THE PAINTER COMMUNICATION

SCORECARD

Rate Every Contractor on 10 Communication Sgnals: Before You Sgn Anything

The sales process is designed to make you feel good about a contractor. Most painters show up on time for
the estimate, answer their phone, and say all the right things when they want your business. The real test is
what happens after you sign, and unfortunately, by then it is too late to find out whether this contractor was

truly professional or just a good first impression.

Communication patterns during the estimate process are one of your best predictors of what the job
experience will actually feel like. How quickly they respond to your first inquiry. Whether they showed up for
the consultation when they said they would. How clearly they explained their process. How fast they sent the

written proposal.

This scorecard gives you a consistent, objective way to evaluate every painter during the estimate phase,
before any money changes hands. Score each contractor on the same 10 categories, compare the totals,

and let the pattern guide your decision.

Scoring guide:

Weak: concerning Below avg: watch closely

Acceptable: room to

improve
m Response Timeto First Inquiry
WHAT TO LOOK FOR STRONG COMMUNICATION RED FLAG
How long did they take to reply to Responds within a few hours on a Took more than 24-48 hours
your first call, text, or email? business day. Does not leave you on a business day. You had
Professional contractors treat new waiting days to hear back or to reach out more than once
inquiries as a priority. require multiple follow-ups. before hearing anything.

m Ease of Scheduling the Estimate

WHAT TO LOOK FOR STRONG COMMUNICATION

How straightforward was booking Offered two or three times,

the estimate appointment? Did they confirmed the appointment clearly,
offer clear options, confirm the and possibly sent a reminder.
time, and send a reminder? Made the process feel organized.

m Punctuality for the Consultation

RED FLAG

Vague about availability, hard
to pin down a time, or failed to
confirm the appointment after
scheduling it.

Strong: clearly professional

SCORE

1=No response
4=Same day reply

SCORE

1=Frustrating
4=Effortless



WHAT TO LOOK FOR

Did they arrive on time, or at
least communicate in advance if
something came up? Punctuality
for the estimate is a preview of
punctuality for the job.

STRONG COMMUNICATION
Arrived at the agreed time or gave
advance notice with a realistic
updated arrival. Treated your time
with respect.

m Clarity and Completeness of Answers

RED FLAG
Showed up late without
warning. Gave a vague ‘on
my way' text long after the
scheduled time, or did not
communicate at all.

SCORE

1234

1=Late, no notice
4=0n time or notified

WHAT TO LOOK FOR

When you asked about their
process, pricing, or approach, did
they answer clearly and specifically,
or give vague, sales-y

responses?

STRONG COMMUNICATION

Gave direct, specific answers.
Could describe their prep process
step by step. Did not deflect when
asked about materials, coats, or
timeline.

m Willingnessto Explain Their Process

RED FLAG

Gave general answers
without real detail. Used
phrases like 'we take care of

everything' without explaining

what that means.

SCORE

1234

1=Vague & evasive
4=Specific & clear

WHAT TO LOOK FOR

Did they volunteer information
about how they work, or did they
only talk about price and timing?
Real professionals are proud of

STRONG COMMUNICATION
Walked through their approach
without being prompted,
mentioned prep, materials,
protection, and cleanup as natural

RED FLAG

Focused entirely on the final
price and start date. Got
evasive or minimal when
asked about how they

SCORE

1234

1=Avoided details
4=Proactively

thorough
their process. parts of the conversation. actually do the work.
" m Consistency Across Calls, Texts, and Emails
WHAT TO LOOK FOR STRONG COMMUNICATION RED FLAG SCORE
Did the same contractor or team You dealt with the same person Different people gave 1234

handle all communications? Was
the information consistent
regardless of how you reached
out?

across channels. What they said
on the phone matched what
appeared in the estimate and
emails.

m Speed of Follow-Up After the Estimate

different information. What
you heard verbally did not
match the written proposal.
Mixed messages from
different contacts.

1=Inconsistent
4=Fully consistent

WHAT TO LOOK FOR

How quickly did they send the
written proposal after the
walk-through? A professional
respects the momentum of the
process.

STRONG COMMUNICATION

Sent the written estimate within
24-48 hours of the consultation,
without you having to ask for it.

m Thoroughness of the Written Estimate

RED FLAG
Took a week or more. You
had to follow up to get the

estimate. Or they sent it but it

was incomplete and required
multiple requests for
corrections.

SCORE

1234

1=Never followed up
4=Fast & complete



WHAT TO LOOK FOR

When the proposal arrived, did it
clearly describe the scope,
surfaces, materials, timeline, and
price, or was it a number on a
page?

STRONG COMMUNICATION
The written proposal was detailed
enough that you understood
exactly what was included, what
was not, and what to expect before,
during, and after the job.

m Professionalism and Courtesy Throughout

RED FLAG

The estimate was a
single-line total with no
breakdown. You still had no
idea what surfaces were
included, what products they
would use, or what prep was
planned.

SCORE

1234

1=0One number only
4=Fully detailed

WHAT TO LOOK FOR

Did every interaction feel
respectful, patient, and
professional, or were there
moments of impatience,
dismissiveness, or pressure?

STRONG COMMUNICATION

Every interaction felt unhurried and
professional. They answered your
questions without making you feel
like a burden. No pressure tactics
or urgency language.

m Confidence They Will Stay Reachable During the Job

RED FLAG

Seemed impatient with
questions, gave short or
dismissive answers, used
pressure language like ‘we're
getting booked up,' or made
you feel inconvenient.

SCORE

1234

1=Discourteous
4=Genuinely
professional

WHAT TO LOOK FOR

Based on everything you have
observed, do you believe this
contractor will be as responsive
during the project as they were
during the estimate?

STRONG COMMUNICATION
You were given a direct contact, a
clear communication method, and
a sense of how updates would be
handled once work began. Nothing
felt like it would change after
signing.

RED FLAG

The estimate process already
required too much follow-up.
There were signs that
responsiveness was tied to
winning the job, not to
maintaining the relationship.

SCORE

1234

1=Strong doubt
4=High confidence



READING YOUR SCORECARD RESULTS

This contractor demonstrated strong communication across almost every category. The estimate
phase gave you a clear, reliable picture of how the project will likely feel. This is the kind of
contractor worth moving forward with.

Communication was decent but not consistently strong. Before committing, identify the categories
where they scored lowest and ask a direct follow-up question about each one. Their response will

tell you whether the gaps were situational or systemic.

Multiple communication issues during the estimate process is a meaningful pattern. A contractor
who was hard to reach or unclear before you signed may become much harder to work with once
they have your deposit. Consider whether your concerns can be addressed before moving forward.

Low scores across this many categories indicate a contractor whose communication practices are
not reliable. Whatever challenges you experienced during the estimate process are unlikely to
improve during the job. A more dependable option is worth the extra time it takes to find.

Early Communication Red Flags

0 You had to follow up more than once just to get a
call back

This is a preview of every future interaction: project
updates, scheduling changes, and call-back requests after the
job.

O Different people gave you different information

Inconsistency across team members suggests a disorganized
operation with no clear communication system.

0 They used urgency or pressure language

'We're almost booked for the season' or 'l can only hold this
price until Friday' are sales tactics, not signs of
professionalism.

What Good Communication Usually Signals

0 The estimate was late, vague, or required chasing

A contractor who could not produce a timely, complete written
proposal during the sales process will not communicate better
once they have your deposit.

0 They became impatient or dismissive when you
asked questions

A painter who finds your questions inconvenient during the
estimate will find them even more inconvenient during the
project.

O They could not describe their process with any
specificity

Vague answers about prep, materials, and timeline during the
estimate usually mean the contractor does not follow a reliable
process at all.



[0 A contractor with areal, reliable process

Professionals who communicate clearly during the estimate
usually have a clearly defined process on the job. Clarity of
language reflects clarity of operation.

[0 Someone you can reach if something goes wrong

Strong early communication tells you this contractor is
accessible, which means if an issue arises mid-project, you
will be able to reach them and have it addressed.

O A team that respects your time and home

A contractor who shows up on time, follows up promptly, and
answers questions completely is demonstrating the same
respect they will show your property throughout the project.

0 A business that is stable and established

Contractors with consistent, professional communication
systems are usually running stable businesses with trained
staff, proper documentation, and accountability for their work.

Using the Scor ecard to Make Y our Decision

e Score every contractor you are seriously considering. Use the same 10 categories for each one so the comparison
is fair. A contractor who shines in five categories but fails in three is a different hire than one who scores consistently across
all ten.

e Pay particular attention to any category where you scored a 1 or 2. A single weak score in response time may be
situational. Multiple weak scores in different categories suggest a systemic communication problem that will not resolve after
you sign.

e Let the pattern matter more than the total. A contractor who scored 3 across every category is more predictable than
one who scored 4 on five and 1 on five. Consistency signals a professional who operates reliably, not just on their best
days.

e Use low scores as a conversation starter before walking away. If a contractor scored poorly on follow-up speed, ask
them directly: '"How do you typically stay in touch with homeowners once a project is underway?' Their answer (and their
willingness to engage the question) will tell you whether the low score reflects a fixable gap or a real limitation.

e Hirethe contractor who communicated the way you want to be treated. The estimate phase is the contractor at their
most motivated to impress you. The scores you recorded represent a ceiling, not a floor. Choose the contractor who earned
their score honestly.

How a contractor communicates before the job is the clearest preview you will ever get of how they will
communicate during it.
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