
  
A

Q
U

A
  

M
A

Y
 2

0
10

 
 S

TA
T

E
 O

F T
H

E
 IN

D
U

S
T

R
Y

 IS
S

U
E

  
 W

W
W

.A
Q

U
A

M
A

G
A

Z
IN

E
.C

O
M

MAY 2010  •  $8
www.aquamagazine.com



1 The national economy has pro-
found influence on the pool/spa 
building industry. How deeply has 
the recession affected our indus-
try and what are builders going to 
have to do to overcome it?
We have not been greatly affected (fi-
nancially) by the economic downturn. 
Demographically, our customer base 
has been among the least-affected sec-
tors. However, we have had to make 
some adjustments in the ways that we 
work with our prospective customers 
and current clients. Our customers 
want and expect more value across the 
board.  They want to make sure they 
are getting the most for their money. 
Quality and product integrity go with-
out saying at our company. Consum-
ers are more educated and expect us to 
educate them. They want added value 
more than ever before.

 
2 Forty-one percent of builders 
we surveyed cited lending as their 
biggest concern affecting busi-
ness this year. How can builders 
work their way around that?
Builders can offer extended payment 
plans for qualified customers to ease 
the burden of making enormous pay-
outs at one time. We are willing to do 
this for our clients. Not only does it ease 
the large cash outlays for our clients, it 
also shows them that we are a company 
that believes in the value of our product 
and will be around for the long haul. 

Builders can also allow customers to use 
credit cards for some of the payments.

 
3 What other important factors 
do you see affecting the industry?
The direction that national health care 
is taking will certainly be a factor that 
puts strain on small business owners. 
On the positive front, tax incentives for 
use of sustainable products and ener-
gy-efficient mechanicals will certainly 
be something that we can all benefit 
from. We already have customers that 
are able to file for tax credits for use of 
geothermal heating systems.

4 Any major building trends? 
Sustainable and eco-friendly materials 
and mechanicals are definitely in de-
mand. Education is the other key factor 
driving business right now. Consumer 
education and employee education are 
crucial components to our business. We 
train, train, and keep training all of our 
employees. The saying that you are only 
as strong as your weakest link is true!

5 How important is the renova-
tion business now that new con-
struction is down?  
Rosebrook has always been heavily 
involved in renovation. Historically, it 
has been a solid source of our revenue. 
As with most businesses, the most 
cost effective marketing and revenue 
comes from working within your ex-
isting client base.

6 I think it’s safe to say that people 
are tired of hearing bad news, and 
they want solutions and ideas for 

moving forward and increasing 
business. Any advice? 
Education and training! The more edu-
cated each and every employee is, the 
less room there is for costly errors. Ed-
ucation makes you proactive. The com-
panies that focus on educating their 
employees will always rise to the top.  

 
7 Any signs that the market is on 
the upswing? 
We look at the changes in the economy 
as more of a correction rather than a 
downturn and subsequent upturn. What 
we see are people who want quality over 
quantity — bigger is not better. We focus 
on doing things more efficiently start-
ing with our own internal operations 
and translating that efficiency to all our 
projects. We have also found success by 
promoting and expanding the areas of 
our company that we excel at.

8 What are some best practices 
that builders can use to keep rais-
ing the standards of the industry?
Stay in the field. Owners should be 
present on all job sites at every stage of 
the project. Visit and connect with cus-
tomers throughout the entire process, 
and afterwards. The relationship does 
not end after the sale is made. Really 
invest the time to know your clients.

Stay on top of trends in your indus-
try — continuing education, profes-
sional affiliations and certifications. 
And remember that there is no such 
thing as a 40-hour work week. 
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Comments or thoughts on this article?  
Please e-mail jenna@aquamagazine.com

www.aquamagazine.com	 MAY  2010  
financial planning

management

70-0-60-35

  AQUA	 43

Jamie Ori 
President, Rosebrook Pools

Libertyville, Ill.

Q&A With Jamie Ori

“Consumer education and  

employee education are crucial 

components to our business.”




