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Introduction  
 

Welcome, esteemed coaches and consultants, to a specialized training session designed 

to equip you with the tools and strategies necessary to effectively deliver the "Trimming 

the Fat: Lean Operations for Max Profit" module from the Money Mastery program to your 

clients. Whether you're facilitating this transformative content one-on-one, in group 

settings, or even sharing our scripted content directly, this session will guide you on 

making the most impact. 

 

 

Understanding the Module's Place in 

Money Mastery 
 

"Trimming the Fat: Lean Operations for Max Profit" isn't just a standalone lesson in 

operational efficiency; it's a cornerstone of the broader Money Mastery curriculum. It lays 

the groundwork for maximizing profitability through the elimination of waste—setting a 

foundation that supports all subsequent modules on revenue enhancement, opportunity 

identification, financial wisdom, and more. Emphasize to your clients that mastering lean 

operations is critical for sustainable growth and long-term financial success. 

 

 

Tips for 1:1 Coaching 
 

• Personalized Approach: Tailor the module to address specific inefficiencies or 

challenges your client's business faces. Use the worksheet as a diagnostic tool to 

uncover areas of waste and develop customized strategies for improvement. 

 

• Deep Dive: Leverage the flexibility of one-on-one interactions to conduct thorough 

value stream mappings and root cause analyses. Encourage clients to be candid 

about where they see waste and explore solutions together. 

 

• Accountability: Set specific, measurable goals related to lean implementation 

and schedule regular check-ins to monitor progress. Celebrate achievements and 

reiterate the importance of continuous improvement. 

 

 



 
 

 © ProfitMancer, a subsidiary of Domainate Incorporated | All Rights Reserved. 2 
 

 

TRANSCRIPT 

Tips for Group Coaching 
 

• Interactive Learning: Foster a collaborative environment where participants can 

share experiences and solutions related to implementing lean operations. 

Encourage peer-to-peer learning and problem-solving. 

 

• Breakout Sessions: Utilize breakout groups to allow participants to conduct value 

stream mapping and waste identification exercises specific to their businesses, 

then regroup to share insights and learnings. 

 

• Diverse Perspectives: Highlight the benefits of diverse industry perspectives 

within the group. Encourage participants to consider how lean principles apply 

across different business models and sectors, enhancing their understanding of 

lean's universal applicability. 

 

 

Leveraging the Worksheet 
 

The worksheet is a powerful tool for both one-on-one and group settings. Here's how to 

make the most of it: 

 

• Guided Completion: Walk through the worksheet step-by-step with your clients, 

providing real-world examples and answering questions as they come up. This 

ensures thorough understanding and meaningful engagement with the material. 

 

• Custom Challenges: For areas where clients might get stuck, such as identifying 

non-value-adding activities or choosing appropriate KPIs, prepare to offer 

additional guidance, examples, or alternative perspectives to help them move 

forward. 

 

• Ongoing Reference: Encourage clients to keep their completed worksheets as a 

reference and roadmap for their lean journey. Remind them that ‘lean’ is an 

ongoing process, and revisiting their initial assessments and plans can provide 

motivation and direction for continuous improvement. 
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Overcoming Sticking Points 
 

Clients may encounter challenges in accepting the need for change, identifying true 

inefficiencies, or feeling overwhelmed by the scope of implementing lean operations. Here 

are some ideas to help them navigate these sticking points: 

 

• Change Resistance: Use success stories and case studies to illustrate the 

tangible benefits of lean operations. Highlighting relatable transformations can 

motivate clients to embrace change. 

 

• Inefficiency Blindness: Encourage clients to adopt an outsider's perspective on 

their operations or to solicit feedback from employees and customers. This can 

help uncover hidden inefficiencies they might have missed. 

 

• Implementation Overwhelm: Break down the lean transformation process into 

manageable, bite-sized steps. Focus on achieving small wins to build confidence 

and momentum toward larger goals. 

 

 

Conclusion 
 

By leveraging the "Trimming the Fat: Lean Operations for Max Profit" module effectively, 

you're not just teaching your clients how to cut costs and improve efficiency; you're 

guiding them towards a mindset of continuous improvement and financial mastery. 

Remember, your role is to facilitate, inspire, and support your clients' journey to 

operational excellence and beyond. Thank you for your dedication to their success and 

to the principles of Money Mastery. 

 

 

 


