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    To my family-for your patience, encouragement, and unwavering support through every late night, early flight, and time on the road. You are the foundation that has held me steady through it all. Special thanks to my wife, Dawn, and my daughter, Cassi, who encouraged me to write this book when I thought I had nothing to share.

To the mentors who guided me, the colleagues who shared the journey, and the clients who place their trust in me, thank you.

And to the next generation of builders, engineers and leaders, may you never forget that construction is about more than projects and profits. It's about people, purpose, and the pursuit of excellence.

Keep building what matters. Keep earning trust. And always-delight the client.



    



	[image: ]

	 
	[image: ]





[image: ]


Introduction
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Why Every Construction Professional Must Learn to Sell — Without Selling Out

If you’ve worked in construction long enough, you’ve probably heard it: “I’m not in sales — I just do the work.”

It’s a common refrain from project managers, engineers, inspectors, and superintendents who pride themselves on technical expertise and delivering great projects. For years, I said the same thing myself.

But over the course of four decades in this business, I learned something that changed the trajectory of my career — and the success of the teams I have led:

In construction, everyone sells.

Whether you are a field engineer talking to an owner’s rep, an inspector explaining test results, or a project manager giving a presentation, you are constantly influencing outcomes. You are shaping trust, credibility, and perception — all the ingredients of business development. The best professionals in this industry do not just build projects; they build relationships that create opportunities.

That realization did not happen overnight. Early in my career, I thought that if we did decent work, the work would keep coming. But I watched as competitors — sometimes with less technical capability — kept winning projects because they were better at telling their story, connecting with people, and building long-term trust.

As a young Project Manager for a public agency, I saw first-hand how some General Contractors and Construction Managers won our work. Yes, they were technically competent, but they were also passionate, better at connecting with people, and good story tellers.

I left public service after years of managing billions of capital improvements in housing and criminal justice and joined a mid-size GC in Philadelphia. I was Business Development Manager responsible for achieving our sales goal and building brand recognition. It was big responsibility.

I quickly learned that I could not do it on my own. I was determined to build strong relationships with our operational leadership. We did not call it Doer Seller back then, but working with the PM’s, PX’s and Superintendents who can deliver and develop business was critical to our success. And when I started mentoring others, I realized that most of the next generation of professionals are never taught these skills.

That is why I wrote this book.



This is not a book about becoming a salesperson.

It is a book about growing your influence, communicating your value, and creating opportunities for yourself, your clients, and your firm. It is about learning how to represent your organization with authenticity and confidence — whether you are preparing a proposal, leading a presentation, or having a cup of coffee with a client.

We will talk about:

What exactly is the doer-seller model, and how can you implement it successfully?


	How to build relationships that open doors and sustain careers.

	How to network with purpose, present with confidence, and craft proposals that win.

	
And ultimately, how to turn business development from something you must do into something you want to do — because it aligns with who you are as a professional.




My goal is not to turn you into someone you are not. It is to help you discover how to bring your expertise, curiosity, and integrity into every client interaction — and to realize that in today’s A/E/C industry, technical excellence and relationship excellence are inseparable.

After 40 years, I can tell you this with certainty:

Projects end. Relationships last. And eventually, relationships are what build everything else.



	[image: ]

	 
	[image: ]





[image: ]


Chapter 1: The Moment I Realized Everyone Sells
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From Project Delivery to Relationship Building

When I started in this business, I thought success came down to one thing: doing great work.

If you showed up early, worked hard, and knew your craft — clients would notice. You would earn repeat work. You would build a solid reputation. You would be promoted. 

For the first several years, that belief worked fine. I was focused on quality and performance. I took pride in delivering results — on time, on budget, as promised. My head was down, my reports were clean, and my results were dependable. I wasn’t interested in “sales.” That was someone else’s job — the people in marketing or the executives who went to fancy dinners and played golf.

Then came the project that changed my perspective. I was managing a new 500 bed state prison. Our agency had never used an alternative delivery method, but time was of the essence, and we decided to try construction management at risk. I sat in on the selection of the architect and the CMAR. We selected firms that had little relevant experience but showed us how they could design and build the facility ahead of schedule. Our selection committee was unanimous in our vote. We were off and running and not only did we meet all our goals, but we also had fun too! We selected the same team to provide another 500-bed facility on the same property. The success of those two projects got me promoted to Supervisor of Capital Planning, Design and Construction.



That was the day I realized:

In this industry, technical excellence opens the door. Relationships keep it open.



The Move

My wife and our young family left our home in New Jersey and moved to Sacramento. All our friends, family and business relationships were now 3,000 miles away. I began a new and exciting career as Director of Business Development for a small construction management firm. 

I was fortunate that the company had excellent leadership. As a startup it was essential that we were technically competent and competitive. We joint ventured with a few larger firms when necessary and chased smaller jobs on our own. We were winning work and growing. I was feeling proud of what we were building. I recall one time when an existing client chose a competitor over us for a new job. I was shocked. How did that happen? It opened my eyes.

The Shift

After that, I started paying attention to how business really happened.

I noticed that the people who consistently brought in work were not necessarily the ones with the most degrees or the fanciest presentations — they were the ones clients liked and trusted.

They remembered birthdays. They followed up after projects closed out. They picked up the phone instead of sending another email. They were not pushy — they were present.

So, I started doing the same.


	I began showing up to pre-bid meetings early and introducing myself.

	I learned to ask questions that helped clients talk about their real concerns, not just the scope of work.

	I made a point to stay in touch, even when we did not have an active job.



And little by little, opportunities started to come my way. Not because I was selling harder — but because I was serving smarter.



What I Learned

That experience taught me three truths that shaped the rest of my career:


	
Clients hire people, not firms.
The logo on your shirt matters less than the trust you build through your actions.

	
Every interaction is business development.
Whether you are on-site, on a call, or at a conference — you are representing your expertise and your firm.

	
The best work does not always win.
The best relationships do.





Your Turn

If you are a technical professional reading this, you already have what it takes to excel at business development — curiosity, integrity, and a problem-solving mindset. You do not need to “sell” in the traditional sense. You just need to recognize that every moment with a client is a chance to add value, to listen, and to connect.

In the chapters ahead, we will talk about how to do that intentionally — how to build relationships, communicate confidently, and turn your expertise into trust.

But for now, remember the lesson I learned. Doing the work gets you into the game.

Building relationships keeps you in it.
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Chapter 2: The Doer-Seller Model — How to Grow Without Leaving Your Craft
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Why the Best Builders Don’t Wait for Someone Else to Bring in Work

For much of my career, I watched an invisible wall divide our industry.

On one side were the doers — the technical professionals who delivered the work: project managers, architects, engineers, superintendents, and inspectors. On the other side were the sellers — the business developers, executives, and marketing staff responsible for finding the next opportunity.

For years, that separation made sense. The doers were experts in delivery, and the sellers were experts in relationships. But over time, it became clear that this divide was holding firms — and people — back.

For a time that worked. However, two significant issues converged. Firms were cutting overhead and owners wanted to meet the people that would be on their projects. The most successful firms began blending the two roles, and the Doer-Seller was born.



What Is a Doer-Seller?

A Doer-Seller is a professional who can both deliver and develop — someone who builds relationships, wins work, and provides exceptional service without ever stepping away from their technical foundation.

It is not about turning into a full-time salesperson. It is about expanding your value by representing your firm authentically — whether you are in a meeting, on-site, or sitting across from a client at lunch.

Doer-sellers understand that business development is not a department.

It is a mindset.

They do not wait for someone else to make an introduction or ask a question. They see every conversation as a chance to strengthen trust, to understand client needs, and to uncover opportunities.



Why This Model Works in Construction

The Doer-Seller model fits construction perfectly because this is an industry built on relationships and reputation.

Owners, architects, and contractors do not hire firms; they hire people they trust to deliver. When those people also understand how to listen, communicate, and anticipate needs, they become indispensable.

Clients want to work with people who:


	Speak their language.

	Understand the pressures of schedules, budgets, and quality.

	Are accessible and initiative-taking.

	
Make them look good to their stakeholders.




Who fits that description better than the technical professional already in the trenches of the work?



The Shift: From Expert to Trusted Advisor

When you begin thinking like a Doer-Seller, your role changes. You stop seeing business development as something separate from your daily responsibilities. You start viewing it as an extension of your expertise.

You are no longer just the person who runs the job — you become the trusted advisor who helps clients make better decisions, avoid risks, and see opportunities before they arise.

That is how long-term relationships form. And that’s how repeat work happens. The more your clients trust you, the more they will reach out for your advice; be inclined to act on your recommendations; bring you in on complex issues; share information that helps you; and forgive you when you make a mistake. 



Breaking the Myths

Many technical professionals resist business development because of three common misconceptions:


	
“I don’t want to be pushy.”
Business development done right is not pushy — it is helpful. Clients value someone who listens, provides insight, and stays connected.

	
“I don’t have time.”
You do not need separate time to develop business; it is about how you approach the time you already have — meetings, site walks, debriefs, conferences.

	
“I’m not good at selling.”
Selling is just communicating your value clearly and connecting authentically. If you can explain a change order, you can build a relationship.





How to Start Thinking Like a Doer-Seller

Here is where it begins:


	
Be Curious.
Ask clients what is keeping them up at night. Learn about their organization beyond the current project. Curiosity opens doors.

	
Be Visible.
Attend events. Volunteer for presentations. Follow up after meetings. Visibility builds familiarity, and familiarity builds trust.

	
Be Helpful.
Share insights, articles, introductions, or lessons learned — even when there is no active project. Help first, ask later.

	
Be Consistent.
Business development is not about one big meeting — it’s about steady, meaningful contact over time.

	
Be Yourself.
Authenticity wins. Clients can tell the difference between someone trying to sell and someone trying to serve.





The Payoff

When you embrace the Doer-Seller mindset, three things happen:

	
You become more valuable to your firm because you drive both revenue and reputation.
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