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Business Success Planning

BOOTEAMP

A Special Training for Women Entrepreneurs
Presented by

Cheryl Garrison
as part of the NEXT STEPS Business Intensive Series



Welcome Entrepreneurs!

In the next four weeks, you will learn all you need to know to create a successful,
effective business plan and to create strategies that leadto business growth. Planning
is about ACTION! When you take the time to plan your business, write a business plan,
create strategies and THEN take action, you grow your business. The most successful
business people spend a great deal of time during the planning process so that during
the day to day running of the business they know where they are going and how they
are going to get there.

Have you ever planned a roadtrip? Especially before the wonders of GPS? It took lots of preparation, if you
where going to be successful and arriving at your destination. First you had to know exactly where it was
you were going. Not just the city, but where.n the city you would stay, for how long and then what you would
do while you were there. If you were taking a fun trip to an amusement park or some exciting venue, you
would need to have purchased tickets or at least know how much they cost and if there was availability the
dates you would be visiting.

As far as the trip was concerned, you would need to know the route to take to get to your destination, have
enough money for gas to arrive safely at the destination and before hitting the road making sure your car
was in good condition to travel.

It's the same in business! You need to first know your destination, how you are going to get there, prep for
the trip, make arrangements along the way... IT takes work. And when you put in the work before you start
this journey called entrepreneurship or business ownership, you will see success.



| cantell you from personal experience of over 30 years on this journey, planning makes all the difference.
After this four weeks, you will be able to see the difference in not just how much easier it will be to run your
business, but also how much more profitable it will be to be in business.

Take lots of notes. Do the assignments. Attend the sessions (or viewithe recording). Get involved it he
process and you will see the results...

lam so glad you are here. Now, let’s get to work!

To Your Success,

Cheryl



BOOTCAMP Sessions

Session | - How to Plan and Think Like a CEO
Session Il - Target Market and Product Development
Session |l - Cash Flow Plan

Session |V - Sales and Marketing Plan

At the end of the BOOTCAMP, you will have a completed Business Plan and the Strategies for growing a
business and making money.



Session|
How to Plan and Think Like a
CEO



What is an Entrepreneur?

Qualities of an Entrepreneur:

O Focused on Results

O Resourceful

O Accountable

O Not Afraid to Get Out of Comfort Zone
O Fail Forward

O Constantly Learning

How do Entrepreneurs run their business?

0 Know the numbers

[0 Take action

0 Withinnovation and vision

[0 As aleader notamanager

0 With a plan and strategy for growth

Define yourself as an entrepreneur?




Legalities of Running a Business

Business Name: Your business name must be unique and available for legal use. Do a search on Google
and then go to your State corporation commission or Secretary of State site to search to see if the
business name you have chosen is available for use.

Whatis Your Business Name?

Legal Structure: How will you run your business for tax reporting purposes? Here are the main structures
and the benefits of each:

Sole proprietorship: A type of business where a single individual is fully and personally responsible for
all the debts and obligations of the company.

Partnership: A type of business where two or more people share in the profits and losses of the
company.

Corporation: A type of business where the company itself is a legal entity having the same rights and
obligations of a real person. A corporation is owned by shareholders who enjoy limited liability for any
losses or obligations of the company.

Limited Liability Company (L.L.C.): A limited liability company (LLC) is a business entity that enjoys
the attractive features of both a partnership and a corporation. It is similar to a corporation in that the
liability exposure of individual members is limited to what each member has invested in the business.

What Form of Business Ownership? (Select One)

O Sole Proprietor 0 Partnership O S or Corporation O Limited Liability Company (LLC) O Nonprofit

Have you registered your business with the City, State or County (depending on your State)? OYes OO No



Do you have your EIN/TIN for tax filing? O Yes O No

Do you have a Sales Privilege License? O Yes O No

Is Your Business Primary Home based?

Is Your Business Fulltime or Part-time?

Are you aware of the tax benefits of running a business fromhome? Write down some of the ways you can
save onyour taxes.




Office Setup

Check all the items that you have already completed for your office:
__Dedicated office space

__ Office furniture

__Computer/laptop

__Dedicated business line/phone/cell

__Printer

__Filing system

__Electronic or paper calendar system

__High speedinternet access

__Software (Word, Excel, Powerpoint, Canva, etc.)

__Paypal, Square, other means of collecting funds, if needed



Business Plan

What is a Business Plan?

Business Plan Components

[ Title Page

O Executive Summary or Overview
O Vision/Mission

[0 Target Prospects

O Product/Service Description

O Competition

O Sales and Marketing Strategies

Title Page:

Plan Name

Date

Name

Company Name

Address

Owner



Website

Mobile Phone

Office

URL

Twitter

Instagram

Company
Description

Linked In

Email

FB

Vision/Mission




Lifestyle Action Plan

Action Steps
Overall Goal

o =

Overall Costs




Session |l

Target Marketing and Product
Development



What is Product Development?

What six things should you consider when developing a new product or editing an existing one?

What is your product(s)/Service(s?)




What problem does your product/service solve?

Define your customer?

What customer demographics are importantto your product/service? Check all that apply

O Age

O Gender

O Location

0 Occupation

O Income

O Marital Status

O Homeowner or Renter
O Business Owner

O Ethnicity

O Other

Who will you survey to find out what your customers want?



O Friends

O Family

O Focus Groups

O Social Media (Facebook)

Who are your top 10 competitors?




Define them?

Competitor Name

Strength

Weakness

O Rank (Page)




List 5 content characteristics your competitors have in common?

How will you be unique?

List benefits/features customers will get from your product/service?




Where do your customer’s hangout?

Business Plan

Business Plan Components

[ Title Page

O Executive Summary or Overview
O Vision/Mission

O Target Prospects

O Product/Service Description

O Competition

[0 Sales and Marketing Strategies

Product
Description




Target Market




Create a Customer Profile and Needs Analysis using Survey Monkey. Use the Survey Monkey templates.

List all of your products and then completea product plan for each (see Product Plan Template)?




Product Plan Template

Business Name Product/Service
Example:
—
Custom menus and tool bars; Lets users organize menus and tool bars for the | Saves time in learning to use the product, and in
context-sensitive menus. functions they use most often. Menus display | creating training material. Faster ROl on training
only functions that are enabled. investment.

Independent usakility tests show that designers can
complete tasks in 15% less time than with prior version
or with cnmpetitnr5‘| products.




Sessionlll
Cash Flow Planning



What is Sales Forecasting?

Why is it important?

What are the 5 things you should know when starting the forecasting process?




What are the two type of expenses?

What are your fixed expenses?

Expense Cost




What are the Variable Expenses?

Expense Cost

Whatis cash flow




Who are the 3 factors to consider when projecting revenue?

What customer demographics are important to your product/service? Check all that apply

O 6 Months
O 1Year

O 3Years
O 5Years
O Other

Who are the 5 considerations when pricing a product?

The difference between cost and value =




The ___________ofyourproduct or service isthe amount you spend to produce it.
The ___________isyourfinancial reward for providing the product to the customer

The ___________iswhatyour customers believe the product or service is worth

Mutiply units X price to calculate

What are your combined expenses?

What does it cost you to manufacture your product?

What would your price be at a 50% markup?

How many units/clients do you need to break even?

How many units/clients do youneed to be profitable?

Business Plan Part lli

Complete the Excel Sales Forecasting Template as part of the Sales Forecasting secion of your business
plan. Write the results in narrative form (see the example)



A B C D E F G H
1 REVENUE FORECASTING
2
3 Revenue Forecasting For Sales Growth projection Percentage
4 2014 5%
5 5%
6 Product A (Specify) Selling Price  $  997.00 5%
T 5%
& |Product B (Specify) Selling Price $ 697.00 5%
9
10 $ 27.00
11
12
13 | TOTAL REVENUE FOR THE YEAR [[SESiS00i0)
14
15 Jan-14 Feb-14 Mar-14 Apr-14 May-14 Jun-14 Jul-14
16
17 |Unit sold for product A 5 5 5
|
19 | Total Revenue For Product A $ - $ - $4.985.00 | $4,985.00 - $4.985.00 | § -
20
21
22 |Unit Sold for Product B 1 1
23
7?4 |Total Revenue For Product B 4 — % — % — $ /97 00 - $ ROTO0 1 & —
Dawramiia Dealactiae ChAant? . .
Business Strategy
The of myproduct based on costs =




The price of my product based on value -

Raise or lower the price of your product/service based on research of (c that apply)...

O Competitors

O Quality

0 Quantity

O Homeowner or Renter
O Increased Profits

O Loss of Sales

Q‘é



Session |V
Sales and Marketing Plan



Why do you need a business marketing plan?

Who is your target market?

Whatis a Unique Selling Position?

How does your product/service differ from your competitors?
Product:

Price:

Support:




What is your Unique Selling Position?

How much should businesses spend on marketing?

Based on your sales revenue forecasted in Session lll, howmuch are you predicting to invest in marketing
based on your budget?

What are the main delivery mix for product marketing?

What is the delivery method you want to use to deliver your producgt?



What is the definition of Promotion?

What are examples of..?

Offline Promotion

Online Promotion

Engagement

Campaigns




What are four ways to increase online presence?

If you had to choose one way to increase your presence, whichwould you choose?

Business Plan Section IV

Complete your marketing plan details.

Business Strategy

Create aFacebook Business Page Checklist:

O Cover Photo

O Profile Photo

O Action Button

O Invite Friends toLike Your Page
O Pin a Post

Create a unique offer to launch your product online.




Congratulations

You have completed the NEXTSTEPS Business Success
Planning Bootcamp Video Series.

For additional information, contact me at
o0somethinglifestyle@gmail.com



