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Introduction: Who This Book is For and Why It Matters

Running a trades business is hard work. You’re balancing jobs, managing clients, and

constantly solving problems on the go. Most days, it feels like there’s barely enough

time to think about growing your business—let alone creating a plan to make it

happen.

If that sounds familiar, you’re not alone. I’ve been there. My name is Jim Outridge,

and like you, I’ve spent years in the trenches of small business, navigating the ups

and downs of managing a trade-based operation. Over time, I discovered that the

key to long-term success wasn’t about working harder or chasing more clients. It

was about working smarter- focusing on the customers I already had, building trust,

and creating systems that helped my business grow sustainably.

This book is for tradies who are ready to do the same. Whether you’re a plumber,

electrician, builder, or landscaper.

It’s packed with practical strategies to help you keep your customers coming back,

turn them into a reliable source of referrals, and grow your profits without feeling

like you’re constantly chasing new leads.
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1. Unlock the hidden value of your existing customers and keep them loyal for

years to come.

2. Build trust that leads to repeat business and word-of-mouth recommendations.

3. Turn satisfied customers into a referral machine that keeps your pipeline full.

4. Reflect on your business practices to find new opportunities for growth.

5. Create simple systems that make these strategies easy to implement and

maintain.

But this book isn’t just about ideas—it’s about action. Each chapter includes steps

you can take immediately to start seeing results.

Why You Can Trust This Advice (Advice is only as good as its application and the

author takes no responsibility for how you choose use this advise )

Over the years, I’ve helped businesses just like yours thrive by focusing on customer

retention, trust-building, and referrals. These strategies aren’t complicated, and they

don’t require expensive tools or hours of extra work. They’re simple, practical, and

designed for busy tradies who want to grow their business without burning out.

Inside these pages, I’ll show you how to:

What You’ll Learn
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1. 

Each chapter includes stories, examples, and prompts to help you think about

how the strategies apply to your business.

Read and Reflect:

2. 

Every chapter ends with a clear action plan. Even small changes can lead to big

results over time.

Take Action:

3. 

As you implement the ideas in this book, you’ll see opportunities to take things

further. My course is designed to help you do just that, with tools, templates,

and step-by-step guidance to make these strategies work for you.

Plan for Growth:

Why This Matters

The ideas in this book have the power to transform your business. They’ll help you

create stability, increase your profits, and build a business that works for you—not

the other way around. But the key is to start now.

Let’s dive in and get to work.

How to Use This Book
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If you’re like most tradespeople, you probably finish a job, send the invoice, and

move on to the next one. But every time you leave a satisfied customer without

following up or staying in touch, you’re leaving thousands of dollars on the table.

And it’s not just the money from their next job you’re missing out on—it’s the

potential referrals, repeat work, and long-term loyalty that could have grown your

business steadily and sustainably.

Why Customers Matter More Than Leads

Think about your last ten customers. How many of them have called you back for

repeat work? How many have recommended you to their friends or family? If you

don’t know, you’re not alone. Most tradies focus so much on finding new clients that

they forget about the value of the ones they already have.

Here’s the truth: New leads are expensive. Advertising costs money, quoting takes

time, and not every lead will turn into a paying job. But the customers you’ve

already served? They know you, they trust you, and they’re far more likely to hire

you again—if you give them a reason to.

Most tradies focus on finding new clients. After all, isn’t that the key to growing your

business? More leads, more jobs, more income—it seems logical, right? But what if I

told you that the most profitable opportunities for your business aren’t out there

waiting to be found? They’re already right in front of you—in the customers you’ve

already served.

Chapter 1: The Hidden Cost of Losing Customers
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A Story That Changed My Perspective

Let me share a story about one of my customers from when I ran a scuba diving

business. Her name was Emily, and she came in for a single introductory dive. She

was excited, a little nervous, and had no idea she’d end up becoming one of our

most valuable customers.

Emily didn’t just stop at that first dive. She came back for advanced courses,

brought friends along on group trips, and eventually booked multiple high-value

holidays through our business. Over the years, Emily spent more than $10,000 with

us—not all at once, but steadily over time.

In the trades world, Emily could be a homeowner who calls you every year for

maintenance, trusts you with major renovations, and recommends you to her

neighbours. But here’s the thing: Customers like Emily don’t stick around by

accident. It takes effort to build relationships that last.

What is Lifetime Customer Value (LCV)?

Emily’s story illustrates an important concept: Lifetime Customer Value, or LCV. LCV

is the total revenue you can earn from a single customer over the course of your

relationship with them.

Here’s a simple formula to calculate it:

LCV = Revenue per job × Repeat purchases × Retention period
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Let’s put this into context:

If you charge $300 for a plumbing job, and a loyal customer hires you four times a

year for three years, their LCV would be:

$300 × 4 × 3 = $3,600

Now imagine you have ten loyal customers like that. That’s $36,000—all without

spending extra money on advertising or chasing new leads.

Problem: The Real Cost of Losing Customers

Now, let’s look at the flip side. What happens when you lose a customer?

The cost of losing a customer isn’t just the money from their next job. It’s the entire

lifetime value of that relationship. If you lose a client with an LCV of $3,600, you’re

not just missing out on $300 for their next call—you’re losing the thousands of

dollars they could have brought to your business over the years.

And it doesn’t stop there. That customer might have referred their friends and

family to you, bringing in even more business. Losing a customer is like pulling one

thread out of a larger tapestry—it has a ripple effect that can hurt your bottom line

in ways you might not even realise.

The Solution is to set up systems.
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Most customers don’t leave because of price. They leave because they don’t feel

valued. Maybe you finished a job, packed up your tools, and never contacted them

again. Or maybe a small mistake went unaddressed, and they decided to try

someone else next time.

The good news is, it doesn’t take much to make a customer feel valued. A quick

follow-up call, a thank-you email, or even a friendly smile at the end of a job can

leave a lasting impression. Small actions build trust, and trust keeps customers

coming back.

Communication needs to be clear: Customer arguments, can be a problem, the way

you quote, add a customer profile with notes so you have a record consider using a

CRM to help tracking and managing your customer records efficiently.

Example: when trades people go out do their job, they extended themselves to odd

jobs, cobwebs or light bulbs change etc: make customer feel valued

Small Changes, Big Results

The first step to unlocking your customers’ lifetime value is to start thinking

differently about your business. Instead of focusing on getting more customers,

focus on keeping the ones you already have.

Why Customers Leave
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1. How many of your past customers have hired you more than once?

2. Do you know the lifetime value of your top clients?

3. What are you currently doing to encourage repeat work and referrals?

Action Steps

By now, you might be wondering, “What can I do to start retaining customers and

increasing their lifetime value?” Here are three small but powerful steps you can take

today:

1. 

Call or email your clients a week after you finish their job. Ask if everything is

working well and if there’s anything else they need. This simple gesture shows

you care and keeps you top of mind.

Follow Up After Every Job:

2. 

Create a small loyalty program for repeat customers. For example, offer a

discount on their third job or a free service after a certain number of visits.

Offer Loyalty Incentives:

3. 

Start keeping a list of your customers and their job history. Even a simple

Google Sheet can help you see patterns and identify your most valuable clients.

Track Your Clients:

(Add job date anniversary: follow up prior to warranty expiration, just to touch base

: warranty are often forgotten :Take before and after Photos: Job sheet :

documentation are important )

Here are three questions to get you started:
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Take a moment to think about your business. What’s one small action from the

examples above that you can commit to this week to show your customers you

value them? Write it down and make it a priority.

Looking Ahead

Now that you understand the hidden cost of losing customers, it’s time to take the

next step: building trust. In the next chapter, we’ll explore how to create lasting

relationships with your clients—relationships that lead to loyalty, referrals, and long-

term growth.

Reflection Time
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In the trades world, trust is built in the little things. Sure, the quality of your work

matters, but it’s often the small details—your professionalism, reliability, and

communication—that make the biggest difference.

Expand Referrals:

Let neighbours known work is commencing, this courtesy and respect may also lead

to a new job at the neighbours

Think about the last time you hired someone for a job. Maybe it was an electrician, a

landscaper, or a mechanic. What made you decide to use their services again—or

not? Chances are, it wasn’t just about the quality of their work. It was about how

they made you feel. Did they show up on time? Did they communicate clearly? Did

they leave you feeling confident that you’d made the right choice?

Trust is the foundation of every successful business. You can be the most skilled

tradie in your field, but if your customers don’t trust you, they’re unlikely to call you

again—or recommend you to their friends.

Chapter 2: Building Trust That Lasts
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Let me tell you about Sarah, one of my customers when I ran my scuba diving

business. Sarah needed special accommodations to make her diving experience

more accessible. It would have been easy to do the bare minimum and move on, but

instead, my team and I went out of our way to ensure she felt comfortable and

confident.

That extra effort paid off. Sarah didn’t just become a loyal customer—she became

one of our biggest advocates. She recommended our services to her entire diving

group, bringing in a steady stream of new customers.

In the trades world, Sarah could be a homeowner who trusts you to handle her

plumbing emergencies, hires you for renovations, and recommends you to her

neighbours. But earning that level of trust takes effort. It’s not just about doing the

job—it’s about showing your customers that they can rely on you.

How to Build Trust

Building trust doesn’t have to be complicated or time-consuming. It’s about creating

positive experiences that leave your customers feeling valued and confident in your

work. Here are a few simple ways to do it:

A Story About Trust
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1. 

Punctuality sends a powerful message: You respect your customer’s time and

take your commitments seriously.

Show Up on Time:

2. 

Explain what you’re doing, why it’s necessary, and what the outcome will be.

Avoid jargon, and make sure your customer understands the process. 

Communicate Clearly:

(Place a

note in the neighbour’s letter that you apologise for the noise and distraction,

courtesy)

3. 

A clean and organised worksite shows respect for your customer’s space and

leaves a lasting positive impression.

Leave the Site Clean:

4. 

After the job is done, check in with your customer to ensure everything is

working as expected. This simple gesture goes a long way in building trust.

Follow Up:

Before and after photos to be posted on social media

The Power of Follow-Ups

One of the easiest and most effective ways to build trust is to follow up after a job.

Most tradies don’t do this, assuming that if the customer is happy, they’ll call again

when they need something. But a quick follow-up can set you apart and make a

lasting impression.

Imagine this: A week after finishing a job, you call the customer and say, “Hi, I just

wanted to check in and make sure everything’s working well. Let me know if there’s

anything else I can help with.”
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That one-minute phone call shows the customer you care about their satisfaction,

not just their payment. It keeps you top of mind for their next job and leaves them

feeling valued. Why do they tell their friends? The follow up was unexpected.

Additionally it reduces complaints and poor online revies as issues can be rectified

efficiently

Turning Trust into Loyalty

Trust isn’t just about getting the next job—it’s about creating a foundation for long-

term loyalty. When customers trust you, they’re more likely to call you again,

recommend you to others, and even overlook small mistakes because they know

you’ll make things right.

Here’s how trust and loyalty connect:

1.  Customers who trust you will come back for

future jobs, saving you time and money on finding new leads.

Trust leads to repeat business:

2.  Loyal customers become advocates, spreading the

word about your business and bringing in new clients.

Loyalty leads to referrals:

3.  Referrals cost nothing and often bring in high-quality

clients who are ready to hire you.

Referrals lead to growth:

4.  An example is when I had my hot system repaired the

tradesperson did a good job. I would have been happy refer him to people.

However, after they left I found 2 fidget magnets on my fridge. I felt this

breached my trust and violated my boundaries by silently placing the fridge

magnets on the fridge in a covert way, he destroyed the trust that had been

forming.

Ask and get permission:
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Take a moment to think about your recent jobs. Did you take any extra steps to build

trust with your customers? Were there opportunities to create a stronger connection

that you might have missed?

Here are a few ideas to try this week:

 Follow up with a recent client to thank them for their business and check if

everything is going well.

 Offer advice or tips on maintaining the work you’ve done—this shows you care

about the long-term results.

 Leave behind a small token of appreciation, like a handwritten thank-you note

or a business card. (fridge magnet, beyond the physical, additionally send a

text/SMS)

Action Steps

Building trust is a long-term investment, but it starts with small, consistent actions.

Here are three steps you can take today to start building stronger relationships with

your customers:

1. Pick one current or recent client and follow up with them.

2. Commit to showing up 10 minutes early for your next job to demonstrate

reliability.

3. Look for one small detail—like cleaning up extra thoroughly—that could make a

big difference in your customer’s experience.

Note this as future money (keep the word MONEY) in the bank

Reflection Time
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Now that you understand the importance of trust, it’s time to take things a step

further. In the next chapter, we’ll explore how to turn that trust into a reliable

referral machine that keeps your business growing without spending a cent on

advertising.

Looking Ahead
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Chapter 3: The Referral Machine

Imagine this: You finish a job for a satisfied customer. A few weeks later, they tell

their neighbour about the great work you did. That neighbour calls you, hires you,

and then recommends you to two more people. Suddenly, you’ve got a steady flow

of new jobs—all from one happy client.

Referrals are one of the most powerful ways to grow your business. They cost

nothing, build instant trust, and often lead to repeat work. Yet many tradies

overlook referrals, assuming they’ll happen naturally if they do a good job. The truth

is, while satisfied customers are more likely to refer you, the real magic happens

when you actively encourage and reward those referrals.

Its Important that the owner and the staff on the same page and understand that

they need to be efficient in both the trade and authentic customer services.

Customer reviews can make or break, good service will facilitate good reviews which

could lead to new work.
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Referrals aren’t just a bonus—they’re the foundation of a thriving business. Here’s

why they’re so valuable:

1. 

When a new client comes to you through a referral, they already trust you

because someone they know has vouched for you. This makes them easier to

work with and more likely to become repeat customers.

Referrals Build Trust:

2. 

Unlike advertising or lead generation services, referrals don’t require a big

budget. They’re a free and highly effective way to grow your business.

Referrals Cost Nothing:

3. 

One referral often leads to another, creating a chain reaction that keeps your

schedule full without extra effort.

Referrals Create a Ripple Effect:

A Story About Referrals

Let me tell you about Mike, a builder I worked with a few years ago. Mike was great

at his trade, and his customers were always happy with his work. But when I asked

him how often he got referrals, his answer surprised me: “Not as often as I’d like.”

When we dug deeper, we realised the problem. Mike assumed that happy customers

would naturally recommend him to others. But while his clients were satisfied, they

weren’t actively spreading the word—simply because he never asked them to.

We made one small change. After every job, Mike started saying, 

 It took less

than 10 seconds to say, but the results were dramatic. Within a few months, Mike’s

referrals had doubled.

“If you’re happy

with the work, I’d really appreciate it if you told your friends about me.”

Why Referrals Matter
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How to Build Your Referral Machine

Referrals don’t have to be left to chance. With a few simple strategies, you can turn

satisfied customers into active advocates for your business.

1. Always Ask for Referrals

Most people are happy to recommend someone they trust, but they won’t think to

do it unless you ask. Make asking for referrals a standard part of every job.

Here’s an example of what to say:

 “I’m so glad you’re happy with the work! If you know anyone who might need

help with [your trade], I’d really appreciate it if you passed my name along.”

 Or, “If you have friends or family who could use a hand, feel free to share my

number. Referrals mean a lot to me.”

The key is to keep it casual and friendly.

If you don’t ask, you will never know

Irrespective of the work, we need nurture our customers Remembering we in the

people business

2. Offer Referral Incentives

People are more likely to refer you if there’s a little something in it for them. A small

incentive can go a long way in encouraging customers to spread the word.

Here are a few examples:
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   Offer a percentage off their next service for every referral they send

your way.

Discounts:

   Provide a $20 gift card to a local business for each successful

referral.

Gift Cards:

   After three referrals, offer a free inspection, small repair, or

maintenance visit.

Free Services:

The incentive doesn’t have to be big—it just needs to show your appreciation.

3. Make Referring Easy

The easier you make it for customers to refer you, the more likely they are to do it.

Here’s how:

   Always leave a few business cards behind at the end of

a job, with permission.

Leave Business Cards:

   Include a friendly reminder like, Send Follow-Up Emails: “If you’re happy with

the work, feel free to share this email with anyone who might need help!”

   Encourage satisfied customers to tag or mention you when

recommending your services online. 

Use social media:

(As an example: subject to your service: A

company that services hot water systems, provide sticker, with instructions and

an offer with a narrative. We know that hot systems can break down a the

most inopportune time. Place this sticker on your system take a photo and post

on social media or mail back to us to go into the draw for $500.00. Customise

to your service. Example: electrician : fuse box

When referrals are effortless, they’re more likely to happen.
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Once you start asking for referrals, it’s important to track where your new clients are

coming from. This helps you measure the success of your referral strategy and

shows you which customers are your biggest advocates.

Here’s a simple way to track referrals:

1.  When someone books your service, ask how they heard

about you.

Ask Every New Client:

2.  Use a spreadsheet or app to log referral sources. Note who

referred them and when. (

Record the Details:

Consider using CRM Systems or manual card system)

3.  If someone sends multiple referrals, recognise them

with a thank-you note or small gift to show your appreciation

Reward Your Referrers:

. (as mentioned

previously branded promotional items: caps and cups)

Reflection Time

Take a moment to think about your recent jobs and clients. How many of them came

from referrals? Do you know who your top referrers are? If not, it’s time to start

tracking this valuable information.

Here are a few questions to reflect on:

1. How often do you ask for referrals from your customers?

2. What incentives could you offer to encourage more referrals?

3. What tools could you use to make tracking referrals easier?

Write down one action you can take this week to start building your referral

machine. It could be as simple as asking for a referral from your next client or

creating a spreadsheet to track new leads.

Tracking Referrals
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The Ripple Effect of Referrals

When you create a system for referrals, you’re not just generating new leads—

you’re building a network of loyal customers who actively promote your business.

Each happy client becomes a link in a chain that connects you to more work, more

opportunities, and more growth.

Referrals are the gift that keeps on giving. By focusing on trust and relationships,

you can create a pipeline of high-quality clients who already believe in your

expertise.

Action Steps

To start building your referral machine, try these three steps today:

1.  Pick one client this week and ask them for a referral at the

end of the job. 

Ask for Referrals:

(Example: do you know anyone who may need this service)

2.  Create a simple referral reward, like a discount or gift card,

and share it with your clients.

Offer an Incentive:

3.  Set up a spreadsheet or use a notebook to record where

your new leads are coming from

Track Your Progress:

. (Allocate time to implement this action,

always remember the importance of tracking your progress)

Looking Ahead

Referrals are just one piece of the puzzle. To make the most of your efforts, you’ll

need to regularly assess your business practices and identify areas for improvement.

In the next chapter, we’ll dive into how self-reflection can help you grow your

business and make smarter decisions.
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Chapter 4: Self-Reflection for Growth

Running a business can feel like you’re always putting out fires. From managing

clients to juggling schedules and staying on top of bills, it’s easy to get caught up in

the day-to-day grind. But if you never take the time to pause and reflect on how

your business is really doing, you might miss the opportunities hiding in plain sight.

Self-reflection is a powerful tool for growth. It helps you identify what’s working,

what’s not, and where you can make changes to improve. Think of it as tuning up

your business the same way you’d maintain a piece of equipment—regular check-ins

keep things running smoothly and prevent bigger problems down the line.

Why Reflection Matters

Reflection isn’t just about identifying problems—it’s also about recognising your

successes. When you take the time to evaluate your business, you can:

 Celebrate what’s going well.

 Identify areas where you can improve.

 Make smarter decisions about where to focus your energy.

For example, let’s say you notice that a certain group of customers is more likely to

refer you to others. By reflecting on this pattern, you can create a strategy to

nurture those relationships and encourage even more referrals.

Without reflection, these opportunities might go unnoticed.
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Here are three critical areas to evaluate regularly:

1. Customer Retention

Ask yourself:

 How many of your customers are coming back for repeat work?

 What are you doing to encourage loyalty?

If you don’t know the answers, start by looking at your job history. Identify which

clients have hired you more than once and think about what you did to keep them

coming back.

2. Referrals

Ask yourself:

 How many of your new clients are coming from referrals?

 Are you actively asking for referrals, or just hoping they happen on their own?

If referrals aren’t a significant part of your lead generation, think about what you

can do to change that. Are you offering incentives? Are you making it easy for

customers to recommend you?

Key Areas to Reflect On
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 Are your customers happy with the work you’re doing?

 Have you asked for feedback directly?

Feedback is one of the most valuable tools for improving your business. If you’re not

actively seeking it, you’re missing out on insights that could help you grow.

Building a Reflection Habit

Self-reflection doesn’t have to take hours of your time. Even 15–30 minutes a week

can give you valuable insights into your business. Here’s a simple process to help

you build the habit:

1. 

Pick a consistent day and time each week to review your business. This could

be Friday afternoon after your last job or Sunday evening before the week

begins.

Schedule Reflection Time:

2. 

During your reflection time, ask yourself:

Ask Key Questions:

 How many repeat clients did I serve this week?

 How many referrals did I receive?

 What went well, and what could I improve?

Additionally Seek staff Feedback:

Ask yourself:

3. Customer Feedback
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1. 

Based on your reflections, identify one or two small actions to

focus on for the coming week. For example:

Set Weekly Goals:

 Follow up with three past customers.

 Ask for referrals from two satisfied clients.

Tools to Simplify Reflection

To make the process even easier, use simple tools to track your progress and identify

trends over time.

Google Sheets or Excel:

Create a spreadsheet with columns for:

 Customer name.

 Job date.

 Follow-up date.

 Referral source (if applicable).

 Notes about the customer or job.

Review this sheet weekly to spot patterns and ensure you’re staying consistent.

Google Forms or Surveys:

Send a short feedback form to clients after each job. Questions could include:

 How satisfied were you with the service?

 Is there anything we could have done better?

 Would you recommend us to others?
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Feedback from customers can highlight areas for improvement and give you ideas

for enhancing their experience.

Reflection in Action

Here’s an example of how reflection can lead to growth:

Imagine you notice that a long-time customer hasn’t called you in a while. During

your reflection time, you realise you haven’t followed up with them since their last

job. You decide to give them a quick call.

The result? They mention a small issue they’ve been meaning to fix and book

another job with you. That’s a win you might have missed without taking the time to

reflect.

Reflection Prompt

To start building your reflection habit, take a moment to answer these questions:

1. How many repeat customers have you served in the past month?

2. What’s one small action you could take this week to encourage more referrals?

3. What feedback have you received recently, and how can you act on it?

Write down your answers and use them to set your next steps.
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Reflection isn’t just about finding areas for improvement—it’s also about recognising

what’s going well. When you notice an increase in repeat work or referrals, take a

moment to celebrate your progress. These wins are proof that your efforts are

paying off.

In the next chapter, we’ll explore how to turn these insights into action by creating

systems that make retention, referrals, and reflection part of your routine. For now,

commit to setting aside time each week to reflect—you’ll be amazed at the

difference it makes.

Chapter 5: Turning Insights into Action

By now, you’ve learned how to retain customers, generate referrals, and reflect on

your business to identify opportunities for growth. But knowing what to do is just

the first step. The real challenge is turning these insights into consistent actions that

make a difference over time.

The good news? You don’t need complicated systems or fancy tools to make it

happen. All it takes is a few simple processes to keep you organised and on track.

These processes will help you save time, stay consistent, and build a business that

grows steadily, one small action at a time.

Celebrate Your Wins
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Think of a system as a habit with structure. It’s a way of ensuring that important

tasks—like following up with customers or asking for referrals—don’t slip through the

cracks when you’re busy. A good system works in the background, so you can focus

on the day-to-day operations of your business while still driving growth.

Building Your Retention System

Keeping your current customers happy and engaged is one of the easiest ways to

grow your business. Here’s how to create a simple retention system that works:

1. Follow-Up Schedule:

After every job, set a reminder to follow up with the customer one week later. Use

this time to thank them, check that everything is working well, and offer help if

needed.

2. Customer Tracking:

Use a spreadsheet to keep track of your clients and their job history. Include

columns for:

 Customer name.

 Job date.

 Follow-up date.

 Notes about the client or potential future needs.

Why Systems Matter
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Reward loyal customers with discounts, free services, or small gifts. For example:

 Offer a bonus item on their third service, this is better than discounting your

work as it holds value in it but increases the perceived value of your brand.

Example Bonus Movie Tickets.

 Provide a free maintenance check after five jobs.

These small gestures show your customers that you value their business,

encouraging them to stick with you.

Building Your Referral System

Turning satisfied customers into advocates for your business doesn’t have to be

difficult. Here’s how to create a referral system that runs smoothly:

1. Make Referrals a Habit:

At the end of each job, ask your customer for a referral. A simple, friendly request

like 

 can go a long way.

“If you know anyone who might need my help, I’d really appreciate it if you

passed my name along”

2. Incentivise Referrals:

Offer small rewards for successful referrals, such as:

 A discount on their next service.

 A $20 gift card to a local coffee shop.

 A free service after three referrals.

3. Loyalty Incentives:
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3. Track and Recognise Referrals:

Add a “Referral Source” column to your customer tracking sheet. Note who referred

each new client and make sure to thank them. For frequent referrers, consider a

handwritten note or a small gift to show your appreciation.

Building Your Reflection System

Self-reflection is a powerful tool, but it works best when it’s consistent. Here’s how

to set up a system that ensures you regularly evaluate your business:

1. Weekly Reflection Time:

Set aside 15–30 minutes at the end of each week to review your performance. Use

this time to ask questions like:

 How many repeat clients did I serve this week?

 How many referrals did I receive?

 What went well, and what could I improve?

2. Use a Tracking Tool:

Keep your data in one place, such as a Google Sheet or notebook. Record key

metrics like:

 Total jobs completed.

 Repeat clients served.

 Referrals generated.
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Use your reflection time to identify one or two small goals for the coming week. For

example:

 Follow up with three past clients.

 Ask for referrals from two happy customers.

 Send a thank-you email to a loyal client.

Staying Motivated

Building systems takes effort, and it’s easy to lose momentum when things get

busy. To stay motivated, remind yourself of the bigger picture. Why are you working

to grow your business? Whether it’s to create more financial stability, reduce stress,

or spend more time with your family, keeping your “why” in mind will help you stay

on track.

Celebrate your wins, no matter how small. Did you get your first referral from a new

system? Celebrate it. Did a customer call back for repeat work? That’s a success

worth acknowledging. These moments are proof that your efforts are paying off.

Action Steps

To get started, implement one small system this week:

1. Set up a simple spreadsheet to track your customers, follow-ups, and referrals.

2. Pick one client to follow up with and one to ask for a referral.

3. Block out 15 minutes on your calendar for weekly reflection and stick to it.

3. Set Weekly Goals:
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Remember, systems don’t have to be perfect from the start. The key is to begin and

refine as you go.

Bringing It All Together

This book has given you the tools to grow your business by focusing on customer

retention, trust, referrals, and self-reflection. These strategies are simple,

actionable, and designed to work in the real world—no fluff, just results.

If you’re ready to take these ideas to the next level, my course is here to help. It’s

packed with tools, templates, and step-by-step guidance to make implementing

these systems even easier.

Your business, your customers, and your future are worth the effort. Let’s get to

work.




