SURETY BONDING

Managing a Changing Economic Climate
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of the unde ymg credlt worthlness of thelr customer

Bond subcon’tractors, especially when they represent a key
trade, a signiﬁéant 'portion or sole source of the work; you
are unfamiliar with their company, or there are questions ofi
their availability, capacity, ability or financial strength.

‘Don’t take on more than you can manage. Stay within your
capabilities. Think twice before you consider work outside
your known geographical area and niche.

* Do what you do best. Protect your top talent, who
will manage projects well no matter what the market
conditions are,

madcet  Rooq  — Alc.  SHep

usually occu by, reducin \revenue and'overhead, as

o as concentratmg n'collectmg ,ecelvables and hquld ing

port1ons of equxpment and mventory

. Evaluate the quahty of a potential client. Your bond agent e
should be able to assist here as well.

It is a variety of successes that make a good contractor, and it is-
a process that continually evolves. Successfully managing yous
business in both good times and bad is critical to.your survival.

Editor’s note: This article was in the February 2009
Shop Talk and was aftributed to the incorrect author. We
apologize for that mistake.
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