How 3 Fishing Tips
Can Make Your
Sales Emails More
Enticing... (Yep, I
Said Fishing Tips!)

ISSUE #

47

OCTOBER - NOVEMBER - DECEMBER 2017

It’s Not All
About Point &
Shoot/page 20

/page 9

Josh & Rom Martin
AGG Doors

Platinum Members
“After undertaking several other business education courses and
seminars, the ability of Lifestyle Tradie to demonstrate the way they
have implemented all the content into their own business has really
contributed to fast-tracking our progress.”

Proudly Australian

Cool iPhone
Apps for
Tradies

Flexibility
In Your
Business

From the Desk of

W

elcome October and we’re officially on the
home stretch of 2017! WOW! How time

flies!

I cannot believe that it has been over 2 months
since we had our last ReIgnite & ReUnite at the
stunning QT Port Douglas… check out all the great
pics on page 18. We had such a fun time with our
members…always great catching up with them…
Which is another reason why I just cannot wait to
the next one in a few weeks…find out more on page
8.
In other exciting news, our members Josh & Rom
from AGG Doors based in Victoria are seriously
kicking some goals! On page 6 Josh & Rom share
their story with us all and who knew that being a
Richmond fan could teach you a thing or two when it
comes to business!
It’s a fast fast-paced, increasingly technological world,
and it is becoming more and more important for
trade businesses to ensure that they are as flexible
as possible in every area, from their employment
policies to their network management. The key to
success is being aware of your rigidity and flexibility,
and being willing to change where necessary. Find out
more on page 4.
Technology is being used in almost every company
to accomplish specific tasks. Like anything in life,
not only does technology in the work place come
with its advantages, it also comes with its share of
problems and disadvantages. On page 10 we discuss
the advantages and disadvantages of technology in
the workplace.
Did you know that when it comes to creating
content, you really don’t have to re-invent the wheel
every time. You just have to learn how to recycle
your content. On page 13, we will show you how
to take advantage of a few easy tools so you can

cut your workload in half, all while engaging your
audience on multiple levels.
Certain people are born sales people, and could ‘sell
ice to an Eskimo’ as the saying goes. But for most of
us tradies, sales is anything but easy! Most of us tend
to struggle with the idea of pitching your services.
Good news is on page 16 we go through how to ‘get
over’ the most common fears about selling.
We are a visual culture, and people buy from people,
not from companies. In this age of high mobile-device
engagement, having good marketing photos is more
important than ever before. On page 20 we will give
you 5 reasons why professional photography for
your trade business is so important.
Looking forward to challenging your mind, providing
a serious dose of motivation, inspiration and thought
stimulation at the upcoming ReIgnite & ReUnite on
10th & 11th November!
It’s getting close and the excitement is building! Just
wait till you hear who we have locked in!
Till then… see you at the ReIgnite & ReUnite!
To your success,

Andy Smith
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Lay it on the Plate

Flexibility In Your Business
Why It’s Essential To Your Success

I

t’s a fast fast-paced, increasingly technological world,
and it is becoming more and more important for
trade businesses to ensure that they are as flexible
as possible in every area, from their employment
policies to their network management. Streamlined
workforces, shifts in technology and changing markets
are just a few reasons why ‘flexibility’ is becoming the
new norm for many small and large businesses alike.
Flexibility at work is not just a necessity for employers,
but employees alike. While your trade business may
not have a formal set of rules for a flexible workplace,
4

there are many advantages to be gained by taking on a
flexible attitude – and approach.
Being too rigid causes you to make emotional decisions,
while being too flexible makes you a doormat, finding
that balance is how success is achieved.
The key to success is being aware of your rigidity
and flexibility, and being willing to change where
necessary.
Develop Flexibility In Your Decision-Making
The ability to exercise flexibility in unexpected

situations is vital. Especially when you’re feeling
sideswiped by sudden changes.
Those who are flexible are more likely to find a
solution to keep their business and adapt quickly to
the changes.
We live in an uncertain world with unexpected
changes around every corner. You wouldn’t stand
still if a tree started to fall toward you, you’d run to
get out of the way. You might get nicked by the tree
as you run, but you’d recognise running as the best
option and it would be worth the effort. That’s a
flexible decision.
Perhaps a rigid person standing under a falling tree
has a legitimate reason for staying put, but it won’t
save them from being crushed. A rigid person will
see their inflexible decision as “holding their ground,”
despite impending danger.
Being flexible in your decision-making means being
willing to make a decision that won’t cut off your
future options, even if you don’t like that decision. A
person who insists on standing under a falling tree is
cutting off their future.
Following The Path Of Least Resistance
Without flexibility, your life is guaranteed to be
difficult. Inflexibility will create resistance at every
turn. In business, you won’t be a productive leader in
meetings, and you’ll have difficulty getting people to
share your vision.
Being flexible allows you to see where the river is
leading so you can assume the shape that will take
you downstream. You may not agree with all of the
details along the way, but if your goal is to get down
stream, you’ll have to get in the river at some point.

with your business goals. Flexibility, by this definition,
creates loyal and productive employees because it’s
part of the culture, not just the employee handbook.
A flexible culture allows employees to work
wherever they can be most productive. That might
be in the office, or it could be working from home.
Telecommuting Options Are Mandatory For
True Flexibility.
In today’s world, it’s impossible to run a business without
offering telecommuting options. Doing so not only helps
employees, but it’s proven to be highly productive.
This doesn’t automatically deem the office
as unproductive compared to remote work
environments. Its all about the actual environment The reason most offices are unproductive is due to
the way they’re run. Two of the biggest problems are
unstructured meetings, and constant distractions.
Unstructured meetings are an invitation for chaos. It
sounds contradictory, but having no structure can be
a sign of rigidity. When you’re opposed to changing
the way you run meetings, even when your current
method isn’t working, you’re setting your whole team
up for failure.
Flexibility Is Not About Being A Pushover
Some people consider flexibility “catering to other
people’s demands” but that’s not what it’s about. If
you’re afraid to change the rules or your business
culture because you don’t want to give your power
away, you’re holding the wrong view of flexibility.
Your Mind Fights Change

It’s easy to look at a situation that isn’t working and
excuse it by saying you’re doing everything correctly,
so “the problem must be something else.” Your mind
As Bruce Lee said, “Empty your mind. Be formless,
doesn’t like the idea of change. It’s going to fight you
shapeless, like water. Now you put water into a cup, it
becomes the cup. You put water into a bottle, it becomes all the way. Your mind doesn’t want you to admit that
the bottle. You put it in a teapot, it becomes the teapot. change is necessary. It wants to be right, and admitting
you need to change is like admitting you’re wrong.
Now water can flow or it can crash. Be water, my
friend.”
However, changing to adapt to your circumstances
Being Flexible Is Not Just A Policy
Being a flexible trade business doesn’t mean just
having policies on the books that claim a “flexible
work environment.”
Think of flexibility as a way of doing business that
extends trust to team members and works in harmony

isn’t about right or wrong, it’s about implementing
solutions that support your businesses success.
Don’t be afraid to let go of what doesn’t serve your
business. Call in an expert if necessary. Your success
depends on your ability to do what’s right for your
business, even if it means making big changes.
Businesses that don’t change don’t grow, simple, as, that.
#47 / October - November - December 2017
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Lifestyle Tradie Member Profile

Josh &
Rom Martin
AGG Doors

Platinum Members

1. Tell us a little about your business, life
and family
AGG doors is a family owned business focusing on
garage door and gate service, repairs and installations.
We’ve been around for 18 years and have a dozen
staff based in Australia and another 6 overseas. We’re
very proud to say we are the most positively reviewed
company in our industry nationwide.
Outside of work I’m a big AFL fan and try to get to as
many Richmond games as I can. Being a Richmond fan
I’ve learnt a lot about disappointment and resilience,
which comes in handy in business.
2. What do you love most about what you
do?
I love being in a position where I can drive change in
the business and positively influence the lives of our
staff and customers. It’s always exciting thinking of
and implementing new ideas to the business to create
a better service for our clients and a better work
environment for our staff.
On top of this our staff are fantastic and are without
a doubt some of the most motivated and competent
people in the industry. Working with these kind of
people always keeps me motivated to continually
improve myself and the business.
3. Tell us a little about your life before
joining Lifestyle Tradie? (What wasn’t
working, what was holding you back or
was in your way?)
6

We were probably lacking in our knowledge of our
numbers which caused us to make some decisions based
on assumptions as opposed to facts. Without all of our
metrics in front of us it was a bit hard to know what
avenues of income we really wanted to dedicate our
time and resources to.
4. What specific results have you achieved
since joining Lifestyle Tradie?
Since we’ve joined, we’ve improved in a lot of areas,
some of the key ones being our metric tracking, our
culture and our systems.
After undertaking several other business education
courses and seminars, the ability of Lifestyle Tradie to
demonstrate the way they have implemented all the
content into their own business has really contributed to
fast-tracking our progress.
Dad’s always joked since he started the business that
he’d own a Mercedes. In August we picked up a nice
black 2017 AMG CLA 45…0-100 in 4.4 seconds. I
know that because he’s told me about 200 times.
It’s a great feeling to know that I’ve been apart of
helping to achieve that dream. It’s a much nicer car than
the 1999 Ford Transit that he normally drives around
that spills fumes everywhere if you close the window.
5. Where do you see your business in 5 years?
I will say with confidence that we will be operating
efficiently with an amazing staff hired and retained from
an equally amazing culture. It will be because of this we
that we will be having our most profitable year to date.

In general working with family is a plus. Rarely in a
business do you have multiple people that care about
the company as much as you do, and I’m lucky to have
several.
It does get stressful sometimes but having a third party
like the Lifestyle Tradie community can help to alleviate a
lot of the issues that come with working alongside family.
7. Tell us something quirky about yourself
that your buddies don’t know?
I don’t eat sandwiches unless they’re cut into triangles?
Does that count? They taste better that way.
8. If we were sitting here one year from
now celebrating what a great year it’s
been, what have you achieved (together)?
(business/life).
What are the top 3 things you have learnt
about business that you would recommend
to other tradies and WHY?

In a years time we will have refined out systems to be
near on flawless which will allow all of our staff to work
smarter, not harder and longer.

Tip 1: & why

Along with this we will have launched a new ecommerce
site to compliment our service business and we will have
the widest variety of product of any company.

Make Decisions Based on Your Metrics
Once you know your numbers and how much you need
to make per hour/day/week, start making decisions
based on that dollar value. Knock back work if it’s going
to make a loss and put your marketing budget towards
the right type of jobs and clients.
Tip 2: & why
People First Creating a culture people want to be a
part of and work hard for is the foundation of a great
business. By developing a great culture, you attract great
people and give them a reason to stay aside from just
the money.
Tip 3: & why
Celebrate the wins
For the morale of our staff and our own sanity, we need
to make an effort to get excited and celebrate more.
I think most of us find it very easy to shake our head
when something goes wrong, but probably neglect to
smile and throw some hi-fives around when something
goes well.
6. Some say working with your partner is
a challenge! How has being a member
of Lifestyle Tradie helped with your
relationship?

“After undertaking several other business
education courses and seminars, the
ability of Lifestyle Tradie to demonstrate
the way they have implemented all the
content into their own business has
really contributed to fast-tracking our
progress.”
#47 / October - November - December 2017
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Our Next Event

ReIgnite & ReUnite

Collaborate
•

•Create •

Celebrate

Friday
10th November
and Saturday
11th November,
2017

This one is going to be a ripper…
Collaborate . Create . Celebrate!
We have 2 full days of jammed packed
goodness. With a spectacular line-up of speakers
ready to present on some hot topics YOU have
been asking for… (to be revealed soon…) This
is going to be AWESOME!
We are planning an epic couple of nights of fun
with Friday and Saturday night dinners…if you
love chatting with a tradie that simply ‘gets’ you,
then these are not to be missed… If you haven’t
already, make sure you RSVP through the slip
provided in the invitation pack. Simply fill out the
form, take a photo and email it back to
info@lifestyletradie.com.au … it’s that simple!
Cannot wait to see you all very soon :)
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How 3 Fishing Tips can make your
sales emails more enticing...
(Yep, I said fishing tips!)

S

o fishing might not be your sport of choice… but
fisherman/woman or not, everyone knows that to
catch a certain type of fish, you need a certain type
of bait. In fact, you may need a different approach
entirely. Different time of day, season, hook, line,
sinker, will get you a different catch.

2.Test the waters.
Test a few different kinds of bait to see what works
the best, rather than attack your entire list of contacts
with one single approach.
An easy way to do this is to divide your list in two and
test one email against another.

The theories with fishing are not dissimilar to those of
an email campaign. Feel like I’m casting a long line… For example you could use a fear approach with one,
and one that demonstrates value with another. By
stay with me. (Enjoy that pun?)
examining the open and response rates to different
There are a range of sales
email strategies, you can
tactics and techniques to
determine which approach
allow for a variety of ‘bait’ or
works best for that particular
audiences. You need the right
type of buyer.
approach to catch the perfect
3. Be patient.
sales lead.
Here are some ‘fishing tips’ to
help you net those potential
clients. (Had enough fishing
puns yet?)
1. Know what bait to use
Research is key here… without
research it wouldn’t be known
that scented marshmallows
are hugely popular for trout
fishing in certain cases… but
the research prior to fishing
helps determine the bait.

Don’t give up after a couple
emails just because of the
silence. Just as fishing often
requires hours, if not days, of
waiting, it may also take time
and multiple emails to get a
response to your sales emails.
If one approach doesn’t end
up working, try and try again.
You never know when external
factors might affect your sales
emails. Perhaps you sent a cold
email to someone who went
on holidays.

Without research, it’s possible
you’re wasting your time trying out techniques that Once you know what works, you can use it to bring in
aren’t appropriate for your audience.
an even bigger haul and scale it, you can also apply your
learning’s from the results of your email campaigns to
Start by identifying basic information about your other aspects of your business, like your website or
audience, including things like geographical information. blog, and use them to lure even more leads.
Then decide which of your company’s benefit that
audience would respond best to.
Be open to changing up your bait every now and then.
New technologies and a change within your target
Nightcrawlers may be the traditional bait for trout, markets needs and wants will inevitably lead to different
but depending upon where and when you fish, you sales techniques over time. Plan, and fish, accordingly.
may have better luck with salmon eggs.
#47 / October - November - December 2017
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Tech Savvy Tradies:
The Good, The Bad,
And The Ugly.
T

echnology is being used in almost every company
to accomplish specific tasks. Computers, tablets,
social networks, virtual meeting software, accounting
software, customer management applications and so
much more… Technology has definitely changed the
way we work.
Like anything in life, not only does technology in the
work place come with its advantages, it also comes
with its share of problems and disadvantages.
Lets have a look at how technology can be of great
use, and how it can cause some problems.
Advantages of Technology in the Workplace:
1. Improves Communication
Many businesses are using various business
communication technologies to change the way
their employees interact and communicate while at
work. For example, text messaging services or video
conferencing tools like Skype are used to share and
exchange information. Virtual communication tools
like Skype can be used to share screens and this can
help workers to share projects while in different
areas, the same application can be used to support
group decision-making.
2. Encourages Innovation and Creativity:
Trade business owners as well as employees can use
different business technologies to create innovative
business ideas, which can be used in business growth
and expansion. You can even reward employees who
come up with creative ideas using technology.
3. Improves on Human Resource
Management:
Technology in the workplace can change the
productivity of human resources. It improves on
the process of screening, recruiting and hiring new
employees. It can be used to track performance and

10

productivity of each employee. Once employees
are aware that they are being monitored, their
productivity will increase.
4. Saves Time:
Automation is the worlds biggest time saver. This
automation will guarantee efficiency and will also
increase on production.

The use of computers to accomplish specific tasks in
the workplace reduces human error. Using databases
to capture and store information can facilitate quick
decision-making.
5. Creates Mobility:
The use of technology has eliminated space and time
boundaries. Employees can work from anywhere
at anytime, this mobility makes employees stay in
control of their jobs. Technological tools like virtual
meeting applications save us time; we don’t have to

the productivity of employees. Some companies
have decided to block access to specific websites
like Facebook, Twitter and YouTube, because of
the unlimited distraction they cause. Other business
technologies, which cause distraction at work,
include smartphones, computers and virtual meeting
applications like Skype.
2. High Maintenance costs
Not only is it expensive to buy technology, but it
is also costly to maintain it. Many small businesses
cannot afford the cost of hiring a full-time technical
person, so they resort to monthly tech contractors
who charge them for work done. If business
technology tools like computers are not well
maintained, their performance will decrease and
the process of buying new computers or any other
business technology can even be more expensive.
3. Makes employees lazy
Since most tasks are automated by technology, many
employees become lazy at work, technology kills
their creativity and skills. Simple tasks like calculating
sales and tracking inventory are being done with
computers, so you will find that employees do not
put their brains at work, they can’t solve high-end
business problems because a computer or software
will do it with no challenge.
4. Effects Workplace Relationships

be in meetings physically yet information and data will
be shared in real-time.
Disadvantages of Technology in the
Workplace:
1. Causes Distraction at Work:
There is so many ways technology can distract
employees at work. The use of social networks at
work can cause so much distraction and it affects

Employees communicate via cell phones, text
messages, email or virtual video conferencing
tools. This type of communication technology
eliminates face-to-face communication. Interpersonal
communications are important in building workplace
relationships because employees will get a chance
to know each other in person, some times they can
even share non-work related information, this type
of interaction is killed by communication technology
tools. Employees become more reserved and selfcentred; they get buried into their work, which can
be of great harm to a business.
5. It’s Risky:
Though we like the advantages that come with
technology at work, it also tends to be risky,
especially when it comes to data security. All
employees in important decision making positions
will need access to private business information; this
can pose as a threat, because it can be very difficult
to monitor the usage and privacy of this information.
#47 / October - November - December 2017
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THE LAST FUTURE TRADIE EVER!
At The Future Tradie you will learn to…

•

•

Master Your Money and Maximise Profit

•

Transform Your Team To Save Your Time & Money

•

Attract A Grade Customers and Keep Them
For Life

MELBOURNE
Date: Wednesday October 18
Where: Mantra Bell City
215 Bell Street, Preston

Automate, Systemise & Streamline your
Trade Business.

If you’re serious about transforming your trade
business to take it to another level then THIS is your
moment of truth!

SYDNEY
Date: Thursday October 19
Where: Novotel Parramatta
350 Church Street Parramatta

BRISBANE
Date: Wednesday October 25
Where: Novotel Brisbane
200 Creek Street, Brisbane

Go to www.futuretradie.com.au now to claim your spot now!
A Special Thanks
To Our Partners
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The Easy Road
To Effective
Content

E

ngaging information is key when marketing online
and through social media. So, like most, you keep
churning out great content, always looking for new
ideas to make your content interesting, and
useful, and most importantly engaging.
It’s a lot of work isn’t it.
When it comes to creating
content, you really don’t
have to re invent the wheel
every time. You just have
to learn how to recycle
your content.
By taking advantage of
these few easy tools, you
can cut your workload
in half, all while engaging
your audience on multiple
levels.
Why repurpose content?
Writing content for marketing is
essentially a full time job, and we’re tradies,
not copywriters. Repurposing existing material makes for
a lighter job. It also has the benefit of giving your old blog
posts new life, making your marketing much richer and
much more immersive.
People like to consume information in different ways,
some people like long articles, others like videos or
podcasts, infographics, ebooks, the list goes on. By using
all the platforms you’re allowing your audience to chose
their preferred material and shows that you appreciate
their needs. This makes you more relatable.
What content should you repurpose?
The best place to start is by looking at what content
you have that has performed the best. Which gets
the most traffic, likes and shares. Obviously this is
the most relevant and useful information to your
audience. Chances are, it will be just as popular in
different formats.
For example, you’ve written a tutorial, how about you
redo the content as an infographic? You can do this

easily with some handy online tools like Canva, or just
an image on Pinterest, or a checklist.
Turn written content into a video
Video content is the medium of choice these days.
YouTube is still the second largest search engine in the
world and Facebook gives a special attention to native
videos. Want anymore reasons to use videos as part
of your marketing?
Turn your most popular posts into videos like,
how to demonstrations. You now have
content that you can upload not
just to Facebook, but YouTube,
Vimeo and Instagram. If you’re
not on these channels
yet, then it’s the perfect
opportunity to do so.
Just make sure you
actually upload these
videos to each network
so that they’re native
on each one. They give
special treatment if you
do that. Plus it creates rich
content for you on each
one.
You’re not too late to podcast
This medium is great because your audience
can consume information on the go, in their own time,
whether it’s at the gym or commuting to work.
Your podcasts don’t have to be long; they can be
just 5 to 10 minute episodes, enabling you to create
more episodes in a relatively short time.
If you choose to use video as a sort of replacement
for traditional blogging, you could also easily convert
videos to audio-only formats and upload them to
iTunes or Sound Cloud as well.
Are you making the most of your content?
Writing content doesn’t have to be stressful. Focus
on engaging your audience with content that you
have already developed.
Realistically, there is only so much you can cover
within each trade industry. But if you’re creative
about it, your knowledge will really shine through a
variety of formats. With just a little effort, you’ll be
well on your way to a much fuller content library.
#47 / October - November - December 2017
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9 Marketing Strategies Every
Trade Business Can Afford

W

e’ve all been there, either when starting
up, or going through a rough patch, where
cashflow is tight and we start to reign in the budget.
Normally, the first in the budget to go is marketing
and advertising…
The cruel irony is that neglecting marketing
altogether stifles a business’s growth, leaving it less
revenue to collect and forcing it into an even more
restrictive budget.
But, here’s the thing, marketing doesn’t have to
cost you a lot of money! There are plenty of highly
effective, low cost marketing strategies you can use
to help your trade business grow.
Here are nine of them:
1. Referrals
Create a system that allows your customers to
do the marketing for you. People are four times
more likely to buy a product or service when it’s
referred to them by a friend. We trust personal
recommendations more than anything else.
Establishing a referral program doesn’t have to cost
much, in fact, depending on how you structure it,
it can be entirely free. You could offer your current
customers a discounts or kick backs when they refer
to someone else. Easy.
14

2. Press releases and news features
People read the news regularly, and if you have
something newsworthy to report, most news outlets
will gladly report it for you. Press releases are an
inexpensive way to get your brand mentioned in major
publications, and possibly pick up some inbound links
along the way. If you do all the work yourself, hunting
down and emailing journalists, press releases can
actually be an entirely free marketing strategy.
3. Content marketing
Content marketing takes many forms, but none of
them require any investment of money.
Infographics, videos and podcasts all belong to the
content-marketing category as well. All these content
mediums have the power to improve your brand
reputation, increase your inbound traffic and complement
any other marketing strategies have in place.
4. SEO
If you’re spending time writing articles for your
content-marketing campaigns, you might as well invest
in improving your search engine optimization (SEO).
It might seem technically complex, but the reality is, with
a bit of reading and dedication, you can easily understand
the basics. Identify relevant keywords that could attract
high traffic to your site with low competition; you’ll then
tweak your site to include those keywords.

You’ll also need to make structural changes, write
consistently high-quality content and attract backlinks
to your domain. It’s a lot of work, but if you do it
yourself, your only cost will be time, which is worth
it, because the long-term benefits are enormous.
5. Social media marketing
Social media marketing isn’t something you can do
casually, but it is freely available, and it’s something
you can master if you invest the time. Start by
establishing profiles for your business on major
platforms like Facebook, Twitter and Instagram.
Reach out to individuals, and make sure to stay connected.
In time, you could grow an audience of thousands, and a
stream of traffic to your business website.
6. Email marketing
Email marketing remains one of the most costefficient marketing strategies around. The key here
is to make sure you have a good list (organically
curated, rather than bought), and a steady but noninvasive stream of outgoing email blasts, you should
be able to see a significant return on any time or
money you put into it.
7. Pay Per Click
Pay-per-click ads can get expensive if you’re targeting
high-traffic head keywords, but there are niches and
platforms that are friendly even to the most budgetconscious tradie. For example, on Facebook, you can
pay as little as $1/day for certain ads (though you’ll
probably want to invest a little more than that if you
want to see significant results).

8. Personal branding
Personal branding works much the same as your
business branding, except it’s going to apply to
you as an individual. You’ll promote yourself and
your expertise across social media, and possibly
on a dedicated blog, earning new followers and a
separate source of traffic and interest.
The value here is that people tend to trust other
people more than corporations, so eventually,
you’ll have a separate, powerful outlet you can use
to syndicate your content or attract new leads, all
without paying a cent.
9. Forums and groups
Don’t underestimate the power of lurking on public
forums and social media groups. You might see
someone asking a question that you can answer
(with your expertise), or catch wind of a local event
you can use to promote your business. The more
involved you are with your respective communities,
including your local neighbourhood as well as your
broader industry, the more you stand to gain.
Best of all, it usually doesn’t cost anything to become
a member of these communities, so you can reap the
benefits with nothing more than a few hours of your time.
If you find your struggling with your budget, don’t
resort to cutting marketing out of the mix too
quickly. Just be creative. And once the cash starts
to flow again, you can use these experiments as
resources to find what works best for you and you
can invest in a bigger marketing budget.
#47 / October - November - December 2017
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Scared Of Selling

Ice

To

Eskimo’s ?

C

ertain people are born sales people, and could
‘sell ice to an Eskimo’ as the saying goes.

But for most of us tradies, sales is anything but easy!
Most of us tend to struggle with the idea of pitching
your services.
Good news is, that with the right attitude, training
and a bit of practice, your biggest fears about selling
can be overcome.
Here’s how to ‘get over’ the most common fears
about selling:
Fear No. 1: Negative first impressions.
First impressions are definitely important, and there
is pressure to make a good first impression every
time you meet a new client or customer.
How to overcome it:
Show your credibility, through your appearance, and
your behaviour. Focus on non-verbal behaviours,
like smiling, eye contact and posture. Be sure not
to fidget, like play with your keys or other objects.
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Before you even open your mouth, you’re making
an impression, and this way you’ll be making a good
one. Pressure off.
Fear No. 2:The Fear Of Rejection
Not getting the sale can seem like the end of the
world, especially when you’re just starting out. But,
the reality is, you can be successful 100% of the time,
and you will hear the word ‘no’ more than once in
your career.
How to overcome it:
Rejection happens, so look at the positive side.
Understanding the reasons behind the rejection
can help you refine your processes, and even your
products and services. Confront this fear head on, if
you don’t try you’ll never learn.
Fear No. 3:You Don’t Want To Be Pushy.
Worried you’ll make your customers feel like you’re
pressuring them and wont leave them alone. I
mean we’ve all had experiences with those kinds of
salespeople right?

How To Overcome It:
Focus more on just having a conversation with
someone, and helping them, rather than just selling to
them. If you learn about your customers real needs,
and you’re offering them something of real value to
them then this will come easily. Developing this trust
with a customer will make it easier to make the sale,
without feeling like you’re being pushy.
Fear No. 4:You won’t deliver.
Even when you do get a yes, you may fear you won’t
be able to fulfil all of the person’s expectations. You
may even suffer from the “Impostor Syndrome,”
which means you’re starting to question the value of
your own products.
How to overcome it:
Gathering feedback from customers and take note

of all the ways you have delivered in the past. You
might find that you gain confidence from reading
the testimonials on your own website. Above all, be
confident in your own abilities.
Fear No. 5:You don’t know if you’re doing it
right.
Trying to sell to customers without any training can
be terrifying. How do you know you’re using the right
tactics and offering people what they need?
How to overcome it:
If you can, attend a training program. Challenge
yourself out of your comfort zone.
Lifestyle Tradie has offered a sales training day in the
past. If this is something that you think you might
benefit from, give us a call to enquire.

The Best of
The Power of

Vulnerability
- Brené Brown
TED YouTube Channel

Brené Brown studies human connection —our ability
to empathize, belong, love. In a poignant, funny talk
at TEDxHouston, she shares a deep insight from her
research, one that sent her on a personal quest to
know herself as well as to understand humanity. A
talk to share!
Check out the link below to watch Brené…definitely
one not to be missed!
https://www.youtube.com/watch?v=iCvmsMzlF7o
#47 / October - November - December 2017
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ReIgnite & ReUnite

Energise.

Expand.

EXPLORE.

WOW! What an awesome couple of days we had with
our Platinum, VIP Platinum, Diamond and VIP Diamond
members at the gorgeous QT Port Douglas.
We LOVE a serious dose of motivation, inspiration and
re-connecting with the other tradies (like minded and
intelligent tradies and their wives ).

Friday
28th July &
Saturday 29th
July, 2017

Renewing energy levels, thinking ‘out of the box’ and
taking a break from our ‘world’ to allow us to see the
business at a whole other level. It’s always great to have
a time away from the business to work on the business!

Ian, Aaron, Josh & Andy

Just in case you don’t believe me, check out the photos!
Can’t wait to do it all again soon at our November
R&R!

Rebekah, Prue, Mark, Corey, Daimien & Amanda

Nothing like a
go
watching the su od chat
n go down!

i&
tan, Dan
is
r
T
i,
m
ao

Gezz

Christie, Steve & Br

N

Chad, Josh, An

dy & Tony
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Just Hanging Out!

Ange sharing h

er wisdom!
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Aaron &
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Mick

Andy in Action

Daimien Patterson – Leadersihp In Crisis

rett

What a bunch of good looking tradies ;)
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It’s Not All
About Point
and Shoot

M

arketing is all about communicating your value
to the customer, and having the right imagery
to market your business is well, good marketing.
Good marketing photos should have the right style,
be consistent, and of high quality. The images should
successfully tell your business story. You have to be
‘real’ in your marketing material, especially when
it comes to the imagery that you use to represent
yourself.
We are a visual culture, and people buy from
people, not from companies. In this age of high
mobile-device engagement, having good marketing
photos is more important than ever before.
Rather than relying on boring stock photos, the
smartest trade business are using photographers
who can shoot images that help them evolve their
brand, and tell a visual story of who they are.
What are ‘real’ photos?
Real photos are pictures of either people and/or
products or services, not drawings or illustrations.
Studies have shown that ads containing a picture
have greater readership than those without one, and
‘real’ photographs gets a much higher response than
illustrations such as line drawing or clipart.
Amateur photography versus professional
photography?
Unless you have a really solid understanding of
photography (it’s not all about point and shoot!),
we highly recommend investing in professional
photography. In short, this is about immediate
professional communication of your business.
The trained eye of a professional photographer can
capture an emotion that your trade business brings to
your clients. People look for emotional value when they
make buying decisions based on their instinct. By letting
a professional photograph for your business in the right
setting, you will increase your perceived value.
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Here’s 5 reasons why
professional photography
for your trade business is
so important:
1. A Picture is Worth A Thousand Words
You’ve no doubt heard that saying before, well,
these days pictures are worth at least a thousand
words – probably more! Photos enable you to show
your clients and customers what you have to offer,
rather than tell them. The internet has made this
increasingly possible, which means photos and videos
of your business are more valuable than ever before.
2. Your Media Represents Your Business
Professional photography does come at a cost,
which makes it tempting for trade business owners
to just take photos themselves or find a lower cost

alternative to hiring a professional photographer.
If this thought crosses your mind, remember your photos represent your business. Low quality,
unprofessional photos will communicate the same
about your business.
3. Customers Want to Get To Know YOU
Stock photos are one alternative that some
businesses consider when they feel a photo shoot
with a professional photographer might be too
excessive. Stock photos do serve their purpose, but
they are not the best way to showcase your business.
Why? Because they are not photos of your business.
Your prospects and customers want to get to
know you! Stock photos don’t help them do that
– and they could give people a false impression of
what you have to offer. The best way for potential
customers to get to know your business is by
showing them actual photos of your business, your
team members, and your products.

4. Images Can HelpYou Get Found On the Web
Photos can help your website get found in the image
results and perform better in the overall search
results. They can also help to engage customers and
keep them on your site for longer, or encourage
them to choose you over a competitor.
5. 5. Professional Photos are Versatile Assets
We all know that with marketing these days, content
is king. But what you may not have realised is that
photos are content, and they are a very powerful
and versatile content. Once you have your photos
done by a professional, you are free to use them in all
your online content, social media posts, blog posts,
articles, brochures, and promotional materials of all
kinds. Your images can be used to enhance ALL of
your marketing material.
So there you have it, no more pulling lame images
from google. Get some professional images done for
your brand, and you wont regret it!
#47 / October - November - December 2017
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The Latest from
My Man Cave...

Google Home
Now this one might be a little too fancy for your
man cave… the stylish Google Home Smart Speaker
features Google Assistant, which responds to voice
prompts. It can play music, answer questions, set
times, and control connected appliances, and much
more.
$150-$200
http://www.bestproducts.com/tech/g864/cooltech-products-you-need/?slide=15

Hose 2 Go
The simplicity of this product is genius…The NEW
Hose 2 Go, a constant pressure water supply unit.
How is this different to a standard water pump I
hear you ask? It’s different to every other product on
the market because it provides constant water flow
without the use of a pump, battery or electronics.
Makinex, the innovative company who came up with
the Hose 2 Go is offering over $50 off to the first
100 customers.
For more details on the Hose 2 Go check it out here
www.makinex.com.au/products/hose-2-go or email
Stuart (s.reynolds@makinex.com.au) to learn more
about how the Hose 2 Go can help you or to take
advantage of this awesome offer.
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App for Tradies

My Measures
Making paper sketches of objects can be a tedious
job. You have to draw the object, add dimensions
and make sure others will understand what you
meant. Often they don´t. My Measures is a powerful
application for storing and sharing object dimensions.
All you have to do is take a photo of an object and
add dimensions: arrows, angles, photos of details
and equip them with text comments for easier
understanding.
My Measures is a must have tool for real estate
agents, engineers, carpenters, architects, auction
sellers, construction workers and DIY.
With My Measures Cloud you can synchronise
projects between your devices, access files on
computer via Web browser, collaborate with others
using shared folders and share or receive files
through Download and Receive links.
Key features:
•

Annotate photo with arrows, angles and text
comments

•

Include multiple detail photos

•

Organize projects in folders

•

Imperial, Metric, Chinese and Japanese units

•

Supports Fractions

Get the app.
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Next Issue
Is Your Trade Business Prepared For
a Lawsuit?
Its not something you often think
of, but the reality is, trade business
owners must be keenly aware of
their financial risks, and the threat
of being sued could be larger than
you think. We will explore the 2 most
common sources of lawsuits, how to
avoid them and what to do if you find
yourself in hot water!

Signs You’re Playing It Too Small
One of the most difficult challenges
of starting, growing and then
maintaining a trade business is that
as the founder, you spend so much
time in the day-to-day trenches that
you’re often too close to the situation
to see the bigger picture. We will
share the 3 signs you need to be
looking out for.

Plus so much more...

Can’t wait to see you all at the upcoming R&R in Manly on 10th & 11th November!

Andy & Ange
Don’t forget, want to share your hot tips, recommended suppliers or any
other information that will benefit the Lifestyle Tradie Community.
Drop us a line to

info@lifestyletradie.com.au
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