
By Susie Carder 
Profit Coach  



Entrepreneurs Start 
Businesses 
¡ To Capitalize on an Invention 

¡ To Pursue a Passion 

¡ To Be Their Own Boss 

¡ To Get Rich 

 

All Need an Exit Strategy 
 



Why a Business Plan? 

¡ Strategic Guide 

¡ Road map to your success  

¡ Lenders 

¡ Investors 

¡ Guide for Team 

¡ Keeps you focus 

¡ NO Sparkle Syndrome  

 



Strategic Guide 
¡ Where Do You Want To Go? 

¡ How Are You Going to Get There? 

¡ What Market Niches? 

¡ How Much is it Going to Cost before you 
invest? 

¡ Greatest Profit Opportunity? 



Company Overview 

¡ Brief Company Introduction 
¡ Mission statement – Is it Relevant?  

A mission statement declares an 
organization's purpose, or why it exists. That 
often includes a general description of the 
organization, its function, and its objectives  
¡ Market and products- Online/ Off line  
¡ Overview of company capabilities 
¡ Objectives 



Company Overview  

¡  Vision  

A vision statement is a company's road map, indicating 
what the company wants to become and guiding 
transformational initiatives by setting a defined direction for 
the company's growth.  

Vision statements undergo minimal revisions during the life 
of a business, unlike operational goals which may be 
updated from year-to-year. Vision statements can range in 
length from short sentences to multiple pages.  

Vision statements are also formally written and referenced in 
company documents rather than, for example, general 
principles informally articulated by senior management 

 



Mission Statement Examples  
¡ American Express: We work hard every day to 

make American Express the world most 
respected service brand 

¡  Honest Tea To create and promote great tasting 
healthy organic beverages  

¡  Jet Blue To inspire humanity in the air and on the 
ground  



Vision Examples  
¡  Motivating The Masses offers small business owners, managers 

and entrepreneurs a reliable, high-quality resource for 
business coaching and professional and management 
development on both a local and national scale.  

¡  Its mission is to help clients develop the strategy, motivation 
and accountability required to succeed in their business and 
personal lives.  The company sees each contract as an 
agreement not between a business and its customers, but 
between partners who wish to create a close and mutually 
beneficial long-term relationship.  

¡  This will help to provide greater long-term profits through 
referrals and repeat business.  Motivating The Masses must 
also be able to maintain financial balance, charging a high 
value for its services, and delivering an even higher value to 
its clients.  



Core Values  



Keys to Success 
¡  Excellence in fulfilling the promise--completely 

confidential, reliable, trustworthy expertise and 
information  

¡  Developing visibility to generate new business leads  

¡  Leveraging from a single pool of expertise into multiple 
revenue generation opportunities: retainer coaching, 
project consulting, workshop facilitation and individual 
coaching  

¡  Consistently developing productive and thought-
provoking learning experiences to maintain growth and 
success with each client 

¡  Our use of state-of-the-art technology 

¡  Easy access to services 

¡  Establishing a seasoned advisory team 



Now take action  



Products/Services 

¡ Products / Services- Revenue Wheel  
¡ What does it do/ What problem does it 

solve  
¡ Uniqueness- How is it different 
¡ Competitive Advantage- WHY YOU?  

¡ Technology- What will we need?  
¡ CRM  
¡ Scheduling Software 
¡ Financial Software  



Add Examples Revenue 
Wheel  ywhat specificiall 
¡ Consulting 

¡ Online 

¡ GLP 

¡  Live  



Industry Overview 

¡ Set The Stage- Your wake up call  

¡ Industry Definition and Description 
¡ Major players within the industry 

¡ Factors driving dynamics 
¡ New products and developments 

¡ Legislation and Policies Driving the 
Industry 

¡ Historical and Future Trends 



Market Analysis 
¡ Market Definition 
¡ Primary Market –Where does my 

ideal client hang out? 
¡ Secondary Markets-  

¡ Market Size and Trends 
¡ Current total revenues 
¡ Predicted annual growth rate 



Market Analysis - Example 
The small business and entrepreneur markets are 
ideal targets for several reasons:  

¡  As a small or entrepreneurial business, resources 
are often limited to core business functions such as 
production, administration, finance and 
distribution. Professional development, training, 
coaching or planning frequently goes unnoticed or 
even forgotten.  

¡  As economic pressures increase and competition 
becomes more intense, these companies are 
always looking for effective ways to make 
themselves more prosperous.  
 



Market Analysis- Example  
¡ As a small or entrepreneurial business, the owner 

is typically an accountable technician which 
means he or she has everything on the line with 
regard to their business succeeding or not, and 
that their area of expertise is in the business they 
are "in."   

¡  Frequently, a technician will be attracted to the 
"work" of the business and neglect the 
fundamental health of the business, which 
includes nurturing both themselves and the 
customer base. 



Market Size  

The United States spends more per 
capita on education than any other 
country. Training or professional 
development in America is a $210+ 
billion industry. 

There are five basic groups that need 
training as follows: 

¡  Large Businesses – These are firms 
with 100 or more employees. This 
group spends more than $28 billion 
in training, with the largest portion 
going to training managers and 
career personnel. 
 

¡  Small Businesses – These are firms 
with fewer than 100 employees. 
There are more than 79 million small 
businesses in the U.S. This group 
spends more than $20 billion on 
training each year. 
 

¡  Professional Service Firms – This group 
includes doctors, lawyers, 
accountants, engineers, consultants, 
etc. Continuing education 
requirements move this group to 
spend training dollars 
disproportionate to their size, more 
than $11 billion per year. 
 

¡  Individuals – Those who buy training 
with their own money and on their 
own time. This group spends more 
than $2.5 billion on training and they 
tend to be highly motivated.  

¡  Government – Those employed in 
federal, state, and local governments, 
the military, post office personnel, 
school teachers and administrators. 
This group spends more than $23 
billion in training funds annually. 



Competitors 
¡ Direct Competitors 
¡ Who are they? 
¡ Size and product breadth 
¡ Revenues and profitability 
¡ Strengths and weaknesses 
¡ Market shares 

¡ Indirect Competitors 



Customers 

¡ Customer Characteristics 
¡ Who are they? 
¡ Why do they buy? 
¡ Need satisfied by the product/

service 
¡ How is the need currently filled? 
¡ What are the alternatives? 
¡ Who makes the decision to buy? 
¡ How frequently do they purchase? 



Course Work  

Create your business plan  

www.liveplan.com 

Dream and have fun  


