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This cooperative agreement is partially funded by the U.S. Small Business Administration. SBA's funding is not an endorsement of any products, 
opinions or services. SBA funded programs are extended to the public on a non-discriminatory basis.

Navigator Business Plan Edition
Most lenders will not consider a loan application without a solid 
business plan. Create your own business plan with secure, online 
access for multiple authors, step-by-step instructions, sample outlines, 
and feedback from a professional ISBDC advisor.

Market Research Reports
Researching local market demographics can give your business insight 
on consumer buying behavior. The ISBDC can provide your business 
with access to the same demographic profiles large corporations use 
when making marketing and relocation decisions. Grow your business 
with an accurate view of your market.

Develop Prospect and Competitor Lists
How do you identify competitors or develop a B2B prospect list? 
Thumbing through the yellow pages? Searching the Internet? With our 
help, there is a better way. The ISBDC uses leading company directory 
databases to help you develop the contact lists your company needs.

Researching Your Industry
The ISBDC has access to many nationally recognized market research 
databases. Let us help you locate accurate and relevant industry 
information. Learn what you need to know; including market trends, 
best practices, current market conditions, industry leaders, and upcom-
ing industry-specific technology.

Financial Understanding and Growing Your Bottom Line
Most entrepreneurs focus on growing their business through product 
development and increasing sales. It’s easy to lose sight of internal 
processes and how low efficiency can be wasting more money than one 
might think. The ISBDC can provide you with a comprehensive evalua-
tion of your company’s current financial position. Each report includes 
industry specific performance ratios and benchmark data, a liquidity 
study to evaluate your company’s ability to meet financial obligations, a 
profits and profit margin report, a sales trends assessment, a borrowing 
report to see if your company is borrowing profitably, a comprehensive 
assets anaylsis to verify that your company is using its fixed assets as 
effectively as possible, and an employees report to see who’s effective 
and where there is room for improvement.

Mystery Shopper Program
ISBDC secret shoppers will objectively measure customer service, 
quality, price, and the total shopping experience over the phone, online, 
and/or in person.

Collegiate Management Program
Free and confidential advice from a professor-guided team of college 
students who learn your company’s goals and challenges and formally 
present strategic solutions.

And Much More
The ISBDC resources do not end here. Complete an ISBDC online 
assessment to connect with an ISBDC Business Advisor and start 
tapping into all of these powerful resources.
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Households 2007 Households by Income
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Source: U.S. Bureau of the Census, 2000 Census of Population and Housing. ESRI forecasts for 2007 and 2012.
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Electrical Contractors
QUARTERLY UPDATE  6/21/2010
SIC CODES: 1731

NAICS CODES: 23821

Industry Overview

The US electrical contracting industry includes about 70,000 companies with combined annual revenue of $110 billion. 
Major companies include EMCOR Group, Rosendin Electric, Integrated Electrical Services, MYR Group, and Bergelectric 
Corp. The industry is highly fragmented: most firms have less than $2 million in annual revenue, about 10 employees, 
and work in a single market.

COMPETITIVE LANDSCAPE

Most electrical work is driven by new residential and nonresidential construction. Maintenance and repair work 
(sometimes called "facilities services") is less sensitive to real estate cycles. Larger companies have an advantage in 
getting contracts because of the increasing complexity of electrical projects and systems, and due to consolidation in the 
real estate management industry. Building managers typically prefer to deal with contractors who can provide service in 
multiple markets. Small companies can compete in local markets through service, word-of-mouth referrals, and 
relationships with general construction contractors. The industry is labor-intensive: average annual revenue per 
employee is about $140,000.

PRODUCTS, OPERATIONS & TECHNOLOGY

Electrical contracting involves installing and maintaining electrical power systems, conduits, cables, control panels, 
generators, lighting systems, video and data systems, and low voltage systems (fire alarms). The three major 
categories of contracting work are new construction (50 percent of business); electrical systems replacement in existing 
buildings ("retrofitting," 30 percent); and maintenance, repair, and replacement (MRR) work (20 percent). Electrical 
contractors often work as subcontractors on large projects.

In addition to estimating costs for contracts, operations involve reviewing engineers' plans and specifications, scheduling 
crews, managing inventory, and scheduling equipment to ensure that a contract is fulfilled according to schedule.

Electricians must be able to read blueprints to install wiring. Besides common electrical systems, commercial projects 
often include fiber optic installation. Residential and commercial projects may include solar installations. Other green 
projects include wind energy, net metering, and cogeneration.

Commercial projects account for 30 percent of the market, residential work (single and multifamily) accounts for 25 
percent, industrial and institutional, each for about 15 percent. Other segments include utility work and 
transportation/lighting.

SALES & MARKETING

Besides homeowners, typical customers are commercial building owners, general contractors that subcontract the 
electrical portion of a construction job, and facilities managers requiring maintenance, retrofitting, and upgrading 
services.

Small contracting businesses use radio, Yellow Pages, and other local advertising venues to market their business. 
Large companies benefit from national advertising campaigns in trade journals and other targeted publications to reach 
facilities managers, government officials (who put government contracts out for bid), and large building owners. They 
may have sales organizations that target construction firms. Referrals and word-of-mouth recommendation are 

INDUSTRY SCORECARD 

Financial Indicator Current Period Industry Range
Distance from 

Industry

Current Ratio 1.16 1.30 to 2.10 -10.77%
= Total Current Assets / Total Current Liabilities 

Explanation:  Generally, this metric measures the overall liquidity position of a company. It is certainly not a 
perfect barometer, but it is a good one. Watch for big decreases in this number over time. Make sure the 
accounts listed in "current assets" are collectible. The higher the ratio, the more liquid the company is. 

Quick Ratio 0.74 0.70 to 1.30 0.00%
= (Cash + Accounts Receivable) / Total Current Liabilities 

Explanation:  This is another good indicator of liquidity, although by itself, it is not a perfect one. If there are 
receivable accounts included in the numerator, they should be collectible. Look at the length of time the 
company has to pay the amount listed in the denominator (current liabilities). The higher the number, the 
stronger the company. 

Inventory Days 18.54 Days 10.00 to 20.00 Days 0.00%
= (Inventory / COGS) * 365 

Explanation:  This metric shows how much inventory (in days) is on hand. It indicates how quickly a company 
can respond to market and/or product changes. Not all companies have inventory for this metric. The lower the 
better.

Accounts Receivable Days 0.73 Days 1.00 to 5.00 Days +27.00%
= (Accounts Receivable / Sales) * 365 

Explanation:  This number reflects the average length of time between credit sales and payment receipts. It is 
crucial to maintaining positive liquidity. The lower the better. 

Accounts Payable Days 43.65 Days 10.00 to 40.00 Days -9.13%
= (Accounts Payable / COGS) * 365 

Explanation:  This ratio shows the average number of days that lapse between the purchase of material and 
labor, and payment for them. It is a rough measure of how timely a company is in meeting payment 
obligations. Lower is norm
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ally better. 

Gross Profit Margin 37.00% 50.00% to 66.00% -26.00%
= Gross Profit / Sales 

Explanation:  This number indicates the percentage of sales revenue that is paid out in direct costs (costs of 
sales). It is an important statistic that can be used in business planning because it indicates how many cents of 
gross profit can be generated by future sales. Higher is normally better (the company is more efficient). 

Net Profit Margin 12.70% 1.00% to 5.00% +154.00%
= Adjusted Net Profit before Taxes / Sales 

Explanation:  This is an important metric. In fact, over time, it is one of the more important barometers that 
we look at. It measures how many cents of profit the company is generating for every dollar it sells. Track it 
carefully against industry competitors. This is a very important number in preparing forecasts. The higher the 
better.

Advertising to Sales 1.33% 1.40% to 3.20% +5.00%
= Advertising / Sales 

Explanation:  This metric shows advertising expense for the company as a percentage of sales. 

Rent to Sales 11.00% 3.80% to 7.50% -46.67%
= Rent / Sales 

Explanation:  This metric shows rent expense for the company as a percentage of sales. 

G & A Payroll to Sales 4.80% 18.00% to 30.00% +73.33%
= G & A Payroll Expense / Sales 

Explanation:  This metric shows G & A payroll expense for the company as a percentage of sales. 

Sales Per Square Feet = Sales / Square Feet Seat Turnover = Customers Served / Seats 

Direct Labor Ratio = Direct Labor / Sales 

LIQUIDITY 
Generally, what is the company's ability to meet obligations as they come due? 
   
Operating Cash Flow Results
It is favorable that the company is generating positive operating profits and positive cash flow from 
operations for the period. Additional cash flow may be needed to boost the overall liquidity position of the 
company over time (this will be discussed in more detail below). It is also good to see that cash flow and 
profits are of the same quality, as these two key metrics should line-up in terms of strength and direction 
over time. 

General Liquidity Conditions
It is curious to see flat conditions in this area accompanied by increases in sales volume. It is often the case 
that expansion of the business may be hurting the firm's liquidity position. Also monitor the net 
margin decline -- it could become a problem, as will be discussed in the next section. 

The company's liquidity position looks fairly similar to last period. Looking at the graph area of the 
report, it becomes evident that some of the firm's major liquidity indicators remain relatively unchanged. This 
specifically means that the company's current ratio (which measures its overall liquidity position) is poor, as 
was the case last period. Also, the company's quick ratio (which measures the ability to get cash quickly) is 
about average. 

Generally, some companies may find meeting obligations to be a difficult task in this present condition. 
Therefore, the company may need to do better here. For example, even though the firm's quick ratio is 
average, this can typically mean that there may be some weakness in this area. With little total current asset 
support beneath the firm's more liquid assets, there will possibly be problems if the cash account falls for any 
reason.

It should be noted that the company’s accounts payable days are high, which would generally not be viewed 
favorably by creditors. However, this may be a positive for the company’s current liquidity situation if it is 
extending its payment period to make use of trade credit (since this can be a lower-cost form of borrowing). 
Also, the company has done a good job of keeping its accounts receivable ratio low -- collecting money from 
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Indiana Small Business Development Center

Report prepared for:  Sample Restaurant 
Industry:  72211 - Full-Service Restaurants 
Revenue: $1M - $10M 
Periods:  12 months against the same 12 months from the previous year 
By: Your Trusted Business Advisor 
Phone: 555-555-5555 

LIQUIDITY

PROFITS & PROFIT MARGIN

SALES

BORROWING

ASSETS

EMPLOYEES

INDUSTRY-SPECIFIC PERFORMANCE RATIOS 

What are the Key Performance Indicators for the business? 

This section of the report provides Key Performance Indicators (or KPIs) for the business being analyzed. 
A KPI can be either a financial or a non-financial metric, but it is typically a number or ratio that is easily 
obtained and tracked by the business as an early indicator of how well it is performing. The ratio calculations, 
graphs, and benchmarks displayed below are specific to the particular industry this business operates in. 
Tracking these KPIs over time as a trend and also as they relate to the industry comparison benchmark can 
help lead to more effective management of the business, although it is important to be aware that a KPI may 
be more of a rough measure of effectiveness than a precise indicator. 

Food Costs to Sales = Food Costs / Sales Sales Per Seat = Sales / Seats 
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How to Start Working with Your ISBDC
Grow Your Business. Bigger.
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1. Northwest - Crown Point
9800 Connecticut Drive
219.644.3513
northwest@isbdc.org

2. North Central - South Bend
401 E. Colfax Ave., Suite 120
574.282.4350
northcentral@isbdc.org

3. Northeast - Ft. Wayne
4312 Hobson Road, Suite B
260.481.0500
northeast@isbdc.org

4. Hoosier Heartland
West Lafayette Office
1201 West State Street
765.496.6491
866.961.7232
hoosierheartland@isbdc.org

7. West Central 
Terre Haute Office
800 Sycamore Street
812.236.7676
800.227.7232
westcentral@isbdc.org

5. Central - Indianapolis
9301 E 59th Street, Room 147
317.233.SBDC (7232)
central@isbdc.org

6. East Central - Muncie
345 S. High Street, 2nd Floor
765.282.9950
866.596.7232
eastcentral@isbdc.org

9. Southeast - New Albany
3000 Technology Avenue,
Suite N2225
812.952.9765
southeast@isbdc.org

8. Radius Indiana - Bedford
1504 I Street
317.695.7261
radius@isbdc.org

10. Southwest - Evansville
318 Main St., Suite 401
812.425.7232
southwest@isbdc.org

  •

Visit the ISBDC Website at 
www.isbdc.org 

Complete an ISBDC
Online Assessment

Our Business Advisors meet with over 3,000 entrepreneurs a year.  We require many clients in business for less than one year to attend 
an ISBDC business overview workshop before tapping into ISBDC consulting resources. Because most of our funding comes through 
tax revenues, we have the responsibility to maximize every dollar. By having a “first-step” requirement, we demonstrate to taxpayers 

that the business owners we work with have a commitment to education and growing their business.

Free, confidential, one-on-one business assistance is available for all Indiana
entrepreneurs. Follow this simple process to access the ISBDC’s resources:

ISBDC Contact Information

Your Local ISBDC Office Will Create
Your Customized Work Plan

Bloomington Office
501 North Morton Street, Suite 106
812.334.4070
westcentral@isbdc.org

Kokomo Office
700 E. Firmin Street, Suite 106
765.454.7922
866.961.7232
hoosierheartland@isbdc.org
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