


A C A D E M Y  F O R  P R O F E S S I O N A L  P A I N T I N G  C O N T R A C T O R S  

UNSTUCK! 

 

For Painters Stranded at $150K to $350K in Personal Income 

WATCH THE FULL VIDEO TRAINING HERE!  

 

 

 

T A L K  T O  B R A N D O N  L E W I S  N O W !  

Academy for Professional Painting Contractors 

12 Years · 801+ Painters Coached · 7 Countries 

https://www.paintersacademy.com/unstuck/
https://www.paintersacademy.com/free-diagnostic-call/
https://www.paintersacademy.com/unstuck/
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I N S I D E  T H I S  R E P O R T  

What This Report Covers 

 

 

 

1) Opening Message 

2) Brandon Lewis: Background and Perspective 

3) Key Concepts Before the Nuts and Bolts 

4) Income Benchmarks and Owner Income 

5) The Basic Pipeline of Profit 

6) Process Improvement and Recurring Calendared Events 

7) Millstones That Weigh a Business Down 

8) Macro Metrics and Staffing 

9) Owner Time Management 

10) Basic Technology Skills 

11) Operations: The Six Fundamental Systems 

12) Operations Metrics That Matter 

13) Marketing: Build on the First Referral and the Second Transaction 

14) In-House List Management and Reactivation 

15) B2B Referral Marketing 

16) Commercial Repaint Marketing 

17) Net-New Marketing and Event Marketing 

18) Sales: Persuasion, Differentiation, and Process 

19) Sales Metrics 

20) Your Three Choices 

21) Why Call Brandon Lewis 

22) What Makes Coaching Effective 

23) Why Brandon Does This Work 

24) Closing Encouragement 
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S E C T I O N  E I G H T E E N  

Sales: Persuasion-Differentiation-Process 

 

Most people think the sales process exists just to hand someone a price. That is not the goal. The goal 
of a sales call is to get the maximum transaction size, at the maximum ethical charge rate, at the 
optimal close rate, while differentiating yourself so well that the client is nervous about hiring the 
low-cost provider. 

Think Like the Client 

From the client's point of view, this is a high-risk transaction. It is expensive, and there is low trust 
with painters. Your client is thinking: Will he show up? Are these men background-checked? What if 
something goes wrong? Is the warranty real? The sales process is largely about reducing risk and 
presenting value. 

 

T H E  P O W E R P O I N T  P R E S E N T A T I O N  P R O C E S S  

We show up professionally with photo ID lanyards, client gifts, a structured diagnostic 
conversation, and a clear buy-in process. We leave a large social proof book full of testimonials, 
documentation, and evidence. We measure, estimate using production rates, print the estimate, 
handle objections, and ask for the sale in person. We do NOT simply email a PDF and hope. 

 

The average American takes about 68 days to make a $500 durable-goods purchase. Yet many owners 
will spend all day writing estimates and almost no time following up. You make far more money per 
hour from effective follow-up than from writing new estimates. And follow-up should not be 
impersonal CRM spam when the service is worth $10,000, $20,000, or $25,000. 
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C L O S I N G  

Closing Encouragement 

 

I hope this has helped you get unstuck in your painting business. The only thing separating you from 
the vision of the painting business you actually want is your willingness to take a step. That step might 
be a phone call. It might be an email. It might be having the courage to request a diagnostic and then 
following through. 

The systems work. The concepts work. The sequence matters. The discipline matters. And if you will 
stop trying to guess your way through this and start building your business with intention, structure, 
and accountability, then the kind of company you want is not some fantasy. 

 

It is achievable. 

The Sky's the Limit. 

 

 

Brandon Lewis 

Academy for Professional Painting Contractors 
 

 

CLICK HERE to Speak with Brandon Lewis 
 

https://www.paintersacademy.com/free-diagnostic-call/
https://www.paintersacademy.com/free-diagnostic-call/

