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The Momentum Gameplan™

Past | Wins and what’s working well? Future | What are you most excited about?

The Next 2 Days | What 5 things do you want from this intensive?

1 2 3 4 5
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The Belt Levels 

$50k+ $100k+ $150k+ $200k+ $300k+ $400k+ $500k+ $1M+$750k+ $1.25M+ $1.5M+ $2M+
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NET PROFIT ACCELERATOR
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CULTURE BY DESIGN
- With Phil Smith

The Million Dollar Tradie Intensive - Nov 2022
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What is Culture?
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Culture By DesignCore Values Builder
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HONESTY

INTEGRITY

RESULTS FOCUSED

ACCOUNTABILITY

LEARNING

OWNERSHIP

INNOVATION

SIMPLICITY

COURAGE

ADVENTURE

PERSEVERANCE

CHARITY

PERFORMANCE

FUN

ENJOYMENT

PASSION

HUMILITY

CONSTANT 
IMPROVEMENT

QUALITY

AUTHENTICITY

DEPENDABILITY

KINDNESS

RESPECT

GIVING BACK

CARE FACTOR

BOLDNESS

DARING

CUSTOMER FOCUSED

HUMOUR

DIVERSITY

TEAMWORK

COMPASSION

COMMITMENT

LOYALTY

OPEN-MINDED

EQUALITY

COMPLIANCE

SUPPORT

COLLABORATION

EFFICIENCY

SERVICE

EXPERTISE

BELONGING

HISTORY

TOLERANCE

ATTENTION TO DETAIL

EXCELLENCE

TRANSPARENCY

GREAT EXPERIENCES

FAMILY FOCUSED

LEGACY

COMMUNITY

COMPETITION

ETHICS

FAIRNESS

WORLD CLASS

HARD WORK

ADVENTUROUS

FRIENDLINESS

Core Values Builder
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Core Values Builder
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Culture Cadence Planner
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CLIENT OF THE 

QUARTER

The Million Dollar Tradie Intensive - Nov 2022
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VOTE FOR CLIENT OF THE QUARTER

34



MASTERMIND

The Million Dollar Tradie Intensive - Nov 2022
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The Mastermind

Challenge | My specific challenge is… Question | My specific question is…

Insights & Actions Insights & Actions Insights & Actions
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SHAUN QUINCEY

The Million Dollar Tradie Intensive - Nov 2022
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THE ONE YEAR 

BUSINESS PLAN
- With Cam Hill

The Million Dollar Tradie Intensive - Nov 2022
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The Business of Business™
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The Planning Cycle
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Set Sales Targets

Calculate # Of Jobs

Determine Marketing Needs

Enter Average Sale

Divide Monthly Sales by Average Sale (Jobs Needed Per Month)

Your Desired Profit:

Fixed Costs (Incl. Owners Salary):

Required Gross Profit (Desired Net Profit + Fixed Costs):

Target Gross Margin

Required Annual Sales (Required Gross Profit ÷ Target Gross Margin)

Required Monthly Sales (Required Annual Sales ÷ 12 Months)

Your Conversion Rate 

Required No. of Leads (No. of Jobs ÷ Conversion Rate %)
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1 Year Business Plan

56



1 Year Business Plan – Team Structure
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Team Structure Calculator 

Divide monthly turnover by monthly revenue per 
tradesperson (approx. $25,000).  

Split between tradespeople and apprentices.

TRADESPEOPLE/TECHS/APPRENTICES

(e.g. Operations Manager, Project Manager, 
Foreman)

Divide # of tradesmen and apprentices by 7.

SUPERVISORS

(e.g. General Manager, Office Manager, 
Estimator, Accounts Assistant, Receptionist, 

Marketing Coordinator, etc.)

Divide # of people on the tools by 4. 

OFFICE STAFF

Notes
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Directors

Marketing Assistant Ops Manager Office Manager

Tradesmen x4 Accounts Assistant

ReceptionistApprentices x2

Team Structure Example 1
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Directors

Marketing Assistant Ops Manager Office Manager

Foreman Accounts Assistant

ReceptionistTradesmen x8

General Manager

Apprentices x4

Estimator

Team Structure Example 2
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Directors

Marketing 
Coordinator

Ops Manager Office Manager

Foreman x3 Accounts Assistant

ReceptionistTradesmen x15

General Manager

Apprentices x7

Estimator

Junior Estimator

Team Structure Example 3
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Team Structure Example 4
Directors

General Manager

Marketing Coordinator Estimator Ops Manager Office Manager

Junior Estimator
Accounts Assistant

Receptionist

Project Manager 
Plumbing

Project Manager 
Drainage

Project Manager Gas

Tradesmen x2

Apprentice x1

Tradesmen x4

Apprentice x2

Tradesmen x6

Apprentice x3

62



Team Structure Example 5

Directors

General Manager

Branch Manager Branch Manager Branch Manager

Office Manager

Junior Estimator

Accounts 
Assistant

Receptionist

Marketing 
Manager

Marketing 
Assistant

Estimator

Apprentice 
x1

Tradesmen 
x3

Project 
Manager 

Apprentice 
x2

Tradesmen 
x5

Project 
Manager 

Apprentice 
x2

Tradesmen 
x4

Project 
Manager 

Apprentice 
x1

Tradesmen 
x3

Project 
Manager 

Apprentice 
x1

Tradesmen 
x3

Project 
Manager 
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Delegation Matrix

Tools
Office
Admin

Team 
Management Pricing

Hiring

Tradesman x2

Onsite Process

Office Manager

Admin Manual

Office Checklist

Ops Manager

KPI’s/KPA

The 20

Estimator

Pricing Templates

Client Handover
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1 Year Business Plan

Actions

Actions
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1 Year Business Plan

Actions

6 Weeks 6 Weeks 6 Weeks 6 Weeks 6 Weeks 6 Weeks

Actions Actions Actions Actions Actions
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The Million Dollar Tradie Intensive - Nov 2022
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The Million Dollar Tradie Intensive - Nov 2022
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The Planning Cycle

Vision
(WHY?)

1 Year 
Business Plan

Budgets/
Targets

6 Week 
Plans

KPIs
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The Betting Table
Im

p
a

ct

Ease

The Big 
Easy



Notes
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The Compass
Motivation Carrot Stick

My Next Belt Level:

Signed:                                                                     Date:

Cycle Begins___________ Cycle Ends____________

11111

Strategy Description 11-Nov 18-Nov 25-Nov 2-Dec 9-Dec 16-Dec 23-Dec 13-Jan Completed?

1

2

3

4

5

6

$2M+$1.5M+$1.25M+$1M+$750k+$500k+$400k+$300k+$200k+$150k+$100k+$50k+
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THE IMPACT FILTER DUE DATE:
PROBLEM |  What problem are we solving? 

PROJECT NAME:

OUTCOME |  What will the result look like?

IMPACT |  What difference will it make?

WHAT ARE THE (1-6) BIG STEPS?

Webinar to Watch Resource(s) to use
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PROBLEM |  What problem are we solving? 

PROJECT NAME:

OUTCOME |  What will the result look like?

IMPACT |  What difference will it make?

WHAT ARE THE (1-6) BIG STEPS?

Webinar to Watch Resource(s) to use

102



THE IMPACT FILTER DUE DATE:
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THE IMPACT FILTER DUE DATE:
PROBLEM |  What problem are we solving? 

PROJECT NAME:

OUTCOME |  What will the result look like?

IMPACT |  What difference will it make?

WHAT ARE THE (1-6) BIG STEPS?

Webinar to Watch Resource(s) to use
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TRAFFIC LIGHT CHECK-IN
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