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Having the right people with the right skills can determine whether your business 
succeeds or fails. Hiring and training your team is critical for success in residential 
custom installation, writes Helen M. Heneveld.

T he connected home market is exploding. 
Opportunities abound to provide the latest 
in technology for today’s homes. Demand 

is high for whole-house music, home theatre, 
home networks and automated lighting control. 
As the industry grows and evolves, so do the 
challenges, opportunities and delivery methods. 
Technical advances and consumer education 
and sophistication raise expectations – and the 
demand for reliability, simplicity, service and quality 
products and installation at the best price. 

Home-owners choose specialists who are 
capable of providing solutions, are considered 
industry experts and are trusted advisors. The key 
to success is providing all aspects of the digital 
home from sales to service, and this requires a 
team. Do you have the right team on board? What 
does it take to get your team there?

To take advantage of this growth and demand 
in the industry, along with remaining competitive, 
a company must work together and build the 

right team. Follow these four key action points to 
continue your travel on the road to success – get 
the right people on board, provide high-quality 
training, assign responsibilities, and continue to 
educate and support team members. 

To get the right people on the team, remember 
the key roles to fill – sales person, project 
manager, designer/engineer, programmer, 
administrative support and, an important success 
factor in the field, the installation technicians. 
Be sure to hire someone for their good attitude 
and then train them on the knowledge and skills 
needed to perform the work. 

Provide high-quality training and cross-train your 
team. Be sure everyone on the team has a solid 
knowledge foundation of the industry, including sales 
and administrative personnel. Give your installation 
team the fundamental technical knowledge of 
the different systems the company offers such as 
structured wiring, whole-house audio distribution, 
home theatre and home networking. Lay a solid 
foundation of generic (not brand specific) knowledge 
to ensure quality work in the field. Build upon this 
solid knowledge base with manufacturer training. 

A successful team works as a cohesive 
group where each player knows their assigned 
responsibilities and has the tools, materials and 
equipment needed to perform them along with 
the necessary training on the technology and the 
products. Each player believes their role is important 
to the team’s performance, and they are listened to, 

encouraged and recognised for their contribution. 
The whole team shares a commitment to quality 
work and each member continues to learn and grow.

Ongoing education and support of the team 
helps continue the growth and performance of 
the company. Establish an annual allowance per 
team member for training and see it not only 
as a required cost like rent and utilities but also 
an investment in the future of the company. Set 
minimum educational guidelines for every member 
of the company’s team. Reward them when they 
successfully complete training. 

And last, if you aren’t sure that training is worth 
the investment because employees might leave, 
just think about what would happen if you didn’t 
train them and they stayed.

Would you like to get all your installation 
technicians organised with the right tools? Just 
drop the author, Helen Heneveld, an email at 
helen@bedrocklearning.com with all your contact 
information and she will email a Recommended 
Tools List – your way to help equip the team in 
the field.  

Helen M. Heneveld is president of Bedrock 
Learning, a US-based company with more than 
25 years of training and curriculum development 
experience, offering online training, reference 
materials and curriculum development. She will 
offer several courses at CEDIA EXPO 2007 including 
project management and sales seminars.

Making your
TEAM GREAT

TrAININg

Be sure everyone on your 
team has a solid foundation 
knowledge of the industry, 
including sales and 
administrative personnel 
– training specialist  
Helen M. Heneveld.

http://www.connectedhome.com.au/
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Learn how to succeed in the custom installation 
business at this full-day workshop at the CEDIA 
Expo on the Gold Coast in July 2007.

Get your company to profitability faster with 
proven business methods – make it happen today! 
This workshop teaches you the secrets no one 
tells you. Learn about all aspects of being in the 
residential installation business and establishing 
the fundamentals of smart business operations 
– organisation, processes and procedures. If you 
are new to the industry, diversifying your current 
business, or an established company, obtain business 
strategies that produce the results you desire. 

Respected industry expert Helen Heneveld brings 
more than 17 years’ expertise in the industry and is 
a wealth of knowledge and experience. She started 
and ran a successful installation company for eight 
years then sold it. She holds industry certifications 
and licences and co-authored HTI+ Home 
Technology Integration All-in-One Exam Guide 
published by McGraw-Hill.

 As a training provider she works closely with 
CEDIA and has worked with installation companies 
of all sizes across North America.

Discover what you are doing right, what to do to 
improve your operations and how to work smarter to 
increase profits. Identify solid solutions to improve 
your company’s performance and your team’s 
satisfaction. You will leave with specific action items 
you can implement immediately to get the results 
you deserve – time and money.

Workshop learning objectives
• Organise your business 
• Set up the office and manage paperwork flow 
• Establish support for running a company 
• Outline a business plan and understand what 

goes in it 
• Establish the flow of a project 
• Identify tasks, assign responsibilities and 

establish accountability 
• Identify and document procedures for sales, 

administration, and operations 
• Develop a marketing plan and message 
• Create sales, close them and manage the sales 

process 
• Maintain accurate and meaningful accounting 
• Lead your team effectively with proven 

techniques 
• Have customers for life. 

 
Who should attend

This workshop is for business owners and 
managers who want to establish or fine-
tune their residential installation company’s 
organisation, procedures and marketing message 
by implementing proven and efficient processes 
to increase profitability. No previous business 
management experience is assumed.

Further information on the workshop can be 
found at www.bedrocklearning.com, which offers a 
discount to CEDIA members.

Business essentials for profitability

bedrock
Learning.com

Build your future on a solid foundation.
Technical training
gives you:
· Profitability
· Efficiency
· Reliability
· Customer
  Satisfaction

Getting immediate results is easy
with 24/7 access to ONLINE TRAINING courses!

· Introduction to Residential Technologies
· Fundamentals of Structured Wiring
· Whole House Audio Technology & Distribution
· Home Theater Design and Installation
· Home Networking for Installers

Earn

CEDIA

CEUs!
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