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gan picking up painting contracts in Aus-
tin with Wilshire Homes. A year later, the 
homebuilder offered BLS a deal to handle 
all its residential painting jobs. But the 
family-run BLS turned down the offer. 

“We didn’t do it because we were want-
ing our image to be one of the best,” Er-
ick Luna says. “It would have been a step 
back for us instead of a forward one. At 
that point, I just needed to approach older 
people in the industry and try to gain more 
credibility.” 

So Luna hopped in the truck his father 
had given him in high school and began 
visiting homebuilders, trying to drum up 
work for BLS. By 2006, the company was 
incorporated and offering custom paint, 
stucco, masonry and Venetian plaster ser-
vices for exteriors and interiors. 

BLS now employs 72 painters, 22 
stucco workers and 18 masons, and does 
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Erick Luna was only a teenager in 
2003 when he began working for 
his father’s custom residential paint-

ing company based in Buda. And it was 
a point of concern for many of the com-
pany’s potential customers. 

“One of my biggest challenges has been 
that everyone sees me as a young person, 
and they doubt my knowledge,” says Luna, 
now 21 and the vice president of BLS Spe-
cialty Finishes Inc. “My dad started me on 
the bookwork and then moved me into the 
field. I learned the procedure of the work 
before I actually got to work.” 

Erick Luna’s father, Benito Luna, presi-
dent of BLS, began working in the painting 
field in 1986 — the year Erick was born. 
He opened BLS in 1995 with a four-man 
paint crew, and in 2003, the company be-
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the majority of its jobs on million-dollar 
homes on Austin’s west side. In fact, in 
2006, BLS brought in about $1.2 million 
in sales, a figure the company had already 
reached in March of this year. 

So how did a family-run company with 
a 21-year-old vice president and sales 
manager grow so quickly? Adding a new 
project manager helped, but Luna says the 
key was determination and a whole lot of 
hard work. 

“One thing just led to another, and be-
fore we knew it, we had a strong reputa-

Benito (left) and Erick Luna turned down business that wasn’t in line with their ultimate goal of having a high-end painting company.
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BLS SPECIALTY FINISHES INC.
WHAT IT DOES: Provides interior and exterior 
custom painting, stucco and masonry services 
for the residential market
EMPLOYEES: 112
2006 REVENUE: $1.2 million
WEB: www.blspainting.com

TIPS FOR SMALL BUSINESS SUCCESS

Lessons learned 
As a family-owned and operated business, be 
realistic with growth plans. 
Hard work, determination and a quality prod-
uct will lead to a positive business reputation. 
Prepare for competition before it arrives. 



tion,” he says. “Now I don’t have to sell 
as much.” 

BLS mostly works with homebuilders, 
though Luna says one of the company’s 
goals is to work more directly with home-
owners. He’d also like to see the company 
become more efficient. 

In 2007, BLS expects about 20 percent 
growth. But in order to reach that goal, the 
company will have to decrease the time it 
spends on jobs, and increase the number 
of jobs it completes. 

“I want us to be able to get in and out of 
the homes quicker, and be able to do more 
homes,” Luna says, adding that the typical 

amount of time BLS spends on a residen-
tial job is six weeks. “I would like to cut 
that down to four or five weeks without 
hiring more employees. And we do that by 
becoming more efficient.” 

To that end, Luna says he’ll be spend-
ing more time in the field, and he’ll meet 
twice a week with customers to provide 
them with progress reports. BLS has also 
designed a bonus program for its employ-
ees that allows for incentives if they meet 
specific deadlines while still providing 
quality work. 

And though Luna says he doesn’t want 
BLS to grow to an unmanageable size, he 

says some changes are in the works that 
will help make the company more com-
petitive, especially once the market’s 
growth attracts additional custom-painting 
companies. 

For instance, last year the company pur-
chased a 2-acre lot off Old Lockhart Road 
in South Austin, where it is remodeling a 
1954 home that will become BLS’ new of-
fice. That project should be completed by 
August. And in order to better manage the 
upkeep of its 22 paint vans and 12 mason-
ry and stucco trucks, BLS is also build-
ing a 4,000-square-foot warehouse, which 
should be completed by year’s end. 
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