
22 LESSONS 

FOR YOUR TRADES 

BUSINESS



Hi there, 

I am Glen Powell, a trades business owner just like 

you.

I am here to offer you my 22 secret and simple lessons 
to ensure you don’t become ‘This guy’… me.

I have failed on spectacular levels… gone from 40k 
a month to 420k a month in only 8 months! And guess 
what, I absolutely crashed and burned on the other 
side. I have gone up and down, left and right… been 
flat on my back… in the clouds and then back to hell.

Please, please, please take a moment to read through 
these really quick lessons so you can kick butt and 
take names… or whatever the damn saying is! You get 
the idea. 

Why listen to me… you don’t need to. However, I am 

here in front of you now, wearing my heart on my 
sleeve to give you the power to change, to grow and to 
become the best businessperson you can. And don’t 
do it for me, do it for yourself, for your family, for your 
future family! Don’t be in business to survive, be in 
business to thrive.

Just quickly then, how about a quick 10 second intro 
about me. Electrician by trade, kicked off my business 
in 2004 and now I own an ecosystem of Energy and 
Technology businesses. I won the prestigious national 
award in 2011 for Master Electrician of the Year, plus 
our business has won many other national awards.

And now, I don’t work in my business at all. I don’t tell 
you this to impress you, I tell you this to impress upon 
you that anything is possible. And look, not everyone 
wants to have the challenges associated with multiple 
businesses across multiple market verticals… I mean, 
who wants to create an online education company 
while working two other jobs and running 5 other 
businesses… Well, I do. Why, because I have learnt too 
much not to share!

So, let’s get into it.



1. Billable Hours must be managed:

The capacity of the team must be managed by way of billable hours vs hours 

worked. You must know what is being produced on a daily, even hourly basis. Knowing 

your FTEs and managing their hours in a method similar to managing your cash flow is 

imperative.

2. Know your numbers:

Know your numbers… Decisions can only be made with the understanding of the financial 

impact to the short and long term of the business. Gut feel is great, intuition is great, 

however cold hard facts add the substance you need to make reliable decisions.

3. Know your leading and lagging Key Performance Indicators:

Report on leading and lagging KPIs that are aligned to your focused 

vision. Ask yourself key questions to ensure your actions are 

aligned to your vision and measure twice cut once! If you 

don’t know where to start with your KPIs, that’s cool, 

reach out to us and we can get a couple simple 

leading and lagging measures in play for you.

4. Finance Administration:

Partner with a qualified bookkeeper to ensure 

compliance and integrity of the books. Use 

your strengths in your field of expertise and 

use professionals to help you. Now, I realise 

it costs money to hire professionals, so this 

is where you get your business hat on and 

ask yourself ‘how much per hour do I pay 

a bookkeeper? How much per hour can I 

earn? Who is the expert at this part of the 

business? And the final juicy question, can I 

manage my cashflow in the short term, to invest 

in a bookkeeper so it saves me time, money and 

energy in the long term? Oh, and one more magical 

question for yourself ‘what can I be doing with the 

hours I have saved?” You see, there is the beginning of our 

‘triple upside strategy’. You save time, your books are in order 

so your reporting is accurate, and you can focus on something you 

love either with your family or back into the business development… check 

out our triple upside program for more on this.

5. Know your Gross Margin Target:

All quotes need a projected Gross Profit margin and this needs to be in line with your 

quoting and tendering approval process to ensure a competitive yet lucrative margin is 

achieved. Understanding the minimum targets and overhead recovery before negotiating a 

sale is a must. At no point do we carry out projects that fall outside our profit boundaries.



6. Know you Charge Out rates:

Customise your charge out rates in line with the business unit’s guidelines and understand 

the burdened rates per employee and how to best utilise the team on a job to job basis. 

Perhaps considering a blended rate of employees to ensure you stick to your labour 

budgets. Practically no one goes out of business spending too much on materials, I am 

generalizing here, but man, overruns on labour are a nightmare you could do without.

7. Business Administration:

Systemised, Routine, Organised, Coordinated, Diligent and Focused… all the traits of a 

well-oiled business machine. Focus on the right detail, at the right time, and get your small 

items scheduled in daily, weekly and monthly in a fashion that is almost boring by nature 

but paramount to the successful administration of the business. “Look after the pennies 

and the pounds will take care of themselves.” This is where having a results focused 

mindset can reduce your overwhelm, you can leverage other people and you can decide to 

‘Do, Delegate, Delay or Dump’ your growing to do list. Learn more about time management 

in the Mindset Mastery course 

8. Battle Handoffs:

Setting up all new sales and jobs so they can be successfully handed off from the sales 

team to the operations team is crucial for the successful delivery of the project. Clarity for 

the team onsite is crucial in regard to inclusions and exclusions so that Variations can be 

tracked.

9. Routine Supervision and Site Visits:

Understanding the daily needs of the team out in the field is the easiest way to pick up 

on aspects such as productivity, safety and quality. Routinely visiting jobs/projects and 

teams is a great starting point to scheduling out the week 

in a focused manner. Ensuring team members are 

onsite and working at the start of the day and the 

end of the day is a good spot check. Perhaps 

consider some reporting mechanisms like 

‘clocking on and off’ via a software system 

would help you, after all, you cannot 

be everywhere all at once. Baby steps 

though.

10. Control Mechanisms:

Quotes, Purchasing, and Scheduling 

all need boundaries, checks and 

measures to adhere to. These 

all align to the core focus of the 

business financial guidelines to ensure 

the correct gross margins are achieved 

and no surprises are stumbled upon.

11. Purchasing Approvals:

Ensure supplier quotes are requested, at 



least 2 per order. Ensure no orders are blank and that 
all orders are itemised with pricing. You must know 
how much you are spending before sending the 
order to a supplier or subbie. Also allowing qualified 
team members only to order, including appropriate 
spending approval limits.

12. Tracking Variations:

Successfully managing the scope of works is the 
foundation of a successful project and therefore 
managing, tracking, processing and seeking approval 
for any variations to the contract is the foundation of a 
profitable project and therefore profitable business.

13. Team Structure:

Clear expectations for the team including position descriptions 
forms part of the employment foundation. Performance reviews and the successful 
implementation of communication guidelines, reporting, chain of command and 
accountability all need a consistent routine approach so that the necessary time is 
allocated. Build your team “one fantastic employee at a time”.

14. Know your Strengths:

Allowing each team member to fall into their strengths then allows the individuals to win 
and therefore allows us to win as an entire team. Having the 

right people in the right roles makes life easy…

15. Detailed Quotes:

Set the intention right from the beginning and 
scope out the expectations of the client to 

ensure you can deliver a successful project for 
them. Outline the inclusions and exclusions, 
as well as optional extras or savings for 
them to consider. Follow credit control 
processes before proceeding with a new 
sale or new customer.

16. Daily Calendars:

Focused deliver each day for the team is 
the sure fire way to building a profitable 
business. A detailed Run Sheet, Production 

Schedule, Job Cards or Calendar form 
the communication tools necessary for a 

team member to succeed on a daily basis. 
Ensuring the targets are set each morning and 

then reported on each afternoon will breed the 
accountability of a top performing team.



17. Clear Strategic Direction:

Document and communicate your strategy in a way that breeds innovation and consistent 
improvement. Keep focused on the core vision but allow the team to learn and adapt their 
feedback to our foundation of systems and methods. Monitor your “On Track, Off Track” 
performance based on the input of the team, the clients and the suppliers. Develop clear 
action plans and focus on “One Thing” only at a time. Staying laser focused allows you to 
build a solid foundation.

18. Consistent Reporting:

Develop a schedule of reports and routinely meet to discuss the numbers and action 
items. Stay accountable on a weekly basis to ensure momentum is built. Reporting 
specifically on crucial numbers, aspects, productivity, action items and forecasted 
information to enable solid decision making.

19. Implementation and Review:

Setting and forgetting is not a suitable way of being in a top performing company. Allowing 
accountability and follow-ups is a great way to stay on track to your own targets, the 
team’s targets and to the company’s vision. Implementing new processes, procedures 
or systems should be done so over an appropriate amount of time to enable successful 
take up by the  team, to allow appropriate review time and adaption time, to allow time to 
reinvent, re-launch and review again… Only implement one new strategy at a time!

20. Success takes time:

Say NO more than you say yes and allow time 
for things to take place. Allow time for new 

employees to settle in and get trained. Allow 
time for marketing and sales strategies 

to produce results… don’t make things 
too complicated, stay laser focused 

and do not rush through decisions or 
implementation phases.

21. Choose your jobs wisely:

Match your jobs to your team’s 
current skills and build new skills 
amongst the team to take on new 
opportunities…

22. Team Training:

Schedule in time for your team to 
be trained and mentored. Adapt a 

personalized training program to suit 
their strengths and let them navigate 

their way through the company to find their 
niche. “Spend 6 hours sharpening the saw and 

2 hours cutting the tree down.



For some of you, you have never thought about numbers, metrics, systems or even 

contemplated a better way… nor even know where to start!

And for some of you more seasoned campaigners, you are probably thinking ‘no s#$t’ 

Glen, these are super obvious and easy. If so, how many do you do out of the 22? And 

how many do you think you can skip over and still maintain a successful business?

Knowing is easy, implementing is where the rubber hits the road.

The above 22 items are not theory, they are practical pieces of advice worth thousands of 

dollars! I have spent well over 200k in business coaches over the past 15+ years, and over 

100k in personal development courses… and I am pleased to be here with you dishing up 

nuggets of gold to help you.

So lets get your house in order and get busy. From my team to yours, have fun, make 

money and #getshitdone

MONEY MINDSETMARKETING

TRIPLE UPSIDE PROGRAM
All three of the above programs at a reduced price

TAKE A LOOK AT OUR COURSES 

TO GET YOU STARTED

CLICK HERE CLICK HERE CLICK HERE

CLICK HERE


