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The 3 P’s of Upselling
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Enquiry Script
NOTES

 Ad Words  Google Search
 Website  Yellow Pages
 Yellow On-Line  Builders Crack
 Suppliers (Merchant)  Face Book
 Email Marketing  Signage
 BNI  Flyers
Other:

Job Enquiry Form

Date:       /      /                                                       Time: _________

☺ SMILE BEFORE PICKING UP RECEIVER (Answer after 3 rings)
Good Morning/Afternoon welcome to XYZ Plumbing, you’re speaking with (your name) 

Just so I can help you best can I ask you a couple of quick questions…?  
Have we helped you before?  

NO - NEW CUSTOMER                                                         YES – RECORD AS EXISTING CUSTOMER  

Can I get some details please?                                          Can I confirm your details?
Name:                                    ________________________________________________________
Are you a Business?             ________________________________________________________
Property Address:                ________________________________________________________
Ph:                                           ________________________________________________________
Mobile:                                   ________________________________________________________
Email:                                      ________________________________________________________

Do you own the Property (or have authority to authorise this work?)  Y / N
Can I ask how you heard about us? (Circle)
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How can we help you today? (get as many details as possible – including property access details.) 

_______________________________________________________________________________

_______________________________________________________________________________

(Check in schedule and book a suitable time for the job or onsite visit (see script for large jobs)
Date:___________    Time:__________  Who:_______________   (enter in Job Management System)  

Do you own any other properties?   Y / N (would you like our director John to contact you and discuss our VIP 

program for Property Investors?)           Y / N

(name) as part of our service the team will also conduct a Free XX Point (Plumbing / Electrical) safety inspection 

whilst on site.  

So (name) our service fee is $150 Incl. GST. That covers us getting to site, the first 30 minutes of labour, doesn’t 

include any materials and we take payment on completion. (Discuss other fees as appropriate e.g. Urgent / After 

Hours call out)

Are you ok with that?

(If not an Account Holder) How would you like to pay for the job?  

You can pay via Credit Card or Open an Account and pay by internet banking.  

What would work best for you?

NOTES
Enquiry Script Cont…



47

To secure your booking we’ll grab a copy of your credit card details.  We’ll send you an invoice once the job is 

completed.  If we don’t hear from you or receive payment via internet banking, we’ll process payment on the 

credit card the following day.  

Are you ok with that?

Visa / Mastercard #

Name on Card 

Expiry Date ___ /___

CSV ____________

If opening an account… Cool, we’ll send you a copy of our terms and conditions via email now.   Please sign the 

terms online to confirm your job.  Is that OK? 

If a job that requires a site / sales appointment… 

The next step is to schedule an onsite meeting with our Estimator (name).  (Name) has some time available on 

or (give two options for the client to choose from that fit 

with default diary). What time works best for you? 

(Name) will give you a call prior to coming to ask you a few more details about what you’re after so he’s prepared.

I am going to send you out an information pack and a questionnaire, what is the best address to send it to (Name)?  

I’ll also email the questionnaire and confirmation of appointment, is (address given) the best one to send that to? 

Thanks, (Name) will give you a call once we have received your questionnaire to discuss your project further. What 

is the best number to contact you on?  

Close…  

Great (name of Tradesman/ Estimator) will see you at (time) on (date) at (address).

Is there anything else we can help you with?

Have a great day☺

NOTES
Enquiry Script Cont…
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Good morning/ Afternoon…Can I speak with (name) please?

It’s (your name) from XYZ Plumbers, how are you today?

(name) the reason for calling is our records show you have a  ______________(gas heater etc.) that’s due 

for a service.

(name)one of our technicians has time available next Monday or Tuesday (or whatever day you choose) and 

will be in your area, which day would work better for you?

Arrange details with client.  

On Monday we have 10am 4.30pm. (organise a time)

Awesome (name) one of our technicians will be at your house (say address to confirm) on Monday at 10am 

to service your ____________(gas heater etc).  Do you have any other gas appliances that you would like us 

to inspect while we are there?

Frequently asked questions

1. How much will it cost me?  (Give the price for service and explain it will cost more depending if it needs 

repair, any small repairs we will fix on the day.  If it needs replacing or we will confirm with you before we 

undertake the work, is that ok with you? ) 

2. Do I have to be there?  Yes…somebody will need to be there to let me in your house.  

3. How long will it take?  Give answer ☺

This script works well because it uses  a presumptive close (assumes they will say yes) 

NOTES
Script for Booking Service Work
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NOTES
Up-Selling Maximiser Tip Sheet
Introducing the script when you’re on-site…

“As part of our service we complete a Free 19 Point Plumbing / Electrical Safety Inspection to check the condition of your Plumbing 

/ Electrical fittings.  It’ll take about 5 minutes.  Is that OK?”

Discussing the result of the checklist with the client…

“Well the good news is that your home (office / factory / etc) passes on 17 of the 19 points of the safety inspection.  The only

things that you might want to look at are ________ and _________.  Would you like me to fix that for you (or organise a quote to

get that sorted for you)?”

If they were not on-site, follow-up with a call from the office…

“Hi (name).  Jane from XYZ Plumbing / Electrical speaking.  How are you today?

(Tradesmen name) completed the job at your place (this morning / yesterday / whenever).  I wanted to give you a quick call to

make sure you were happy with everything?

(Tradesmen name) completed a Free Plumbing / Electrical Safety Inspection while he was there to check the condition of your 

Plumbing / Electrical fittings.  Everything was good except he noticed a couple of things that you might like to look at.  The 

________________ and _______________...

Would you like us to sort that out for you (organise a quote)?”

Key Performance Indicators for Up-Selling Performance

For Individual Team Members

1. Number of Upsells Attempted (Safety Inspections Completed)

2. Upselling Success rate = Number of Successful Upsell / Number of Upsells Attempted x 100

For The Business

1.  How many extra jobs per client per month? (or extra jobs booked per client)

2.  What is the Average Sale Value across the business per month?

3.  Increase in value of contract (for work requiring quotes)  

4.  Sales
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……………………………………………
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Lower profit than we want and 

inconsistent profits across 

different jobs

Review Pricing Strategy

Consistent improved profitability 

and cashflow

Increasing margins will increase 

profits without adding to 

overheads
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Under capacity on tools meaning 

we can't keep up and we are 

potentially losing clients

Hiring Process (Tradesman)

Increase turnover = increased 

profits and more timely service for 

clients and a happier team

Give us the ability to get more 

work done. Increase turnover per 

month and take the pressure off
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Need more work from builders to 

keep growing 

Lumpy Mail

Steady flow of repeat work to 

drive sales, and cash and to 

support new employees

More work from builders will give 

us ongoing work and good-sized 

jobs
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Lead Generation 
Every business needs a plenty of profitable and good to work with prospective clients to work with.  Strong lead flow gives you the ability to price for profit 

and to make choices about who you work with and don’t work with. 

 

 Foundation – do first  Foundation – good idea  Choose as appropriate 
 

Measure Source of Leads 
Track the effectiveness and return on investment 
of your marketing 
How to Track Your Leads – 10 Minute Tactic 

Check Sales Conversion Rates 
You may have a sales problem rather than a 
leads problem.   
How to Track Your Leads – 10 Minute Tactic; Also 
see the Conversion Section of 5 Drivers 

Create a Marketing Plan 
Create a plan so that you target the right 
market(s) with the right marketing strategies 
How to Create a Marketing Machine – Marketing 
Webinars 

Create a Unique Selling Proposition (USP) 
Create a point of difference in your marketplace 
How to Create a Unique Selling Proposition – 10 
Minute Tactic; Review USP templates on 
membership site – Marketing Resources 

Create a Customer Guarantee  
Review examples on member websites 
www.2eelectrical.co.nz; www.nelsonalarms.co.nz 

Update Website 
Create an authority website that shows how 
professional your business is 
Websites that Convert – Marketing Webinars; 
Authority Architecture - Module 2 Marketing 
Bootcamp 2018;  Review Example Websites 
www.2eelectrical.co.nz 
www.nelsonalarms.co.nz 
www.jasonbrownplumbing.co.nz 
www.easwaikato.co.nz  
www.sharpplumbingservices.co.nz 

Set Up Facebook Business Page 
Set up a business Facebook page and create a 
content plan  
Fishing on Facebook – Marketing Bootcamp 2018 

LinkedIn Marketing 
Create a LinkedIn profile and market directly to 
potential clients (Builders, Property Managers, 
etc) 
LinkedIn: How to Tap the Hidden Goldmine – 
Marketing Webinars 

Compile a Customer Database  
Create a list of client emails and/or mobile 
numbers for future marketing 
Marketing to Existing Clients – Marketing 
Webinars; The Email Accelerator – Marketing 
Webinars; Ask on the Facebook Group 

Direct (Lumpy) Mail  
Send lumpy mail packs to prospective business to 
business clients (Builders, Property Managers, 
Real Estate, Architects etc.) 
Marketing Business to Business – Marketing 
Webinars; Ask on the Facebook Group 

Instagram Marketing 
Set up an Instagram page and create a strategy 
for connecting with potential business to 
business clients 
Building Business on Instagram – Virtual 
Bootcamp July 2020 

Send a Regular Newsletter 
Send a regular newsletter to your database  
The Prospect Nurture System – Marketing 
Webinars, Marketing to Your Existing Clients and 
Prospects – Marketing Webinars 
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Lead Generation   

Upgrade Vehicle Signage 
Create signage that grabs attention and delivers 
jobs 
Mastering Offline Marketing – Marketing 
Webinars, Ask in the Facebook Group 

Create a Prospect Nurture System 
Create a system to nurture prospects from cold 
through to buyers. Very effective for business to 
business marketing. 
The Prospect Nurture System – Marketing 
Webinars 

Target work through Property Managers 
Create a marketing strategy that specifically 
targets property managers 
Win Work with Property Managers – Marketing 
Webinars; The Prospect Nurture System – 
Marketing Webinars 

Upgrade Building Signage 
Create signage that grabs attention and delivers 
jobs 
Mastering Offline Marketing – Marketing 
Webinars, Ask in the Facebook Group 

Get Online Reviews 
Build credibility by developing a system to get 
positive online reviews (e.g. Google, Facebook, 
etc.) 
Ask on the Facebook Group 
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Pricing 
You must have good margin in your jobs when you price them, get the jobs priced quickly and accurately.  It’s also crucial that you have a thorough 

understanding of how your business is running from a numbers point of view.  Understanding your financial numbers will feedback into your pricing.   

 

 Foundation – do first  Foundation – good idea  Choose as appropriate 
 

Monthly Profit and Loss Statement 
Set up your profit and loss so you can track your 
financial performance 
Mastering the Profit and Loss Statement – 
Financials Webinars; Know Your Numbers - The 
Nuts and Bolts – Financial Webinars (it’s an oldie 
but a goodie – ignore the part about KPIs at the 
end) 

Monthly Key Performance Indicators 
Complete your monthly KPIs and send through to 
the Profitable Tradie team 
How to Fill Out Your KPI Sheet – 10 Minute Tactic; 
Planning for Profit – 10 Minute Tactic 

 Price for Margin and Profit 
Set pricing targets for your jobs rather than just 
putting a mark-up and hoping for the best 
The Profit Maximiser – Financials Webinars; The 
Margin Masters – Financials Webinars; Pricing 
for Profit – Module 6 Numbers Bootcamp 2017 

Back Costing 
Review the profitability of each job to see how 
profitable your jobs are and what needs 
improving. 
Mastering Back Costing – Module 4 Virtual 
Bootcamp November 2021 
How to Back Cost Effectively – 10 Minute Tactic 

Implement or Upgrade Job Management 
Software 
Implement or upgrade your job management 
software.   
The Right Systems for Your Trades Business – 
Systems Webinars; Facebook Units “I have Job 
Management Software Questions” 

Implement or Upgrade Accounting Software 
Implement Xero, MYOB or Quickbooks and leave 
complicated spreadsheets in the past 
Ask on the Facebook Group 

Get Paid What You’re Worth 
Improve your money mindset and learn how to 
get paid what you are worth  
Get Paid What You’re Worth – Virtual Bootcamp 
July 2020 

Review Pricing Strategy 
Review your pricing to determine where 
increases can and should be made 
The Profit Maximiser – Financials Webinars; Get 
Paid What You’re Worth – Virtual Bootcamp July 
2020 

Planning for Profit 
Calculate targets to aim for along with KPI 
measurement that result in ACTUALLY making 
healthy profits 
Set Targets – Module 2 Numbers Bootcamp 
November 2018; Planning for Profit – 10 Minute 
Tactic 

Pay Myself a Fair Market Salary 
Pay yourself a fair market salary so you 
understand the true operating profit from your 
business.   
Facebook Units “Why Take a Fair Market 
Salary?” 

Create Sales & Expenses Budget 
Plan full year budget so you have clear targets to 
assess your P & L against 
Module 2 Set Targets – Numbers Bootcamp 2018 

Create Pricing Templates/Pre-Built Prices 
Create pricing templates for larger jobs to 
improve the speed and accuracy and margins of 
quoting.  
Systemise your Pricing – Business of Business 
Bootcamp 2019 
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Conversion 
Once a business is attracting a healthy amount of profitable leads, it’s crucial to focus on converting as many as possible into paying jobs. Often, we may 

think we need to do more marketing, when in reality we just need to close more of the leads we are already getting. 

 

 Foundation – do first  Foundation – good idea  Choose as appropriate 
 

Upgrade My Sales Mindset 
Upgrade my thinking around sales and become a 
more confident and skilled at sales 
Module 1 Sales Psychology – Sales Bootcamp 
2018 

Map Sales Process Steps 
Map out your sales process to get clarity around 
what steps you have, and what steps you need to 
create 
How to Own the Sales Meeting Like a Boss – Sales 
Webinars; The Follow Up – Sales Webinars 
(reviews the sales process in first part of webinar) 

Implement Enquiry Script 
Use an enquiry script to qualify leads, pre-frame 
sales steps and payment terms 
Module 2 First Impressions – Sales Bootcamp 
2018 

Check Sales Conversion Rates 
You may have a sales problem rather than a 
leads problem.   
How to Track Your Leads – 10 Minute Tactic 

Get Paid What You’re Worth 
Master the art of getting paid better margins, 
from pricing to your sales process 
How to Get Paid What You’re Worth – Virtual 
Bootcamp July 2020 

Follow Up Process for Quotes 
Create a follow up process for quotes  
The Follow Up – Sales Webinars 

Prospect Nurture System 
Create an ongoing follow-up system for potential 
business customers 
The Prospect Nurture System – Marketing 
Webinars 

Implement a Triage Call 
For larger jobs use a triage call to qualify leads, 
pre-frame sales steps and payment terms prior 
to the site visit 
Module 5 Triage – Sales Bootcamp 2018 

Create a Company Profile 
Create a company profile, position yourself as a 
market leader and stand out from the crowd 
The Company Profile – Sales Webinars 

Implement Residential Sales Scripts 
Create a process and script for your sales 
meeting to give you the best chance of closing 
the job 
Sales Meeting Mastery – Sales Bootcamp 2018 

Turn Quotes into Sales Letters 
Turn your quotes into a powerful piece of sales 
copy to increase the amount that get accepted.  
The Persuasive Quote – Sales Webinars; Review 
Membership Site – Sales Resources 

Create a “Wow” Marketing Pack 
Create a package to “wow” potential clients 
during your sales process and stand out as an 
authority  
Marketing Business to Business – Marketing 
Webinars; The Company Profile – Sales Webinars 
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Conversion   

 Use a Virtual Quoting Process 
Have a process for giving people quotes virtually 
by video call 
Ask on the Facebook Group 

Create an Upselling Process 
Teach your team to upsell when onsite to 
generate more work per client and provide 
better customer service 
The Upselling Maximiser – Sales Webinars 

Get Testimonials (Video and Written) 
Capture both written and video testimonials to 
build trust and authority with potential clients 
Review Getting Testimonials Guide – Marketing 
Resources; Ask on the Facebook Group 

Implement Business to Business Sales Scripts 
(Builders, Property Managers, etc) 
Create a process and script for your sales 
meeting to give you the best chance of securing 
work 
Module 4 The Sales Meeting – Business of 
Business Bootcamp 2019 

Use a Quote Request Form 
Create a quote request form to qualify and pre-
frame to prospective clients 
Review the Membership Site - Sales Resources; 
Quote Preparation and Delivery – Sales Resources 

Use a Virtual Sales Presentation  
Run sales meetings and present quotes virtually 
using tools like Zoom.  
Ask on the Facebook Group 

Visual Sales Presentation 
Create a visual sales presentation to use when 
doing site visits of presenting quotes 
Visual Sales Presentation – Sales Resources; 
Quote Preparation and Delivery – Sales Resources 

Client Questionnaire  
Use a questionnaire to get client involved in sales 
process and build commitment to your solution.  
Review Pre-Visit (value building) - Sales 
Resources; Ask on the Facebook group  
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Delivery   

CAPACITY AND STRUCTURE PERFORMANCE AND ACCOUNTABILITY SYSTEMS 

Interview Like a Boss 
Create an interview template to ask the right 
questions during an interview 
Interview Like A Boss - Team Bootcamp 2019 

Set Staff KPIs 
Create and implement Key Performance 
Indicators for staff accountability 
Module 3 KPIs – Team Bootcamp 2019’ Facebook 
Units “I have questions around KPIs and 
incentives” 

A-Z of Operations 
Map all operations of your business start to 
finish, and identify systems that need to be 
created or improved  
The Right Systems for Your Trades Business – 
Systems Webinars 

Hire an Ops Manager 
Recruit an Operations Manager to help with 
managing larger teams and quality control 
How to Hire the Right Staff - Team Webinars; The 
Hiring Masters – Team Webinars; Ask on the 
Facebook Group 
 

Create Job Descriptions  
Create formal JDs for clarity of roles, that you can 
use for accountability 
How to Create a High Performing Team – Team 
Webinars 

Create QA Checklists  
Use quality assurance checklists to maintain 
quality onsite and reduce call backs 
The Right Systems for Your Trades Business – 
Systems Webinars; First Things First – Systems 
Bootcamp 2018; Review Quality Assurance 
Checklists – Systems Resources  

Remove my Tools from the Van 
Remove your tools and stop being tempted to fill 
the gaps yourself 

Just do it 😊  

Performance Appraisals  
Introduce regular and structured performance 
appraisals (at least every six months) 
Performance Appraisals: How to Create a Killer 
Team Culture – Team Webinars 

Create Pre-Job Checklists 
Use a pre-job checklist to make reduce “muck 
around” and save time on site 
The Right Systems for Your Trades Business – 
Systems Webinars; First Things First – Systems 
Bootcamp 2018; Review Pre-Job Checklists – 
Systems Resources 

Task Analysis 
Record and analyse the tasks to determine the 
best use of each team members and what tasks 
need to be delegated and/or whether new 
positions are needed. 
The Productivity Myth - Virtual Bootcamp March 
2020; How to Get Your Office Running Like a 
Well-Oiled Machine – Systems Webinars 

“The 20” 
Introduce 20-minute coaching session to “check-
in” with the team and build accountability, 
culture, and give feedback 
Create a High Performing Team – Team 
Bootcamp 2016 

Implement or Upgrade Accounting Software 
Implement Xero, MYOB or Quickbooks and leave 
complicated spreadsheets in the past 
Ask on the Facebook Group 
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Delivery   

CAPACITY AND STRUCTURE PERFORMANCE AND ACCOUNTABILITY SYSTEMS 

Create Job Descriptions  
Create formal JDs for clarity of roles 
How to Create a High Performing Team – Team 
Webinars 

Apprentice Training Program 
Structure your apprentice training to gain focus 
and develop great tradespeople 
Module 5 Apprentice Training – Team Bootcamp 
2019 

Operations Manual 
Use an Operations Manual as a “go-to” for staff 
processes and procedures 
The Right Systems for Your Trades Business – 
Systems Webinars; First Things First – Systems 
Bootcamp 2018 

Create an Organisational Structure Chart 
Map the organisational structure of your 
business for what positions you need 
Structure Your Business for Growth and Success – 
Team Webinars; Module 5 The Right Seats – 
Team Bootcamp 2017 

Create “Belonging” within the team 
Uniforms, social events, etc create loyalty and a 
feeling of belonging 
Ask on the Facebook Group 

Equipment Register 
Create a register of all equipment and tools  
Ask on the Facebook Group 

Create Employee Induction Process 
Create a process for the induction of new 
employees 
The Employee Induction Process – Team 
Webinars 

Personal Goal Setting 
Engage the team in setting personal goals to 
build personal motivation  
Module 4: Team Alignment Day – Team 
Bootcamp 2019; The Success Roadmap – 
Leadership Webinars 

Takeoff Software e.g. Groundplan 
Implement software to help with ease and 
accuracy of quoting and project planning 
Groundplan Takeoff – Virtual Bootcamp July 2020 

Employee Agreements 
Have proper official employment agreements 
with staff 
Contact local HR provider for advice 

Training and Development Plans 
Create development plans for staff to create 
“brightness of future” 
Module 5 Apprentice Training – Team Bootcamp 
2019; How to Get Buy In From Staff – 10 Minute 
Tactic 

Complete Regular Stocktakes 
Regularly measure stock holding to calculate true 
materials expenses and get clear on margins 
The Right Systems for Your Trades Business – 
Systems Webinars; Facebook Units “I’m looking 
for tips and tricks that may be useful”; Brad 
Martin, Tradesman to Businessman – Leadership 
Webinars 
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Cashflow   

Deal with Invoicing Complaints 
Create a script and process to deal with clients 
who complain about their invoice 
How to Deal with Invoicing Complaints – 10 
Minute Tactic 

Provide Finance 
Organise a finance provider that your clients can 
use to pay for their jobs 
Ask on the Facebook group; Facebook units 
“Consumer Finance and Payment Terms” 

Review other Cash Expenses 
Review your balance sheet for other cash costs 
such as loan principal repayments, outstanding 
debts to merchant/tax office, extra drawings, etc. 
that don’t appear in your P and L 
Mastering the Profit and Loss Statement – 
Financials Webinars:  

Hire Additional Administration Help 
Improve the speed of invoicing by getting more 
help to complete your invoices 
How to Hire the Right Staff – Team Webinars; 
How to Get Your Office Running Like a Well-Oiled 
Machine – Systems Webinars 

Utilise Your Job Management Software 
Ensure accurate and timely completion of job 
cards 
Review the Delivery section of The 5 Drivers; Ask 
on the Facebook group 

Toughen Up Asking for Money 
Mental roadblock for many people. But crucial to 
conquer 
Live a Bigger Life: Bust Through Mental 
Roadblocks – Leadership Webinars 

Overdraft or Line of credit 
Set up an overdraft or line of credit with your 
bank. 
Ask on the Facebook group. 

Negotiate Payment Terms 
Negotiate a suitable payment arrangement with 
for outstanding accounts (e.g. Tax, Merchants 
etc.) 
Ask on the Facebook group 
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Leadership 
Your business reflects your skill as a business owner. A better business requires you to become a better business owner. If you want your team to be 

motivated and productive, you must set the example. 

 

 Foundation – do first  Foundation – good idea  Choose as appropriate 
 

Vision Book 
Create a clear vision for what you want from 
your business and more importantly your life. 
Create Your Ideal Life – Module 2 Virtual 
Bootcamp November 2020 
The Success Roadmap – Leadership Webinars 

Time Productivity Analysis 
Measure how you are currently spending your 
time so you can see what the “time sucks” are 
The Personal Productivity Upgrade – Leadership 
webinars 

Default Diary 
Set up a default plan for your time to make time 
for important business improvement tasks and 
self-care. 
How to Manage Time Effectively – 10 Minute 
Tactic; Urgent vs Important Tasks – 10 Minute 
Tactic; The Personal Productivity Upgrade – 
Leadership Webinars 

Business Maturity Plan 
Create a picture of how your business will look 
when your business is completed 
The Business Maturity Plan – Module 5 Business 
of Business Bootcamp 2019 

Upgrade My Thinking 
Uncover and challenge the limited beliefs that 
are sabotaging your business success  
Live a Bigger Life: Bust Through Mental 
Roadblocks – Leadership Webinars 

Ask for Help 
Commit to asking for help when stuck and not 
letting your ego or fear of looking silly stop you 
from growing 
Ask on the Facebook Group 

Learn to Say “No” 
Stop letting other people drive your day/life 
Ask on the Facebook Group 

Delegate The $20 per Hour Tasks 
Delegate all the low hourly rate work that is 
clogging up your diary and preventing your 
business thriving 
How to Delegate – Virtual bootcamp March 2020 

Partnerships that Prosper  
Learn how to build a business partnership that 
works for all parties – whether that be business 
partners and/or life partners. 
Partnerships That Prosper – Leadership 
Webinars; Ask on the Facebook Group 

Build Inspiration and Motivation 
Review the stories of other success business 
owners who have transformed their businesses 
working through the coaching program 
Watch Client of the Quarter interviews in the 
membership site under each Bootcamp 

Listen to/Read Business Books 
Commit to listening to audiobooks or reading 
books. 
Ask on the Facebook Group 

Learn to Lead 
Improve your ability as a leader in your business 
Learn to Lead – Module 2 Bootcamp November 
2019 
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Leadership   

Your Hourly Rate 
Calculate what your hourly rate is worth to the 
business when doing the most important work  
The Productivity Myth – Virtual Bootcamp March 
2020 

The Pre-Loaded Year 
Plan out the year with all the important activities 
such as holidays, team days, performance 
appraisals, business planning meetings, etc. 
The Pre-Loaded Year – Systems Webinars 

Appoint a General Manager 
Ask on the Facebook Group 

Affirmations 
Create a list of affirmations that you review daily 
to create a positive mental focus 
Live a Bigger Life: Bust Through Mental 
Roadblocks – Leadership Webinars 

Schedule Me Time 
Block self-care and family time into your Default 
Diary 
The Success Roadmap – Leadership Webinars; 
How to Manage Time Effectively – 10 Minute 
Tactic; Urgent vs Important Tasks – 10 Minute 
Tactic 

80/20 Rule 
Apply the 80/20 rule to every area of your 
business. What is the 20% of time, clients, staff 
that if you focus on, you’ll get 80% of the results. 
Ask on the Facebook Group 

 Stop Doing List 
Create a stop doing list of all the things that you 
no longer want to do 
The Productivity Myth – Virtual Bootcamp March 
2020 

  

 


