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ARE YOU YOUR OWN WORST ENEMY?

No one wakes up and thinks, “How can I make an unmitigated 

disaster of this project? And, most importantly, annoy my best 

customer?” Yet, construction leaders regularly make errors that 

serve to irritate their customers.

Certainly, customers can be frequently fallible as well. They 

do things that can adversely impact the contractor, such as 

using unrealistic budgets, creating impossible timelines, and 

overstaffing a project with tradespeople.

In an era in which everyone can Google an immediate answer, 

plenty of projects have fallen off the rails because of dashed 

expectations. And plenty of blame can fall to the contracting 

team. Some of a contractor’s most common and seemingly 

innocent activities can have far-ranging consequences that aid 

in the erosion of customer confidence.

As a result, the customer is often left scratching their head and 

thinking, “And they wonder why I bid them against five or six 

competitors?” The following are some of the most common 

actions that result in the most detrimental outcomes.

1. Overpromising & Underdelivering

The classic oversell. Would you expect a salesperson or 

business development professional to do anything but look 
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