients to boost their growth.Here’s
another one: A1 Garage Door Service exists to make customers feel safe. A good-quality, well-
maintained garage door makes customers feel safe because they know the largest entrance to
their home is not only attractive, but also solid, secure, and will work flawlessly for years to
come.The reason not wanting to work for someone else is not a good “why” is because it’s too
easy to bail out when things go south. It’s only ever about you. To keep going when things get
interesting, you need a “why” that goes beyond not wanting to work for someone else or making
money to improving the lives of others.A “why” like this will also allow you to inspire your
employees so they will come to love what they do as much as you do and naturally communicate
that passion to your customers. That enthusiasm and belief in the importance of what they are
doing will automatically differentiate you from your competitors—big-time.How will your home
service business improve the lives of others? What legacy will you leave? What is your “why”?
Zeroing in on Your “Why”Think about how you could run your business so it and your “why” are
aligned. A good place to start is thinking about what you want people to say at your funeral. I’m
serious. What do you want your life and your business to have meant to others when it’s all over
with? Write that down on a piece of paper.Think about what good things you could accomplish
through your business that no one else could. Write that down too.Now, look at what you wrote.
What do those things tell you about what’s most important to you?If you can’t seem to find a
compelling “why” for having a home service business beyond not wanting to work for anyone
else or making money, or you really hate everything about having a business except the actual
work—meaning financials, marketing, sales, and managing others—and you aren’t willing to
learn and grow into it, you might want to rethink your plan. Those things are not going away. In
fact, if you do this right, you’ll be out of the field sooner rather than later and those things will be
the bulk of what you are focusing on day to day.Very successful people have a purpose that
goes beyond their own personal benefit. They’re excited, dedicated, passionate, and fearless in
pursuit of that purpose, and that energy inspires everyone around them. The energy they radiate



is what people respond to first, before anything they say. That energy comes directly from their
“why.” It’s what gives them the guts to keep going when things get tough.Do You Own a Business
or a Job?Robert Kiyosaki, author of Rich Dad Poor Dad, said, “A business is ownership and
control of a system and the ability to lead people.” If you have a business, you can step away for
a week or two, and between the system and your people who are trained on it, everyone knows
what to do and the business can keep going without you.But if the business goes away
whenever you do, you own a job. What if you have employees but no systems that allow you to
step away from working in the business so you can work on it? You still own a job—a big one
that has probably turned out to be a lot more stressful than your original job working for someone
else.The first step in converting a job into a business is implementing business systems. I’ll talk
more about that topic in the next chapter.The Business You’re Always BecomingLife and
business strategist Tony Robbins once said, “Anticipation is power. In today’s fractured and
evolving business landscape, owners and leaders need to run two businesses simultaneously—
the one you’re in now and the one you’re always becoming.”If you decide to commit to a vision of
having a well-run business, you are automatically in two businesses: the messed-up one you
have now with no “why,” no systems and processes in place, and no accountability, and the
better-run business you are working on becoming.I’ll warn you now—being in two businesses
like this is hard. You’ll need to make some tough choices. You’ll probably feel some short-term
pain. That’s OK. You’ll live through it. And you will love the result.You Are in Business to Make a
ProfitI’ve heard a lot of business owners complain that there’s no way they can charge more than
$300 for a repair. The problem with this approach is since they aren’t making enough money to
cover what things should cost, they short themselves on their paycheck and pay their people just
above minimum wage with no benefits—and then wonder why they have so much turnover!How
do 99.9 percent of business owners come up with pricing? They go along with market trends
without taking time to figure out what it really costs to run a service call, much less run the office
or determine how much money they want to land in their wallet at the end of the day.A1 Garage
is not the cheapest option available because what our customers are looking for is a garage
door service with a great customer experience and technicians who are skilled, dependable,
and safe. This means well-trained technicians who have been background checked and drug
tested; new trucks that do not break down and are efficient on gas; better warranties; and the
best technology in the industry, such as Uber-like tracking that texts customers when the
technician is on the way.Does this cost money? Hell yes, it does! But A1 Garage is getting more
than 7,000 opportunities a month, so we must be doing something right.If you don’t have enough
money to put these things in place, you’re probably not charging enough. Not charging enough
severely limits your growth potential. It forces you, the owner, to either do all the jobs yourself or
assign them to a technician who is so overloaded he’s always running late. If you don’t charge
enough, you may also find you’re still out in the field at age 65 because you can’t afford to retire.
You don’t have time or energy to work on the business because you’re always working in it.See if
any of these descriptions apply to you:1. You don’t understand that after you pay all the bills,



your employees, and yourself, there should still be a large amount of money left over—i.e.,
profit.2. You can’t charge $300 for a repair because your ticket price is so low and you don’t have
any top performers who can not only make service calls but also sell stuff.3. You think you own a
business, but you really own a big, unruly, and unrewarding job.You’re in business to make a
profit. And to make sure you are operating in a way that will create the profit you want to make,
you need to know how your business is doing at all times. Speaking of profit, you’ll want to make
sure the financial end of your business is set up in a way that you can not only maximize it but
also hang onto it. Surround yourself with financial professionals you trust who understand your
industry and keep you apprised of what your financial position is at all times.Ellen Rohr is a serial
entrepreneur (currently president of Zoom Drain, a drain and sewer franchise) and a small-
business financial expert who has worked with tons of home service business owners. Ellen
views business as a game; here’s how you can play to win.How to Play and Win the Business
GameEllen Rohr, Business Un-ComplicatedThe game of business is easy once you learn the
rules. If I can learn them, so can you. I made tons of mistakes in our family business for years
until I finally learned the rules from some great mentors.It was plumbing business legend Frank
Blau Jr. who taught me the most important rule, which is to charge more than it costs to be in
business. Why? Because when do that you create a profit—money you make from sales above
and beyond what you need to pay your bills. Who doesn’t want more of that? (Or at least some
of that!)When you take that profit in cash (as opposed to letting it decompose in accounts
receivable), you can use it to grow your business—or turn around a bad financial situation.
Money buys options. Money can fix things. Not everything, but just about everything is easier
with some cash on hand.Another one of my mentors is Warren Buffet. I have never met him, but
he taught me, through his book, that in business there is ultimately one financial scorecard: the
balance sheet. And every other financial report is a subset of the balance sheet. Here’s what you
need to know.The balance sheet is based on the following equation: assets = liabilities + equity.
This equation is in line with the universal law—what goes around comes around. Or, for every
action there is a reaction. It’s how we keep financial score in the business game. So we’re on the
same page, let’s define the terms:1. Assets: The “stuff” the company owns. Anything of value—
cash, accounts receivable, trucks, inventory, or land—is an asset.2. Liabilities: These are
sources of assets, how you got the “stuff.” These are claims against assets by someone other
than you (the owner). This is a reflection of what your company owes. Notes payable, taxes
payable, and loans are liabilities.3. Equity: Equity includes funds that have been supplied to the
company to get the “stuff.” Equity also reflects ownership of the assets earned through
profitability. Equity shows ownership of the assets or claims against the assets, a reflection of
what the company owns.Warren Buffet wins big in the game of business again and again by
buying and building companies that make profits. Here are his two rules for business:1. Protect
the assets: The assets are your “stuff”—what you have. The first financial objective is to protect
the wealth you have.2. Grow the assets: The second financial objective is to expand the “stuff.”
Grow cash and other assets.That’s the game! Let’s look at the three ways you can grow



assets:1. Through Liabilities: You can borrow money. When you buy a new truck, and get a loan
for that truck, assets go up and the liability (a loan) goes up. (Maybe you have already overdone
this. It’s easy to get too deep in debt.)2. Through Owner Investment: You can put your own
money into the company. Perhaps when you got started you wrote a check from your personal
account and opened up your business account. Assets go up and the owner’s investment (an
equity account) goes up. Are you looking for venture capital? If an investor cuts a check and puts
it in your checking account, then his owner’s equity goes up. At that point, he may own more of
your company than you do. Just be aware.3. Through Profits: Sell stuff for more than it costs and
create profits. Assets go up and net income goes up. This year’s profits show up in the equity
section of your balance sheet. When you lose money—sell stuff for less than it costs you—equity
goes down and assets go down. That’s the elegant, beautiful, sometimes horrible truth of the
balance sheet. Another benefit of profit is you can use it to pay down your debt! Instead of
always trying to get by on less, consider how you can make more profit.Are you winning or losing
the game? Let’s find out. First, make sure your balance sheet is right. Don’t make decisions on
messy or erroneous information. Clean up the accounts and get them current. Then, take a look
at the numbers. If you have more liabilities than assets, you are going backward. You’ll have a
negative equity balance. The long-term fix is to address the reason you got in trouble in the first
place. For one, you have to charge more than it costs. And you have to have enough sales at the
right price to cover all expenses and make a profit. You might be able to borrow more money, and
you might be tempted to put more of your own money into the company. You might even entice
an investor to infuse some cash. However, the only way to create wealth is to generate
profits.The first step to fixing this problem is to create a budget. Frank Blau Jr. suggests that you
start a budget by listing all your expenses. Jot down—in a spreadsheet or on a columnar pad—
what you want to spend on you and your team. Put in proper salaries and wages for the
wonderful, skilled, valuable work you do. Then, address every expense account and be
generous. Provide nice trucks, uniforms, benefits, and marketing dollars. Hold your chin up as
you create a budget based on reasonable expenses to do what you do really well.Then, put in
the amount of sales you want. Make the sales total bigger than the expenses and add your
desired amount of profit to that number. Then, take that sales amount and divide it up by the
number of “widgets” you could sell. If you sell labor, your widget is an hour or a day—a unit of
time. If you sell products, divide the sales up by the number of products you could sell.
Sometimes it’s a combo platter. Play out a few scenarios.When you do this, as I did, you will
discover that your selling price is higher than a lot of your competitors. Gulp.Frank knew this
would be the case. He had seen it hundreds of times before. His advice: be better, faster,
stronger, nicer, more current, better equipped—or all of those things. Be a better marketer and
salesperson so you can communicate why and how you are better. So when I balked at raising
my prices, he said, “Charging what it costs to do a great job is in the customer’s best interest.”
Isn’t that a head flip? It sure was for me. But think about it: when you play this way, customers will
get better service and be happier, and you will make the profits you need and deserve to make



for working so incredibly hard. And that means everybody wins.
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ML, “an amazing book. I've read the critique's of this book and I think they're just haters. There is
ALOT of very good gold nuggets in this book that a home service business owner can get.
Tommy's promotion of service titan is just because service titan is one of the, if not the, most
advanced CRM available to business owners. I have tried a lot of them. I do not use service titan
but I do know it has a ton of features that my current crm doesnt have. Tommy's point is this; you
have to know your numbers (kpi's) or you do not know your business.... Service titan provides
KPI'S like no other crm does that i know of............... it's not a sales pitch. It's the reality that
Service Titan is the top 5 crms out there if not the best for a business owner to regulate, view,
and understand there own business. Tommy really harps on KPI's (average sales ticket, closing
ratios, ytd sales, etc) and that's not a bad thing.Mitch W.”

Amy, “Great resource.... We decided to start a little side hustle. My husband is super handy and
really enjoys fixing things so it seemed like the natural choice. I wanted some insight so we
could bypass learning some things "the hard way". While some of the contents were common
sense for someone who has owned or managed a business (we have).... the industry specific
insights were great! I loved some of the do's and don'ts and well as the marketing
perspectives.What started as a side hustle has turned into a lucrative business. While I can't
give all the credit to the author of this book (again, we have business experience).... I will say he
saved us time, effort, and likely a few mistakes which was more than worth the cost of the book.I
highly recommend!!”

Chetty, “Must read!. I'm a licensed electrician and have five employees... This book is already
changing how I run my business less than a week after having it. Yes.... I wish this said part one
at the top.... However, Tommy didn't have to give all of his secrets away like this WHILE still
being in the game. This is pure gold. I'm buying a few more copies for the biz owners I care
about in my life.”

Ebook Library Reader, “Step by Step Advice for Home Service Entrepreneurs. The media could
not be loaded.
                
            
                
            
            
        
    
    



  
  
I read this over the weekend and was blown away by the marketing information in this book.
For someone that doesn't know marketing, it opened my eyes to a whole new way of thinking
about reaching and keeping customers. I found the step by step systematized approach very
valuable as well. My entire team needs to read and understand these concepts.I recommend it
for any home service business owner who is looking to grow.”

Dennis, “good read. An excellent read. I was looking more for a book on business on a smaller
scale. A tradesman working on his own. This is more for someone looking to make a big
business out of it. Sound ideas. Enjoyed reading it.”

Russ Parry, “Good read. Great source of information but nothing too groundbreaking if you are
already clued up in sales and marketing techniques for a home service business”

Allan Ferguson, “Brilliant. Tommy has nailed it, extremely informative for any home service
provider.”

The book by Tommy Mello has a rating of  5 out of 4.5. 194 people have provided feedback.
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