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Golden Dog ‘Worksheet To Plan For Your Success






I firmly believe that everyone, including businesses, needs a plan, performing litmus tests of viability to make the judgments needed for success. Creating a plan is a process to help you clearly define your objectives and gather the information you need to determine the strategy required to achieve them. Be honest: there is no wrong or right answer. There are two parts to this, the personal and the business. This worksheet is intended as a springboard to help you get started.

Here’s Mom’s number one life lesson: Merely wanting or dreaming about something is not enough. 

Personal Inventory
Write a brief summary of your statistics: Include sex, race, age, health, marital status, educational level, citizenship, and employment status, along with anything else you feel is relevant.

Write a brief summary of your personality: Here are a few questions to get you started…

Are you introverted or extroverted?

Are you neat or cluttered?

Are you organized or freewheeling?

List your strengths and weaknesses
What is your greatest weakness?

What is your greatest strength?

List your skills and abilities

What is your greatest skill?

What is your greatest ability?

List your regrets and failures

List your happiest times and successes 

List your greatest achievements

List your greatest disappointments

When were you the saddest?

When were you the most content?

In any ordinary day what part of the day is the best?

And what part of the day is dreaded or the worst? 

If you could change only one thing in your life right now, what would it be?

What are your 10 greatest blessings? 

Personal Goals or Objectives

What it is you want? If it is an intangible such as to be rich or famous or happy then write a brief summary of exactly what that means to you. Frankly, to be famous you can go out on a killing rampage but I sincerely hope that is not what you intend so write what it is exactly.

What do others think of you?

This next step is extremely valuable. This online tool will assist you in gathering the information. I did this too. http://www.reachcc.com/360reach

The Hard Part

What will it take to achieve it? 
An example: You want a beautiful flower garden: 

Describe exactly what a beautiful flower garden is to you in as much detail as you can. Maybe it is a Japanese water garden. 

To determine your starting point you need to take an inventory and assess the situation. This is the physical confine that you have to work with. 

Obstacles: Maybe you have a few existing plants or it is an empty lot. Or if your current location is not big enough, then it is an obstacle to be solved by purchasing more land or moving. Factor in your climate into meeting your objective. A Japanese water garden will not be the same in Bangor, Maine as it would in Tampa, Florida. 

Skills and training: You may need to invest some time in learning new skills. Or you may need to hire a professional landscape designer or someone who can operate heavy equipment. 

Resources. This is your budget. Include your time commitment. Importantly, do you have support (financial and emotional) from family and friends?

How are you going to obtain these resources? How much time can you put into the garden? Do you need a loan? Do you need to cut your household or personal budget in other areas? If you barter… then again your time is a resource.

Obligations: If you are DIY are you taking time away from your family or work obligations? What do you need to do to balance the demands on your time? What impact will this have on your expectations? Example: if you can only work on the garden on the weekend or holidays how long would it take? Ask yourself if scaling back or phasing in the construction is more feasible? 

Risk: These are the things out of your control that can completely undermine you. Being aware of them and planning for them is better than ignoring them. In our garden project the weather and wildlife (a deer can decimate a garden in one evening) are major risk factors. What would derail you?

Are your expectations in alignment with reality? You may need to calculate that the plants will not mature for at least five years. Based on your personal inventory are you someone who needs incremental accomplishments to keep you going? Are you willing to make the sacrifices of time, money and effort? Set yourself up for success.

Are there changes or modifications you need to make due to your situation or obligations? Example: you see that the time and cost commitment was greater than you expected so you need to get your finances in order or you need to wait until your kids are in school full time, or you need to complete your education. A delay is just that. Ask yourself what can you do in the interim? Possibly work on the design or take short courses in Japanese gardening. Or change to a smaller-scale project.

Another of Mom’s life lessons: Life is not judged by success or failure; instead it is by the balance of your grief and sadness to your contentment and joy. 

My Plan
What will it take to achieve what I want? 
What is my starting point? 

Detail exactly what are my obstacles? Location, equipment, professional assistance… 

Do I have the skills and knowledge or do I need more training or education?

What resources do I need?

Do I have the resources necessary? Savings, loans, family support…

How am I going to obtain these resources?

What are my obligations? Spouse, children, mortgage, loans, debt, elderly parents…

What is at risk?
Are my expectations in alignment?

What is stopping me? 

What can I do about it? 

Are there changes or modifications I need to make due to my situation and obligations? 

Action Steps

My objectives to reach within 5 years

My objectives to reach within one year

My objectives to reach within six months

My objectives to reach within one month

My objectives to reach within this week
Congratulations for doing all of this navel gazing! 
Entrepreneurs continue on to the business section.

Business Resource 

SCORE— Counselors to America’s Small Business-- has some of the best FREE resources around. In the template gallery you will find the essential plans and forecasting templates.

 http://www.score.org/template_gallery.html
They also have well thought out quizzes to assist you in evaluating your situation. They range from “Have you sized up the competition?” to “Has your small business stuff taken over?”

http://www.score.org/business_quiz.html
Also their resources section is excellent!

Sorry, as yet I have not found the same level of information outside of the United States.

The following questions are a shorter version of a traditional business plan. I am not a business consultant; these are ones that I use to take the pulse of my business and are tailored for a consultant without an inventory or employees. These questions are also useful for a two or three person partnership.

Business Inventory
Write a brief description of my business: Include name, contact, location, years in business, ownership and legal status, and number of employees if any or collaborators, distribution and delivery, snapshot of balance sheet, capital investment, or patents. Include anything else you feel important.

Current state of my business: Start-up, growth phase, established, clinging by your fingertips.
Is it currently profitable? Yes or No 
What is my break-even point?

Has there been a change? Include recent internal (see personal list) and external (loss or addition of client(s), economic climate) changes. Change of location affects both.

If there has been a change(s) then what impact has it had? Work through the personal questions concerning expectations, what can you do, and what is stopping you, followed by a reality check against current obligations and situation.

What is the reason for being in business? 

Trick question: Think of why you are an entrepreneur instead of an employee? If you are in a partnership what does that entail? What is the driving force behind your business? 

What is my corporate culture? This is most likely a reflection of your personality. Is there a conflict between your personality and your business persona? If in a partnership or family business, what is this combined personality? 

Is my corporate culture in sync with your market and customers’ expectations? Explain how it is or is not.
Do I feel that I’m getting the most out of my workday?

List the things I do that have the greatest increase on my profitability

List the things I do that have the least influence on my profitability

Do I have the resources required to do my job well? Computer equipment, workspace, professional assistance…
What will it take to get these resources? Increased business, loan, barter…
What is the one thing I want to change in my business, and why?

What is stopping me?

What can I do about it?

My Products and Services

Write a brief description of my CORE product or service: Remember, this is not a brochure. 

Which one is my moneymaker?
What is my pricing strategy? Competing on lowest price does not build customer loyalty. 

How are you reinforcing your brand? 
How do I deliver my product? If online, then do you follow up?

How do I interact with my client? 

How do I deal with customer service? 

Have I added anything new in the past year? If not, then why not?

What do I do to keep up with changes in my industry?

How do I feel about my skills and knowledge in comparison to others in my industry?

What do I need to do improve my skills and knowledge? Classes, self study…
My Customer

Who are my target customers? List in descending order of impact on your business. 

Why would each buy from me?

Give a personality to each segment of my target audience? Example: marketing director becomes Sally, a mother of two young children; her department is feeling budget cuts and she is under pressure to perform. She does not have enough time in her day…  

What is the emotional reason my clients buy from me? Back to the flower garden example… You feel proud because you were both eco-friendly and supported your community by buying from a local nursery and you felt smart because the high-quality plants were at a better price than a big chain. 

What is my market segment? Consumer, B2B, Niche…

What is the market trend? Emerging, Established, Shrinking…

What do my customers think of me? When was the last time you asked them? Maybe now is a good time.

Ask why they use you and what they think of your work. Ask the hard question: what is it that you could do better? Also ask their opinion of your prices and delivery. Sorry, I have not found an online tool.
My Competitors

Describe my primary competitors for each target customer. 

Who are my direct competitors? 

Create a comparison spreadsheet of my key benefits, services/products, and value proposition as compared to my direct competitors
Who are your other competitors for this customer?
Look beyond the obvious too. It may well be that the “competitor” is that customers do not see the need for your product or service and choose to spend their money differently. What would that be?

What is the market penetration? If there are six garden centers within a mile of each other and other stores also selling plants, plus a roadside seller, then accept that the market is saturated. You need to determine how you will stand out. Don’t forget the Internet. 

What is my unique selling proposition (USP)? 

My Marketing Efforts

Do I have a marketing strategy? You need it. Do it now to determine your budget and clarify how you are going to reach your target customers. The next questions are based on it.

How do I represent my business in social media? If you are not engaging in social media then why not?  
How have I positioned my USP in my marketing materials?

What methods in my marketing are bringing the best return?

When was the last time I updated my marketing materials?

Am I measuring the right things to determine if my ROI is high enough? Spend the time and energy on what brings in the cash for you. What might work for someone else may not work for you.

Do I need to hire someone to help me? Is that in your budget?

What are the top things that will determine my company’s success?

What is the number one thing that will determine my company’s success? 

What is stopping me?
What can I do about it? 

Are there changes or modifications I need to make due to my situation and obligations? 

Bravo! You deserve a reward.
Go on you now have what you need to complete your action steps.

Action Steps for my Business

My objectives to reach within five years

My objectives to reach within one year

My objectives to reach within six months

My objectives to reach within one month

My objectives to reach within this week
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