
Jillian Flodstrom (00:06):

If you're in the construction industry, this is gonna be an episode that you're gonna wanna listen to.
Today I talk with Corey Ahern about the ebbs and flows of business and how it relates to his construction
business. So many good nuggets inside the construction industry and how to manage your business. So
this one is a must listen if you are in that industry or a business that is always changing. Today, we have a
very special guest, Corey, who is the founder of Connect Rebuilds is a construction services company
that's changing the game in the industry. Connect Rebuild is a top quality service centric company that is
distinctively customer focused. They're aim to provide high level home construction services to their
clients. Corey is now working on developing the company's digital presence, branding and public image,
while building his small but dedicated staff of team and partners. We're excited to have Corey with us
today to learn more about his entrepreneurial journey and how he's scaling his small business in the
construction industry. Please welcome Corey to the show. How are you?

Corey Ahern (01:14):

Hi, I'm great. Thanks for having me.

Jillian Flodstrom (01:15):

I'm excited to talk to you today because I love construction. That is the world that I grew up in when I
was younger. So we're gonna talk about some really fun stuff today. But let's start off with something
that I think that every business owner struggles, no matter what business you are, whether it's
construction or not, is managing and prioritizing your daily tasks as a business owner while making sure
that they're aligned with goals.

Corey Ahern (01:41):

Sure, sure. Well we frequently have our a meeting I do with, with my depart department heads whether
it's the office manager, whether it's production, whether it's sales, marketing but basically we just review
today's fires, tomorrow's potential fires, and then we debrief on yesterday's solutions or, or older fires.
So it's a pretty regular exercise that we, we, we do maybe three, four times a week. And it, it just keeps
us on track and, and we take care of these small fires so they don't turn into bigger ones.

Jillian Flodstrom (02:17):

I love that. And that's something that you guys do consistently every week, right?

Corey Ahern (02:21):

Every week, almost every day.

Jillian Flodstrom (02:23):

Wow. Now, is there any tools or software that you guys use to streamline your operations, manage those
client communications? Also, looking back, looking forward in these meetings, what are some things that
you guys use?

Corey Ahern (02:37):

Sure. We have a pipeline management platform. We use a couple different ones especially Trello that
allows us to move projects through each phase, each stage. Obviously we use QuickBooks, maybe not
obviously, but we do a lot through QuickBooks. And we're, we're developing a couple very target specific
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apps or applications that, that we are gonna use in-house and hopefully, hopefully when we can prove
that they work and then maybe, we'll, we'll send it to the market later. But they're to take care of a
couple really small targeted efficiency problems that we haven't found in any of the other software
applications that we've been exposed to. And so we're, we're, we're taking some time to develop those
ourselves.

Jillian Flodstrom (03:24):

How did you determine what those issues were? Is that something that you guys just noticed over
having these meetings and running your business day-to-day that you're like, Hey, this is always the same
issue that's popping up?

Corey Ahern (03:36):

Generally it comes down to what is taking our time. And so if throughout the week, if I'm consistently
meeting with whatever department heads and it's taking an hour per meeting three times a week, that's,
that's two, three people at a time. That's, you know, we're getting into tens of hours a week possibly.
And if we can find a way to dial that back or to have a, a a, a dashboard report that spits back the data
with a glance with a quick, quick look then that's really what, what gives us the idea to maybe we should
dev develop this or seek an application that, that could provide this data for us. And turn 10 hours into
10 minutes,

Jillian Flodstrom (04:19):

That would be amazing. I just saw that Gary v published a reel the other day on Instagram, and he was
talking about how he has 15 minute meetings, and I was like, I aspire to be able to do that because 15
minute meetings, holy smokes, you've gotta be dialed in and ready to go in. It sounds like you guys are
kind of on track using technology to do that as well.

Corey Ahern (04:41):

We we're, we're still very small, and so our meetings are, are tight knit. We can all fit into one room at
the moment, and we, we find that every new hire we bring on is kind of a, a spotlight of how much more
efficient our meetings need to be. Pretty soon we're gonna have to be separating our, our meetings a
little bit more and, and we've already started to dial in, I've spoken with some of the department heads
to, to tighten up their meetings, be a little bit more organized and, and specific and to, and to kind of
stop, stop letting everybody participate, almost let us, let us get to the point. But as, as we started it, it's
kind of been this family atmosphere where we're, we're trying to en encompass everybody's ideas and
perspective. But now that we have a couple more hires, it just takes longer and longer and longer. So
we're, we're working towards tightening that up as well as

Jillian Flodstrom (05:35):

We I love that. Yeah. Yeah, the evolution of your business, right? Because you wanna give all those
people time to share their thoughts because you hired these amazing people and they have really good
ideas. Yeah. So let's talk about when you are hiring someone, maybe you're training them, you've already
hired them. How do you maintain the quality of your meetings, the, the services that you provide to your
clients?

Corey Ahern (06:02):

Can you repeat the question?
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Jillian Flodstrom (06:03):

Yeah, absolutely. So let's say that you've hired someone and you're training them up, you're bringing
them into the way that you do business. How do you maintain that through quality, all the different
things that you guys do on a daily basis? How do you handle that?

Corey Ahern (06:21):

Well, when we bring somebody on board we try to get them obviously to being independent and, and,
and responsible for their, for their position as fast as possible. And so we do a lot of shadowing. But at
the end of the day, you're gonna have to pick a time where you just let this person have full
responsibility. And whether or not they're, they're the ones responsible for executing it, it's almost
doesn't matter, regardless of who's of who's actually executing. This person needs to be responsible for
the outcome. And so if they need help, it's their responsibility to come get the help or to delegate. And
maybe, maybe they, they ask their supervisor, Hey, I need help with this. I need you to do it, or, step in
and help me or assist me. But ultimately it's their task to keep track of what needs to be done. And if
they need help, they can come and get it, but at some point you just gotta pass on, pass the baton and,
and let them go.

Jillian Flodstrom (07:13):

Yeah, absolutely. How do you track those metrics? So how do you know when someone is on track when
you've recently hired them?

Corey Ahern (07:21):

We're definitely metric centric here. We keep track of a lot of stats. It's, it's probably a weekly or
biweekly thing that we do which is reviewing them daily. We're, we're keeping the stats. We've, we've
got great administrative staff here. They're, they're keeping a lot of stats, but the executives and the
officers are probably reviewing those stats, you know, we at least weekly.

Jillian Flodstrom (07:44):

That's great. So you've got this combination of people looking over this data, you guys are meeting,
you're staying in touch with each other all the time. So that way if something does come up, you can
catch it right away, solve the problem, and then move forward to the next thing. I love that. What are
some things that you guys do with your financials? Do you do the same thing with the metrics? How do
you use that to evaluate your business performance?

Corey Ahern (08:11):

Sure. We have, we track a lot of financial data as well. It pretty much, our data starts from the marketing
and leads. How many leads are coming in, you know, what's the cost per lead? And then eventually
what's the cost per contract? What's, what's our closing percentage for our sales guys? What's our
profitability per job? A lot of the stuff is retroactive or, or happens after the fact which I'm okay with. I'm
okay with catching things after it's happened because it saves me a lot of unwasted time. So if, if I'm
trying to prevent stuff that happens on the front end, maybe, maybe it was all for nothing and it could
have been a wasted time, but if I just wait for the data to come in and then I react now, now I know that
I'm only focusing on the things that there's a, a has produced a problem.

Jillian Flodstrom (09:01):
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Well, and how did you create that client journey that your clients go through, through from the
beginning to the end where you're tracking all these things? How did you develop that process?

Corey Ahern (09:13):

Well, everything started with a cons, customer concentric focused approach. We, we've found that most,
most of our competition out there is just a little bit irresponsible at times. Generally a poor sense of
communication and follow up and things like that. And so we just wanted to set ourselves apart is, is
easily and at and at every avenue as we possibly could. And, and really we found that communication is,
is the solution to almost all of it when it comes to customers. I'm not gonna give you the exact blueprint
on how frequently or what purposes we, we contact or talk to our customers because that then we
won't be, we won't have anything that sets us apart if everyone copies it. But we do have very specific
dates and deadlines that we are trying to accomplish certain things and definitely following up and c and
have conversation topics at, at specific steps of the way.

Jillian Flodstrom (10:13):

Well, and especially in construction, you've got these benchmarks that you've gotta hit by certain dates,
but also taking the time to make sure that you're reaching out to clients so that way they know, okay,
here's where the benchmark is at, but we're also gonna follow up with you and communicate
throughout this process because there might be questions that pop up and usually those fires were
questions previously. So getting ahead of that, making sure that you're talking to people is, I'm sure so
key for your business. Yes. Now one other thing too, which is definitely something that happens for me
in the financial world is how do you guys stay compliant with all the laws and regulation changes?
There's so much going on in the construction industry. How do you guys keep track of all that?

Corey Ahern (10:54):

Well, we have we have a, a thought, a mastermind group of, of professionals that we just stay in contact
with. It's, it's never really that formal. But there's a lot of friends and family in, in other industries,
insurance adjusters or attorneys or other contractors in the area. But we're always sharing our, our
problems and solutions with each other. And so we're, we're always, we're always just in the know being
fed, excuse me, problems from, from every, from everybody else.

Jillian Flodstrom (11:25):

I love that. And really using those people that you might not necessarily think of because they're not
construction related, but it's all, they're all associated with everything in the construction industry. So
really reaching out to them that I think is so key because you don't know what you don't know. And if
there's an attorney that brings something up, you're like, oh my gosh, I hadn't thought about that yet.
Let's implement that in our business and move forward. So we talked a little bit about competition and
ways to stay ahead of the competition. How do you guys do that while improving what you offer to
clients?

Corey Ahern (12:00):

Well, we're trying to reimagine what, what home, excuse me, home construction can be. And we we're
trying to bring a, a, a luxury, luxury products and a luxury service to everyday homeowners. And, and
again, it starts with building the experience with the customer and you get to create that experience and
build it however you want. What you tell the customer is what they're gonna expect. And so if we, if
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we're able to build the expectations, then we can guide them right through the process how we want,
and then all we have to do is back it up.

Jillian Flodstrom (12:34):

Absolutely. And I love that you just described that in the most simplest way possible is that you are
creating the journey, you are leading the client down that journey by the hand, and then at the end,
everybody's happy, you are happy, the client's happy. That's just an amazing way to look at it. And I think
sometimes we as entrepreneurs can complicate things and really keeping it simple is probably a huge
part of your success in this industry is just helping people through the process.

Corey Ahern (13:05):

Sure, absolutely.

Jillian Flodstrom (13:06):

What are ways that you, so you've got your mastermind group, what are ways that you continually
improve, probably goes along with those meetings of like, hey, this is kind of becoming an issue. How do
we tweak that so it doesn't becoming an issue, but what are some other things that you guys do to
continually improve?

Corey Ahern (13:25):

We pour into ourselves and we pour into our staff and, and even and even into our, our clients and our
subcontractors. And so we're trying to build a network that's profitable for everybody and it's successful
for everybody. We want to create a win-win win with everybody. And so with our staff for instance, if
we've got sales guys, we're offering sales training, we're open to anybody in our staff doing anything
related to their, to their responsibility doing any type of conferences or sales training or, or any type of
management training. With our subcontractors, a lot of them are new a lot of them are not. But for the
new guys, we're, we're trying to coach them and, and mold them into the type of subcontractor that
works best with us. Because we want lifelong, lifelong partnerships with our subs, with our clients, with
everybody. And we even go as far as to coach our clients, here's how it's gonna, here's how the process
is gonna go. Here's some of the, the challenges that might come up. And so if we can attack these, these
potential issues before they happen, when they do come up, they're received well and they're expected
and we don't get these blowups. And so we're, we're constantly pouring into ourselves and others and,
and to create this family atmosphere.

Jillian Flodstrom (14:39):

I love that, like communication centric is that if everyone is communicating whoever they are, whether
it's a subcontractor, an employee, the client, whoever they are, it's like this ecosystem that you, you guys
have built. Exactly. That's surrounded by communication, which, who doesn't want that? I mean, that is
an amazing thing to be offer, be able to offer to clients, but not only people that you're working with too.
One question that I have for you, because I feel like this kind of goes in line with that communication
centric is how are you guys balancing your short-term goals with your long-term growth plans? Because
the construction industry is ever evolving, it's changing things can happen even seasonally, even more
long-term. How do you guys remain profitable through those long runs?

Corey Ahern (15:27):

https://www.temi.com/editor/t/FO2iDfdSO54mllVwkmr18RDkiDrADUFHCsl8Q4v_H9vKedIfwYg_YCNm-z41-jCn96mHTgenuC4Kp75mw0tP1dhJ7Gc?loadFrom=DocumentDeeplink&ts=754.48
https://www.temi.com/editor/t/FO2iDfdSO54mllVwkmr18RDkiDrADUFHCsl8Q4v_H9vKedIfwYg_YCNm-z41-jCn96mHTgenuC4Kp75mw0tP1dhJ7Gc?loadFrom=DocumentDeeplink&ts=785
https://www.temi.com/editor/t/FO2iDfdSO54mllVwkmr18RDkiDrADUFHCsl8Q4v_H9vKedIfwYg_YCNm-z41-jCn96mHTgenuC4Kp75mw0tP1dhJ7Gc?loadFrom=DocumentDeeplink&ts=786.94
https://www.temi.com/editor/t/FO2iDfdSO54mllVwkmr18RDkiDrADUFHCsl8Q4v_H9vKedIfwYg_YCNm-z41-jCn96mHTgenuC4Kp75mw0tP1dhJ7Gc?loadFrom=DocumentDeeplink&ts=805.02
https://www.temi.com/editor/t/FO2iDfdSO54mllVwkmr18RDkiDrADUFHCsl8Q4v_H9vKedIfwYg_YCNm-z41-jCn96mHTgenuC4Kp75mw0tP1dhJ7Gc?loadFrom=DocumentDeeplink&ts=879
https://www.temi.com/editor/t/FO2iDfdSO54mllVwkmr18RDkiDrADUFHCsl8Q4v_H9vKedIfwYg_YCNm-z41-jCn96mHTgenuC4Kp75mw0tP1dhJ7Gc?loadFrom=DocumentDeeplink&ts=927.18


Well, I'll tell you, our long-term goals change quite a bit. We're, we're constantly being with the type of
licensing that we have. We have the opportunity to spread our wings and into many different divisions
and, and industries and all sorts of stuff. So we're constantly being approached to to, to grow in different
directions. And so we, we actually have to, to, to take our time and figure out, you know, which ones we
want to attack and which ones we don't. And, and it's kind of a regular process, but, but there's, some of
them are a little too, too big and grand to turn down. And so our, our goals do change a lot, but some of
the goals that are, are closer to our heart is, is, you know, like revenue and profit goals. We need to keep
those closer to our to our daily actions. And so those are the ones that drive our, our, our day-to-day
choices. But some of the larger ones that they change quite a bit actually.

Jillian Flodstrom (16:29):

Absolutely. Well, and again, it's like you talked about earlier where those are things that you're
monitoring on a weekly basis to make sure that things are moving forward. I feel like so many times
entrepreneurs have these long-term goals, but they're not breaking it down on a daily, weekly basis. And
pretty soon a year goes by and we're like, what the heck? We didn't make any, we didn't make any
forward momentum on that goal. So I like how you guys are making sure that it's something that you're
visiting it all the time to move it forward. Now, if people are curious about your process and want more
information, wanna connect with you, where is the best place to do that?

Corey Ahern (17:08):

Connect rebuilds.com. That's the one and only place you can find us. We're, right now we're growing our
social presence, our, our web presence. But you can find us there and then, and there'll be links to all of
our other social networks as well.

Jillian Flodstrom (17:20):

I love that. And I'll be able to link that in the show notes as well so people have quick access to it. Thank
you so much for spending time with us today. I really appreciate it.

Corey Ahern (17:28):

Thank you.
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