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  Just the fact that you picked up this book or searched it online is most likely due to one or more of these reasons:




  

    ▪ You have a passion for automobiles (maybe even planes, boats, and motorcycles, too).




    ▪ You desire to kick your boss to the curb and start your own gig.




    ▪ You are at a crossroads in life and need to reevaluate your career choice.




    ▪ You want to own your own business and are evaluating the detailing industry.


  




  You and I are lucky. We are interested in an industry where we can enjoy our passion and make a living from it. Like you, I have worked for others and I am guessing that you WANT OUT of the eight-to-five rat race. I wanted out so badly I could taste it, and I could not wait for the day to fire my boss.




  Like you, I wanted to make my own way in life and own my time. Like you, getting a vehicle clean and shiny offers instant gratification. I liked the feeling I had when I got the shine going on my own car, so why not get the feeling all the time and get paid for it?




  By reading up on detailing, your goal is to learn about the industry so you can make smart decisions, right? My goal in this book is to not only educate you on the real facts about detailing, but to also keep you from making costly mistakes and wasting your valuable time. For as many truths as there are about the detailing industry, you can count on at least that many fairy tales.




  The US Department of Commerce supplies data that tell a valuable story about small businesses today. They show that seven out of ten new businesses will not be in business five to ten years after they started. Which means you better know what you are doing and use every competitive advantage you can find to make sure you are not a statistic.




  Throughout the book you will find profiles of professional detailers and business professionals called “To Do It All Over Again” and “What I Wish I Had Known Before I Started My Business.” I think you will enjoy what these professionals have to say, as you can learn a great deal from those who have traveled the high and low roads of owning a business.




  I am not an author being paid to write a book about detailing, I am a Master Level Detailer sharing my thirty-plus years of operating both small and large detailing operations, and by reading this book, you will gain valuable insights into the industry.
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  So you want to start a business and, more specifically, a detailing business. I am gonzo, wacko, and completely crazy and passionate about detailing. The cool thing is that the passion I have for detailing could only be matched by you—someone as passionate about this idea now as I was many years ago when I started my business.




  I am going to challenge you and I hope excite you in this book, and maybe even make you a little mad due to some of my blunt comments, but don’t get angry, get motivated. Take a real hard look at the items I challenge you with. Dig deep into those challenges, as you have so much to both gain and lose.




  Starting your own business is a challenge, and every business within every industry has its own particular pitfalls. Detailing also has its own higher-than-average niche markets that many mistakenly miss when entering or expanding within detailing.




  My primary intentions in this book are directed at confirming that the dream of owning and running a detailing business can be real. One of my goals is to lead you around the pitfalls and directly to the signs and channels that other detailing professionals have looked for, developed, and succeeded in.




  When a detailing business is started, planned for, and run properly, there are many factors that constantly make it a growth-based business: the soaring cost of new automobiles; the fact that people are buying higher-end vehicles; and that people are keeping their vehicles longer. These are the leading elements that contribute to the market value of a truly professional detailer. Also, detailing is a comfort business, meaning that our services make customers’ lives easier and thus they become accustomed to our services as a regular part of their lives.




  The detailing industry is currently seeing increased interest from people in other professions seeking out detailing as a possible business. Why?




  

    ▪ People today are looking to own their own time and to live the dream of a self-sustaining way of life. Detailing can offer a solid business while providing a life filled with what you want, not what your boss wants.




    ▪ Detailing is an affordable business to start, with average start-up costs being as low as a few thousand dollars.




    ▪ The days of twenty-five year careers within corporate America are nearly a thing of the past. People are looking for a way out of the rat race and into the freedom that owning a small business can offer.


  




  This book is a true step-by-step guide on how to plan, structure, and build your business from the ground up. More importantly, it’s about how to be profitable within your detailing business. No matter whether you are brand new to detailing or a seasoned veteran, this book will provide information that top-level detailers across the globe utilize.




  Grab a highlighter and page tabs and mark, highlight, and flag the areas that peak your interest. A good book is a marked-up and heavily used book, and this book is a guide you will hopefully use for the life of your business and refer to over the years.




  Ask Yourself: What Is Your Why? Why Start a Small Business?




  Why start a detailing business? Do a little mind mapping (see details on the following page) by actually writing down what you are thinking—why you believe you are right for detailing, and why detailing is right for you. I want you to take a pen or pencil and do the exercises on page 3. Don’t do this on your computer. A pen to paper has a better way of sticking in your brain and makes you truly think more.




  Just like your life, a detailing business has chapters. Each chapter starts depending on where you are in life.




  If you are young and just starting, you are far more able to put the hours into your business. You can cram, work hard, and dedicate a ton of hours to your business, and the rewards can be rapid.




  Maybe you are like me, a parent who wants to enjoy his kids and not work a traditional job. Maybe you are at the end of your career and thinking of the “what’s next” step in life. If you are one of these individuals, you will need to use your time wisely. You will need to put in the hours—and I am going to be blunt—that even as a dad, I put in the “seat time,” as race-car drivers say. I was up before my family and working after they went to bed. Don’t rob your family of their time with you, work when they sleep. You can perform much of your marketing, bookkeeping, and equipment maintenance during early morning or late night. Building a business, any business, is going to take a large amount of your time. You will have to pay the price, and in the early days it can and will take a heavy toll. Don’t make your family pay or you will lose more than just a business. Keep God, family, life, friends, and your health first.




  

    Top Five Reasons Why You Are Looking to Start a Detailing Business




    Use this worksheet to write down your reasons.




    1.______________________________________________




    2.______________________________________________




    3.______________________________________________




    4.______________________________________________




    5.______________________________________________


  




  

    Mind Mapping




    Learn more about mind mapping and how I use it within business by visiting my website www.detailingsuccess.com, and by searching the term “mind mapping.” Mind mapping is a wonderful tool when you are building a business. I have also included a sample of one of my own mind-mapping sessions.
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    Common Struggles For a Home-Based Business




    Lack of capital—I started my detailing business with twenty bucks. The odds are against you, but it can happen.




    Lack of detailing knowledge and skills—In today’s world, you can be trained in the skills and techniques of professional detailing and within five days, kick the butts of 90 percent of the detailers out there.




    You work full time—Keep your day job and be prepared, because you are going to work overtime for the next couple years to build your brand and business. Starting a business is not for sissies. It is hard work.




    You don’t know how to run a business—Do you think business greats like Bill Gates or Steve Jobs started out on top, knowing how to run a business? They did not. Even within my business, I had no clue when I started. I thought I did but looking back, without the right mentors, I would have never made it. Again, educate yourself.


  




  Who Makes a Good Detailer?




  If you consider yourself a car guy or car girl, this is one of the leading traits that indicate detailing might be right for you. I find that those who have a love affair with vehicles have a greater drive for success than those who don’t.




  Detailing is a heck of a lot more than just slapping some wax on a car. Truth be known, proper detailing can be very hard work. Here are some of the successful traits of great detailers I know. They:




  

    ▪ Understand that detailing without good business skills is a weakness that needs to be addressed.




    ▪ Realize that detailing is hard, physical work and that to operate at the top levels, one needs to be in good physical shape and stay healthy.




    ▪ Know that pro-level detailing requires outstanding people skills.




    ▪ Commit to long-term dedication and recognize that building a successful business takes time, as does building a solid set of detailing skills.




    ▪ Have a never-give-up attitude and know that success has no room for quitters.




    ▪ Are comfortable using power tools.




    ▪ Engage in learning new skills and continuing education.


  




  One of the most difficult talents a true pro-level detailer can have is a good eye. This is far more important than being able to see a clean or dirty car. It includes being able to recognize:




  

    ▪ Paint Defects—Being able to clearly see and identify defects is harder than you may think. Not everyone has the eye for proper paint. In reality, the most money to be made within detailing is from the more common services. While a proper eye is important, what you can learn from a detailing artist will assist you most in developing your detailing eyes.




    ▪ Proper Paint—Give me one minute with a car and I can tell you if it’s factory paint or a re-paint. Having an eye for detail is important and could keep you from damaging paint or being blamed for imperfections that were not your fault.




    ▪ Interior Imperfections—An eye for stains and what the expectations of the client are is an important factor to successful detailers. For some customers stains are not a big deal while for others the smallest remaining stain is a monumental issue. For instance, I am a stain snob and when I have checked out my competition, stains around the seat bases drive me nuts. I wonder why they would leave such an eyesore.


  




  Hustle




  One of the key elements you need in business is the ability, desire, and drive to hustle. If you can’t hustle, keep your day job because without it, you are going to suck the wind right out of your business. I view myself as a true detailing professional and I rub elbows with some amazing clients and detailing professionals all over the world. Do you think that just happened? I hustled, worked, and sweat long hours, and performed untold hours of testing, practice, and research.




  

    Hurry Up and Wait




    Let me tell you, I wanted to succeed and needed to succeed as quickly as possible, but I knew that building my dream detailing empire would take time. Here is what I did:




    

      ▪ I spoke with everyone and anyone, and told them about my business.




      ▪ I used online opportunities to market my company’s brand and my own personal brand. The web is amazing and be glad you live in today’s technology-savvy world because it is much easier for those who get it and do it.




      ▪ I went into niches right off the bat and specialized in services that others within my markets were unable to perform or performed with terrible results.




      ▪ I invested in education.




      ▪ I studied the behavior of buyers and read extensively to become a professional salesperson.




      ▪ I spoke at small events and got people talking, then spoke at larger events and got more people talking. I have been mentioned in the Wall Street Journal and Reader’s Digest, and on NPR Radio. These mentions can help bring in the $1,000, $5,000 and even $35,000 detail gigs.


    




    Moral of the Story?




    You gotta hustle to make it.




    You gotta be patient to survive.


  




  Patience




  Another key element is patience. Building a business and a sustainable brand does not come instantly. I meet and talk with those looking to get into the business because they think it’s easy. And if they are planning to make $10, $12, $15 an hour, they are right. Hitting the real money at $40 to $200 an hour takes time.




  Passion Is a Giant Killer




  How much do you want this business? I mean really want it? Can you taste the need? Will you immerse yourself in it? I can tell you that there are two major elements that will drive you to success, and passion is the first and most important. Developing a strong, educated business mind is next. Not everyone is born with a brilliant business mind, but if you are dedicated, you can evolve into the great mind it will take to succeed. I have seen some amazing business minds enter detailing and fail. Why? They didn’t have a drop of passion for what they were doing, while others who were passionate as hell developed their business abilities and won big.




  Let’s face it, detailing the minivan of a busy mom with messy toddlers is not fun. And if you’re not passionate about detailing, well, good luck. Passion will get you to the launch of your business. Passion will leapfrog you over others and it will carry you to success. Your passion will drive you no matter if you are working on the minivan from hell, or the finest Ferrari money can buy.




  Passion will also carry you through the good and the bad, the highs and the lows, and it will separate you from average detailers. Passion is the edge that most fail to grasp and, more importantly, what even fewer have outright. When someone with extreme passion dives into detailing, their drive for success is difficult to match or beat.




  Later in the book, we will be talking about some of the most common challenges within a detailing business and how true, bone-deep passion can help you hurdle the challenges you may face.




  Of every tool you could have, and with all the education you could possibly gain, nothing—I repeat, nothing—beats passion. Just like a building, passion is only one element but it’s the strongest and most powerful foundation you have within your DNA.




  Now, passion unbridled is just passion with no direction. If you combine passion with knowledge, and add in business abilities, personality, and detailing talents, it will win many battles for you and take you far with the business you start. Passion wins battles and builds success.




  

    Detailing Is More Than Just a Business




    Detailing has provided me with a lifestyle and I am a healthy living millionaire. While I may not be as wealthy as the world envisions wealth, I am rich in the fact that I own my life and my time. Detailing has given me liberation from others and passion is the fuel that drove my detailing machine from day one!


  




  Some Watch Things Happen, Some Make Things Happen, While Others Wonder What Happened




  A never-quit attitude is a major element that will drive you to success. Dedication “wins wars.” When I think of who makes a good detailer, I think of the movie Rudy. This movie was based on a true story about a young man who wished to play football for the great Notre Dame Fighting Irish. Rudy had many obstacles in his life that would make the average young man quit before he even got started.




  Rudy was five-foot nothing and a hundred-and-nothing pounds, yet he kept working hard and would never give up. In the end, Rudy was one of the only players in school history to be carried off the field in celebration. Had he listened to his own family, friends, and coaches, he would have never realized his dream of being a Fighting Irish player. You will need that same level of dedication to become a successful detailer.




  For the few who have done their homework and have made their decisions based on sound information, even if you have struggles or the timing is not absolutely perfect, as Rudy could tell you, where there is a will, there is a way.




  

    Passion is energy. Feel the power that comes from focusing on what excites you.




    —Oprah Winfrey


  




  

    LIfe As A Detailer Is Good




    When I awake in the morning, I am not thinking about traffic. I am not thinking about a crappy boss with a crappy attitude. I am not worried about losing my job and I am not held to another person’s desires for my life. I awake knowing my future is mine. My time is mine and I do daily what many call a hobby, and I get paid for it!


  




  Do You Need Incredible Skills to be a Detailer?




  The facts of professional detailing cover a wide spectrum of truths versus myths. Detailers are not born, they are developed and refined. I have trained, coached, and mentored a wide variety of people from twenty-year veterans of detailing to those who have never touched a power tool before.




  Detailing skills can be learned but a poor work ethic is hard to change. I can teach most people the essentials of detailing, but I can’t change laziness or an attitude of entitlement. No one is going to give you this business. You are going to need to earn every penny and each step of success you realize.




  You may have never touched a polisher before, and that is okay, as that can be learned. On the flip side, I have witnessed people come into the detailing industry and perform at skill levels that were unbelievable, yet struggle to make a dime.




  In turn, I have worked with others who were mediocre in skills yet understood the business, marketing, and sales aspects of their business, and soared to success.




  This last group usually has one special trait in common: They are almost always very likable, energetic people with great people skills who also happen to understand what their detailing marketplace is looking for. Let’s face it, within most markets, most people buying professional-level detail services are not having their vehicles wet dry or wet sanded, compounded, polished, and finished to a show-car finish. Most paying for detailing services simply desire a high-quality polish with a nice, long-lasting paint protection product applied to the exterior. Most detailing clients want an interior that is nice and clean with the spots and odors removed. A smart detailing business owner knows this and can profit in most cases without the need for skills that take a decade to develop.




  

    Detailer Tip




    Pro-level detailing has a certain level of skill that is needed no matter how basic the services you are offering. Being educated within detailing is not an option, it’s a must. Just like doctors, dentists, or electricians, we detailers need to know our stuff! Think about that and plan on how you are going to become detailing smart.


  




  Young versus Old




  Many of the individuals I see entering the detailing industry today are middle aged, in their late thirties to late fifties, and I am asked all the time, how old is too old to start a detailing business? It depends on many factors.




  Pro-level detailing can kick your butt. It’s not easy work even when done with the latest and greatest tools and products. Detailing is hard physical work and you older people need to take this into consideration.




  Now, with the reality clauses out of the way, let me be direct: You are never too old to detail as long as you are a “young” old guy or gal. I have people I work with who are near sixty and can work circles around many detailers that are in their twenties. Some people remain young longer than others and some have work ethics that could kill a water buffalo. Age is more than a number, it’s an attitude and your own personal conditioning and life experiences will determine if you can handle detailing full or part time.




  I work with people between the ages of forty-five and sixty all the time and if you are fit (or becoming fit again), have a youthful outlook, and share a passion for detailing cars, my money is on you. “Mature detailers,” as I call them, happen to be some of the most profitable per-hour detailers I work with. Mature detailers have some direct advantages, one being life experience. The older crowd may not be as fast, nor as hip, but when it comes to having a true eye for detailing, the older crowd is pretty skilled and able.




  Now let’s beat up on the young studs for a while. I was young when I got into this game, and I was both stupid and lucky at the same time. I was all-knowing, but only for a short time. I met four very important people in my life who became my first mentors, and they were tough on me and kicked my butt, and a much-needed butt kicking it was. I learned to listen to these “old guys” but not until after I had fallen several times in business, and had some self-inflicted wounds all caused from my youthful ignorance.




  

    ▪ Art Scholl was the first to get me into detailing. This aviation pioneer, who died during the filming of the famed movie Top Gun, was a man’s man and his impact on my early teen years was undeniably one of the key reasons I have the detailing bug today. He impacted me in a way that set me on a course of success. When I was just thirteen and randomly hanging out at the local small airport, Art approached me one day and asked, “Why don’t you learn to fly, kid?” As a kid with little money, Art took to me and, in trade for me washing and waxing small aircraft, he taught me how to fly. That one chance meeting that one summer day set me on a direct course to become the detailer I am today, but yet another great man, Bill Bartel, cultivated the passion Art set in motion and put it into high gear.




    ▪ Bill Bartel entered my life during my teen years when I was just starting my detailing efforts. Bill’s impact had little to do with detailing, even if I did detail his aircraft and cars. His real value in my life came as a man of God who had faults but admitted those faults. Bill is a smart, smart businessman, and his life caught my attention. He has always been a hard worker and shared with me his wonderful business mind, which I picked nonstop. Bill was instrumental in building the entrepreneurial foundation in my life, along with teaching me how to become a wise man, son, husband, and father. In great part, I am the man I am today due to Bill.




    ▪ Walt and Monique Stanckiewitz made one of the largest impacts on my life. This dynamic duo gave me many life lessons, but the most valuable one I gained from this married entrepreneurial couple was, “it’s not about what you make but more importantly, what you spend that counts.” I was living life large and they could see the cliff coming for me well before I could. Walt and Monique’s insight saved me more grief than I could have handled at that stage of my life, and they still have an important role in guiding me in my life and business some twenty years after first meeting them.


  




  If you are young, the best thing you can do is find mentors and start learning from them. A properly mentored young professional should be dreaded by his or her competitors, as the energy they bring to the game, teamed with proper guidance, are a potent combination.




  

    Have a Major Drive to Succeed—A Plan—Be Detailing Smart




    When I opened my business detailing private jet aircrafts the people at the airport had bets on how quickly I would shut down. I had little money, we were located in a small market, others before me had failed, and I knew few people as I was in a new city and state. That was 1998. I did not let others’ poisonous wishes beat me up or tear me down. I worked my plan, was dedicated, and open to learning from others. You will need to be the same if you are going to make it within any business.


  




  As for you older crowd, don’t think you can’t be mentored just because you are older and wiser. You know better. Every old dog can learn new tricks, can’t they?




  Reality Check




  I want you to learn the meaning of the word average: “of no exceptional quality or ability.” If you perceive yourself as being average in life, then you will likely be average in business. If you are average, you gotta step it up and I don’t want to hear, “Well, I am shy.” Become un-shy. If you are looking to start a business you can’t be shy, you can’t be average, and you can’t make excuses.




  If shyness or lack of people skills are holding you back, you have a couple options: Expand your comfort zone and become that people person you have not been up until now, or move on to another business. A detailing business is a personality business and those who marry detailing abilities with business abilities are going to win wars. So, why not expand your comfort zone and start connecting with people at a new level? You may just like it!




  A Look at What Detailing Is




  Detailing can mean many different things to many different people depending on where you live and what your local market’s economic climate is. In upper-middle class to high-end markets, your prospective client base will be familiar with detailing for the most part.




  In middle income or lower end markets, detailing can mean a quick wash-and-wax job or, get this, some people within some markets think detailing is customizing cars for dealerships. They believe detailers provide pinstriping or provide add-on items—a far cry from what detailing really is.




  Modern-day detailing is a combination of science, technique, proper products, and passion for what you do. Vehicles are more complex than ever and the days of being a champ at washing dear ol’ Mom’s car, then going out and starting a professional detailing company are GONE. If you treat your detailing business like a joke, you will be a joke.




  Detailing has become a trade and detailing is a true art form when performed at the highest levels. It is a super-competitive business, and if you are going to play the detailing game, you better be ready to play the game right!




  Our industry, as a whole, can be divided into three groups:




  

    ▪ The first is the “I don’t care. I think I know it all, but in reality I know nothing about detailing correctly” group. This is the crowd that places value on “beating” everyone in town and offering the lowest price. The same group performs “destructive detailing” and while the work may look great, the results can be reached at a very high expense to the car, and the customer. Healthy clear coat is devoured as quickly as a great white shark can eat a foot-long hot dog, and healthy clear coat can not be recovered. When the paint system is compromised, there is no help for the poor detailer who details behind this group. But with some luck, that detailer is well equipped to recognize a possible situation by having paint gauges on hand. (The clear-coat level on a modern-day car is a clear or sometimes tinted protective layer applied during the painting process. It is designed to be a protective layer over the paint to help protect, enhance, and act as a sunscreen layer for the paint itself. This layer of “clear” is what we as detailers correct, polish, and protect.)




    ▪ The second is the “highest quality at any cost” group. Let me tell you, for two years I had “addicted to shine-itis” and when I looked at the numbers—the dollars and cents within my detailing business— I was shocked at how much my addiction to shine was costing me, and how much money I was giving away to the clients. I love to make a car as new as new can get just as much as anyone reading this. My passion for detailing is only trumped by my passion for cars, which is a double whammy. I love making paint and interiors sparkle but just a couple years into my business (a very long two years I may add), I jumped to an elite group within the detailing industry.


  




  

    What I Wish I Had Known Before I Started My Business




    Jason Rose




    Global Technical Services & Training Manager: Professional Products Division




    Meguiar’s, Inc.




    Support Structure




    Thirty years after starting to detail cars, I think I know a lot now. I still learn new things about detailing and about the business every day, but I would say my knowledge level is high. In fact, I would say if I started a detailing business today I would have a high degree of confidence, know pretty much exactly what to do, and very likely achieve what I would perceive as an extremely successful detailing business. But thirty years of gathering knowledge and experience can lead you to that kind of confidence and assurance.




    However, if you have not yet started a detailing business, never had any experience with it, and are just now looking into what it takes—even if you are a very self-confident person—how do you have the assurance that your business endeavor will be successful? In a start-up situation, what would it take for you to get up every morning, look in the mirror, and say to yourself, “You know, I don’t have all the knowledge. I’ve never run a detail business before, but I feel pretty confident my business will be successful. And I’m excited about what I’m doing today.” Wouldn’t that be a good feeling to have as you start your new business?




    Well, that is not how I felt starting my business. Truth be told, I was shaking in my boots. I felt scared and out of control. I loved polishing cars. I liked to make customers happy. I was digging the instant gratification of a transformed, shiny car and cash in my hands. But beyond that, I had no idea what I was doing. I was going day by day, car by car. I was in a gray area somewhere between “this thing is about to flourish” and, “wow, that was close” when a mistake, excessive bill, damaged car, dry spell, failed sales/marketing campaign almost ran me in the ground!




    But I have really good news for you! Today, a detailing business start-up doesn’t have to be that way. Well, it didn’t have to be that way for me in the 1980s either, but that’s how I did it. The business environment is different now. And you have more resources available to you now than I had in 1982. Here is a partial list of the noteworthy:




    

      	Professional detailing associations.




      	Detailer support networks (with regularly scheduled conference calls and webinars).




      	Training classes, seminars, and workshops—both in detailing skills and detailing business expertise. (Do as many as you can afford. Do them frequently. Choose trainers carefully.)




      	Formal and informal mentoring: support/training/coaching from industry leaders and product manufacturers.




      	Good books, like the one in your hands.




      	Web-based detailing discussion forums. (Be careful with this one. The Internet is uncensored, as it should be, but don’t make the mistake of assuming everything anyone writes in a chat box is factual, useful, or relevant to you.)


    




    For the first five to six years of my business, I didn’t do any of the above. Most of it didn’t exist. And some of it was just beyond my reach. I didn’t know how to connect with it. But now, you are a few clicks away from connecting to the “start buttons” on any of the above. And don’t underestimate the power of engaging in a full support system around you. Today, it will make or break your business.




    I really hope you get the volume and tonality of my message. I am not suggesting. I am not encouraging. I am not gently nudging. I am telling you emphatically and unequivocally: if you want a feeling of strong confidence and complete assurance that your start-up detailing business will, no doubt, be successful you need to be doing each and everything I have listed above. (Don’t take my word for it, ask a successful experienced detailer today just how important these things are to a startup detail business.)




    Let Me Describe the Feeling Again




    You get up every morning, look in the mirror, and say to yourself, “I don’t have all the knowledge. I’ve never run a detail business before. But I feel pretty confident my business will be successful. And I’m excited about what I’m doing today.”




    If you want that feeling I’m saying you must be actively engaged in the above six support systems. Unfortunately, I have seen way too many detail businesses fail recently. And fortunately, I am connected with many very successful detailers all over the world. I have personally experienced and witnessed many things that work, and many things that don’t work. Trust me on this one, you will not automatically be successful because you read this book. Hopefully, this book gets you thinking about things and guiding you into your next steps. But the formula for success in the detailing business today is in the six things listed above.




    Notice I didn’t say you need to be an expert detailer with strong detailing skills. Notice I didn’t say you had to have a business degree or be a business expert. I have seen many excellent detailers fail in the detailing business. And I have also seen very proficient businesspeople fail as well. The key is a healthy balance of the two. General business expertise or knowledge is not sufficient. It’s a good start, but what really matters is business knowledge specific to the detailing business, and you get that by “rubbing shoulders” with other detailers and mentors in the business.
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