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Labour Utilisation Worksheet

Hourly Rate Paid to Team Member: 35.00$                              

Hourly Charge Out Rate: 90.00$                              

Number of Weeks Worked per year 45

Day Total Labour Hours Paid
Total Labour Hours 

Charged to Jobs
Monday 9 9
Tuesday 9 7.5
Wednesday 9 7.5
Thursday 9 7
Friday 9 7
Saturday
Sunday

Total 45 38

Weekly Labour Wastage (at cost) 245.00$                           Yearly 11,025.00$   

 Weekly Lost Potential Charge Out (Sales) 630.00$                           Yearly 28,350.00$   

Weekly Labour Productivity % 84.4%
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				Hourly Rate Paid to Team Member:				$   35.00



				Hourly Charge Out Rate:				$   90.00



				Number of Weeks Worked per year				45



				Day 		Total Labour Hours Paid		Total Labour Hours Charged to Jobs

				Monday		9		9

				Tuesday		9		7.5

				Wednesday		9		7.5

				Thursday		9		7

				Friday		9		7

				Saturday

				Sunday

				Total		45		38



				Weekly Labour Wastage (at cost)				$   245.00		Yearly 		$   11,025.00



				 Weekly Lost Potential Charge Out (Sales)				$   630.00		Yearly		$   28,350.00



				Weekly Labour Productivity %				84.4%

				Strategies for Improving Labour Recovery:

		1		Accurate job cards with team recording all hours that day (and after every job if appropriate)

		2		Complete job cards on site

		3		Better organisation of the team to reduce setup and set down processes (particularly at the workshop)

		4		Optimise travel time to and from site (make team meet at site, charge clients for travel as that is why you are travelling)

		5		Pay close attention to travel time - this is a killer!

		6		Limit trips to the merchant

		7		Ensure only legal requirements for breaks are taken by the team

		8		Weekly review of labour recovery to quickly highlight problems

		9		Limit all activities that prevent employees from being on site e.g. have a fuel tank at the workshop

		10		In general, there are three choices.  The client pays for the time, your team pays or you pay.

		11		The aim is to ensure that you don't bear the cost, the client pays for the work that relates to their job 

				and you team is fairly compensated for their work - but don't be the meat in the sandwich!

		12		The efficiency of your labour is another question to address which will show up in your Profit and Loss and Back Costings processes.  Are the guys actually getting the work done quickly?  
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Client Selector

Profitable Clients
(Back Costing, Can pay / will pay)

Experience
(What are you good at?)

Case Studies / Testimonials
(Which markets can we get social proof)

Interest
(What do we like to do?)

Trends
(What new developments can we lead the market 

in?)

Easy To Find
(Can we get a list of names? Watering holes?)

Profit Per Job
(High lifetime value clients or repeat business)

The River Is Running
(People that understand the product / service & are 

already buying) 21
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