
 

 

YOUR BUSINESS PLAN TEMPLATE 
This is a plan created just for you. Answer each of the sections and then use this as a map to get 

you to your business goals. Once it is written, read it at least once a month and use it to direct 
your work and filter your decisions.  

 
YOUR WHY_________________________________________________________________ 

 
1. YOUR WHY.  Why does this venture matter to you? What will drive you every day, especially the 

days that are hard? Write the real reason you want to do this, the passion, the thing that got you 
excited to begin with. Include it all - this is for you. 
 

2. YOUR FUTURE STATE. Leave your doubt behind and write the vision of you and this business 
5-10 years from now.  Don’t worry about the how - just write the vision of you standing in the 
middle of your venture looking around at all you’ve created. Now write your dreams! 

 
YOUR PROBLEM + SOLUTION_________________________________________________________ 
 

1. THE PROBLEM.  
What problem are you solving? What is the pain your customer is feeling that they KNOW they are 
feeling and that they want to stop feeling? 
 

2. THE SOLUTION.  
WHAT result are you offering? {don’t talk about the process, the curriculum, or the “how”, only the 
result - how this will make make your client/customer’s life better/easier} 
 
HOW do you create the above results? What’s your methodology, technology, framework? 
 
 

YOUR GOALS + KEY ACTIVITIES________________________________________________________ 
This is the part of your plan you need to look at and update every single month!  
 

1. GOALS. What are your FIVE most important goals for each quarter of this year? 
★ Be specific, measurable, and timely 

 
Examples of goals:  

1. To profit $180,000 after expenses by September 30, 2019. 
2. To book 15 wedding photography engagements between Jan 2019-Sept 2019. 
3. To build a brand known within Southern California as both high end & back to 

nature by EOY. 
4. To implement new CRM + project management systems by July 2019 
5. Hire admin support team by July 2019 
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2. YOUR KEY ACTIVITIES. Under each goal, list FIVE key activities you must take to achieve that goal.
★ Be specific, measurable, and timely

Examples of activities:  
Goal. To profit $180,000 after expenses by September 30, 2019. 
Key Activities Q1. 

1) Partner with 5 new event planners
2) Prep + promote Mother’s Day card special event
3) Increase prices by 30%
4) Partner with 3 new favorite vendors
5) Launch referral love program

YOUR MONEY_____________________________________________________________________ 
The most important thing you can do here is know how much you are going to spend and how much you 
are going to make. We call this your projected Profit and Loss and your actual Profit and Loss. Make sure 
you get down to #3 below to do this important work! It is way easier than you think! 

1. What are your financial goals for this venture? How much do you want to make? How much do you
need to make? By when?

2. How much profit will this venture make and by when?
a. How much will you charge (if this is a service)?
b. What are the expenses?
c. How will expenses and income change in different seasons?

3. Using what you know from #2 above and additional research, fill in this Projected Income
Statement to clearly identify how much income + how many expenses you believe you will have in
your business.

a. Write a narrative to back up your projections {i.e. how did you figure these numbers out?}

There are 3 financial documents that can be helpful for your business. See the appendix. 

YOUR MARKETING PLAN_____________________________________________________________ 
There is a difference between a marketing plan and a marketing strategy. We are going to make sure you 
have a basic marketing plan to start with ok? To start with, it is important to know where you are most 
likely to get your customers. Start simple and make a list of the five CHANNELS (places) where you are 
likely to get customers and what ACTIONS you need to conduct in those CHANNELS to get your 
customers. Then MEASURE your activity and your results. 

1. MARKETING CHANNELS. Where are you most likely to get your leads and customers? List the top
5. ( i.e. networking, social media, direct mail, word of mouth, newsletters, referrals etc.)

2. MARKETING ACTIONS. What action will you take to activate the above channel?
3. MARKETING MEASURES.  How do you know it’s working? Keep track of how many leads are

coming in through each channel so you can do more of what’s working and less of what’s not.
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YOUR OPERATIONS_________________________________________________________________ 

1. YOUR TEAM. Who do you need to support this venture + these goals? Staff or consultants?  What
role do your friends and family play?  Who’s on your personal and professional board of directors?

2. YOUR SYSTEMS. What are the key systems you need in place to support this venture’s growth?
(i.e. Financial, project management, CRM, social media planners etc.)

YOUR PEOPLE________________________________________________________ 

1. TARGET AUDIENCE.
a. Who do you serve? Who are your ideal customers? Sometimes you need to identify 2-3

ideal customers.
b. Write out everything you know about them. Even come up with a name for each of them.

Print out a photo of them from Google and hang them on your wall - these are your people
- you want to see + think about them daily.

2. YOUR COMPETITION.
a. Who’s winning in your field/sector?

i. Who are the top 3-5 most successful?
ii. What are they doing that’s really unique?
iii. What can you learn from them?

Appendix________________________________________________________________ 

1. Projected Income Statement

2. There are 3 financial documents that can be helpful for your business.

Balance Sheet: is a statement of the financial position/health of a business. It shows the assets,
liabilities, and owner's' equity at a particular point in time. In other words, the balance sheet
illustrates your business's net worth or a "snapshot of a company's financial condition".

Income Statement (or Profit + Loss): shows the company’s revenues and expenses during a
particular period. It indicates how the revenues (money received from the sale of products and
services before expenses are taken out, also known as the “top line”) are transformed into the net
income(the result after all revenues and expenses have been accounted for, also known as “net
profit” or the “bottom line”). The purpose of the income statement is to show you and your team
whether the company made or lost money during a specific period of time.

Cash Flow Statement: shows the movements of cash and cash-equivalents in and out of the
business. As an analytical tool, the cash flow statement is useful in determining the short-term
viability of a company, particularly its ability to pay bills.
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