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Startup Checklist 
STAGE  1:  Planning  For Success  

 Define Your Services 

 List skills 

 Research state contracting laws. 

 Bonus Content: read about the value of specialization. 

 Marketing Strategy Basics 

 Define what makes you unique. 

 Define your ideal customer. 

 Determine Your Pricing Strategy 

 Make vehicle plans 

 Reach out to mentors (Extra credit) 

STAGE 2: Business Setup  

 Tell your friends/family you are open for business. 

 Name your business 

 Licenses 

 Contractor’s License (do you need one?) 

 State Business License (LLC, sole prop, or C corp) 

 City Business License 

 EIN number 

 Liability Insurance 

STAGE  3: Systems  

 Bank Accounts 

 Checking/Savings 

 Credit Card 

 Business Address 

 Business Phone Number 

 Bookkeeping Process 

 Customer Management System 

STAGE  4:  Marketing Essentials  

 Logo 

 Uniforms 

 Business Cards 

 Website 

 Truck Decals 

STAGE 5: Startup Marketing Strategies  

 Google My Business Listing 

 Other Online Directories (Yelp, Bing Local, etc.) 

 Sign up to buy leads (optional) 

 Test Craigslist ads 

http://www.handymanstartup.com/7-reasons-to-specialize-with-your-handyman-business/
http://www.handymanstartup.com/should-you-get-a-contractors-license/
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 Schedule time to work on long-term marketing (content marketing, networking, etc.) 
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All I wanted to do was build a website that got leads for an SEO course I 

was taking. 

And if you were to tell me that I would soon be teaching people how to start 

a handyman business, I would have said you were bat shit crazy. First, I had   

zero business experience. I’d never owned a business. My parents never owned 

a business. I had only worked as an employee for other businesses. Second, I 

had little handyman experience. In fact, earlier that year I had a co-worker help 

me winterize my sprinklers because I didn’t know one thing about how they 

worked. Saying I lacked home repair knowledge is an understatement. 

I was about to start down a path that very few 60-years old with a G.E.D. 

or anyone for that matter even know about. 

      Like I said all I wanted was a website that got leads for an SEO course I was  
taking at the time. I thought I wanted to sell SEO services to local businesses. 

 
So, when I started to get calls from the website, I created I was surprised. And for  
about a year I just ignored the calls. Looking back at how much money I lost out on 
makes me sick to my stomach sometimes. 
 
I remember the day really well. I hated my job and constantly complained about it.  I 
guess my wife got sick of me complaining and said “why don’t you take some of those 
handyman calls” So I did, and that changed my life forever.  

And it was one of the best decisions I’ve made. Just six months into starting my 

business, I was already profiting over $8,000 per month and I went on to do 

$27,000 in business during my first year. By my second year in business, I was 

averaging between $60 and $85 per hour doing basic handyman services.  
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What To Expect From This Guide 
 

In this guide, I’ve taken what I’ve learned and boiled it down to a simple, 

step-by-step process for you to follow. If you are willing to put in the work, this 

guide will take you from complete business newbie and set you on the path to 

a six-figure income as a professional handyman. 

Think of this guide as the fundamentals of starting a profitable handyman 

business. I’m going to reveal the secrets to success in this business; the small 

details that make the difference between a struggling business offering   

cheap labor to friends and family and a highly successful, well paid, and well-

respected handyman. The counterintuitive tricks that help you gain customer 

trust instantly. The mistakes that cost other handymen thousands. And the 

habits that separate the world class performers from the chronic dabblers. 

 
How to Use This Guide 

This isn’t a typical book. It’s not meant to be read once in a single sitting. 

It’s meant as a manual to be followed step by step, while you implement what 

you learn along the way. 
 
 

The guide is broken up into two parts. In Part 1, you’ll learn what to expect 

when starting and growing your business. I’ll share some common myths about 

the handyman business. I’ll talk about mistakes to avoid that could cost you 

thousands. And, if I’ve done my job correctly, this section will inspire you and 
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provide the motivation to take action and succeed. Part 1 is all about getting 

you prepared for the journey. 

Then in Part 2, we’ll get down to the nitty gritty. In this section, you’ll get a  

 

step-by-step system to follow to start your business. Planning, licensing, 

laws, insurance, branding, pricing, and marketing — it’s all here. Want to 

know the best ways to get customers? You got it. Want to know software and 

apps that will make your business practically run itself? Done. Just follow this 

guide step by step and watch your business grow. 

 

 
Who Will Get the Most Value From This 

Guide? 

Obviously, there are thousands of factors that will determine whether 

somebody will get results from this guide. Some of the first to come to mind 

are: handyman skill level, existing business savvy, and startup capital. But I 

actually don’t think those are the traits that you need to grow your business. 

The handyman who will see the biggest gains from the content in these 

pages is the handyman who simply takes consistent action. That’s it. 

That handyman won’t spend too much time analyzing. He will read the 

content on these pages and implement everything step by step. He won’t 

 

necessarily be the smartest person to read the book, although he could be. He 

will just be in the habit of taking immediate action on what he learns. Mind 

you, he won’t be in a rush to get through this. In fact, he might even have a 
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full-time job while growing his business, but he will work methodically. 

Certainty of goals is also important. If you aren’t sure you even want to be a 

handyman, and you approach this half-heartedly trying to “test the waters” —  

 

your results will demonstrate that. Growth will be slow, and two years down 

the road you’ll either wish you had just gone all out or you’ll wonder what it 

would have been like if you had. This is a proven, tried and true business 

model. 

There is very little to test unless you live in a very small town. 
 

Basically, if you want to get maximum value from this guide, you’ll need to 

commit to taking consistent action. That’s it. No meaningless hoops to jump 

through. No degrees required. No previous experience required. No permission 

needed. 

 
 

 

Part One  

MYTHS, MISTAKES, AND WHAT 
TO EXPECT AS YOU BUILD 
YOUR BUSINESS 

 

Being prepared is important, especially when starting a business. Yet, when 

I started my handyman business, I couldn’t find any good information on what 
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to expect. I read every book about the handyman business I could get my 

hands on, and NONE of them told me about the real challenges I would face. 

They were all just packed with bland “how-to” information like how to create a 

bid. It felt as if they were all written by handymen who had been in business for  

 

20 years and had forgotten what it was like to be a beginner. The authors took 

most of their knowledge for granted, forcing us readers to learn things the hard  

 

way. This caused me to run into surprises along the way, and some challenges 

that almost forced me to give up and get another job. 

Well, this guide is different. 

 
I want to give you an accurate idea of what to expect while growing your  

business. So, in this first section, I’m going to share common myths that 

hold people back, the mistakes that could cost you thousands, and the 

biggest challenges that you’ll face. 

Again, my goal is to empower you to succeed from Day One. I want to put 
 

you on the fast track to success, without falling into motivation draining land- 

mines and momentum crushing hardships. Let’s begin with some big myths 

that can stifle progress and even take you in the wrong direction in your 

business. 
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1  
Three Myths That Kill 
Dreams 

Myth #1:You Must Know How To Do All Home 

Repairs 

Many people believe that to start a handyman service, they need to 

know how to do everything. Plumbing, electrical, HVAC, door repairs, appliance 

repairs, you name it. 

This simply isn’t true, and I’ve proven it with my business. As I explained 

before, I had very limited experience before starting my handyman business. 

And on top of that, in the state of Connecticut where I live, I’m not legally 

allowed to do any electrical, plumbing, or HVAC unless I have a specialty license 

in each of those trades. Despite never obtaining those licenses, I was able to 

build a thriving business doing just a limited range of repairs. 

In fact, you can start a profitable handyman business while only offering 
 

one or two services. You could specialize in just door repairs, or even just  

garage door repairs. You could exclusively do bathroom remodels if you wanted 

to. There are thousands of services you can specialize in. I’ve met people 

who make six figures per year just assembling trampolines! Some handyman 

businesses out there only do simple maintenance and take  care  of  To-Do  
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lists. Stuff like changing out light bulbs, replacing faucets, patching up paint, 

and hanging pictures. The options are endless, but you certainly don’t need to 

know how to do everything, or even have the tools to do every job. That would 

just be lunacy. 

In fact, specializing can actually be more profitable because it significantly 

simplifies your business. It requires less tools. Quoting jobs is faster and 

easier. You can really dial in your up-sells. And when the time comes to hire 

employees, it’s much easier to train them on a limited range of services than it 

is to find a skilled handyman who can do everything you can. 

Now, you might be wondering, “what if a customer asks me to do 

something that I don’t know how to do?” This is a common question I get, and 

here’s how I handle it. 

Each time I’m faced with a new challenge, I get online and do some 

research. I’ll hop on YouTube and watch a few videos, browse an online forum 

or two, and get an overall feel for how to approach the project/repair. If I feel 

confident in my ability to get the job done after that, I get started. If I’m not 

confident, then I’ll simply recommend the customer go with a specialist. This 

not only allows me to learn new skills as I need them, but builds a lot of trust 

with customers when I turn down jobs. 

 
 
 

So no, you don’t need to know everything, and you shouldn’t feel like an 

imposter just because you don’t have 20 years of experience. As long as you are 

a good problem solver and don’t take on jobs that are too far over your head, 

you’ve got nothing to worry about. 
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Myth #2: Small Jobs Aren’t Profitable 
 

In most states there is a dollar limit on the size of projects you can do 

without a contractor’s license. In Connecticut where I live, that limit is 

$3,000. In states like California, it’s as low as $500. 

Most people assume you can’t run a business under those restrictions. They 

think that in order to make good money, they need to land big jobs like kitchen 

or bathroom remodels, but it’s a myth. Sure, those jobs can bring in larger 

paychecks, but they are a lot more work and come with a lot more stress. They 

are also difficult to estimate and often lead to a financial loss for inexperienced 

contractors. 

Small jobs on the other hand are quick, low stress, and highly profitable    

if you’ve set up your business properly. There are thousands of small projects 

that homeowners need done on a regular basis that fit this small job criteria. 

Fence repairs, door repairs, window repairs, tile repairs, drywall repairs, toilet 

repairs, small painting jobs, hanging pictures, assembling furniture, installing 

shelves, and thousands more you’d never even think of. 

Demand is actually high for these jobs too, and contractors don’t want to 

deal with them because they are setup to make their money on big jobs. In  

fact, you can expect to make over $100/hour on many small home repairs. The 

last time I tracked it, I was averaging between 90-$100/hour with my handyman 

business. Not too shabby. 
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When you offer small jobs, you can knock out two or three each day, no 

problem. If you charge enough for those jobs, you’ll end up making between 

$500 and $1,000 in a single day. Plus, you won’t have to deal with the stress of 

completing an entire kitchen remodel on time. No more dealing with customers 

who are angry at you for putting their house out of commissions for weeks. 

Instead, your customers will be happy to see you. 

 
But, it’s important to note that in order to achieve this level of income, you 

must have the right approach. Many handymen out there are barely making any 

money at all doing these repairs simply because they lack a pricing strategy or 

they are driving too far for jobs. 

 

Myth #3: Competition Is A Bad Thing 
 

If you’re like most new business owners, you probably see competition as a 

bad sign. You might think, “uh oh, looks like somebody already thought of my 

idea and is already doing it. I’ll have to think of something else.” 

Or, you might think “Wow, there are already dozens of handymen in my city. 

It looks like the market is saturated already and there’s no room for another 

handyman.” 

 

That’s exactly what I thought before getting started. When I checked online 

to see if there were other handyman businesses in my city, I saw dozens and 

dozens of companies offering the same services that I planned to offer. And it 

got me worried. It made me want to give up. How was I supposed to compete 

with all these guys who had more experience?  
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But then I remembered what a business mentor of mine once said. He 

said competition is actually a good sign. It means that your business model 

works! It shows that people are currently buying what you plan on selling. In 

fact, if there is NO competition you should seriously consider NOT starting your 

business. 

Here’s the deal. The idea that you need an original idea to start a business 

is completely backwards. And if you do have a new idea, you are a hundred 

times more likely to fail in business - simply because that idea hasn’t been 

proven. If you want the best chance to succeed in business - simply follow a 

proven model and copy what other people are already doing. You’ll be amazed 

at how often you hear people say “it’s so hard to find a good handyman,” 

despite having hundreds to choose from. 

So, not only is competition in your area a good thing, you’ll also be 

pleasantly surprised at how low the bar is set when it comes to quality and 

service. If you are simply willing to answer your phone, communicate, and show 

up on time, you’ll already be a step ahead of 99% of pro handymen 

2  
Mistakes, Traps, and 
Pitfalls To Avoid 

Let me tell you a little story about a guy named Bob. 

 
Bob was a handy dude. He could fix anything. When the dishwasher stopped  
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draining, he had it fixed in minutes. When the house needed painting, he’d 

do an immaculate job, making his wife very happy. Bob was so handy that his 

neighbors and friends were constantly giving him praise and even asking for his 

help on their homes. He enjoyed home repairs and helping people. What most 

considered hard or challenging work around the house, he found pleasure in. 

Since Bob hated his 9 to 5 desk job, he was desperately seeking a way  out. 

He wanted to spend more time with his family, so when he came across the 

idea of starting a handyman business he was immediately intrigued. Excited 

that he finally had a way out of his job, he got started right away, telling his 

friends and family that he was officially offering handyman services. 

Since Bob was such a nice guy and wanted to help people, he decided he 
 

wasn’t going to “rip people off.” He wanted to have a “fair” price. So, he started 

at the rate of just $35/hour. 

Bob was pleasantly surprised when a few of his friends, and friends of 

his friends started hiring him. They were having him do all kinds of stuff — 

deck repairs, fence repairs, painting, and even full-on kitchen and bathroom 

remodels. 

Pretty soon, Bob found himself swamped with more work than he could 

handle. So, despite being apprehensive about leaving his cushy day job — he 

had a family to take care of after all — he decided to go all in and quit his job. 

He was now a full-time handyman! 

And things were great…for a while. Jim’s schedule was booked solid for 

weeks, and it seemed like everywhere he turned somebody needed his 

services. Plus, people were thankful for the work he did and absolutely loved  
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his “fair prices.” He didn’t even have to do any marketing! Word of mouth 

was keeping him busier than he wanted to be. 

Then, after about two months of solid work, things started to slow down. 

Jim was relieved at first. He could finally spend time taking care of other 

business tasks he’d been putting off and he decided to visit an accountant 

to help him with his bookkeeping. He’d been so busy he hadn’t really had a 

chance to worry about these small details. As he proudly strutted into the 

accountant’s office, he was excited to share his success. But, the news the 

accountant delivered was devastating. Bob was barely making enough to pay the 

mortgage! 

 

“How could this be?” Bob questioned “I made over $6,000 last month with 

my business! I’ve been working straight for six weeks non-stop.” 

That’s when his accountant showed him his business expenses. He had gas, 

materials, tools, and taxes that he never really considered. They all seemed so 

small in comparison to how much he was making, but dozens of small expenses 

added up quickly. Jim was in denial at first, but by the end of the meeting he 

realized that his “fair pricing” had to change. In fact, he would either need to 

charge at least $50/hour just to pay his bills or he’d have to work 60+ hours 

each week at his current rate. Jim started this business so he could have more 

freedom, not to be a slave. And, to really hit his income goals, he would actually 

need to charge at least $75/hour. 

Jim was scared. Would his customers still hire him? Would they think he was 

ripping them off? Were they going to get mad if he raised his rates? His entire 

reputation was built on having great prices and quality services. Not only that,  
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but his busy schedule was already starting to dry up. Calls were coming in 

less often and gaps were starting to creep into his schedule. 

Jim found himself in the same position that I’ve seen several handymen in, 

and I call it “The Word of Mouth Trap.” This is the trap people find themselves in 

because their business starts so quickly and it tricks them into thinking it will 

always be that way. But they’re just being fooled by false demand. 

Here’s what happened. The only reason there is so much work for Bob is 

that all of his friends and family have a bunch of home repairs they’ve been 

putting off for years because they didn’t know another handyman. Now 

that they do, their desire to support Jim in addition to their need for repairs 
 

and improvements causes them to hire him. Of course, the low prices are 

motivating, too. 

Inevitably, those jobs get finished pretty quickly and the limited extent 

of Jim’s network starts to reveal itself. Then, he is left scrambling for jobs, 

desperately trying to find a way to get some business. Not only that, but in 

Bob’s case, he was way undercharging for his services. He’s in a tough position 

because he needs every job that comes his way, which will make it hard for him 

to raise his rates and still stay busy. 

At this point, Bob is in a really tricky situation. He’s going to have to raise his 

rates despite the fact that his entire reputation was built on having low prices 

and great service. Now he just has great service. But he’s also faced with a 

decrease in demand at the same time. Since he hasn’t really learned marketing, 

he’s got a lot of ground to make up, and fast. It’s possible to escape this trap, 

but it’s going to be unnecessarily challenging for him. 
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Bob is a fictitious character, but he represents what I’ve seen happen to 

many handymen. And this only happens because they are making one or more 

of the mistakes, I’m about to share with you. 

The truth is that a lot of smart people fail at business. And while some 

people automatically assume, they failed because they didn’t put in the work 

or that they were just too stupid to see the writing on the wall, I have another 

belief. I think smart people fail at business because what it takes to succeed in 

business is often counter-intuitive. All too often, the things you must do to 

grow a business go against your basic human impulses, or even logic. 

 
 
 

What seems obvious to you on how to do business is often completely 

wrong. And what is comfortable almost never leads to business growth. 

Basically, the mistakes I’m about to share are common for a reason. 

 
 

Mistake #1 Thinking Everyone Is Your 

Customer 

Most beginning handymen (my past self-included) think that anybody in 

need of a home repair is their customer. This is not the case. The reality is that 

most homeowners are not your ideal customers. Sure, all homeowners need 

repairs. But that doesn’t mean they are a good fit for your business. There 

are some customers that can’t afford you, some that won’t pay your rates, and 

others that just won’t like what you have to offer for whatever reason. 

As a handyman, you are essentially providing the same services as the     
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next guy — repairing, maintaining, and improving homes. However, there 

are differences in how you approach each job, how much you charge, quality of 

work, values, personality, and several others factors. These small details are 

what make you unique and desirable to many customers, and also undesirable 

(or outside their price range) to others. 

Some customers want high quality work and price isn’t an issue for them, 

and some customers think your time should be dirt-cheap and only want    

the lowest price they can find. They all have different beliefs and modes of 

operating in the world. 

If you attempt to make your service fit every single customer’s needs and 

compromise your prices, quality of work, or values to do so, you are positioning 

your business for failure. You’ll likely end up working for people you don’t like, 

make less money than you should, and not be proud of your work. You’ll also 

train those customers to expect the same in the future and build a business 

based on referrals you didn’t even want. 

This mistake is hard to avoid because at first jobs can be hard to come by. 

This will lead you to feel as though you need every customer that comes your 

way. In an attempt to land every customer, you’ll be tempted to lower your 

prices. This is huge mistake that will kill your profits and position you as cheap 

labor. 

Personally, it took me about a year and half to finally figure this out for 

myself because this principle isn’t taught in the “how to start a handyman 

business” books. It’s usually something you have to learn the hard way. 
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How to Avoid This Mistake? 
 

I’ve found that the ability to avoid this pitfall is related to how well you 

know and understand both your business and your customers. 

First, you need to clearly define the services that you are going to offer. Not 

all handymen can or do offer the same services. Then, you need to understand 

who needs those services and who is willing to pay for them. Bonus points if  

you can go even further and define the customer you would enjoy working for. 

I’ve created the diagram below as a tool to help you visualize this. The idea 

is to focus your efforts on working with customers represented by the green 

areas and ideally “The Sweet Spot.” 
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One important thing to notice is that there are a lot more customers who 

might need or want your services, but cannot afford them. Don’t make the 

mistake of working for customers in the red area — unless you have set your 

business up as a charity. 

 
Mistake #2 Not Charging Enough 

 
Most new handymen just don’t charge enough. In fact, many experienced 

handymen don’t charge enough. This is typically because they have a fear of 

money, a helpful nature, lack of confidence, or they just don’t understand the 

numbers behind running a profitable business. The latter is the most common. 

I made this mistake starting out only charging $25/hour. For me, it was 

because I lacked confidence and pricing knowledge. Looking back on that 

experience, I now know $25/hour is ridiculous. Sure, that’s a good wage as 

an employee, but not even close to where you need to be if you’re running a 

service business. 

There are a whole slew of psychological factors at play when it comes to 

money. One of the most prevalent is fear. The need for new business leads 

most handymen to compete on price and drop their pants in the process. They 

kill their profits thinking that price is the only factor in hiring somebody. 

It’s not. 
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The challenging part is that some customers are going to tell you that 

you’re too expensive. Remember the first mistake? Those people aren’t your 

customers. If you believe them, it will form limiting beliefs that hold you back 

from the profits you deserve in the future. I’ve had customers tell me that 

$40/hour was too expensive. Shortly after, I raised my rates to $60/hour and 

become busier in the process. How’s that for too expensive? 

Another thing that can hold you back from charging what you’re worth 

is thinking about what a job would be worth to you and then letting that 

determine what you charge. I did this a lot when I first started out. But I finally 

realized that I’m not part of my target market and my decision model is very 

different from my customers’. My target market either makes more money than 

I do or has no clue how to take care of their home. I can fix most things myself, 

so what I’d be willing to pay is much lower than what my customers are willing 

to pay. 

 

For example, mounting a TV on the wall is simple to me. It takes about 45 

minutes and requires basic tools. But to a customer, it’s rocket science. Not 

only do they not know how to do it, they don’t have the skills to get it done if 

they did know how. Plus, they want the peace of mind of knowing their brand-

new flat screen TV isn’t going to fall off the wall. This need for certainty is why 

they pay the pros and not the cheap labor. 

Another factor that can keep you from charging what you should is the fact 

that you probably enjoy the work. Some of us would be willing to do it for free! 

This can cause you to feel bad about what you are charging because the job 

was too easy.  
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It’s like society has taught us that we can’t enjoy our work or that it has to 

be hard to make good money. Logically we know this isn’t true, but 

subconsciously, it’s ingrained in many of us. Being aware of this can help you 

avoid falling in to the trap of underpricing. 

How to Avoid Underpricing Your Services 
 

I’ll admit that pricing your services isn’t always easy. A pricing model isn’t 

something you just sit down and create in five minutes or simply ask others 

what they are charging and copy them. 

But here’s how to avoid underpricing your services. First, it’s essential to 

understand your business from a financial perspective so you know how much 

you must charge to make a profit. Without that, you will just be guessing. 

Second, make a decision to never dip below that price. It’s much better to 

get turned down by customers than to take on jobs that you lose money on. 

And, if you can’t charge as much as you need to make this business work in 

the long-term, then either switch up your pricing strategy, or choose another 

business. There’s no use doing services if it doesn’t make sense financially. 

 
Mistake #3 Aversion to Sales/Marketing 

 
Many handymen out there have the idea that if they just do good work 

they don’t need sales or marketing. Or, they just hate the idea of sales and 

marketing and think it’s sleazy. Or, they fall into the word of mouth trap like Jim 

from the previous story. These are all mistakes that will limit the profitability, 

enjoyment, and freedom in your business. 
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If you are willing to do great work and be massively underpaid for it then 

marketing is not necessary for you. But I have a feeling you don’t want that for 

yourself, otherwise you wouldn’t be reading this. 

The reality is that sales and marketing are necessary for any business, even 

a one-man handyman business. Aside from having a great service or product, 

sales and marketing are the most important aspects of your business you 

should focus on. Customers will come and go, and if you don’t have enough 

coming in, your business will die. Or, you’ll be forced to lower your prices out of 

fear and scarcity. You’ll have to scrounge around for any job that comes your 

way. 
 

Ideally, you’ll have your schedule booked out at least one week in advance 

at all times with profitable jobs. That’s very difficult to achieve consistently 

when you just rely on word of mouth. The most profitable handyman 

businesses focus time and energy toward marketing their skills so demand is 

higher than supply. 

How to Avoid This Mistake 
 

Avoiding the pitfall is simple — put consistent effort into sales and 

marketing. 

You don’t need to be a marketing or sales pro. I certainly wasn’t when I got 

started. You may even suck at first, but you’ll get better. The skills you learn in 

the process will empower you and give you a ton of confidence in the future — 

and lead to great customers, high profits, and financial freedom. 
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Bonus Tip: 

 
When I started my handyman business, I tried all kinds of marketing. I did 

flyers, business cards, truck decals, and I even went door to door trying to sell 

my services! Sure, I got a few customers from this, but not enough to keep me 

busy. 

The one method of marketing that, hands down, dominates the others 

and keeps me booked solid all year long with high paying customers is my 

handyman business’s online presence. These days, it’s all about online 

marketing because that’s where customers are looking for a handyman. We’ll 

talk more about this later. 
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3  
Your Startup Journey: 
The 5 Stages of 
Building a Profitable 
Handyman Business 

Here’s something that I’ve never heard a business guru discuss…anywhere. 

 
I’m talking about the timeline you can expect for success. I don’t know why, 

but nobody talks about this stuff. It’s like other people teaching business don’t 

want to talk about a timeline for success because it’s not sexy. When you tell 

people how long it’s actually going to take before they get results, whether 

that’s with losing weight or making money, they might not even start. 

But I’m going to try something different. I want to give you a realistic view 

of the timeline that you’ll experience while starting your business. And I want 

to do this for a couple of reasons. 

 

First, I don’t want you to have expectations that get crushed, and then 

you lose momentum as a result.  
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Second, I think it can actually be motivating to understand the timeline in 

this case because of how quickly you can grow a handyman business — 

especially when compared to other businesses. And third, I want to talk 

about what you should be focusing on while starting your business so you 

grow a business that you love. 

The truth is that if you focus on the right things, and in the right order, 

starting your business can be a smooth and enjoyable experience. Of course, 

there are always challenges, but the idea that starting a business has to be 

really stressful or that you need to work 60 hours a week to be successful is 

garbage. In the case of starting a handyman business, you’re doing something 

that’s already been done — like building a wheel that’s already been invented. 

Don’t re-invent the wheel, just build it. 

I’m always amused by how everybody thinks their situation is somehow 

unique — like nobody has ever been in their situation before. You might see 

this pop up in ways like “but I live in a small town,” or “but I don’t live in an 

affluent area,” or “but I’m not as experienced as you.” I fall for this myself all 

the time. And while I’m not saying to totally disregard your minor differences, 

I am saying don’t give them too much weight. The reality is that you are more 

similar to other handymen than you are different. The handyman business 

has been proven over and over all across the United States and even across 

the world. The same problems you have are the same problems somebody in 

Australia has. 
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There’s no genius required here. You’ve invested your money wisely to learn 
 

from someone who’s done it and I’ve spent literally hundreds of hours of my 

time creating this guide. I’ve thought through everything meticulously, and it’s 

in a specific order for good reason. Take advantage of my and other’s mistakes 

and trust the system. 

 

 
Stage 1 - Planning (1 - 4 weeks) 

 
Even though the handyman business is straight forward, and you’re reading 

a blueprint for your business, there is still some planning that you’ll want to    

do. You’ll want to lock down the specific services you plan to offer, a pricing 

strategy, and a general idea of the marketing strategy. Basically, you’ll want to 

get an idea of the specific services you will be providing, which customers you 

will provide those services to, and how much you will charge for those services. 

Technically, you’ve already started that stage by investing in this guide. 

Depending on how much time and effort you put in, this stage can last 

anywhere from one week to one month. 

Your primary focus here should be to learn. Read books, talk to other 

handymen, invest in your knowledge and you’ll start to put together a clear 

picture of your future business. However, there is one warning I have. Don’t 

spend too much time here. At a certain point you need to just dive in and get 

started, even if you haven’t figured everything out.  
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Stage 2 - Business Setup (1 - 4 weeks) 
 

Now that you have a basic plan, it’s time to get your business setup. 

Licensing, naming your business, insurance, and setting up the other details 

that will allow you to run a legitimate business. Even though this might be 

daunting if you’ve never done it before, it’s actually the easiest part of the 

whole process. You just have to put in the work. And to be honest, it isn’t even 

that much work. 

The one part of this process that tends to hold people up is naming the 

business, especially since there are already so many handyman businesses 

across the country. It’s ok if this takes some time. I think it took me a month 

before I came up with a name. 

At this point you will also want to start telling everybody about your 

business. Get the word out. Even though your business isn’t completely setup, 

it’s best to start gaining some momentum. Get a few jobs under your belt. Just 

make sure you don’t allow yourself to get overwhelmed with work too fast and 

you save time to work on your business, instead of just in your business. 

 

 
Stage 3 - Systems (1-4 weeks) 

 
Now that you’ve formed a legal business entity, it’s time to put some 

systems into place that will save time and help your business run more 

efficiently once the phone calls start rolling in. 
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The last thing you want is to be overwhelmed and get buried in paperwork, 
 

especially if you are starting your business on the side. 

 
Here, you’ll focus on creating a system for handling money, a system for 

handling customers, and some other important details like a business phone 

number and address. 

Typically, I would put this later in the business, but it’s important to put this 

stuff in place now because the rest of your business will be built upon these 

systems. You won’t want to skip this and come back later, because the amount 

of work to set things up will double if you do. It’s much easier to design your 

business for success from the beginning. 

 

 
Stage 4 - Marketing Essentials (4 - 8 weeks) 

 
In this stage, it’s all about building a professional brand for your business. 

Most handymen make a huge mistake and skip this step, thinking that looking 

professional doesn’t matter. But it does matter, and much more than you might 

think. 

This stage of building your business will typically take about a month or 

two, depending on how much time you dedicate to your business. The majority 

of that time will be spent developing your brand. But, don’t worry, you can 

still be offering handyman services during this process. In fact, I recommend 

that you do so you can use the money you make to continue building your 

business.. 

The idea here is to front-load your marketing efforts. By putting in this 
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effort to look highly professional, it will make attracting customers in the  

future ten times easier, and you’ll be able to charge higher amounts for your 

services. This section is often what makes the difference between a highly paid 

handyman and cheap labor. 

I like to approach this part of business like I’m building a business that is 

much bigger than just me. I like to have my business look like a well developed 

franchise concept or a national brand, even when I plan to stay solo. That 

doesn’t mean spend thousands on a website or a logo. All I’m saying is to aim 

high. The work you put in here will reflect on the quality of your services. 

 
Stage 5 - Marketing Strategies (1-3 months) 

 
Once the details of your business are all setup, it’s finally time to really get 

your name out there and start attracting customers. If you follow this guide and 

have completed the previous three stages, your customer base will grow fast. 

Once you reach this point, you’ll probably already have several customers, 

but this is where you will really turn your business up. 

The key is to never take your eye off of marketing. Even if you have a 

relatively full schedule, you’ll want to spend time on on long-term marketing 

strategies. Think of this as success insurance, and your key to consistently 

filling your schedule with profitable jobs. 

If you do this, you’ll never have a slow season, and you’ll always get to 

choose from better jobs. Sometimes that means jobs that are closer to you. 

Sometimes that means jobs that are more profitable. Sometimes that means 
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limiting the services, you provide to ONLY the profitable services within 5 miles 

of your home. 

If you’re looking to escape your day job and replace your current income, 

this is an important way to spend your time. Since you don’t have lots of time 

to provide services, you’ll want to focus on increasing you income/hour. That 

way when you leave your job, you’ll have a higher income and more security. 

The good news is that if you implement the strategies I teach, you’ll be able 

to generate customers on autopilot using online marketing strategies. Once 

that’s the case, and you’re happy with the quality and amount of leads you’re 

generating, you can stop marketing all together. 

 
Here’s the Main Takeaway 

 
While most people who start a business like to focus on getting customers 

as soon as they can, and taking every job they can possibly get for any service 

they can possibly offer, we are going to take a more strategic, and methodical 

approach. 

We are going to focus on positioning you as a high paid professional 

handyman, instead of a take-any-job-you-can-get cheap labor handyman. 

And to do this, the majority of our focus will be on crafting a professional 

image and marketing. Marketing is what will bring you consistent leads and 

customers. And when you have consistent leads coming in, and a professional 

image, you can charge more for your services, and get more respect from 

customers. 
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This will require an initial investment of both time and money on your 

part, but it will pay off very quickly. Don’t worry if things don’t happen for you 

immediately either. Starting a successful business is a long-term game. You can 

expect to put in lots of time and effort up front for what seems like no payoff, 

but three to six months down the road that effort will be rewarded ten times 

over. 

Now, I’m assuming you will be doing everything yourself when it comes to 

building your business. And since that is the case, you want to be careful not to 

get ahead of yourself and fall into the word of mouth trap. Even if you do get 

a flood of new customers right away, you must make time in your schedule to 

focus on building the business. I’m not saying to turn down every customer that 

comes your way because that would be silly. I’m only saying that if you want 

security, stability, and a high income, marketing and systems is what will bring 

you those benefits. 

To sum it up in one sentence: Work smarter, not harder. 
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Part Two  

BUILD YOUR BUSINESS 
ONE STEP AT A TIME 

 
 
 
 

 

Stage 1: Planning  

 
“He who fails to plan is planning to fail” - Benjamin Franklin 

 
Don’t worry, I’m not going to tell you to write out a formal business plan. 

Doing so would be a waste of time for both of us. A finished business plan is 

really just a business guess and has very little inherent value unless you are 

seeking a business loan. However, it is essential to do some planning before 

you get started. There are certain things in your business that you’ll want to  

 

 

have a clear understanding of before you just dive in and start charging 

people to fix stuff. 
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You’ll want to understand the contracting laws where you live, how much 

you plan to charge for your services, and a general idea of how you will attract 

customers. The main goal of this section is to learn the “lay of the land.” You 

want to understand the landscape as much as possible so you can make 

effective decisions once you set off on your business journey. 

In this section, you’ll follow a series of steps that will provide you a clear 

picture of how you will grow your business. You’ll start out evaluating your 

unique skills. Then you’ll move onto marketing, pricing, and planning other 

small details for your business. However, if you find yourself paralyzed by 

uncertainty during any of the steps in this section, just move on. As 

important as planning is, there is such a thing as too much planning. At a 

certain point the only thing that will bring further clarity is taking action and 

actually getting started. You can always adjust course down the road. 
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Planning Step 1 
 

Defining Your Services 

 
Just because you are a handyman doesn’t mean you need to be able to 

fix everything or offer every service under the sun. Not only is that nearly 

impossible with the complexity of homes these days, but there are laws that 

typically restrict what you can do anyway. 

For example, in my state I have quite a few restrictions on the services I can 

offer. First, I can’t do any plumbing, electrical, or HVAC services. None, zilch, 

nada. Second, I’m limited to jobs under $1,000. Third, I can’t do anything that 

requires a building permit. 

Now you might be thinking, “well what can you do?” Good question. And 

the answer is quite a lot. Homes are complex, and stuff is always breaking. 

Doors don’t close right, kids kick holes in walls, fences blow over, windows stop 

working, tiles crack, gutters get full of leaves, windows need caulking, walls 

constantly need painting, and rich people will even pay to have their pictures 

hung on the wall. That’s just a small sample of jobs you will encounter as a 

handyman. 

So the first step to starting your business is to define your service offering. 
 

Let’s jump right into it. 
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List your handyman skills 

 
This is a pretty easy step. Take out a piece of paper and write down 

anything you know how to do around the house. List everything. Do you know 

how to change an air filter on a central heating system? List it. Can you change 

a light-bulb? List it. Can you hook up a TV? List it - even if something seems 

simple or basic. 

Hopefully you have a nice long list and a small confidence boost. 

 
List skills you’d like to learn 

 
What services do you want to provide? As you may have guessed, the more 

specialized you get with your services, the more you can charge. Door and 

window repair and installation are good ones because there is a lot of business 

out there. Anything that moves tends to need more service. Personally, I’m 

interested in learning how to install solar panels. 

I recommend you specialize in something you are interested in. This will 

help motivate you to learn and advance your skills, not to mention enjoy your 

job. That’s why you’re doing this in the first place, right? 

For my handyman business, I originally decided to offer “green” handyman 

services. Basically, services the made the home energy efficient and healthy. 

To be completely honest, I wasn’t a professional in this area. But, it’s what 

interested me so I did it anyway and learned along the way while providing 

typical handyman repairs. 
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Do some research 
 

A great way to find profitable services is to see what other handyman are 

currently advertising. Check out their websites to see if they have a list of 

services. If they do, pay attention to what services they tend to mention most 

or focus on with their websites. Those are usually the most common or most 

profitable services that they offer. 

Another place to check out is Craigslist. These are probably going to be 

services that are in demand; otherwise people would stop advertising them. Be 

sure to write down what you find so you can reference it later. 

Learn the Laws 
 

Before you start offering services as a professional handyman, it’s 

important to understand the laws that apply to contractors in your state. You’ll 

want to find out if you need a contractor’s license, and what you can and can’t 

do without one. Every state is different when it comes to contracting laws, so 

you’ll have to do some research for yourself in your specific state. I’ll go over 

how below. 
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Side Note: 

 
As a handyman, or any contractor for that matter, you are likely to have 

limitations on what you can do. However, you will be asked by many customers 

to perform jobs outside of your legal limits. Even my return customers are 

always asking me to do plumbing and electrical jobs, but I turn them down. 

Why? 

 
Other than to avoid a legal headache, it’s important to protect your 

customers. From what I understand, if your customer’s house burns down, 

floods, or gets damaged because of work performed by you, and you are not 

licensed to perform that work, their insurance won’t cover the damage. Not 

cool. 

I know this isn’t very likely to happen, but it’s not something I want 

lingering in the back of my mind while I’m trying to fall asleep at night. 

Maintaining peace of mind is a critical part of actually enjoying your business. 

With that being said, here are the steps you should take to stay out of 

trouble. 

 

Disclaimer: I’m not an attorney, and this is not legal advice. This is only my 

personal opinion and what I would do if I were to start all over again: seek a 

qualified attorney for legal advice. 

 
#1 – Visit Your State’s Contractor’s Board Website 

 
Like I mentioned above, every state is different. So, simply search the term 

“your state contractor’s board” and your local contractors board website 

should pop right up, if there is one in your state. Here, you’ll be able to read  



40 

 

 

 

 

the contracting laws for your state. Some states don’t have a contractor’s 

board, and the licenses will be managed by some other state entity. Whatever 

is the case in your state, try to find the actual laws so you can read them. 

Then, search for the “exemptions” which will let you know what you can do 

without a license. 

 

#2 – Talk to An Investigator If You Can 

 
You might find some laws that are unclear or vague. The laws might say  

no major plumbing work, but does that include changing a garbage disposal? 

This “gray area” is tough to mitigate because the interpretation of these laws 

is subjective. That’s why when you talk to a lawyer, they are only giving their 

legal opinion. So, if you want to be ultra clear on the laws, I would recommend 

contacting the contractor’s board in your state and asking to speak with an 

actual investigator. Ask them to clear up any specific questions you might have 

to see how they interpret the laws. After all, they are the ones enforcing them. 

 
 
#3 – Contact Other Handymen 

 
Most likely, the investigator you talked to hasn’t thought through all the 

laws in detail. When I called one in my city, it was clear almost immediately 

 

that he only had basic knowledge of the statutes. This was frustrating because I 

wanted to know exactly what I could do. I know I can’t do major electrical and 

plumbing, but can I swap a light fixture or even change a shower head? I’m still 

not totally clear on this. 
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If this happens to you, consider talking to other established handyman 

businesses in your area. Not only is it smart to connect with your competitors 

to form partnerships and help each other, but it’s great to get some inside 

perspective on what has been enforced in the past. 

 
#4 – Pay Attention to Your Marketing 

 
As you may have already learned from my story, your marketing is often 

what can get you in trouble so be sure that you are abiding by all of the laws  

 

regarding advertising for home repairs. This is typically where you will run 

into trouble because that’s where investigators will find you. 

I was actually cited once for advertising services I wasn’t supposed to. It 

came as a huge surprise, too, because it was for services, I was actually able to 

perform. I fought the citation and won, but it would have been nice to avoid the 

situation entirely. 

As I was getting cited, I took the opportunity to ask the investigator some 

questions. One thing he told me is the best place to find unlicensed contractors 

is to look on grocery store bulletin boards and on craigslist. This makes sense, 

too, because those are the places most people who are illegally contracting are 

going to advertise. A craigslist ad is also what he cited me on. 

 
 

#5 – Talk To an Attorney 

 
Legal jargon can be difficult to understand so once you’ve thoroughly read 

through the laws, consider scheduling an hour with an attorney to get their 

opinion. A few hundred bucks is nothing when you consider the long-term 

success of your business. Be sure to do your own research prior so you can ask  
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good questions. Don’t Get Discouraged! 

 
I remember back when I was first learning the contracting laws in my state, 

it was extremely discouraging. I was very doubtful I’d even be able to run a 

profitable business with all of the rules and regulations. I mean, not being able 

to do any plumbing, electrical, HVAC, or jobs over $1,000 seemed like a business 

killer. 

But I decided to challenge that assumption and get started anyway. I 

focused on offering services that I could do (which turns out is a lot), and not 

what I couldn’t do. Soon after, I uncovered several very profitable services that 

have allowed me to grow my business and enjoy the freedom of being my own 

boss. 

Of course, there is always the option to go out and get a contractor’s 

license, too. 

 
 

 

 Take Action: Make your final list  
 
 
 

Now that you know your skills and the laws, it’s time to decide on your 

services. Take all the information that you’ve gathered in the previous steps 

and decide what types of services you are going to offer and if you plan to 

specialize. There is nothing wrong with just offering common home repairs or 

anything that you can legally do. After all, that’s what most of us do. Don’t 

worry about getting this perfect either. You can always adjust course as your 

business grows and you learn more about what customers want. 
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Planning Step 2 
 

Marketing Strategy Fundamentals 

 
In this step we’ll focus on what will be the foundation of your marketing. 

No, I’m not going to share various advertising strategies or show you how to 

generate leads. That will come later in the guide. 

Instead, we’ll focus on something far more fundamental and important. 

We’ll focus on answering two essential questions all successful businesses 

understand: 

1 - What makes you different? 

2 - Who are your customers? 

Sounds simple, but the better you understand these two questions, the 

more profitable your business will become. Now, answering these questions 

will be an ongoing experience in your business, but at this time, we just want to  

 

get a general sense. We want to take some guesses at these questions 

because the answers will determine many of our decisions in future steps. 
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What Makes You Different? 
 

 

You Don’t Have To Be Unique 

It’s true, you don’t have to be unique. It just helps. It makes marketing 

easier. It makes you more memorable and more likely to be recommended   

to others. It helps you stand out and get chosen when a customer is deciding 

which handyman to hire. 

So, how are you unique? What makes you different? This is something I 

recommend thinking about and it’s easier than you might think to figure out 

how you can be different. 

 
 

Here are some questions you can ask yourself to uncover your unique value. 

 
- What are my values? (One of mine is living with nature, not destroying it.) 

 
- What pisses you off? Does something about other businesses piss you off, so 

you will never do that? 

- What unique life experience do you have? How have you struggled and came 

out on top? 

- Would you like to specialize in certain services? 

 

 
 

 

 

 

There are a million ways you can set yourself apart, and you don’t even 
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have to be that unique. You can always take a successful business model from 

another city and bring it to your city. One example that comes to mind is Rent- 

a-Husband. In this model, people are basically just renting a handyman by the 

hour. If nobody else in your city is doing this, there’s one option. 

Here’s the deal though. Don’t let this hold you back too much. If you 

are stuck, then just go ask your family and friends. How do they think you 

are unique or different? Maybe it’s a personality trait. Maybe you are a 

perfectionist, or you are just really personable and people love you. There is 

no wrong answer here. The important thing is that you understand the unique 

value that you can provide to your customers. 

 

 

 

Who Are Your Target Customers? 

 
It was springtime of my first year in business. Things were just starting   

to pick up and I was still a rookie handyman. Suddenly, my phone received a 

text message. I immediately pulled it out of my pocket eager to see if it was a 

customer. It was. 

ServiceMagic (now known as Home Advisor) had sent me a lead for a TV wall 

mount via text message. I immediately jumped on the opportunity and called 

the customer. 

A 30-year-old woman named Jessica answered the phone and asked “How  

 

 

much do you charge to mount a 70” TV?” “$125” I replied while trying to 
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sound official and as if I actually had set pricing on such a job. Luckily, she went 

for it and asked if I could do it today. “Sure, I said, as long is there is somebody 

there to help me hang it once I’ve installed the mount.” 

She confirmed that I would have help, I installed the TV, and everyone was 

happy. 

Little did I know that this customer was going to call me for everything in 

the future. In the following couple of years, I completed over $16,000 in small 

jobs for this customer and she continues to hire me over and over again. Not 

only is this customer profitable, she is very easy to work for and I’ve built a 

great relationship with her.  

She calls me with a list, doesn’t ask for a quote, I do great work, and I bill 

her. No questions asked and no lack of trust, just a great 

 

situation for both of us. This is an example of a great customer. 

 
But not all customers are a good fit for your business, as you probably 

remember from the first common mistake shown in Part 1. Some customers 

can’t afford your services. Some customers won’t appreciate your services. 

Some people aren’t even looking for your services. And, as counter-intuitive 

as it might sound, you will be far more successful if you design your business 

around serving a specific group of people. 

 

 

By targeting the right customers, you will enjoy some amazing benefits 

including more enjoyment, more money, more effective marketing, and relating 

to customers more easily. 
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Most handymen and most new business owners for that matter don’t really 

grasp this concept. They believe that if they limit whom they are targeting, they 

will get less work. While at a surface level this seems to be true, it couldn’t 

be more wrong. Here’s why. People don’t purchase goods and services based 

on logic. Several physiological studies have shown that people make their 

decisions based on emotional influences just as much or more than logic. So, if 

you want to make a sale, it’s important to tap into that emotional response. 

By targeting a specific customer (the more specific the better), you are more 

likely to relate to that customer’s specific pains and desires. You can actually 

enter the conversation that is already going on in their head. Let’s compare a 

couple of different potential customers as an example. 

On one hand, we have a homeowner who is a busy, professional mother. 

On the other hand, we have a real estate investor who owns two dozen rental 

properties around town. Both of them own homes, and both of them will need 

 

handyman services at some point. However, each of those two customers will 

be looking for totally different things when they do hire a handyman. The busy 

mother is probably really strapped for time. In fact, she’s probably stressed   

out, overworked, and trying to do the best for her kids that she can with her 

limited time. So, when she hires a handyman, she’s going to be looking to save 

time. She’s going to be looking to feel safe with whoever shows up at her door.  

 

She’s going to want to feel comfortable in her home. And, a handyman who can 

provide this for her is going to be a valuable resource that she’ll be willing to 

pay good money for since they are solving a powerful emotional need. 

Then, you have the real estate investor. His goals are completely different. 
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He’s trying to build his wealth. His rental properties are his business and 

livelihood. His motivations for hiring a handyman are likely going to be based 

on saving money. He probably won’t care as much about quality since he’s not 

the one living in the houses he’s having fixed. He just wants somebody to come 

in and make his renters happy for as little money as possible. 

As you can see, they are both looking for handyman services, but they are 

looking for totally different handymen. And more importantly, the things that 

will get them to buy your services are completely different. The real estate 

investor’s primary goal is to save money. The professional mother’s goal is 

to save time and be a good mom. If you focus your efforts in designing your 

business to solve one specific person’s problems, they’ll flock to you like kids to 

a candy store. 

Here’s another example. You’re reading this guide because I have hyper- 

targeted the niche of starting a handyman business. I could have focused 

on “helping people start businesses” but that would dilute my messaging. 

Instead, I decided to target people who are starting a handyman business, and 

design all of my content around the unique challenges of starting a handyman 

business. This not only allows me to provide more value to you, but it also 

makes my marketing far more powerful. Basically, it helped me to stand out in 

the crowded world of business advice. 

Examples of Different Target Markets 

 
Real Estate Agents - Real estate agents can be a great way to build your 

business quickly. If you can gain the trust of a couple of real estate agents, 

your schedule could fill up in no time. When a home is purchased, the buyer 

almost always hires an inspector to check for any major or minor issues. They 

always find a few things wrong. If you are the buyer’s agent’s handyman, you 
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are likely to get recommended for the work. The awesome part about this 

is that the buyer doesn’t usually have to pay for the repairs so cost isn’t an 

issue for them? The repairs are typically paid out of the escrow account, which  

 

means you don’t need to be as competitive on price. 

Wealthy Estate Owners – When I first started my business, I landed the 

business of a lawyer who needed a handyman. This customer has been an 

excellent and regular source of income. His home is huge so there is almost 

always something he needs done. Often times I am hired to hang pictures, 

assemble furniture, and change lightbulbs. 

 

Senior Citizens – Seniors need a handyman because they are no longer 

able to do their own repairs. Unless they have somebody in the family that 

handles home maintenance for them, they are likely to call regularly. I really 

enjoy working for seniors as they have a lot of class and typically treat me 

well. Offering a discount to them is pretty much a moral obligation. But it 

doesn’t bother me because I like to help them and they make up a small 

portion of my client base. 

Middle Class Families – Typically, middle class families don’t have extra 

income to spend on regular handyman services. They are still great people, but 

will only call for the occasional small repair. 

Vacation Home Owners - If you live in a ski town or a vacation hot spot 

or any other place where people typically have a second home, these can be 

great customers. Obviously, they have money and they’re probably too busy to 

take care of multiple homes. I see this type of work as more of maintenance 

than repair. 
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Small Businesses - Small to medium sized businesses can be great clients 

especially if they are moving locations. The work here can vary from wall 

repairs, painting, hanging pictures, assembling and building desks, wall  

mounting TV’s, handing white boards, etc. 

Working Professional Mothers - This target market is gold. Working 

professional mothers typically work a lot and have a lot of money because of 

it. They also have zero time for maintenance and repair. If you can find these 

customers and treat them well, you’ll have a constant flow of business for 

everything from hanging pictures to remodeling rooms. 

 
 

 

Targeting Customers By Location 

 
Michael Rodriguez, a handyman in Colorado, actually started his business 

by targeting a single subdivision. Since interviewing Michael on my Handyman 

Startup Podcast, I’ve talked to others who have done the same. 

 

 

Targeting a group of homeowners in a very specific area like a subdivision 

can be a smart move. Often times if they live in tract homes, they’ll all have the 

same issues so diagnosing problems will be easy. Also, you won’t have to drive 

too far between customers allowing you to save on gas. 

If you have good branding on your vehicle and you’re always in the same 

neighborhood, people will start to recognize you in the area and you’ll stay top 
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of mind. If you play your cards right, you could be the go-to handyman in your 

neighborhood in no time. 

 
 
Targeting Customers By Service 

 
Today, the internet gives home service providers even more power than 

ever. Instead of having to pay to advertise in newspaper classifieds, hang 

signs, and rely heavily on word of mouth, we can now attract customers 

through inbound marketing. 

Inbound marketing is the practice of capturing leads who are actively 

pursuing a product or service. When potential customers need a door repair, 

where do they turn? They turn to Google and are likely to type in “Door Repair” 

or a similar keyword. If you focus your marketing efforts to be found for these 

specific keywords, you can attract a lot of business. In fact, that is how I now 

attract all of my new customers and it’s also how I grew my business so fast. 

When you specialize in just one service, you are essentially targeting your 

customers by service. If you do this, you’re like to have a wider range of 

customers. 

 
 
 
 Take Action  

 
 
 

Now that you have a list of services you are going to offer, it’s time to 

choose a target market to focus on. Answer the following questions to help you 

choose your target market. Please note that just because you target a specific 

customer doesn’t mean you’re stuck with that customer. As a handyman, you’ll 

work with all walks of life. But the idea here is to attract more ideal customers 
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and have more powerful marketing. 

Who needs your services? 

 
Write down a list of groups of people that may need your services. This can 

include groups of people such as single women, the elderly, property owners, 

and apartment complexes. It’s OK to be general right now, but later we’re going 

to want to define these groups more specifically. An example would be single 

businesswomen, 25-40 years of age, with an annual income of $65-$100K, who 

work 40+ hours/week. 

Why do they need your services? 

 
People don’t just go out and hire a Handyman because they’re bored, 

unless you are offering those types of services…but let’s not go there. They are 

 

looking for somebody to solve a problem that they can’t solve. This can be for a 

number of reasons including lack of skill, overly busy schedule, or they are just 

flat out incapable. Put some thought into why they need your services. 

 

 

 

 

What other services do they need? 

 
If you are targeting the elderly, they are obviously going to want different 

services than an overworked single mother. You’re going to need to offer 

handicap ramp maintenance and elderly assistance hardware as opposed to 

drywall repair and child proofing. 

Who can & will pay you what you need to be profitable? 
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Just because somebody needs your services doesn’t mean they are willing 

and able to pay for them.  

You’ll have a really hard time marketing quality handyman services to 

college students. If you are selling quality home improvements and excellent 

service, you’re going to need a marketing strategy tailored to people who are 

looking for that. 

Who do you want to work for? 

 
Maybe you really enjoy helping the elderly. Or, maybe you have a soft spot 

for busy working mothers. Or, maybe you resonate with male entrepreneurs. 

You don’t have to be drawn to a specific group, but if you are, that can be a 

powerful motivator that will bring you fulfillment and happiness beyond just 

money. 

 
 
 
 
 
 
 
 
 
 
 

 

Planning Step 3 
 

Pricing Strategy 

 

A Common Mistake Most Handymen 
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Make With Their Pricing 

Most startup handymen underprice their services and as a result lose out   

on a lot of money. I underpriced my services when I started, and just about 

every single handyman I’ve ever spoken too, with a few exceptions, underpriced 

theirs as well. And for good reason. 

The truth is that setting a price for your services is challenging. You need to 

consider your competition, your level of skill, your reputation, the services you 

offer, and what the customer is willing to pay. Since there are so many factors 

involved, it’s easy to get it wrong. Additionally, as a brand-new handyman, you 

likely lack confidence in yourself as a business owner unless you’ve done this 

before. Since you probably won’t be flooded with new customers right from the 

beginning, each and every potential customer you come across is going to be 

like gold — and you’ll be motivated to drop your prices in order to secure their 

business. 

And there are even more reasons you are likely to sell yourself short. Here’s 

another common one.  

 

 

If you are like most handymen, you became handy because you’d prefer to 

fix things yourself than to pay somebody else to do it for you. Your thriftiness 

and desire to save money slowly built up your handy skills. That’s awesome, but 

it’s important to realize that your customers don’t think in this same manner. 

They would much rather pay somebody else to 

do their repairs — either from lack of experience or lack of time. They have a 

different mindset about how much it is worth to pay somebody. This dynamic 
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might lead you to think, “What would I be willing to pay for this?” when you 

 

are quoting a job. But that’s a terrible question. You aren’t the customer, and if 

you were, you wouldn’t even hire you. The reality is that to run a profitable 

handyman business you’ll need to charge more than you think and your prices 

will seem expensive to you. 

Let’s talk about another reason you will probably underprice your services 

— underestimating the time, it takes to complete a project. All handymen do 

this. Even after 4+ years in the business, I still do this. We are all just terrible at 

predicting how longs things take because it’s challenging. You’ll know exactly 

what I mean after you do it a few times. 

Another reason handyman tends to undercharge that I’d like to mention: 

overestimating the competition. As a new business owner, you will be tempted 

to look at your competition and think “they’ve been doing this for a while, 

they must really know what they’re doing.” You might think they have some 

special tools or processes to get things done.  

 

 

And, some do. But for the most part, handymen are just regular guys, just 

like you, making mistakes and using processes that haven’t been optimized. 

You’ll find that if you follow what I teach in this guide, you’ll be light years 

ahead of your competition and can actually charge more than them. 

Determining a Pricing Strategy 
 

The worst thing you can do when pricing your services is to ask somebody 

else what they charge and just copy them. Handyman prices are all over the 
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map — from $20 to $120 per hour and even higher. So, let’s not make that 

mistake. 

What we want to do is determine a price that we know will be profitable for 

us. A price that, if we charge it and our customers pay it, we are guaranteed to 

make a profit. And in order to do that, we’ll need to follow a system. Below is a 

brief outline of a system for doing so that I cover in $100K Handyman Pricing. 

 
#1 - Understand your expenses 

 
The first step to determining your pricing is to clearly understand your 

expenses. More specifically, how much does it cost per month to operate your 

handyman business? 

A detailed analysis of the cost of doing business provides you with valuable 

insight into how much you need to charge to be profitable. Simply make a list  

of all of your expenses and approximately how much each expense will cost  

you on a per month basis. 

 

 

(If you’d like a realistic breakdown of those expenses, you can find it in 

both my 2012 Yearly Report or $100K Handyman Pricing) 

 
#2 - Set Income Goals and Income Minimums 

 
The next step, once you have a thorough understanding of business 

expenses, is to set income goals. How much money do you want to make as 

a handyman? $50k/year? $75K/year? $100K/year? Those are all reasonable 

numbers, and I encourage you to aim high. This is important so you can 

determine how much you’ll need to charge in order to hit those numbers. 



57 

 

 

Now, what is the minimum level of income you would be willing to accept 

for your efforts in growing your business? Maybe you need $75k/year to replace 

your job and keep the same standard of living. If that’s the case, you would 

 

want to adjust your pricing so that you make at least $75k/year. 

 
You might be thinking that this is an awfully weird way to set your pricing 

and that you should instead just base it off of what others are charging. I get 

that. But, again, handyman prices are all over the map and every handyman 

service is different. You’ll find it much more valuable if you have a good reason 

to set your pricing at a certain level. 

 
#3 - Calculate Your Per Hour Income 

 
Whether you charge hourly or not, you’ll want to know how much money 

per hour you would need to generate in order to hit your income goals. The 

importance of doing this is obvious for when you are charging by the hour.  

 

 

However, it’s equally important if you plan to charge strictly by the job 

because you’ll need this rate so you can estimate the labor charges. 

I’ve actually included a calculator that does the math for you in $100K 

Handyman Pricing, along with a more detailed explanation on how to figure it 

out. 

But, here’s a tip in case you decide to calculate it yourself. The number of 

billable hours you work is going to be much less than 40 hours/week. In fact, a 

full-time handyman can expect to work, on average, about 25-32 billable hours 

per week. That’s because there will be time spend quoting jobs, answering 

phones, shopping for materials, driving, and all kinds of other tasks that you 
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will not be billing the customer for. 

 
 

 

#4 - Determine a Pricing Structure 
 

Now that you know how much income you need to generate per billable 

hour, the next step is to figure out how you will charge in order to hit that 

rate. Two common ways to charge are by the hour, or by the job. Then, there 

are things like trip charges, minimum service charges, marking up materials, 

and other intricacies to your pricing structure that can have a large impact on 

income. 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
#5 - Research the Competition 

 
And finally, as an optional way to really master your pricing, you can simply 

contact some other handyman in your area to learn what they charge. I’ve done 

this exercise several times and it’s always enlightening to hear what others 

are charging. Often, it’s much more than you might think. But, either way it 

gives you powerful knowledge that you can use to be more strategic with your 

pricing. 

Just remember the most important thing with your pricing is that it is set 

up to be profitable for you. Giving your customers discounts is great, but if it 

In my business, I give the customer a flat rate for certain jobs, and charge 

hourly for others. It all depends on the job that I’m doing. For example, if the 

customer is going to have me do a bunch of random small things like hang 

pictures, I’ll charge hourly. If they are hiring me for a bigger job, or something I 

do all the time, I will give them a quote or a flat rate price. 
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hurts your well-being and diminishes your ability to stay in business, it’s not 

sustainable. What’s the point of charging a rate that isn’t profitable? It defeats 

the purpose of starting a business. Find a price that works for you and stick to 

it. And remember that not everybody is your customer. Some customers will be 

happy to pay your rates and others won’t. 

 
 Take Action  

 
 

It’s time to craft your pricing strategy. Follow the steps I’ve outlined above 

to create a pricing strategy that guarantees profitability. If you’d like to learn 

more about how to optimize your pricing for maximum profit, consider 

investing my complete pricing training for handymen - “$100K Handyman 

Pricing.” You’ll learn the most profitable strategies to price your services, how 

to schedule jobs more efficiently, how to boost your confidence with pricing, 

and how to talk money with customers. 

 

Planning Step 4 
 

Your Mobile Office 

 
Your vehicle is an important part of your business. It will bring you to your 

destination, hold all of your tools and supplies, and even serve as a mobile 

billboard advertising your services wherever you go. 

The right truck or van can have a huge impact on your enjoyment of your 

business. However, you can run a handyman business out of just about any 

vehicle. So, if money is tight, don’t worry about this yet. You can always get 

When I started my handyman business, I just used my half-ton pickup   

truck. I didn’t have any fancy toolboxes or anything. I just threw whatever tools 

I needed for the job in the back, and went on my way. As time went on, I made 

small improvements like a toolbox for the bed. But for the most part, I just   

kept it simple so I could keep expenses down. I drive the same truck to this   
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started with whatever vehicle you have and upgrade later as your business 

becomes more successful. 

For example, I’ve seen handymen operate from mini-vans, SUVS, and even 

sedans! Obviously, this isn’t ideal - since a professional look can go a long    

way to help you attract customers, but it shouldn’t keep you from getting 

started. There are still plenty of other ways to show customers that you are a 

professional. 

What Is the Best Vehicle For A Handyman Business? 

 
I get this question a lot, and the answer is, well…it depends. It depends on the 

type of services you will offer, storage options, and where you live. 

 

In most cases, a van is the best vehicle because it can hold so many tools and 

supplies and serve as a gigantic mobile toolbox. Vans are easy and efficient to 

work out of which can help you become more profitable and organized. I’ve 

heard from several handyman who upgraded to a van and say that they would 

never go back to anything else. This is the best type of vehicle if you are doing 

lots of small repairs and if you live in a big city. 

But other people need to haul large supply loads and prefer a truck and a 

trailer. If your core services consist of remodels, additions, building decks, or 

any other large projects, a truck with a trailer might be the way to go. This 

option obviously has its downside, though. A truck and trailer is less convenient 
 

to drive, especially in tight areas, and you need to have a place to store the 

trailer. But, if you live in a small town, storage probably isn’t a problem and 

you’ll benefit from the extra space. 

Then, of course, there is the option of just using your existing pickup truck. 
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One big benefit of using my personal pickup truck for a work vehicle is that I 

can park it in my garage at home so nobody can break in and steal my tools. I 

don’t need to go pick up a trailer from a storage shed every day before I head 

out to work, and instead can just leave straight from home. A trailer would be 

nice, but I don’t have anywhere to store it, and since I mainly do small repairs, I 

don’t really have any use for that much space. 

Here’s what I recommend - and what others have recommended to me. 

Start with what you have, and upgrade once you’ve seen some success and 

have a clearer picture of the services you primarily offer. Then you won’t have 

to ask what the best vehicle is — you’ll know from experience exactly what you 

need.  

 
 

 
 

 

 

 

 

 

Planning Bonus Step 
 

Advisors, Mentors, and Coaches 

 

 Take Action  

Decide which vehicle you will start with. Maybe you will have to slightly 

modify the services you offer from the beginning. That’s O.K. Remember; your 

business will evolve over time into something better and better. So for now, 

just decide which vehicle you will use, and then move on to the next section. 
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“If I have seen further it is by standing on the shoulders of giants.” — Isaac Newton 

 
Business can get pretty complex. Even though you are out to start a tried 

and true business model, and I’m going to do the best to give you all   of the 

information and guidance to succeed in this book, you will still want to seek 

help from others. Maybe you’ll need to speak with a lawyer, maybe an 

accountant, or maybe even just another local handyman business owner. 

Actually, I recommend you speak with all three, because you never know what 

you don’t know. And in business, it’s all about what you know. 

Since you are in the planning stages of your business, and haven’t had a 

chance to make any big mistakes yet, this is the best time to seek advice from 

others.  

 

Think about it for a second. When most people start a business or go get   

a job, they sit there and imagine what it would be like to own that business or 

work in that position. They’ll sit inside their heads thinking they know exactly 

what to expect, when they actually have no idea. How could they, after all, 

when they don’t have any real world experience to pull from? And, because of 

this eagerness and lack of patience, a large portion of people end up failing in 

business or end up in a job they can’t stand. 

But, there’s a better way. Instead of taking 1 to 5 years to figure things 

out for yourself, why not just ask people who have already figured it out and 

dramatically reduce your overall effort? We’ve all heard people say, “Don’t re- 

invent the wheel.” Yet, when it comes down to it, we insist on re-inventing the 

wheel over and over again in our lives, wanting to “figure it out for ourselves.” 

And I actually get this. I love to figure things out for myself. It makes me feel 
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good when I do and I’m more comfortable with it than asking for advice. The 

idea of just copying what somebody else did feels like I cheated or something. 

But again, in business this mindset will hold you back big time. There’s just 

too much to learn, too many counterintuitive strategies that produce massive 

results, and too much on the line. 

So, if there is one thing worth figuring out - it’s how to find the best people 

to learn from, and then use that creative problem-solving drive to build upon 

what others have created — to stand on the shoulders of giants. 

You’ve already taken a huge step by investing in this guide and I applaud 

you for that. Now it’s time to take it one step further and get out there and talk 

to some people. 

 

 

Who to Recruit for Your Business Advisors? 
 
 
 

 
Make Friends with Other Handymen Or Someone In Your Service 

 
The best way to shortcut your route to success in any business is to find 

somebody who is doing exactly what you want to be doing, and connect with 

them. Try to attract them as a mentor to help you grow your business faster. 

Here’s the thing though. Most people go about this completely wrong. Just 

e-mail blasting an expert in their field and asking them a bunch of questions 

doesn’t work. I get these kinds of e-mails all the time and when I do, I swiftly 

 

hit delete. And it’s not that I don’t want to help people, it’s just that there is 

no relationship built. There’s no value exchange. I find it quite rude when 
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somebody just sends me an e-mail out of the blue expecting that I’m going to 

find time in my busy schedule to give them unlimited free advice. 

People are busy, and if you want them to help you, you need to offer some 

sort of value in exchange for their time. Sometimes that value is in the form   

of money, but it doesn’t have to be. In fact, you can get a surprising amount of 

free advice if you know how to approach it. 

Here’s an example. Let’s say you want to connect with a local handyman to 

ask them questions about their business. Most people might say something 

like this…” Hi, I’m thinking about starting a handyman business and have a few 

questions. Can you help me?” Or, some version of this. Maybe different words, 

but essentially the same components. But think about it, there’s nothing in it 

for the person being asked! Why would they respond? 

 

Instead, you might try something like this… 

Hi (their name), 

 
I came across your website while researching handyman businesses and I’m very impressed. 

You, by far, have the best website and seem to really understand what it takes to run a 

successful business. I was especially impressed with the reviews you had online. 

I know you’re probably really busy, but I was wondering if you had a few minutes to chat. 

 
I’m a mechanical engineer working for “so and so company,” but I really want to work for 

myself. I’m thinking about starting a handyman business and I’d really like to ask you about 

your business and any advice you might have. 

Would you be willing to meet for coffee or lunch sometime on Tuesday afternoon? 

If so, just reply with a time and place that works best for you. 

Thanks! 

Dan 
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Let’s take a look at what’s going on here. First, it starts out complimenting 

the person you are reaching out to. This is important because it will put them  in 

a positive emotional state and get them to like you just a little bit. Very few 

people get recognition for their accomplishments and when you recognize 

them, they naturally build an affinity toward you. Just make sure what you are 

saying is authentic. If their website sucks, don’t tell them it’s awesome. Nobody 

likes a bullshitter. 

Then, you’ll notice that I shared a little about myself to build trust. Saying 

that I’m an engineer who wants to start a business shows that I’m not just 

some weirdo, but I have a genuine reason to reach out. 

 

Then, I request advice. People love to talk about themselves and give 

advice; especially to somebody they think will actually take it. And, instead 

of just demanding answers to my questions, I’m simply asking about their 

experience. This can be very motivating because it will make him/her feel 

special and important. People love to talk about themselves. 

Finally, the e-mail ends with a clear call to action. I request exactly what I 

want, and then even tell them how to reply. The easier you make it for them to 

reply, the better. 

 
 

 
 Take Action  

 
 
 

Ok, let’s put this into action and have a little fun! Jump online and do a 

search for local handyman businesses in the search engine. Then do some 

snooping around to see which ones you would most like to talk to. (Hint: focus 
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on the ones who look successful.) 

Pick three to five of them, and send them a quick e-mail requesting their 

advice. Of course, you don’t need to meet for coffee if you’d prefer to just talk 

on the phone, but in-person interaction is by far the best and is recommended. 

The worst thing that will happen is that none of them will respond. No big 

deal. You can either try again later or send an e-mail to another handyman. 

But, you’ll probably get a response from at least one person. 

 
Let’s get to it! You might be pleasantly surprised with the results. 

 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Stage 2:  
Business Setup 

Now that you have a plan for your business, it’s time to start building 

your business! In this stage, you’ll focus on completing the first steps toward 

building a profitable business. You’ll come up with a name for your business, 

and then create a legal business entity so you are officially ready to start 

charging for your services. You’ll also learn about handyman insurance. 
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Business Setup Step #1 
 

Get The Word Out 

 
It’s time to get the word out. You’ve done your planning, you know what 

services you want to provide, you understand the laws in your state, you’ve 

nailed down a pricing and marketing strategy, and you have at least a general 

idea of who your ideal customers are. 

 

This may go against what an attorney would recommend, but at this point 

you should start telling people about your services, if you haven’t already. Tell 

your friends. Tell your family. Tell your friends and family to tell their friends 

and family. Get the word out. 

You might be tempted to wait until you have everything setup, but the 

sooner you start doing handyman services, the more momentum you will pick 

up and the more confidence you will gain. This is important because it’s easy to 

give up on goals — even important ones — when we aren’t seeing results. 

So from now on, try to mention to everybody that you are starting a 

handyman business. You may even want to craft your “elevator pitch.” This isn’t 

something I ever did, because I consider myself a terrible person-to-person 

salesman, but if talking to people is one of your skills, this is your time to   

shine. 

 

Hopefully, you’ll pick up a few jobs along the way that you can work on 

in between setting up your business. Make sure not to get too overwhelmed 

with jobs at this stage. I would recommend spending at least 50% of your time 
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building your business, otherwise you’ll fall into the word of mouth trap I 

mentioned earlier in the section Mistakes, Traps & Pitfalls to Avoid 

 

 
 Take Action  

 
 
 

Think of at least 5 people you can tell about your handyman business and 

go tell them! 

 

And, for bonus points, practice answering the question “What do you do?” 

Feel free to come up with something creative or interesting. You might say “I’m 

a professional handyman” or “I help busy working mothers save time by taking 

care of home repairs and maintenance.” 

You are now a professional handyman. Don’t be afraid to claim that title! 
 
 
 

Business Setup Step #2 
 

Naming Your Handyman Business 

 
Crafting an original business name can be surprisingly difficult. That’s 

because there are already thousands of other handyman businesses and many 

names are already taken. However, there are still millions of great names out 

there. It just may take some time to think of one that’s right for you. 

If you have high aspirations for your business then this is an important step 

and you’ll want to put a lot of thought into it. Changing your name once your 
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business is established isn’t easy, and if you were to try and sell your business, 

or even franchise it, your name becomes very important. Your name also has 

marketing implications. A good name will help communicate what you do to 

customers, stick in their minds, and help you grow your business faster.  

 

 

 

A bad business name will either be of zero value to you, or could even hurt 

your ability to attract customers. 

Of course, your business name isn’t going to make or break your business. 

There are plenty of businesses out there with terrible names, yet they have 

become massively successful. And there are plenty of businesses with great 

names that will never go anywhere. But a good name can certainly help. Plus, 

this is your business. Spend time naming it something you are proud to share 

with others. 
 
 

5 Tips For a Great Handyman Business Name 
 

The main value in a good business name is its marketing utility. Here are 

some tips for choosing a name that will help, instead of hurt, your ability to 

attract the right customers. 

#1 - Pick a name that is easy to say and spell 

 
If people can’t pronounce your name, they will be less likely to recommend 

you to others, simply because they don’t want to sound stupid. Also, being easy 

to spell is now more important than ever because online marketing is where 

you will generate the bulk of your business. If your customers can’t type your 
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name into Google correctly, or spell your domain name, then they may never 

find you. 

#2 - Be Unique 

 
If you plan on growing a large handyman business with multiple employees, 

choose a name that is unique and catchy so when people hear it, it sticks 

in their heads.  

 

“Odd Job Bob” and “Rent-A-Husband” are great examples of “sticky” names. 

However, make sure it’s still clear what you actually do. Being unique is great, 

but not when it’s at the expense of clarity. 

 
#3 - Clarity is your friend 

 
An ideal business name tells what the product or service is. This can be 

especially important for a service type business. This doesn’t mean that you 

have to have the word handyman in your name, although it is a good idea if 

 

you can work it in. You could have a name such as HandyPRO and it will give 

people a good idea of what you do while still being unique and memorable. 

Are you specializing in a particular niche? If so, try to work something in 

that says what you specialize in. A good example of this is the franchise Shelf 

Genie. It’s fairly obvious what they do…they install shelves. 

 
#4 - Choose an area specific name 

 
Are you planning to target a very specific area? Let’s say you live in the 

suburb called Whispering Oaks in San Antonio. “San Antonio Handyman” would 

be a great business name, but it’s probably already taken. Instead, you may 

try “Whispering Oaks Handyman” which is a suburb of San Antonio. However, 
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depending on how much you want to grow your handyman business, this could 

be restricting in the long run. 

 

#5 - Is the domain name available? 

 
Online marketing is where the best customers come from, and your website  

 

is the hub of your online presence. So, ideally, you’ll be able to get the 

domain name that matches your business name with .com. This is going to 

restrict your name options significantly.   When I was brainstorming names for 

my business, I would fall in love with a name only to find out that the URL 

wasn’t available. I eventually found one that I was happy with and the URL was 

available, but it took some time. 

 

#6 - Will it resonate with your target market? 

 
Are your ideal customers going to like your new name? Choosing a name 

that you like is nice, but your focus should be on the customer. If you’re 

 

planning to target dual income professional parents (a great market by the 

way), make sure you pick a family friendly name. You don’t want to scare them 

away with a name like “Hardcore Handyman” or something. 

Legal Considerations 

Many handyman business names have been trademarked, or are at risk 

of being trademarked, so are off limits. Choosing one of those names could 

put you in a tough situation down the road, so you’ll want to make sure you 

aren’t choosing a name that has been trademarked. Unfortunately, you can’t 

just go to a website that tells you whether or not you can use a name and be 
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completely safe. But, there are a few checks you can do to add to your piece of 

mind. 

 
#1 - Do a Google Search 
 
#2 - Check the USPTO’s website 

 
(https://www.uspto.gov/trademark) to make sure your name hasn’t been 

trademarked. 

#3 - Speak to A Patent Attorney 
 

If you are really concerned about the name you are choosing, this is a good 

option. They’ll be able to give you insights on how safe it is to use the name 

you are considering. However, for most handyman businesses, this is probably 

overkill. 
 

Handyman Business Name Examples 

 
Handyman From Mars, Odd Job Bob, Mr Handy Hands, Punchlist Handyman, 

Extra Hand Handyman, Fix-It Professor, Mr Fix All, Honey-Do Handyman, 

HandyPro Home Services, The House Dr., Mr Handy Hands, Handy Dan, 

Kalamazoo Home Repair, Credible Construction, UpKeep Home Maintenance, 

All Pro Fix It, Handyman Service Professional, Perfectionist Handyman, 

DNA Handyman, Copper Creek Handyman, Overhaul Handyman, 1st Service 

Handyman, Harmony Improvements, All Service Home Repair, High End 

Handyman Services, Welcome Home Handyman, Smart Home Maintenance, 

The Handy Bee, All American Handyman, Power Pro Handyman, To-Do List 

Handyman, What a Useful Guy, Gold Star Handyman 

 
 
 
 
 

https://www.uspto.gov/trademark
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Business Setup Step #3 
 

Business Licenses 

 
If you completed the planning section, you already understand the laws in 

your particular state and are aware of which services you can legally provide 

and which licenses you will need to provide those services. In most cases, you  

 

won’t need a handyman license or even a contractor’s license unless you 

plan on doing work that requires one. However, there are two types of licenses 

any business needs to have to operate legally in the United States: A state 

business license and a city business license. 

State Business License 

 
To operate a business in the United States, you must have a state business 

license. This is where you choose the type of business entity you are going to 

create. Basically, whether you will create a sole proprietorship, an LLC, or a 

Corporation of some sort. You don’t need to do this part until your business 

grows as long as you register in the city you do business out of. 

City Business License 

 
This is the license you’ll need for each city you plan to operate in. Most 

cities have additional taxes you’ll need to pay depending on how much revenue 

your business does. This is basically so your city can keep records on business 

activity and collect taxes. If you plan to operate in several different cities, or 

even counties, you may need to get several of these. 

State Business License 
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First, let’s talk about the State business license, as this can be the most 

confusing.  

I would not Incorporate a new business until it is established. In my 

opinion. I have been in business for 3 years and still file taxes under Sole 

Proprietor 

In order to register your business with the state, you’ll need to choose  

a business structure. Choosing a business structure is an important step. It 

 

will affect the amount of taxes you pay, your personal liability, your ability to 

borrow money, and the amount of paperwork and record keeping required. 

By making the right choice, you can save money on taxes and accounting, and 

even protect your personal assets in the event your business was to get into 

financial or legal trouble. 

There are several different structures to choose from: 

• Sole Proprietorships 

 
• Partnerships 

 
• Corporations 

 
• S Corporations 

 
• Limited Liability Companies (LLCs) 

 
Now, I’d love to be able to tell you exactly which one you should choose. 

However, it’s not that easy. Every state is a little different in how they deal with 

these business structures - both with taxes and owner liability. Additionally, 

which structure you choose will depend on your goals with the business. If you 

 

want to build a million dollar per year business, the structure you choose will 
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differ from somebody who just wanted to make $50k per year working part 

time. 

Good news though. Only two of these structures will make sense for most 

new handymen businesses - sole proprietorships and LLCs. I’ll describe the 

advantages and disadvantages of each in this section, and give some insights 

based on my experience. But it will ultimately be up to you to choose the right 

structure for your unique situation. 

 

Also, please note that I am not an attorney or accountant and this should 

not be taken as legal advice.   The information provided is simply a product 

of my personal experiences and opinion and should not be considered all- 

inclusive by any means. I highly recommend you talk to a qualified accountant 

when deciding which structure to choose. 

Sole Proprietorship 
 

This is the most common business structure according to irs.gov. It’s easy 

to set up and provides you with complete control over your business. Many 

handyman, consultants, and other small businesses choose this structure for 

its simplicity. 

Owners of a sole proprietorship are responsible for taxes on the net 

business income, which is taxed at individual rates on their personal tax 

returns. This is referred to as “pass through taxation” because all of the 

business income simply passes onto the owner’s tax return and is added    

to other income the owner may have. Owners are also responsible for self- 

employment taxes, for social security and Medicare. 
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In a sole proprietorship the owner is generally liable for all debts and 

financial obligations of the business. This essentially means that your business  

is looked at as an extension of your person by the IRS and the law. If the 

business is in debt, the owner is in debt.   If the business gets sued, the owner  

is essentially getting sued. Unlike a corporation, a sole proprietorship is NOT a 

separate entity from the individual who owns it. 

Advantages of a Sole Proprietorship 

 

 

 
It’s easy to setup. Often times it can be as easy as simply setting up a bank 

account. However, you must obtain the required licensing for your city, state, or 

federal government in order to legally operate. 

• There is no state registration required unless you plan on using a fictitious 

name (any name other than your own) for the business. 

• If you work from home and use your own name for the business, you may 

have no startup costs at all. 

• Much less paperwork and record keeping when compared to a corporation. 

 
• Tax preparation is very straightforward and less costly when outsourced. 

 
 

Disadvantages of a Sole Proprietorship 

 
Since a sole proprietorship is not a separate entity, the owner is   

responsible for all debts and financial obligations incurred by the business.   

This structure provides no legal protection for the owner’s assets. Basically, if 

somebody sues your business, you are getting sued. If your business is in debt, 

you are in debt.  

 

Limited Liability Company (LLC) 
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LLC’s are gaining popularity as they provide business owners with some 

benefits of both a corporation and a sole proprietorship without a ton of 

paperwork and records to deal with. This is the structure I used when forming 

my handyman business. 

Similar to a corporation, an LLC provides a financial and legal barrier for the 

personal assets of its members. A business owner who files under an LLC has  

 

basic liability protection from having his or her personal assets seized for 

debts or obligations of the business. In addition to providing protection to 

personal assets, an LLC also works the other way around. It prevents the assets 

of the business from being seized from personal creditors trying to settle a 

personal debt. A creditor can only go after the portion of the profits that the 

partner   who was indebted has allocated to him or her. Put simply, an LLC 

protects you from your business’s and partner’s debts and financial obligations. 

That’s a big benefit. 

The tax structure of an LLC is very similar to a sole proprietorship or a 

partnership. The earnings pass through to the individual members (owners). 

The members are then responsible for income tax and self-employment taxes. 

That means taxes are simple, just like with a sole proprietorship. 

LLC Advantages 

• Member’s personal assets are protected from business debts and financial 

obligations. 

• Not subject to corporate tax or double taxation. Tax functions similar to a 

sole proprietorship. 

 

• Limited paperwork and record keeping when compared to a corporation. 
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• Fairly simple to set up. 
 
 

LLC Disadvantages 

• More expensive to maintain than a sole proprietorship or partnership 

(usually a few hundred dollars per year). 

• Slightly more work to setup than a sole proprietorship. 

 

 

 
• You may need a partner in order to utilize the legal protection an LLC offers 

(depends on your state). 

 
In most states, there’s one more thing you’ll need to consider when forming 

an LLC, which is whether or not your have a partner. Without a partner, an 

LLC in most states won’t provide you with the legal benefits to protect your 

personal assets. But there is a way around this. 

The easiest way to gain the benefits an LLC has to offer is to give a 2% share 

to one of your close family members (sorry, your spouse doesn’t count). You 

then setup the LLC to be member managed and chose yourself as the sole 

manager. This prevents your family member from having any say in day-to-day 

operations while providing you with the extra security of an LLC. 

However, in certain states you can form a single member LLC and still get 

the financial protection that typically comes with a multiple member LLC. You’ll 

have to check to see how this works in your state. 

 

S. Corporation (a.k.a. S Corp.) 
 

There is a third option you may consider for a business structure; the S  

Corp. With this business structure there is a little more paperwork involved and 

more requirements on your accounting processes and record keeping, but it 
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comes with some additional benefits. Basically, it comes with all of the benefits 

of an LLC, with one additional benefit: It can also reduce your taxes. 

Of course, you’ll have to weigh the pros and cons. On one hand you can 

save some cash on your tax bill, but on the other it requires more time and 

is more expensive to have your taxes done each year. So, whether or not an 

 

 

S Corp. makes sense for you really depends on how much profit you generate 

each year with your business. Until you start making about $100,000 per year in 

profit or more, the extra expense of doing your taxes and managing paperwork 

eliminate the benefits of the money saved on taxes. 

Which Structure is Right for You? 
 

There isn’t a single business structure that fits all handyman businesses   

so there are several things you should consider while making your choice. I 

strongly recommend that you speak to both an accountant and an attorney 

before making your decision. Every state has slightly different laws pertaining 

to business structures. 

I structured my handyman business as an LLC. This was the best choice for 

me because I wanted the extra liability protection while still having the tax 

benefits of a sole proprietorship. It wasn’t very difficult to setup either. I simply 

went to the secretary of state’s website and filled out some online forms. Four 

 

hundred dollars later and I was the proud owner of an LLC. 

 
Now, there is obviously a lot more to this than what I could possibly include 

in this book. Each state is a little different and there are small nuances that 
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I don’t even know about. That’s why a good accountant is so important to 

consult. They’ll be able to tell you more conclusively which option makes sense 

for you. 

 
 

 

 

 

 

City Business License 
 

I’m embarrassed to admit this, but I didn’t get a city business license until 

almost a year after I started my business. I just didn’t know it was necessary. I 

figured the state business license had me covered! Surprisingly, I didn’t get in 

any legal trouble or even have to pay a fine for it. I got lucky because I figured 

out that I needed a license before my city did. 

 

But, I wouldn’t recommend following me on this. Instead, it’s much easier 

and less stressful to just go out and get it done from the beginning. Here’s 

how to do it. First, go to your city’s website. You can usually find it by typing in 

“city of ~blank~ website” into Google or searching for your city’s chamber of 

commerce. From there, you should be able to navigate to a business license 

section. In some cases, you will be able to file for a license from the 

convenience of your own home. But if not, or if you don’t want to figure it out 

online, you have another option. 

You can also get your city business license in person  if  you  visit  your 

city’s Chamber of Commerce. This is a good option if you don’t really know 

what you’re doing or are confused by the forms you need to fill out. There are 

typically clerks there who can help you properly register for your city business 

license. 
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Business Setup Step #4 
 

Insurance 

 
It seems everybody is selling insurance these days. You go to buy a TV and 

they ask if you’d like insurance. You go to buy a vacuum and they ask if you’d 

like insurance. You can even buy insurance on a new drill. Personally, I’m not   

a fan. That’s because I know the statistics of the situation work against me. I 

know that if I buy insurance on all of these things, I will lose money in the 

long run. But if I simply save that money and keep an emergency fund, I can 

keep more of my hard-earned cash. Sure, things will break on occasion, but 

the math will still be in my favor. That’s a calculated risk. 

However, that’s for small things that cost less than a few thousand dollars. 

I do believe insurance is important when the stakes are higher, like life 

insurance and auto insurance. 

But handyman insurance? Is it necessary? 

 
When I started my business, I didn’t get insurance at first because I didn’t 

want to spend the money on it until I was sure my business would actually be 

successful. I figured that in the event that I did mess something up (I focused 

my efforts to avoid costly mistakes by not taking on risky jobs) and If I had a 
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claim against me, the worst thing that would happen is that I’d lose my 

business. Big deal considering it wasn’t worth anything yet! Of course, I filed 

for an LLC so my personal assets were protected.  

 

 

That was another calculated risk. Eventually, I did get insurance — mainly 

to protect my customers in the event that I messed something up. But I was 

able to put off the expense for 6 months, and save about $600 in my first 

months of business by waiting. If I were to do it all again, I wouldn’t change 

that decision, either. 

Now I’m not saying that you shouldn’t get insurance. I actually think you 

should as soon as possible if you want to run a reputable company. All I’m 

saying is that if you decide to hold off, just make sure you understand the risks. 

So, that leads us to the question: do you need handyman insurance? 

The answer to this question is going to depend on several factors. If you 

answer yes to any of the following questions, it’s usually a good idea to carry 

insurance. 

• Does your state require it? 

• Does your target market include apartment complexes? 

• Are you planning to do any work on bank owned properties? 

• Are you planning on getting a contractors license? 

• Will you be doing jobs that could seriously damage a customer’s home, like 

plumbing or electrical? 

 
If you answer no to all of those questions and you don’t have a lot of 

money to start your business, then you may consider holding off. 

What should you look for in handyman 
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insurance? 
 

The real benefit of insurance is to protect yourself and your customers in 

the event that you mess something up. Wouldn’t it be terrible if you flooded  

 

your customer’s home and you didn’t have insurance to cover the damage 

and they had to pay for it out of their pocket? Not only will you feel guilty, but 

you’ll probably be dealing with legal issues as well. 

In most states, the standard is $1,000,000 of liability coverage for each 

occurrence with an aggregate of $2,000,000. This means that the max payout for 

a year is 2 million. Hopefully you won’t screw that much stuff up. And if you do, 

hopefully you filed as a multiple member LLC or a corporation. 

There is also the option to insure your vehicle on the same plan. I was 

advised by my insurance agent that this wouldn’t really make sense. Just ask 

your agent if they think this makes sense in your unique situation. 

How much does handyman insurance cost? 
 

You can expect to pay between $450 to $1000 per year for general 

handyman liability insurance (which is $42 – $83 per month). Your premium  

will depend on where you live, your services, sales volume, and some other 

factors. My general liability insurance policy for my handyman business costs 

me about $1,000 per year for $1,000,000 of liability insurance (That’s about $83 

per month). I’m on the higher end of insurance premium costs or a handyman 

business because I live in Nevada. It seems that where you live has a big impact 

on rates. Regardless of what it costs to be licensed and bonded, this expense is 

passed on to the customer, which should add about $1 per hour to your hourly 

rate if you are working as a full-time handyman. 
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Where do you get it? 
 

The easiest place by far to get a quote is one of the online insurance 

brokers. You can fill out some information and get a quote in minutes without 

having to deal with brokers in person. 

To find the insurance provider I currently recommend - visit this page: 

handymanstartup.com/handyman-insurance. 

 
 

 
 Take Action  

 
 
 

Again, this guide is about taking action, not just learning. So, let’s take 

some action. 

Go get at least one quote for handyman liability insurance, even if you 

don’t plan on getting insurance right away. Then, if you can afford it, go ahead 

and get covered. The sooner the better. 

 
 

Stage 3: Systems  
 

A business can be a beautiful thing, with various systems and people 

https://handymanstartup.com/handyman-insurance
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working in harmony with each other to produce profits for the owner and 

a valuable service to the community. A business can also be a sloppy time 

 

suck that drains the business owner of his energy and bank account 

while frustrating its customers. The difference between the two is 

surprisingly subtle. It’s not necessarily a result of one business owner 

caring more, or trying   harder, or even working more hours. In most cases, 

what makes a business fun and enjoyable to operate are the systems that 

support it. 

Systems will set you free as a business owner. 

 
When you have good systems in place, things happen automatically and 

effortlessly. When you go to your toolbox for a specific screw, you find it exactly where 

it’s supposed to be. No need to make time wasting runs to the store in the middle of 

a job. When you need to bill a customer, you have their information at your fingertips. 

No need to waste time digging through paperwork. When tax time comes around, you 

have all of the information you need and easily hand it over to your accountant. No 

need for last minute scrambling or stress. 

But, when you don’t have good systems your mind fills up with a never-ending 

list of to-do’s, zapping your cognitive resources and inducing anxiety at every turn. 

Lack of systems is what causes you to shoot out of bed in the middle of the night 

 

and say “I forgot to follow up with Nancy with a quote!” instead of getting a peaceful 

night of sleep that recharges you for the next day. Lack of systems drains your time, 

your energy, and your profits by forcing you to spend more time than you need to on 

repetitive tasks that don’t generate income for you. 

The interesting thing about systems it they have a multiplication effect. When you 

put a system in place that helps you save time, energy, and money, you can now invest 
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that time, energy, and money into building more systems. These new systems give you 

even more time, energy, and money and it’s a virtuous cycle. Systems are the key to 

wealth and freedom in your life. They are the key to building a profitable business. 

And of course, lack of systems has the opposite effect. You can tell a business 

owner who is lacking systems; they are constantly running around, putting out fires, 

and working themselves to the bone and never making any progress. No matter how 

hard they work, they always find themselves in the same place, which is frustrated, 

tired, and demoralized. This makes it even harder to actually create systems, because 

they can’t escape the frenzy they’re in. They just can’t seem to “get ahead.” 

So, in this section, we’re going to focus on putting some simple systems in place to 

keep your business organized, and to get you off to a great start toward an enjoyable 

business. And the good news is that these things are easy to do. They’re simple and 

they’ll save you time and effort down the road. 

Let’s get started. 
 
 

 

Systems Step 1: 
 

Business Bank Accounts 

 
Ask any handyman or contractor about the downsides of running their 

own business and at least half will say “paperwork.” Paperwork is boring, 

monotonous, and it’s easy to put aside and let it build up, especially if you 

don’t have good systems to handle it. That’s why we are going to eliminate it as 

much as humanly possible from your business, and we’ll start by setting up the 

proper bank accounts for your business. 
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Here’s the deal. Simply having the right accounts, and a clear system 

on how you use those accounts will save you hours upon hours of future 

paperwork. 

Now, if this is your first business, you might be tempted to use your 

personal banking accounts to handle your business income. Or, you might be 

considering operating in cash only. I highly recommend against either, as it will 

require significant effort just to manage that system. What you want is for your 

money system to be as hands off as possible, automatically filtering money to 

the right places at the right time, making sure bills are paid automatically, and 

allowing you a clear picture of your financial situation at all times. To do that, 

you will need separate business bank accounts. 

 

There are three accounts I recommend setting up: 

 
1. A business checking account 

 
2. A business savings account 

 
3. A business credit card 

 
A business credit card and saving account are technically optional, but at    

a very minimum, you should set up a business checking account. That way you 

can deposit all customer payments in that account, pay all business expenses 

from that account, and have one nice place to track all business activity. You 

will even want to pay yourself from the business checking account. 

However, there are benefits to setting up a savings and credit card as well. 

Most banks like when you have a savings account attached to the checking 

account and will give you a discount on fees for setting one up. In fact, my  
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business checking is free as long as I have a savings account with automatic 

deposits setup. 

The benefit of having a business credit card is that you can earn points on 

every dollar you spend for your business. When you are purchasing materials 

all of the time, those dollars add up to some pretty nice benefits each year. 

And, as long as you pay off the entire balance in full every month, you won’t 

pay any interest. 

 

Here’s How I Use These Accounts: 
 

Business Checking 

 
This is the main account that all money passes through. All customer payments, 

whether they are cash or check, are deposited here directly. Then, all bills are paid 

out of this account. Additionally, I have it setup to automatically transfer money to 

my savings once a month so I can save money to pay taxes on a quarterly basis. That 

way I don’t have to think about saving money for taxes, it just happens and I have 

the money to pay them when I need to. I very rarely let the balance of my business 

checking account dip below $2,000. That’s because I have automatic payments coming 

out and I don’t want to worry about having enough money in the account and dealing 

with overdraft fees. This gives me peace of mind and allows me to automate my bill 

payments. 

Business Savings Account 

 
This account is used for two purposes. The first is to save money so I can pay taxes 

on a quarterly basis. The second is to have a small “war chest” available in case I need 

some extra cash to invest in my business for whatever reason. 
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Business Credit Card 

 
I use my business credit card to pay for everything I possibly can. Any 

automatic payments or memberships get automatically charged to my credit 

card. Any time I purchase supplies at the hardware store, I use my credit card   

to purchase them. Then, I have it setup so the entire balance on the card gets 

paid automatically from my business checking account each month so I never 

pay interest. This allows me to acquire points on purchases while increasing my 

cash flow. Let’s say a job requires $500 in materials. I can put that on my credit 

card knowing the money won’t be taken from my checking account for at least a 

month. That allows me to collect payment for the job before I have to actually 

pay for the materials 

 
 Take Action:  

 
 
 

If you like the system I’ve shared above, feel free to borrow it. If not, then 

design one that is better for you. Either way, just make sure to make it as 

passive as possible. The last thing you want to do is be constantly worried 

about paying bills. Computers are perfectly capable of doing that for you. 

Before you can open a business bank account, you’ll need to have an EIN 

number If you are incorporated. That’s short of Employer Identification 

Number and the banks need it to setup an account in the business’s name 

unless you are a sole proprietor. Don’t worry, this is easy to get and it’s 

completely free. Just go to this website and it only takes a few minutes to get 

one: https://www.irs.gov/businesses/small-businesses-self-employed/ apply-

for-an-employer-identification-number-ein-online. 

 

https://www.irs.gov/businesses/small-businesses-self-employed/apply-for-an-employer-identification-number-ein-online
https://www.irs.gov/businesses/small-businesses-self-employed/apply-for-an-employer-identification-number-ein-online
https://www.irs.gov/businesses/small-businesses-self-employed/apply-for-an-employer-identification-number-ein-online
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Once you have your EIN, you can go to any local bank or credit union and 

get setup. When I setup my business bank accounts, I just went to the same 

bank where I handle my personal finances. That way I can easily transfer money 

between the two if I ever need to and I can see my account balances in one 

place. Simplicity is your friend! 

 
 

Systems Step 2: 
 

Business Address 

 
For marketing purposes, your business address will be made public. Since    

a large part of your marketing will be online, this is actually necessary. That’s 

why I recommend for most Service Businesses to get a separate business 

address. Now, it likely doesn’t make sense for you to rent an actual office since 

this would cost too much money and wouldn’t provide much value to your 

business. 

Instead, I recommend renting a mailing address from a nearby UPS store or a 

similar mailbox rental service. I’m not talking about a P.O. Box, although that is 

another option. I’m talking about an actually mailing address that doesn’t have 

a P.O. Box attached to it. 

For my handyman business I just use my home address and it worked great.  
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Systems Step 3: 
 

Business Phone Number 

 
The clearer the line between your business and your personal life, the 

better. We’ve handled your bank accounts and your address, now it’s time to 

handle your phone number. As tempting as it might be to just go the easy route 

and use your personal line, I recommend against this. 

For example, what if you wanted to stop offering business services, or you 

wanted to sell your business? All of your customers are going to continue to call 

your personal line. Plus, transitioning the business over to the new owner 

would become more complicated since there is so much marketing out there 

with your phone number on it. You’ve got your business cards, vehicle, website, 

and online directories, all with your phone number on them. 

Also, what if you go on vacation? With a separate business line, it’s easy to 

go on vacation without thinking about work — you just change your voicemail 

greeting to let people know you’re not currently available. But, if you use your 

personal line, you’ll be tempted to answer it the whole time on vacation. 

Bottom line - it’s better to get a dedicated line. And here’s the good news. 

You don’t even have to get a second phone! There are multiple services out 

there that allow you to forward multiple phone numbers to a single phone. 

 
 
 
 

For example, I use a service called Google Voice. It’s completely free, I got 

to choose my own phone number, and it allows me to separate my personal 
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and business phone calls.  

 
 
 

Systems Step 4: 
 

Accounting/Bookkeeping 

 
The next system you’ll setup is your book keeping and accounting system. 

As a business owner, you are required to report the financials of your business 

to the IRS for tax purposes. There are additional requirements as well, such as 

keeping records for the past several years for your business but those details 

are beyond the scope of this book. 

Not only does the IRS require you to keep track of income, expenses, and 

your records, but these are also important for actually reducing your taxes. 

Good book keeping can save you a lot of time and money when it comes time 

to file taxes. The more organized you are with this, the less time you will spend 

on it, and the more money you will save. 

This is a good time to get all of this sorted out since you probably aren’t 

swamped with jobs yet. You can use that extra time to create these systems 

that will allow for a smooth workflow when you do get busy. 

 

 

 

 

Bookkeeping Options 
 

Option #1 - Use a Spreadsheet (simple, but prone to error) 
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The simplest way to track your income and expenses for your business is 

to create a spreadsheet with spreadsheet software. The most commonly known 

option is Microsoft Excel, but there are also free ones available such as Google 

Sheets. Even though this is the simplest form of bookkeeping, it’s prone to 

errors and should only be used for the simplest of businesses. For example, if 

you just plan on offering business services a couple of times a week, this might 

be a good choice for you. But if you plan to generate anything over 

$10,000 each year, this method isn’t the best choice. 
 

Option #2 - DIY Accounting Software 

 
QuickBooks, Quicken, and a myriad of other software options are designed 

with the solo business owner in mind. These programs allow you to keep your 

books like a pro, and make it simple for you. However, there is still a learning 

curve with these programs. The most popular of these is QuickBooks and is 

what I would recommend using is you choose this method. 

Option #3 - Hire a Bookkeeper or Accountant 

 
This is the most expensive option, but in many cases, it will actually save 

you money. For example, if you aren’t good with spreadsheets or dealing with 

numbers, then you’re likely to make a lot of mistakes that could cost you 

hundreds in extra taxes, not to mention time and frustration. You can expect 

to pay anything from $50/month to $300/month for somebody to handle your 

books. 

 

 

I decided to go with the DIY method when I started my business. I found 

software online and tried to use it. Normally I’m pretty good at self-teaching, 

but I was clearly in over my head. So, I hired a bookkeeper to train me on 
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the software. I paid her $25 to show me how to setup my books and do my 

accounting and her help was indispensable. 

However, it still took me a while to figure it out, and I consider myself to 

be pretty good with numbers. But I stuck with it and got pretty good after a 

while. I ended up doing my own bookkeeping for the first year and half or so of 

business. 

Eventually, as my business became more successful, I decided to hire a 

book- keeper to take care of my books for me. I paid her $75/month, which I 

think is a good price for basic bookkeeping. 

 
 

 
 
 
 
 

Systems Step 5: 
 

Managing Customer Information 

 
I don’t know how handymen or any other business service in the days 

before smart phones ran their businesses. How did they keep track of 

important things like unpaid invoices, customer contact information, quoted 

prices for a job, and their schedules? 

 

 

They must have been brilliantly organized people who carried around day 

planners, managed advanced filing systems, and possessed the shear 

willpower to actually stick with all of that paperwork day after day, month after 

month. 
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Me? I was raised in the age of the computer - where all that is done 

for you. I couldn’t handle that sort of manual filing system. I’m too used 

to “outsourcing” part of my brain to my digital devices. I despise physical 

paperwork. 

The older generations might argue that this is a bad thing - and that relying 

on technology leads to lazy thinking. On a certain level, I’d have to agree. But, 

I know from experience that it has made my life much easier - and as long 

as you don’t get lazy - outsourcing these time-consuming repetitive tasks to 

digital devices makes you more effective. It frees up mental horsepower for 

more valuable tasks. The real question is whether you choose to use that saved 
time and energy to be productive or to browse social media, but that’s another topic for 
another day. 

Bottom line: You don’t get paid to manage paperwork; you get paid for 

fixing and improving homes or doing haircuts or whatever brings in the money. 

Anything that can help you do less paperwork is worth its weight in gold. So, in 

this section I’m going to share a simple way to eliminate 90% of the paperwork 

for your business so you can save time and have a more efficient business. 

 

 

 

How To Mange Your Business Entirely 

From Your Smartphone 

As a handyman, you are a mobile technician, and your business should    

be optimized to run on the go. If you are providing services at home, You’ll still 

want to be able to handle just about any task from the seat of your work 

vehicle. Luckily for you, you live in the time of the smartphone, and there’s 
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never been a more powerful device for running a handyman business. 

Not only is your smartphone powerful, it’s getting more powerful with new 

apps and software being designed and improved every day. It’s easier than ever 

to run your business solely from your smartphone, as I have done with my 

handyman business for years. 

The first step is to get a smartphone if you don’t already have one. This is 

a must have tool for your business. Personally, I recommend an iPhone since 

you’ll have more options available to you. But any type of smartphone will work 

just fine. 

 

Next, you’ll need a CMS (customer management system) for your 

smartphone. That’s a fancy name for an app that you can use to manage 

customers, scheduling, and invoices. This is the most important and helpful   app 

of all for simplifying your operation. A good customer management system will 

not only keep track of your customers, but it can even keep track of you. 

Below is a list of what a CMS will help you with as well as two CMS’s that I’ve 

personally used and recommend. 

 
 
 
 
Your CMS will: 

• Store customer information for future reference and easy access 

• Send pre-formatted quotes to customers via e-mail 

• Send receipts to customers via e-mail 

• Track paid and unpaid jobs 

• Keep a list of invoices and customer history 

• Schedule jobs for customers 

• Manage Appointments 

• Some can even allow you to collect payments via e-mail 



97 

 

 

 

#1 CMS - ServiceCall (iPhone only) 

 
ServiceCall is really easy to use and extremely cost effective. Last time 

I checked it was less than ten bucks. I used this for the first 4 years of my 

business. I love this app. There is certainly some room for improvement by 

adding some more functionality and features, but there’s also something to be 

said for the elegant simplicity of it. And when it’s time to do your accounting, 

you can simply e-mail yourself a file of all invoices for the month for easy 

processing.   

 
 

#2 CMS - Breezeworks (Available for iPhone and Android devices.) 
This is the way to go for most handyman businesses. Breezeworks has 

all the functionality of Service Call plus several other powerful features. 

For example, you can sync it with QuickBooks to simplify your accounting. 

You can even use the app to collect payments from customers via e-mail. 

There are several other bells and whistles that can make running your 

business easier as well. There is a small monthly cost for this software, but 

it is a better overall software than ServiceCall and has more support and 

features. 

 
 
 
 

Stage 4:  
Marketing Essentials 

Before starting my business, I assumed that the best way to grow a 

handyman business was to become the most skilled and knowledgeable 

handyman. After all, it seemed to make sense that the more skills I had, the 
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more demand there would be for my services, and as a result, the more 

profitable my business would become. This is partially true. 

But, as I realized later, your success in this business is not a direct result   of 

your skills or expertise. It’s more closely tied to your ability to effectively sell 

your services. Even if you are the best handyman in your city, it won’t matter if 

you can’t demonstrate that to others. Conversely, if you are the worst 

handyman in your city, but you can convince customers otherwise, you can still 

run a profitable business. 

That’s fortunate for me, too, because I wasn’t the best handyman in my city 

when I got started. The only real experience I had before starting my business 

 

was doing a few small repairs on my own home. Customers weren’t flocking 

to me when I told them I was opening my business. In fact, some of my good 

friends continued to hire another handyman even after I told them I was 

starting my business. Even my friends didn’t want to hire me! 

I’m actually thankful for that, too. The struggle to get customers pushed me  

 

to really master my marketing. And as a result, my business became far 

more profitable and enjoyable than it would have otherwise been. 

Think about that for a second. Let it sink it because it’s an important 

concept. Putting time and effort into how your customers perceive your 

business will have a dramatic impact on your success - in the short and long 

term. 

Key Concept: Looking Professional = Higher 

Profits 
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To find evidence to support this concept you don’t have to look far. Take 

a look at one of the most successful home service franchises out there - The 

Geek Squad. 

Founded by Robert Stephens in 1994, The Geek Squad ended up growing 

into a massive success and eventually merging with Best Buy, one of the largest 

electronic retailers in the U.S. 

The Geek Squad has had tremendous success, and they take looking 

professional very seriously. First, they don’t call their technicians service techs, 

they call them “agents.” Second, each agent is required to wear a white button- 

up short-sleeved shirt, a clip-on black tie with a Geek Squad pin, black trousers, 

 

and black lace-up shoes. White and black are the only colors allowed on the 

uniform. 

They’ve gone out of their way to create a certain image for their business. 

Geek Squad’s goal is clear — look professional. And they have a good reason  

 

based, on psychology, for having that goal. Looking professional triggers, 

the customer to see the agent as an authority, which leads to increased trust 

and perceived value to the customer. 

Here’s an example to demonstrate what I mean. Let’s say you walked by 

a man on the street who was wearing a custom tailor suit, a nice tie, and 

was carrying a briefcase. If you’re like most people, you take one glance at 

him and think, “he must be important.” You might automatically think he’s a 

professional. If he gave you some financial advice, you’d probably be hanging 

on every word he said, desperately trying not to forget it. 
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Now, let’s say you walk by a guy dressed in ripped, dirty clothes. His hair 

is all messed up, his face is unshaven, and he’s hunched over mumbling to 

himself. You’d probably immediately assume he was a bum and that any advice 

he gave you, you’d do the exact opposite. That is if you even stopped to listen 

to him at all. 

The unfortunate reality is that people judge you based on your appearance. 

It’s an inescapable aspect of being human. As much as we’d like to believe that 

people are going to like us for who we are and the value we can offer them, it 

just doesn’t work that way. Instead, they judge us by how we look. 

 

However, you can use this to your advantage, which is exactly what we’ll be 

doing in this next session. As a result of putting time and effort into looking 

professional, you’ll get the following benefits: 

#1 – Higher Customer Trust 

 
A customer doesn’t just hire a handyman, they invite that handyman   into  

 

their home. And because of this unique dynamic, trust is critical. Without 

trust, you will never get hired. With it, you’ll attract more customers, get more 

referrals, and grow a thriving business. Trust is really the main goal of looking 

professional. 

#2 – More Profitable Jobs 

 
When customers see you as a professional instead of just some random guy 

offering handyman services, their perception of your value increases. They’ll 

not only trust you more, which is valuable in itself, but they’ll actually expect to 

pay more for your services. It’s a non-verbal negotiation technique. 

Looking professional is also a way of filtering out certain types of leads. 
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People who are just looking for cheap labor likely won’t even call you, because 

they’ll assume you are “expensive.” Believe it or not, this is a good thing. Not 

everyone is your customer, and if you want to run a profitable handyman 

business, you’ll want to attract the high paying customers. 

#3 - More Pride 

 
Looking professional doesn’t just help you land more jobs, it makes you 

feel good. It makes you proud of the business you created — especially if you 

design a brand that you like personally, which I recommend. 

 

How to Look Professional 
 

In order to accomplish our goal of building a professional looking business, 

we’ll focus on a few simple, but powerful aspects of our appearance. If done 

properly, each of these elements will work together to let the customer know 

that you mean business. 

 

• A business logo 

 
• Uniforms 

 
• Business Cards 

 
• A website 

 
• Truck Decals 

 
 
 
 
 
 

Marketing Essentials Step 1: 
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Company Logo 

 
One very simple and effective way to improve your image in the customer’s 

eyes is to have a professional logo. Your logo is the one consistent thing across 

all of your marketing that ties everything together. It will be on your website, 

your vehicle, your business cards, your uniform, and even your invoices. 

It’s the simple image that allows your customers to instantly recognize 

your business. It’s that thing that sticks in a customer’s mind and builds brand 

recognition. The more your customers recognize you, the more they trust you. 

 

 

 

 

 

Tips For A Great Logo 
 

#1 – It should communicate the services you offer. 

 
Since you probably don’t have a huge marketing budget to teach your 

customers what you do, your business name and logo should work together to 

communicate what you’re selling. Ideally, you want customers to know exactly 

what you offer by looking at your logo. 

One thing that people relate with “handyman” is a hammer. Incorporating 

a hammer into your logo design is an excellent way to help illustrate the 

services you offer. The most common element used in logos is a house. Drills, 
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screwdrivers, and characters with tool belts are other examples that would 

communicate the services you provide. Random abstract designs or irrelevant 

images are discouraged. Sure, that worked for Nike and Apple, but you likely 

won’t have a marketing budget big enough to teach your customers what your 

logo means. You want it to tell a story the first time they see it. 

#2 – Your logo should be unique. 

 
Logos are like putting a face to a name. It’s so much easier to remember 

somebody if you have met them face to face as opposed to just hearing their 

name. 

A logo is often the “face” that makes the first impression with your 

customers, as many of them will find you online. You don’t want to look just 

like the rest of your competition or nobody will remember you. Originality is 

always a good idea — at least to the extent you can achieve it. 

 
 
 
#3 – Your logo should attract your ideal customer. 

 
A good logo is designed with consideration to your target customer. If you 

were selling toys to babies, you’d probably want a nice big bubbly lettered 

logo. A logo with hard, sharp lines like those on the Orange County Chopper’s 

logo wouldn’t resonate with mothers shopping for their babies. 

As a handyman, you have quite a bit of freedom here. But, it’s definitely 

something you should consider. Women will make up the majority of customers 

for most home service businesses, so you’ll want to consider this in your  

design. 

 
 

#4 – Colors 
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You’ve likely noticed that most landscaping companies have green in their 

logos. It helps to communicate what they do and when you are talking about 

landscaping, green is a sign of quality. 

As a handyman, you can pretty much choose any colors you want. Make 

sure you choose colors that you like. If you take what I say seriously, you’ll have 

these colors on your uniforms, truck, and other marketing materials. You’ll have 

to look at the colors every day. 

That leads me to one last thing, make sure you like your logo. After all, 

your business is an expression of you and it’s always more enjoyable if you’re 

actually proud of your creation. 

 

 

How to Get a Professional Logo 
 

Most handymen will sketch something up themselves or slightly modify a 

stock photo they find online. While this can work, it’s not recommended. Doing 

this is kind of like wearing an ill-fitting suit. Sure, it’s a suit, but that doesn’t 

mean it looks good. 

Instead, separate yourself from the competition. Have a pro design your 

logo. It’s not as expensive as you might think. 

Ideally, you have the budget to run a competition on 99Designs.com, which 

would run you about $300 for a basic logo. But if you’re on a budget, you could 

try and use a service like Fiverr.com and get a logo for just $5. Or, you can hire a 

local designer and work with them in person. 

 

http://99designs.com/
http://fiverr.com/
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It doesn’t really matter; the important thing is that you get a logo that 

you’re happy with and that tells your customers you are a professional. Of 

course, you could always go back and re-design your logo later, but most 

people never do because they get busy with other things in their business. Get 

this stuff done now while you have the time. 

 
 

 
 
 
 
 
 
 
 
 

 

 

Marketing Essentials Step 2 
 

Dress for Success 

 
I once interviewed an owner of a plumbing company and he was adamant 

that wearing pants instead of shorts actually improved his closing rate with 

customers. Randall Dehart, who now helps handymen with their accounting, 

said that he tested this with his business. He tried shorts for a while, then 

switched to pants and as simple a change as it was, he said pants clearly 

outperformed shorts when it came to turning leads into customers. 

Am I saying you should only wear pants? No. But I think this shows just how 

important it is to look professional - and how even the most subtle of changes 

can make a difference. 
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Here’s how I look at it. If you’re planning to build a franchise or hire 

employees in the future, you’d probably want to go exclusively with pants and 

even stick to a specific style of pants. If you just want to run a one-person 

handyman service, you wouldn’t need to optimize on this level. Personally, 

I like wearing shorts when it’s hot outside, and will continue to do so in my 

business. 

 

However, you will find value in having some sort of uniform because a 

uniform tie together the professional look of your company. When I started my 

handyman business, I had to overcome the fact that some people thought I was 

a teenager. I needed to look like a pro. So, I found some nice polo shirts that 

 

I wouldn’t mind wearing every day and had my logo stitched on the chest on 

the left side of each shirt. I even had matching hats, sweatshirts, and a jacket 

made. Because of this attention to detail, I actually had one customer ask if I 

was part of a franchise. 

How to Get a Uniform 
 

At the very least, I recommend getting some collared shirts with your logo 

on them. Ideally, you will use an athletic material that can withstand some 

wear and tear without breaking down so they last a long time. 

Then, have your logo stitched on the shirt. You can either find somewhere 

to do this online, or you can go to a local screen-printing company; they usually 

offer stitching as well. Most places you go will actually have shirts you can buy 

directly from them. Just make sure to try your shirt on before having 6 made. 

The last thing you want to do is spent $200-$300 on shirts that are ill fitting. 

 
This might seem like a slow process, but if you put some effort into 
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choosing shirts that look professional and you enjoy wearing, it will go a long 

way in both getting more customers and enjoying going to work every day. 

Sometimes it’s the little things that make all the difference. 
 

 
 

 

 

 

 

 

 

 

 
 
 
 

Marketing Essentials Step 3 
 

Business Cards 

 
This is a pretty straightforward business task, but it is important. Getting 

business cards is low-hanging fruit when it comes to spreading the word about 

your services. You’ll want to hand them out to every customer you work for and 

any other time you find that somebody is interested in hiring you. You never 

know who is going to ask for a card, and it’s always embarrassing when you 

don’t have one on you. 

There are a lot of different options for business cards. You can do the 

magnetic ones so customers put them on their fridge. You can get a real fancy 

card with thick paper. Or, you can just get a basic card with your information   

on it. I’ve heard of other handymen who have done very well with the magnetic 
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cards, but I can’t say I’ve personally tested this strategy. 

Regardless of what you do, just get a business card. Ideally it will have your 

company logo on it to make it look more professional and to tie in with the rest 

of your branding. 

 

Tips for Good Business Cards 
 

1. Include your logo 
 

Make sure you cards match the rest of your company branding. This helps 

to demonstrate thoughtfulness and attention to detail — two qualities high 

paying customers love. 

2. Say What Needs To Be Said 
 

Somebody should be able to pick up your business card and immediately 

know what you do and how you can help them. In many cases a company 

name, your name, and your title aren’t enough to explain your services. Here’s 

an example of what you can put on your business cards: “Call me for any small 

repair or improvement. If I can’t help you, I’ll connect you with someone who 

can.” As simple as this sounds, it’s powerful because it helps your customers 

actually visualize how they would use your services. There are lots of things 

you can say on your cards. The better you can help people understand what 

you do, the easier it will be for them to call you and to recommend you. 

3. Include your website address 
 

This adds to your professional image and allows customers to learn more 

about your services. 

 
 
 
 
 
 

Marketing Essentials Step 4 
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Your Website 
 

When it comes to getting customers, there is nothing better than online 

marketing. And, when it comes to online marketing, the one essential 

component is your website. Basically, if you want to maximize the chances of 

succeeding as a handyman, build a professional website. Not only does it give 

you credibility, but also if done properly, it will actually attract customers. 

 

 

Building a website will have an upfront cost in both time and money, but 

the investment is minuscule compared to the benefits it will bring to your 

business. In fact, I’ve found that whether or not a handyman has a good 

website is a key predictor of their success and income. 

How To Build A Website 
 

There are a thousand places you can go to get a website built. You can build 

one yourself, you can pay a college student to build one, or you can hire one of 

the thousands of companies who would love to build you a website. 

For a new business owner, this can be a daunting decision since there are 

so many options, so many levels of quality, and so many potential pitfalls. For 

example, there are dozens of places that offer “free” website builders to lure 

the budget minded business startup into using their system. On the surface, 

these free websites look like a no-brainer deal. But nothing is free, and in 

order to unlock the full functionality of your website you are either stuck 

paying even higher fees, or you’ll have to start from scratch on a new 

platform. Not only that, but when you build your website on a free website 
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builder, you don’t technically own the website. 

As time goes on, your website is an asset to your business because of its 

ability to generate new leads. It’s something you want to own. But if you build 

a website on a free platform, it’s like building a house on somebody else’s 

property. 

 

 

I realize that a lot of people who read this guide don’t know where to 

even begin with a website, so that leads them to assume they need to hire 

somebody. The only problem with this assumption is that in order to hire 

somebody really worthwhile who knows SEO, web design, and how to generate 

leads with your website, it’s going to cost a pretty penny. It’s not cheap to hire a 

pro. Typically, you’d need to spend between $500-$700/month for a quality web 

company to manage your web presence. 

I don’t know about you, but I couldn’t afford that when I started my business. 

I knew online marketing was the key to growing my business, so I invested in 

online training, studied SEO, and slowly put the pieces to together and really 

mastered online marketing for myself. To this date I’ve spent over $15,000 

just on marketing training, primarily focused on online marketing. The same 

strategies I learned in order to grow my handyman business are the same 

strategies I used to get this guide in front of you. 

 
And here’s something important to know. Building a website isn’t that hard 

with the right guidance. The tools and technology available today, if you choose 

the right tools, can make it a fun and enjoyable experience. And since this is 

such an important step and I realize you may not want to spend fifteen grand   
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to learn this stuff, I’ve created some great resources to help you out. 

One option, which is a comprehensive, step-by-step program on how to 

build a website and online presence is a blog post I wrote called “service 

Business Ideas”. It is a quick overview on how to get a domain name, get 

hosting, and how to build your website. This post is designed to take a 

complete internet novice with no technical skills and guide them into  

 

 

building an automated system that consistently and reliably attracts high 

paying customers. 

When Should You Build a Website? 
 

Many people think that it’s best to wait until they’re ready for customers 

to start building their website, but here’s why that’s a bad idea and why you 

should consider getting started right now (even if you aren’t planning to launch 

your business for a few months). 

 

When you first build your website, nobody is going to see it unless you 

actually tell them in person to go check it out or share it on social media. 

That’s because there are millions of websites out there, and nobody is just out 

there waiting to see when a new website pops up. It takes time for Google and 

other search engines to index your website, which means it takes a while 

before you customers will ever even see it. So you don’t have to worry about 

getting a huge rush of customers from just building a website. It takes time and 

is a long-term strategy, the sooner you get started, the better off you will be 

when you are ready to take on customers. 

https://connecticuthandymanservices.com/service-business-ideas/
https://connecticuthandymanservices.com/service-business-ideas/
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Quick Tips For A Good Business Website 
 

1. Include a Picture of You. 

 
A good picture of yourself on your website is critical. Since a customer need 

to bring you into their home in order to hire you, trust is extremely important. 

It’s hard for people to trust you if they don’t even see a picture of you.  

 

 

People want to know who they are inviting into their homes, so make sure 

to have a good, professional picture of yourself. Customers will make an instant 

judgment of both your competence and trustworthiness based on the picture 

they see of you. This isn’t a beauty contest either. Just make sure you are facing 

the camera and looking confident and friendly. 

2. Focus on Benefits not features. 

 
Most people who are new to marketing and sales focus on what they are 

offering. They’ll talk all day about how many services they offer and how many 

years of experience they have and how they are the best. Well, let me let you in 

on a little secret. Your customers don’t care! (At least not as much as you might 

think.) Instead, they want to know what you can do for them. Can you save 

them time from their busy schedule? Can you give them peace of mind? Can 

you make their life easier? Are you going to save them money? These are the 

things your customers really want in a handyman or any other Service Business. 

Sure, they might be looking to get something repaired, and you need to talk 

about your expertise, but just make sure to focus on the benefits of working 

with you specifically, otherwise you’ll just be another commodity service 

competing on price. 

3. Aim for simple, clear, communication. 
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There’s no need to make your website look fancy. In fact, that often just 

leads to confused customers who will leave your site. Instead, aim for a simple 

and professional design. Your contact information should be easy to find on 

every page. It should be immediately obvious what services you offer. It should 

be laid out similar to other websites so customers will know how to navigate. 

 
 
 
 
 

 

 Take Action  
 
 
 

As with each section, it’s time to take action! At this point, decide how you 

are going to handle your online marketing. Are you going to hire it out? Are you 

going to learn it yourself? Do you have a friend or family member you know 

that builds websites? 

Whichever you choose, just make a decision which one you are going to try 

first or at least look into your options. Then, schedule time for the next task 

— to get it built — whether that is reading my free training on how to build a 

website or calling around for quotes. Schedule it now and get the ball rolling. 

Everything, no matter how big or daunting can be broken down into a series of 

smaller tasks. Let’s get this done! 

And by the way, your website can be a work in progress. Don’t worry about 

getting it perfect, you can always improve as time goes on. 

 
 

Marketing Essentials Step 5 
 

Vehicle Branding 
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Next time you’re driving down the street during the workday try and spot 

which trucks are professional service providers. When you do this, you might be 

surprised at how many of them you see. What you’ll also notice is that there is 

a wide range of designs, cleanliness, and professionalism among them. 

 

Sometimes you’ll see a plumbing van with eye-catching cartoony images 

all over the side, advertising their businesses like a big driving billboard. Then 

other times you’ll see a dirty pickup truck with a lumber rack and bunch of 

tools and scraps all scattered around in the bed of the truck. 

But when you look at these vehicles, don’t just pay attention to the way 

they look, pay attention to what you think about the businesses that are driving 

them. What assumptions do you immediately form when you see the dirty 

pickup truck? What about the well-advertised plumbing business? Do you think 

they are expensive or cheap? Do you think they are reliable or unreliable? Do 

they look like they’ll be clean or dirty if they did something in your house? Do 

they seem trustworthy? How would you judge them if they pulled up to your 

house? 

 

What you’ll notice if you do this exercise, is that you tend to judge them 

quite a bit. It’s like the vehicle is telling a story about the person driving it. 

What story do you want your vehicle to tell about your business? What do you 

want your customers to think when they see it pull up to their home? 

The Efficacy of Vehicle Graphics 
 

I’ve spoken to dozens of service providers who say vehicle graphics, if done 

properly, are one of the best advertising methods. There are several reasons 

for this. First, it has a high ROI. Even though vehicle graphics have an upfront 
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cost, long-term they pay off in regular leads with minimal effort. Second, when 

you park in front of someone’s home, everybody on the block will get curious 

and look to see what’s going on. So, they look at your truck and read what it  

 

 

says, effectively giving you free attention. But this is better than just 

normal attention because there is an influential psychological trigger going on. 

Those neighbors will automatically trust you a little bit more since their 

neighbor is hiring you. They’ll think, “well, if Sally hired this company, he must 

be good.” 

 

Vehicle Branding Options 
 

Magnetic Car Signs 

 
This is by far the easiest and most cost-effective way to brand your work 

truck. You can go to sites such as BuildaSign.com and quickly and easily create 

a sign. It usually costs about $40/sign plus shipping. 

This is a good option if you want the ability to remove the signs and 

drive the truck as a personal vehicle. However, I believe these look far 

less professional than vinyl decals. It’s a good option and is better than 

nothing, but if you can afford it, I’d go with something more permanent and 

professional. 

Vinyl Graphics 

 
This is the option that I went with and it ended up costing me about $300. 

The only cost I had was the cost to print the vinyl since I designed everything 

myself and installed the graphics. This is a semi-permanent solution that gives 

you the ability to look very professional and established. If applied correctly, 
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the vinyl will last up to 8 years. 

Custom Vehicle Wrap 

 
If you want to go big with your work vehicle, you can do a full vehicle wrap. 

From what I’ve seen, this will typically cost around $3,000 depending on several 

factors. Vehicle wraps aren’t cheap, but they are eye-catching. You’ll get a lot 

more attention when your entire van is covered in bright colors. 

 

 

 Take Action  
 
 
 

Decide which option you are going to go with. If you have a dedicated work 

vehicle, I recommend you go big with graphics. If you are using your personal 

vehicle, you’ll want to tone it down a bit. 

Then, go online and find a local company to help you get setup with vehicle 

graphics. This can get expensive, but you can save some money by applying 

them yourself. 

 

Stage 5:  
Your Startup 
Marketing Strategy 

In the last section we covered how to look professional and how looking 

professional will impact your customers perceptions — and how in turn that 

will influence the success of your business. That section was all about looking 

like a pro so you can gain customer trust after they’ve been exposed to your 
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business. But, we’ve yet to go over how to get the customers attention in the 

first place, and that’s exactly what this next section is about. 

 

In this section, I’ll discuss several marketing strategies that will attract 

customers. These are proven strategies that work today — not a bunch of 

outdated strategies that worked 10 years ago. We aren’t going to be talking 

about putting an ad in the newspaper. There are more effective ways to 

generate leads. 

And here’s the good news. Almost all of these strategies are completely 

free. They just require effort and the willingness to learn. 

 

And as a side note, I highly recommend you engage in learning your own 

marketing. Many handymen will be tempted to just outsource this completely 

by paying for leads. These are typically the same handymen who struggle to 

stay busy and have to compete on price. One of the keys to running a highly 

profitable business of any kind is to learn how to attract the right customers. 

Here’s How To Spend Your Time During This 

Stage 

Your business is ready to go. All you need now is some customers and 

you’ll have a thriving business that brings you a healthy income. At this point 

your time should be spent in just two ways — either working for customers 

or marketing your business. If you’ve told your family and friends about the 

business, you’ll probably have some jobs coming in here and there. Maybe one 

per month. Maybe several per week. But, you’ll need more than that to sustain 

your business long term. And even if your schedule is full from word of mouth, 
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you won’t want to fall into the word of mouth trap I explained earlier in this 

guide. 

 

So, here’s what to do. When you aren’t working for a customer, spend 

your time either learning or implementing marketing strategies (mostly 

implementing). Your goal is to never just sit around and wait for the phone to 

ring or think, “well I guess there are no jobs today, I’ll just go fishing.” If you just 

wait for your business to build itself, it’s going to take a long, long, time. But if 

you do work consistently on your marketing in your free time, and you focus 

on the right strategies, you’ll be booked solid in a matter of a few months. 

Then, once you’ve established yourself and have regular leads coming in 

automatically, you can take your foot off the pedal a bit. 
 

Let’s say you currently work a full-time job and have decided to dedicate   

10 hours each week to your side hustle. Some weeks you might have no 

customers, or just enough to fill only 4 hrs. In that case, dedicate that 10 hours 

to marketing. 

Long-Term VS Short-Term Marketing 

Strategies 

There are two types of marketing strategies: Long-term and short-term. 

Long-term marketing strategies are those that typically don’t generate leads 

right away, but will generate leads passively when they do start working. That 

means they will work with no continued effort on your part. Right now, all of 

my leads are generating automatically from marketing I setup when starting my 

business. I don’t pay for leads, post ads on craigslist, or hang door flyers. 

Then, there are the short-term strategies. These are marketing strategies 

that will generate leads fast, but require constant attention, effort, or money to 
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maintain. Posting ads on craigslist is a good example. It’s free and it can  

 

generate customers immediately, but for this to keep working you have to 

keep on posting ads every single day. Other examples are paying for leads, door 

flyers, or attending trade shows. 

Both long-term and short-term marketing strategies are important, and   

I recommend utilizing both. However, if you want to create freedom and 

maximize earning potential, you must spend time on long-term strategies. If 

you do, you can eventually stop spending any time here, unless you are trying 

to grow your business further. But if you don’t set up long-term marketing, 

you’ll constantly be hustling for leads, which is not only draining on time, it’s 

less profitable. 
 

Your goals are to get to the point where there are far more calls coming 

in than you can possibly handle - not just enough so you can skirt by until 

next week. 

Key Takeaways 
 

Marketing your business is the key to building a profitable business. Time 

should be spent consistently to attract new customers, especially in the 

beginning of your business. Additionally, time should be scheduled to focus    

on long-term marketing strategies each week so you build a marketing system. 

This will allow you to either completely stop actively marketing your business, 

or to easily scale up and have enough customers to hire another handyman. 

Let’s get started. 
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Startup Marketing Step 1 
 

Google My Business 

 
Google My Business is an essential part of every local service providers 

marketing strategy. Not only is it completely free to use, it works. Formerly 

known as Google Places, Google My Business is Google’s online directory 

of businesses used to connect customers with local service providers like 

you. When a customer searches for a local service provider in Google, like a 

handyman, a map pops up with a few handyman business listings. These are 

Google My Business listings. 

It’s the platform you need to sign up for to have your business show up on 

Google Maps, Google Search, and Google Earth. It does much more than that, 

but for simplicity sake, I’ll stop there. 

 

Now, it may not work as quickly for you because more and more service 

pros are finally figuring out the power of online marketing. But, as time goes on 

and you build up your online presence in other ways, you will start to see more 

leads being generated from Google My Business. 

Technically, this is a long-term marketing strategy, but it can also work in 

the short term. 

 
 

 
 
 
 

When I first started my handyman business I set up a Google My 

Business profile, and within a couple of days I was already receiving 

leads for fence repair jobs. Since then, it has helped me generate many 

leads and continues to play a significant role in my online marketing 

strategy. I love tools like this because they help lower the barrier of entry 

to get started as a service pro. 
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Startup Marketing Step 2 
 

Online Business Directories 

 
Another important piece of the online marketing puzzle is Online Business 

Directories. These are essentially websites that are big directories of local 

businesses. Yelp, Bing Local, and Google My Business are just a few examples. 

These are important because in many cases customers will go directly to 

these online directories to search for service providers. For example, Yelp is   

a very popular platform where customers can to go see local businesses and 

read reviews about them from real customers. 

In most cases these directories are completely free to sign up for, but 

have options to upgrade your listing for a monthly fee. For example, it’s free 

to create a Yelp account, but you can pay to show up at the top of the search 

when somebody types in the keyword “handyman.” 

But, here’s a little tip. Unless you have several customer reviews on the 

online directory you are considering paying for premium placement on, it likely 

won’t help you much. That’s because customers are more interested in reading 

online reviews when choosing who they hire. The online reviews are why most 

people use Yelp and other directories in the first place. 

 

How to Sign Up 
 

Signing up is similar to Google My Business. You just go to each directory’s 

website and create an account, enter your business information, you’re done. 
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However, there are some important things you’ll want to consider when 

signing up. First, make sure your company information is accurate across   

all platforms. This is important from an SEO (search engine optimization) 

standpoint. Also, make sure to fill out your company profile completely. The 

more information and pictures you upload about your business, the more likely 

those online directories will put you in front of potential customer 

 
 
 

 

 Take Action  
 
 
 
 

Startup Marketing Step 3 
 

Craigslist 

 
Here’s a short-term marketing strategy that you can use to generate some 

customers today. Seriously, if you implement this right now, you may even get a 

lead today. 

If you don’t already know what Craigslist is, it’s basically a virtual garage 

sale similar to Ebay. People can buy and sell goods and services on this 

completely free platform. Craigslist is mostly used for buying and selling used 

items, but it’s also a great way to sell your services, especially if you’re on a 

tight marketing budget. 

I’ve heard of some handymen who have done very well with Craigslist, 

generating the majority of their business from the free platform. And, I’ve heard 
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of others who used to get great results with it, but say the competition has  

risen to the point where it’s no longer worth it. As with all things, whether or 

not this strategy works for you will be determined both by your skill in writing 

an ad, and the level of competition in your specific area. No two cities will be 

exactly the same, which is why you’ll want to test it for yourself. 

Personally, I’ve generated a decent amount of leads advertising on 
 

Craigslist, and still view it as a worthwhile marketing method to test for all new 

handyman businesses. Since it’s free, and only takes a minute to post an ad, 

why not at least give it a try? 

Here’s what to do 
 

Most people will go on Craigslist and post a big long ad talking about every 

single service under the sun that they offer. This strategy rarely works. 

Instead, I recommend posting several ads, all for different services. For 

example, you might post an ad for fence repair and just talk about fence repair, 

or one of the other specific services you offer. This strategy works because it 

helps you stand out. When somebody searches for a handyman they might 

find 20 or 30 ads. But, they are usually looking for a specific service. If they see 

an ad titled “Fence Repair” and that’s what they are looking for, they are more 

likely to click that ad then a general “Handyman Services” ads. 

 

 

 Take Action  
 
 
 

Choose at least three services to advertise on Craigslist for your initial test 

run. Then, sign up for an account on craigslist and post your first ads.  
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See how it works. You might generate several leads from one ad in a day, or 

you might only get one or two each week. Either way, keep tweaking your ads to 

see what works best in your area. Tweak the title of the ad. Tweak the copy of 

the ad. Add pictures to see if that works. 

Sometimes people will try craigslist and say, “this doesn’t work!” after only 

one or two ads. Don’t do that. As with anything, there is a little bit of skill and 

experience involved in writing a good craigslist ad. Test the strategy for at least 

four weeks before deciding if you want to continue. 

 
 
 
 
 

Startup Marketing Step 5 
 

Content Marketing 

 
The internet has transformed entertainment in several ways - which has  

in turn change marketing in an even bigger way. Just a couple of decades ago, 

most of the entertainment we viewed came from either our TV or via the radio. 

But as computers become more popular across the globe, and more people   

get on the internet every year, we are seeing a major shift in how people spend 

their attention - and as a result, how businesses approach their marketing. 

Because of this shift, there is a big opportunity for you to market your 

handyman business both more effectively and for less money. Let’s examine 

how that works. 
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First, let’s take a look at big media (TV, Radio, magazines, etc.). In most 

cases they monetize their programming by having advertisements. Basically, 

you get to watch whatever programming they’ve spent hundreds of thousands 

to put together, and in return they get your attention so they can sell to 

advertisers through commercials. As a handyman business, it rarely ever made 

sense financially to advertise on big media like TV or even radio. The cost is 

just too high. 

 

But, since attention is now shifting toward the internet, this has changed 

the game. Now, any small business can essentially become its own media 

company — and they can do it for almost no monetary investment. It just 

requires their time. For example, you can post videos on YouTube, start a 

podcast, or simply write helpful articles on your website in order to capture 

your target customers attention. Then, once you have their attention, you have 

an opportunity to sell them your services. 

I’ve personally experimented with a wide variety of these media platforms. 

I’ve written hundreds of blog posts, I’ve published several YouTube videos; 

I’ve even published a podcast. And guess what? Hundreds of thousands of 

people have read, watched, or listened to me. In fact, that is how you found and 

invested in this guide. You likely either found me on YouTube, my podcast, or an 

article I wrote on my website. 

And here’s a helpful little secret. This also works for small local handyman 

services! In fact, it’s one of my best marketing methods. On a basic level, 

I simply write articles about services that I provide and post them on my 

website. I make sure to include a few critical elements and voila - out pops 

some new leads. I call these “Instant Expert Articles.” 
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Now you might be thinking “But I’m not a writer!” I totally understand where 

you’re coming from. When I started my handyman business, I wasn’t a good 

writer either. But you don’t need to be a good writer. Just like you don’t need to 

be a movie producer to create YouTube videos that millions of people will watch. 

Just go watch a few YouTube videos to see what I mean.  

The best part about using this strategy is that you don’t have to keep on 

creating new content over and over again. I completely stopped writing articles 

for my handyman business after just my first year in business, but those 

articles I did write continue to generate leads for me. Just like a classic movie 

will be watched for decades, helpful content online will be read, watched, or 

listened to for years. 

Let’s sum this up. Basically, if you create content of any type online that 

your ideal customers will find useful, entertaining, or helpful in any way, it   

can generate leads for you on autopilot. It’s called content marketing. And, 

not only will it be free advertising for your business, content marketing builds 

authority for your business. When customers see you as the authority, they 

trust you more and are often willing to pay higher prices for your services 

because they see you as the go-to person for whatever services you talk about 

in your content. This marketing strategy works like a double whammy — it’s the 

ultimate long-term marketing strategy. 

 

 

Your Marketing Strategy 
 

So far in this section I’ve provided you with five examples of the most 

effective marketing strategies for a handyman business. I’ve also given you a 

brief overview of each with a few tips to help you along the way. Additionally, a  
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large portion of other sections of this guide have been dedicated to 

marketing, whether you have realized it or not. 

However, diving deep into how to execute various advertising strategies 

is not the focus of this guide. And because of that, I have only brushed the 

surface in this last section. So, I highly recommend that you seek further 

education on how to implement these and other marketing strategies. For 

example, building a website and online marketing are complex subjects that 

would be difficult to navigate based on the information in this guide alone. 

I’ve created several other marketing training tools that do go into depth, 

and even walk you step by step through executing your marketing strategies. 

Whether you invest in my training or other training tools, I recommend you 

continue your learning. If you’ve executed everything in this book up to this 

point, you have a great foundation, and are already miles ahead of most of  

your competition. There is much more to learn that will build upon what you’ve 

already done and help you create an amazing business. 

Bonus Chapter  

TIPS FOR RUNNING A 
SUCCESSFUL HANDYMAN 
BUSINESS 

 
 

 

Up until this point I’ve given you a clear path to getting your handyman 

business off the ground in a way that will not only bring you short term income, 

but will set you up for success in the long term. 



128 

 

 

 

I’ve mainly focused this guide toward having you build the business side of 

things, because that’s what most new business owners need. 

Chances are that you are already a helpful, skilled person. However, I 

wanted to include one more bonus section to dive into some topics that are 

important to the business, but not directly tied to just getting started. 

So, here are some essential tips for creating long term success as a pro 

handyman. 

#1 - Always Do What You Say You Will Do 
 

This advice may sounds obvious to you, but it’s so important. As a 

handyman, simply following through on what you tell a customer is essential.  If 

you say you will send them a quote by Thursday, make sure you send it by 

Thursday. If you say you will be at their house at 10am, be there at 10am. If you 

say you will call them back, call them back. 

It can be easy to get into the thought that this small stuff doesn’t matter, 

or that your customers are used to that sort of treatment. It does matter,  

and it matters big time. When you don’t follow through on your word, you 

immediately lose trust, and the relationship between you and your customers 

gets dented. Eventually they won’t be able to believe a word you say. 

But when you simply follow through, it shows them they can rely on you. 

And the more they feel they can rely on you, the more they will continue to 

 
 
 

rely on you. This is how long-term relationships are built with your customers. 

And as a handyman, your existing customers will make up the majority of your 
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income. Keeping them happy is essential. 

I think it’s important to note that having integrity doesn’t mean trying to 

please everybody. Doing what you say you will do and being a “yes man” are 

two totally different things. In fact, in order to actually give a high level of 

service to some, you’ll have to turn down others. Sometimes being good at 

following through is a matter of carefully choosing your commitments. 

#2 - Always Have the Customer’s Interests In 

Mind 

I tend to be brutally honest with people. Sometimes that gets me in 

trouble, like when my wife asks me if I like her dress. And, other times it helps 

me out, like while growing my handyman business. 

As you already know, I didn’t have much experience when I started my 

business. I was still learning most home repair skills while actively quoting 

customers. Because of this, I would often be asked to do projects that I wasn’t 

comfortable doing. Because of my extreme honesty, I would just tell a customer 

that. I’d simply say that I wasn’t sure I’d be able to guarantee a quality service if 

I took on that project. As you can imagine, I lost quite a few jobs this way. 

Then, as I got more experienced and learned the industry, I’d constantly 

have my customers asking me to do stuff that I thought was a waste of their 

money. Sometimes it was a waste of money because the repair wouldn’t work. 

Other times it was a waste of money because I wasn’t the most efficient way 

 
 
 

to get it done. They could get it done much cheaper, and at the same quality if 

they hired somebody else. So, again, being the honest person that I am, I would 

tell them so. Despite the fact that I was going to potentially lose the job by 
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telling them they shouldn’t hire me, I did it anyway. 

I’ve always been surprised by the response I got from customers. In many 

cases, they would still want me to do the project, even if I wasn’t confident or 

wasn’t the cheapest option! They’d say things like “well, we trust you and we’d 

prefer that you did it.” 

Then, other times they would stare at me stunned for a second, and then 

thank me for being honest. But here’s the really interesting part; whenever I 

would turn a customer down on a project, they would call me over and over 

again for their future repairs. Sometimes I would turn them down 3 or 4 times 

before I’d finally allow them to hire me! 

This might sound crazy, but I did it because I was operating with their 

interests in mind. I was there to help them, not just make a quick buck at their 

expense. This allowed me to gain their trust, and once you have a customers 

trust, they will hire you again and again because so few contractors are 

trustworthy. 

If you can manage to keep your customer’s interests in mind at all times, 

you will lose some jobs in the short term, but you will position yourself for 

massive success, a great reputation, and a highly profitable business in the 

future. 

 
 

 

#3 - Communication is Your Ticket to 

Financial Freedom 

We’ve all had poor communication situations, and we all find them 

frustrating. Like when your flight is delayed at the airport and nobody will tell 

you why. Or, when you’re waiting for a meal and you’ve heard no updates from  
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the waitress. Or, when you walk up to a bar to order a drink, and the 

bartender completely ignores you even though you know he saw you approach 

the bar. These situations drive most of us crazy. All we really want is to feel 

acknowledged and to know what is going on. We wouldn’t get mad if the airline 

would just explain what was going on and how long it might take. We wouldn’t 

get mad at the waitress as long as she let us know what to expect. And, we 

wouldn’t sit there frustrated at the bartender if all he did were turn to us and 

say “Hi, I’ll be with you after I serve the four other people ahead of you.” 

These are just small examples of how important a bit of communication 

can be, and while you may not deal with these exact situations as a handyman, 

communication is just as important. For example, if you get caught up on 

another job and are going to be late, a simple phone call letting the customer 

know will go a long way. 

Communication is much more than not ignoring people. In order to 

communicate effectively, you must actively listen to what they have to say. 

Ask lots of relevant questions. Listen ten times more than you talk, and make 

sure you fully understand what your customer wants before ever starting a job. 

Don’t make assumptions based on what you think they want. Then, when it’s 

time to get started on a project, keep them updated. If something changes, let 

 
 
 

them know. If you need to run to the store for a part, tell them why and how 

long you’ll be gone. 
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#4 - Focus On Quality 

“The bitterness of poor quality remains long after the sweetness of low price is forgotten” – 

Benjamin Franklin 

In most cases, hiring a handyman is a luxury purchase. Not everybody can 

afford it. But those who can want perfection. Be wary of the customer who says 

things like “this should be easy.” Or, “this should just take a few minutes.” That 

might lead you to believe that they just want a temporary, quick fix. 

However, I assure you that is not the case. Never let a customer tell you how 

well to do your job or to cut corners. Instead, always focus on producing a high 

quality result. Your name is on that project, so don’t do something you aren’t 

proud of. 

In some cases, you will underbid a job and feel the need to rush it so    

you don’t lose any money. Don’t let one mistake lead to another, or else your 

reputation will suffer. A few bad online reviews can really hurt your business 

and to customers, it doesn’t matter that they got a discount. They still want 

quality. 

Always play the long game — don’t make short term sacrifices for short term 

gains. 

 
 
 

#5 - Work on Your Business, Not Just in 

Your Business 

As your business becomes more successful and your schedule fills up, it 

becomes harder and harder to find time to improve your business. Since you 

are the labor, the manager, and the entrepreneur all built into one, it’s easy to  
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just focus on offering the labor because that’s where the money comes 

from. If you focus only on the labor your business will hit a glass ceiling. To 

break through this ceiling, or to make sure one never exists in the first place, 

spend time each week working on your business. Maybe take an entire day on 

Friday, and dedicate that time to improving your business. Ask yourself 

questions like “how can I schedule myself more efficiently?” “What are my 

most profitable jobs?” “How can I get more of my most profitable jobs?” 

“Which jobs are least profitable and how can I eliminate them?” “What tasks 

am I doing over and over that I can eliminate or outsource?” 

Depending on where you are on your business journey, these questions will 

have different answers. But, the important thing is to keep asking them and 

implementing whatever answers you come up with. Doing so will lead to more 

personal freedom, higher profits, and a more enjoyable business. Letting this 

stuff slide can leave your business stagnate, boring, and repetitive. 

Again, this is about playing the long game for bigger wins. Sure, there are 

short-term opportunity costs to spending time marketing and optimizing 

your business because those activities don’t directly bring you income. Just 

remember, that lost short term income will easily be offset by the long term 

gains of doubling, or even tripling your income per hour worked. 

There’s always room for improvement as long as you keep looking — both in 

business and in life. 


