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How To Attend a One-Day Intensive
The average (growing) Plumber or Electrician spends $958 a year on some form of self-improvement. Seminars, books, CDs, 
DVDs, Software systems or courses to make themselves better people and better business people, in short: to make more 
money.

Seminars and courses are the best opportunities because they’re live performances. They offer ‘in-your-face- information’ 
that is timely— which makes you evaluate the information in terms of what you are doing ‘right now’.

Business people go to live seminars eager to get more information, but few know how to attend for maximum benefit. Here 
are a few guidelines and ideas I’ve compiled for both seminar leaders and seminar attendees - These tips will ensure you 
walk away with the gold:

1. Lower your sensitivity meter - or better yet, turn it off. 
You’re here to get information not be offended by a remark or word. 

2. Self-evaluate it, don’t “I know it”.
When you hear a fact that will make you better, don’t tell yourself “I know that” rather ask yourself, “how good am I 
at that?”. Self-evaluation is the only way to get better.

3. Search for idea-gold
Look for what you don’t know - not what you do know. Try to walk away with 6 things you can use tomorrow.

4. Listen with the intent to understand
Don’t cut off the thought too soon. Stick with it…listen all the way out. Don’t be smarter than the presenter - just 

listen with the intent to learn and get better. 

5. Don’t do it like they do it. Do it like you do it
Adapt the seminar leader’s concepts and words to your personality and style.

6. Ask anything, any time
Challenge anything any time. If you don’t understand, ask why. Write down questions as they occur to you and ask 
them at the first appropriate moment.

7. All information won’t work all of the time
So what? Pick out what WILL work and concentrate on that.

8. Take the general information and adapt it to your situation
Think, “how will this work in my business?” Try to adapt the principle as soon as you hear it.

9. Don’t criticise the presenter 
instead listen for the one or two gems that may impact you forever. 

10. Your objective is to make yourself better
That’s why you came in the first place. Don’t strut what you already know. Find the “BFOs (Blinding Flashes of the 

Obvious)” and convert them to your world. Leave with new things that will help you, not the same information you 
came with.

11. Sit with someone you don’t know 
Stay away from the people you came with. Make new friends. Look for a potential new customer or contact.

12. Take great notes and record them at the end of the event
Too many times great ideas go fallow before they have a chance to be implemented. All great seminar ideas fall 
victim to the every day work that awaits you after the event. If you record your notes and listen to then every day for 
two weeks, you are more likely to do the things you would have put off for a month, maybe forever.
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MODULE 1
LOOK IN THE MIRROR

PROFIT & CASH BOOTCAMP
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Action Steps

Backburners
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MODULE 2
SET TARGETS

PROFIT & CASH BOOTCAMP
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Planning For Profit
Set Sales Targets

Calculate # Of Jobs

Determine Marketing Needs
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Key Performance Indicators
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Margin Examples

40% Gross Profit Margin:
Materials 35%
Subbies 2.7%
Labour 22.3%

35% Gross Profit Margin:
Materials 37%
Subbies 3.5%
Labour 24.5%



Action Steps

Backburners
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MODULE 3
CLIENT OF THE QUARTER

PROFIT & CASH BOOTCAMP
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MODULE 4
MASTERMIND

PROFIT & CASH BOOTCAMP
25



26



Notes

27



Notes

28



Notes

29



Notes

30



MODULE 5
TELL THE STORY
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Chart Of Accounts Template
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Profitability Formulas
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Profit & Loss Example
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Profit & Loss
Ltd
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What Is My Gross Profit Margin?
Refer to the Profit & Loss Statement from the previous page:
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Back Costing

Sales $________________

Less Cost of Goods Sold
Wages $_____________
Materials   $_____________

Total Cost of Goods Sold $________________

Gross Profit $________________

Gross Margin % ________________%

Mark Up % ________________%

Labour
John … 30.5 hours @ $32.00 ($976.00)
Nick…  20 hours @ $26.00 ($520.00)
Jacob… 8 hours @ $18.00 ($144.00)

Materials – Merchant Plus
Invoice #1 … $1602.49
Invoice #2 … $638.49
Invoice #3 … $14.54

Sales - $6220.00 (excl. GST)
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The Profit Maximiser Checklist 
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What Is My Net Profit Margin?
Refer to the Profit & Loss Statement from page 39:
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Work In Progress Calculator
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Journal Entries for WIP
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Action Steps

Backburners
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MODULE 6
GUEST SPEAKER

PROFIT & CASH BOOTCAMP
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Nick Kerr
EC Credit Control
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PROFIT & CASH BOOTCAMP

MODULE 7
BUILDING YOUR PLAN
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