Day 1- Business overview

· Few short sentences about what your business is actually about
1. What are the problems you are solving through your business for your clients? (2-3 problems you are solving)
2. What’s the solution that you are offering for the problems? Specific products or service you are selling? What are the transformations you help your clients can see in themselves? 
3. How do you offer your solution? What mode of solution do you provide? (one on one, or group consultation)
4. What are all the things you sell? (Too many different products or a wide audience is difficult to accommodate for)
Women and money
Women in transit 
One on one business coaching

Day 2- Marketing for your business
Why is the market so important? 
You don’t want to spend a lot on an idea that is doomed 

This section is all about the AWARENESS
Goal is to explore your options first 
1. Who needs the solution or has the problems you need to solve? 
2. Do your market or potential clients need to be located anywhere specific? Geographically or size?
3. How will they benefit from the solution you are offering?
4. How else could they handle or solve the problem?
5. Why is your solution better or different from other solutions?
It is more important to be clearer about the market. I think we really need to remember that and not beat ourselves up because we think that we should be able to work with everyone. 
Search “Niche”


Day 3- Finding your clients

1. Who is your ideal client? Do you have one or more? (you can have more than one, but that means more work for you, you’ll need separate marketing strategies for each) Don’t stop too soon with creating the profile of your client. 
2. Where will you find the correct clients? Where do they hang out? Identify your niche. 
3. What are the marketing programs or tactics you could use to connect to your clientele in the next 6 months? Start simple. 
4. Which of these marketing strategies suits best for your potential clients? Come up with your marketing calendar 

About 30% of your time should be spent on marketing
Calculate return on investment

Marketing Vs. Advertising
Marketing creates awareness of you that leads to you being able to have a sales conversation with your potential clients. 
Advertising is just saying do you want to buy my stuff… here is my program or product, do you want to buy it?


Day 4- Financials 

Four guiding questions 

What is the nature of your business? Are you selling high-ticket items at less volume or vice versa? 
Do you have a physical product, or an online product or a virtual product? 

What are you selling and how do you want to sell it? 
Don socks 

1. What is the cost for you to start up? List all the costs you would incur prior to selling your product/ service? For initial stages, investing in things that would bring you returns. Think of these costs classified into phases. 
2. What is the cost for you to deliver or provide the service/ product?
3. What are the revenue streams you are going to have in your business? What are your different line items? 
4. Create rates or a price list
5. Start to set some targets for yourself (optional), Start with a 5 year goal

Not a pay by the hour person- clients start to see the value of it or makes it looks transactional. It gives clients a perception about how fast you need to work and they develop a stereotype even before arriving at your place. 
