
 
 
 
“Three (3) days of intensive business training guaranteed  

to increase your profitability” 
 

 

 

Presented by Tom Grandy, 
one of the top business 
trainers in the country. 

“Three (3) days of intensive business training guaranteed  
to increase your profitability.” 

You Will Learn To: 
• Develop profitable hourly rates, by department = 

Increased Profits 
• Create month-by-month cash flow budgets and 

learn how to track your progress on a monthly basis 
= Project Cash Flow Needs Before They Occur 

• Find out if Flat Rate Pricing is right for your 
company = Increase Your Bottom Line Profit  

• Develop the newest methods of collection while    
maintaining “happy” customers = Get Paid On 
Time! 

• Create a profitable residential Service Agreement 
Program = More Recurring Income And 
Guaranteed Equipment Replacement Sales 

• Develop a family budget to cover your needs = 
Build The Salary You Really Need Into Your 
Pricing 

• Create a computer model of your company and 
learn the “what if” process = Maximize Your 
Profitability! 

• Pick up enough tax tips to pay for the program! 
• Learn from other contractors = Network With Other  

Top Contractors From Across The Country  

 
 
 
 
 
 
 

 
 
 
 
 
 
 
 
 

Sign Up today! 
Classes limited to 15 

companies. 

Grandy & Associates presents 

2008 Schedule 
(page 2) 

Your Tuition Includes Over $1,000 Worth  
of Profit-Building Materials! 

 
 
 
 
 
 
 
 
 

PLUS 
Three (3) Full Days of Seminar/Workshops 

One-on-One Consulting Time 

• “Labor Pricing for a 
Profit with Cash Flow 
Projections” software 
($249) 

 
• 750 custom-printed 

Customer Response 
Cards ($149) 

 
• 500 custom-designed 

and printed three-fold 
Service Agreement 
brochures ($249) 

• Sixteen (16) of Grandy & 
Associates most popular 
business-building tapes 
from the “Service 
Contractors Business 
Tape of the Month” 
series ($320) 

 
• Six (6) of our most 

popular “Service Sense” 
tapes for techs ($120) 

 
• Several “surprise” items!  

“I attended one of the boot camp 
courses you gave in Vegas in April and 
here are the results after six months. 
Sales up 6%, my wages up 8% and 
overall company profits up 28%. I 
don’t have buckets of money lying 
around yet, but I do have at least one. 
I’m sure you don’t remember but I was 
not doing too bad before I took the 
class and just wanted a little fine tune 
help. Boy did I get that correction 
done. Thanks for all the help and good 
ideas and advice.”  

Bob Luna, Las Vegas 



 
 
 
“Three (3) days of intensive business training guaranteed  

to increase your profitability” 
 

 

 

 

“Companies that understand 
business earn significantly 

higher profits!” 
Tom Grandy, President 

Attendees Names: 1.     2.       
Company name:              
Street address:               
City: ________________________ State:      Zip Code:     
Phone: __________________  Fax: __________________ E-mail:       
Date/location of program you wish to attend:          
(Registration Fees: $1,995; Owensboro, KY: $1,695; Additional attendee: $595)  
 

Check enclosed/mailed today 
 
Credit Card – payment in full 

  
      Spread payments over four months ($25 financing fee/mo). 

 

Type of card (circle):   VISA         MCard        AMEX        

Card #:       Exp:   
 

                
   Signature 

 

Return to: 
Grandy & Associates 

One Executive Blvd., Suite LL-4 
Owensboro, KY  42301 
Phone:  800-432-7963 

FAX: 270-684-7425 
E-Mail:  

LindaHaddix@grandyassociates.com 
Or register online at: 

www.grandyassociates.com 

Registration 
         You are encouraged to bring more than one person from your company. The 
best scenario is for the owner to bring his/her “numbers” person or business partner. 
The registration fee is $1,995 and $595 for each additional person. (The registration 
fee is only $1,695, if you attend a boot camp in Owensboro, KY.) Classes run from 
8:00 AM – 4:00 PM each day.  The registration includes a manual for each attendee, 
three days of presentation and workshops, a continental breakfast, lunch and: 
 
 
 
 
 
 
 
 
 
 
 
Registration does not cover your hotel room, transportation or evening meals. 

• “Labor Pricing & Cash Flow Budgeting” software   
program ($250 value) 

• 500 custom-printed Service Agreements ($250 value)  
• 750 custom-designed Customer Response Cards       

($150 value)  
• Sixteen (16) of Grandy & Associates most popular 

business-building tapes ($320 value)   
• Six (6) “Service Sense” tapes for technicians ($120 

value)  

2008 Boot Camp Schedule 
 

 
 

“Each contractor 
models their company 

on the computer.” 

 
Mar. 4-6 - Richmond, VA 
Mar. 12-14 - Nashville, TN 
Mar. 18-20 - Charlotte, NC 
Mar. 18-20 - Green Bay, WI 
Mar. 25-27 - Sioux Falls, SD 
Mar. 25-27 - *Owensboro, KY* 
Apr. 7-9 - Nashville, TN 
Apr. 22-24 - Washington, D.C. 
May 6-8 - Tampa, FL 

 
May 13-15 - Tampa, FL 
May 12-14 - San Francisco, CA 
June 10-12 - Denver, CO 
June 10-12 - Marquette (UP), MI 
August 5-7 - Owensboro, KY 
Sept. 9-11 - Milwaukee, WI 
Oct. 14-16 - Chatsworth, CA 
Nov. 4-6 - Minneapolis, MN 
Nov. 11-13 - Atlanta, GA 
 

FREE Webinar! 
 
 

Need more details? 
Attend 30-minute 

overview of the boot 
camp held every two 
weeks.  To register, 
call 800-432-7963. 

Return for 
“refresher” 

or send another 
employee: $995  
(Owensboro, KY: 

$795) 

 

 



 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

“Basic Business Boot Camp” 
(Three Day Outline and Comments) 

Boot Camp Attendee 
Comments 

 
 

“I truly believe I have 
 received more from this course 

than any other attended.  Not only 
has it provided the knowledge and 

schooling, but the tools to  
implement the programs.” 

David Burd - Service Heating & Air, 
423-267-2188 

 
“Well informed.  Lots of material 
covered.  It gives the business 

owner the  knowledge to  
understand pricing.”  

Mike Roundy -  Advantage Heating, 
520-692-1192 

 
“Very good!  The pricing training is 
invaluable.  Most valuable training 

I have received to date.” 
Joe Bass  -  The Floor Butler,  

915-573-2277 
 

“Very good.  Got me to look at 
things I knew I needed to look at 
but didn’t know where to start.  
Very realistic approach.  The  

computer program was pretty neat 
too.  Also it was a new way to look 

at service  maintenance 
agreements.” 

Stan Corwin-Roach – Roach Oil and 
Propane, 304-263-3329 

 
“Tom does a wonderful job of  

presenting the  information.  Many 
things I learned I had no idea about.  

I expect big changes in our  
company, due directly to the  

education I received.  I’m already 
excited about any follow-up classes 
that may be created.  The software 

is a fantastic tool! 
Glenn Jones, Jr.  -  Glenn I. Jones 

Inc., 386-752-5389 
 

“I was very impressed with the boot 
camp, all materials, meals,  

classroom presentations.  They 
were all top notch and professional.  

We had a great time and became 
excited about tracking our business 

success.  Thanks” 
Mr. Roger Swartzendruber – Cecil’s 
Heating & Cooling, 219-533-9447 

 
“We were surprised to see that we 
were going down and didn’t realize 

we would soon be in trouble!” 
Jan Stoddard – Dwain’s A/C Heating, 

830-257-8984 

Day 1: 
              
             I.   Cash Flow Budgeting 
                          a) General presentation on month-by-month cash flow budgeting 
                          b) Why departmental budgeting is important 
                          c) Discussion of the need for family budgeting 
 
             II.  Workshop family budget (this will be the basis for determining   
                  needed salary which will later be built into the business budget) 
 
             III. Discussion on how to spread overhead costs, by department 
                          a) Square footage (rent, utilities, etc.) 
                          b) Number of employees (medical insurances, uniforms, etc.) 
                          c) Number of vehicles (insurance, maintenance, etc.) 
                          d) Gross sales (overhead that cannot be spread any other way) 
 
             IV. Workshop - Each company will develop criteria for spreading its’     
                  overhead costs as outlined above 
 
             V.  Labor pricing presentation/workshop (as each area is presented each  
                  contractor will be filling out the actual worksheets for data entry into the 
                  software program for the next day) 
                          a) Equipment replacement costs 
                          b) Field labor and non-billable time 
 
             VI.  Lunch break  
 
             VII .Presentation/Discussion on “Why Customers Do & Do Not Continue to  
                   Do Business with You” 
 
             VIII.Labor pricing presentation/workshop (continued) 
                          a) Material costs and markups 
                          b) Company Matching Taxes 
                          c) Subcontractors 
                          d) Misc. Incomes (trip charges, etc.) 
 
             IX. Discussion and creation of “Customer Response Cards” (Will be   
                  designed during class and printed for contractors to take home with them) 
 
             X.  Homework - Review and refine data entry worksheets for tomorrow 
 
Day 2: 
              
             I.   Software Demo of “Labor Pricing for a  
                  Profit with Cash Flow Projections”  
                  software 
                          a) Presentation of how the software  
                              works (data input and reports) 
                          b) Sample “What if” as a class by  
                              adding a tech and related costs 
                          c) Contractors look up and record  
                              specific information on the  
                              “Sample Company” in the  
                              software (workshop) 
 
              

          

Model your company on the software 
program, using your numbers.   

You will find out: 

• What to charge in each department 

• Develop month-by-month cash flow projec-
tions and budgets 

• Service Agreement pricing 

• Perform the “what if” 
process to maximize your 
profitability! 



 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

             II.   Data Entry (workshop) 
                          a) Each company enters data on their company from input  
                              worksheets filled out the day/evening before 
                          b) Lots of one-on-one help (consulting) 
 
             III.  Lunch  
 
             IV.  Complete company software model and review results (workshop) 
 
             V.   Copy company model and begin “what if” process of maximizing  
                    each companies profitability (workshop) 
 
             VI. Homework - Complete the data entry and review the results.  Come 
                  to class the next morning ready to discuss findings (making money, 
                  losing money, one department subsidizing another, etc.) 
 
             After Class Discussion of pro/cons of Flat Rate Pricing (for those  
             interested) 
                          a) Presentation of how it works 
                          b) Pro and cons of systems and companies who create the  
                              systems  
                          c) Forms available for those that want to order one of the four 
                              systems discussed  
Day 3: 
              
             I.    Discuss results of yesterdays/last evenings computer models 
 
             II.   Copy individual company model and go through the “what if”  
                   process to increase profitability by 5% in each department 
 
             III.  Service Agreements 
                          a) Presentation on how to design, price and market S/A 
                          b) Design three-fold brochure in class (to be printed prior  
                              to leaving for home) 
                          c) Price the S/A using the computer model 
 
             IV.  Tax Tips  
 
             V.   Lunch  
 
             VI.  Cash Flow Discussion 
                          a) Create Collections policy 
                          b) Cash Flow Tips while a job is being sold, while it is being 
                             done, and when it’s completed 
                          c) How to set up Credit Card use for your customers  
                              (and why) 
                          d) How to set up a line of credit with your bank 
 
             VII. Find out what to track and how to track it (actually create in class) 
                          a) Cash flow summary statement 
                          b) Tracking billable hours on a graph 
                          c) Tracking overhead costs on a graph 
                          d) Tracking receivables 
                          e) Tracking gross margins 
 
             VIII.Wrap-up - What did you learn? 
                          a) Comments and questions 
                          b) After seminar “Follow-Up Accountability Program” 
                          b) Fill out feedback sheets  
 
 

Boot Camp Attendee 
Comments 

 
 
 
 

“The course was very informative and 
helped us with understanding our  

financials and setting goals to achieve 
greater success at what we do.” 

Ed Turek – Turek’s Plumbing, 920-731-0462 
 

“Very complete.  Enjoyed the  
conversations with others contractors.  

Found everyone to be very real and  
serious about the industry” 

Charles England – England’s Plumbing,  
610-932-7700 

 
“You have been the most professional and 

courteous company that I have ever 
encountered.  Your personal character 

and integrity show vividly through 
your company” 

Kirk Freeman – G.R. Freeman, 812-867-5077 
 

“Very informative.  Gives me a ‘roadmap’ 
to start the journey to a more successful 

business as well as accountability 
and tracking.” 

Stu Markman – Complete Heating,  
618-445-3329 

 
“You’re a great presenter.  The              

information you go over is done in a      
way that keeps us listening and eager for 
more.  The whole program is a blessing – 

very informative and your                  
hospitality is great.” 

Cheryl Blaskowski – Great Lakes Plumbing 
and Heating, 231-238-7707 

 
“Day 1 was exactly as you had promised, 
a foundation stone, not fun but a real eye 
opener for me.  Day 2 was great, learned a 

lot with my dad.  Day 3 was informative 
and really put a lot of things into 

perspective.  It’s amazing what principles 
were learned this week that will be used 
consistently in the future.  Thank you” 

Matt Grange – Carlisle Heating & Air,  
316-321-6230 

 
“I thought the time and money was well 

spent.  I would encourage owners to 
 bring upper management to this  
training.  Very helpful for owners  

and potential owners to  sit  
together and work the numbers. 
  Great opportunity for my son  

and me to be trained 
 together.” 

John Grange – Carlisle Heating & Air,  
316-321-6230 

 
“The most valuable part of the program 
was the confirmation of my numbers.  I 
thought I knew where I should be but 

 now I know – and I got direction  
on how to get there!” 

Harley Perry – Perry Plumbing,  
619-472-2112 

 

Pick up enough tax tips to 
pay for your entire trip! 




