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Describe your business (Give an um exemple)

What is the best company, person or product in my area?

My business name wil be... 

How do I want to be senn by clients (slogan)?

What is my goal for ve years from now?

What is my motivation to open my business?

My Point of Difference is:

MY BUSINESS
STEP 4



MY BRAND
STEP 5



MY RESEARCH

TARGET AUDIENCE:
1) How many people have you interviewed?                     ____________

2) Were most of them male or female? (  ) male  (  ) female

3) How old were most of them?( )15 to 20 years old ( )20 to 35 years old ( )35 to 50 years old ( )More than 50 years old

MY PRODUCT:
1) Do most of them already buy a product / service similar to yours? ( ) Yes ( ) No

2) Did most of them say they would buy if you were selling it? ( ) Yes ( ) No

3) How much did most say they would pay for it?  From $________to $________  

COMPETITION:
1) Where do most people buy this type of product / service? ______________

2) How much did most people say they paid for this product / service? From $_____ to $_____

3) 

1) 

2) 

3) 

What are the main products you would need?  ______________________________________________

What is the minimum amount of money you would need?    ___________________________________________________

Who would lend this to you?    ______________________________________________________

SUPPLIERS:

MY RESEARCH
STEP 6

How did most people rate your competitor?( ) Excellent ( ) Very Good( ) Good ( ) Satisfactory ( ) Unsatisfactory
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What is my main product?

Do you have a manufacturing process? Describe the flow (main difficulties in the process).

My product
STEP 6.1



VARIABLE  Competitor's 
price A

 Competitor's 
price B

Your 
price

Main Product (e.g. bread):

Secondary products (e.g. cookies):

Neighborhood location (low income, 
middle, high):

Size (small, medium, large):

Strong brand (small, medium, very):

My price vs competitor’s

CALCULATION:

ON SALE:

MY PRICE
STEP 6.2



VARIABLE  EMPLOYEES  SUPPLIERS CUSTOMERS

Easy to access?

What is the cost of transportation 
(high, medium, low)?

Who is your location important to? 
(low, not important 

Results

LOCATION vs BENEFIT - MAKE YOUR MATRIX

Where will my business be located?

Review the market research and analyze if it's 
worth investing in a good location for your business.

MY LOCATION
STEP 6.3
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ON/OFF

ONLINE

oFFLINE

    ADVERTISING
STEP 6.4



SALES FORECAST

Product MON TUE WED THU FRI SAT total 

1

2

3

4

Total

MONTH (X4 WEEKS)________

YEAR(X12)_______

YEAR  (BAD MONTHS)_______

TOTAL A YEAR _________

MY SALES
STEP 7



MY HR
STEP 8



FIXED 
COSTS VALUE VARIABLE 

COSTS VALue INPUT OUTPUT

CASH FLOW - LOW SALES SCENARIO

Total Total

Total

INPUT – OUTPUT = 
(pro�t or loss of the day)

Total

CASH FLOW
STEP 9



BASIC FINANCIAL ANALYSIS

Monthly cost____________based on sale of ________units. 

Monthly revenue___________based on sale of _______units. 
Total monthly pro�t__________based on sale of______units.

Working capital (calculation)  

Monthly balance point_______________ and yearly_______________

 ______________________________

Deadline for return on investment (calculation)  _________________

FINANCIAL ANALYST
STEP 9.1



BODY

MIND

KNOWLEDGE

MY ANALYSIS
STEP 10



WHAT? WHO? HOW MUCH?

Do more research ___ /___ /___

___ /___ /___

___ /___ /___

___ /___ /___

___ /___ /___

___ /___ /___

When do you want to start?

What is missing to start? 
(Money, supplies, staff, etc.)

Negotiate with suppliers

Advertising (On e Off)

Make your �rst sales
 with friends

LET'S PUT THIS INTO ACTION

WHEN?WHERE?

ACTION PLAN
STEP 11


