Coaching Business Action Plan

 (Insert your business name here)

Part I: Description of Business 

Executive Summary


(How many years have you been in business? What is your niche market. Who do you help? How do you help them?) 

Vision or Purpose for Being in Business

Objectives 

(List your business goals in this section)
Mission


(Combines the vision with the objectives)

Keys to Success

Part II: Marketing Plan

Clients and Target Market


(Who your target market(s) includes.)


(What are the demographics of your market?)


(Add how you plan to further your success. Who will you include?)  

Coaching Topics 


(List your primary coaching topics here)

1. ow 
Competition 


(List any other coaches and companies who offer the same or similar services as you do.)

Competition Advantage 


(Compare your business to the competitors listed above and write how you are different. This gets further explored in the SWOT analysis below.)

SWOT Analysis

STRENGTHS


(List your core strength(s) here. These are your or your company’s internal strengths). 

WEAKNESSES


(List your weakness(es) here. These are your or your company’s internal weaknesses.) 

OPPORTUNITIES



(List any ideas for new opportunities. These are your or your company’s external opportunities- think of things like trends, competition, and your local market.)

THREATS


(List any possible stumbling blocks or threats. These are your or your company’s external threats- think things like the environment and competition)

Unique Selling Proposition (USP)

(How do you stand out from the rest? What makes you unique?) 

Marketing Materials


(List any materials you will be using to promote your business, and explain how it fits into your overall marketing strategy.)

Vendors for Marketing Materials


(Describe who will design and print your materials.)

Audio Logo 

(Create your business slogan here. If you have multiple niches, create separate slogans for each.)

Product Mix


(List every product and service you sell here, from lowest to highest in pricing.) 
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Active Marketing Strategies


(List and elaborate on any marketing activities you do to enroll clients.)


SPEAKING ENGAGEMENTS


(List or create two or three speaking programs with catchy names and the program benefits to both participants and organizations who hire you)

Speaking Engagement References


(Collect and list references from your speaking engagements, including any testimonials you received)

TELESEMINARS

NETWORKING

REFERRAL PARTNERS

(List your referral partners. When are they referring clients to you? Why do they refer to you? When do you refer clients to them?)
Passive Marketing Strategies


(List any strategies you’re using to let potential clients know about your services, and how exactly you’ll be using each of these strategies. Include titles for articles and products.)

 ARTICLES

BOOKS OR OTHER PRODUCTS


ADVERTISING

EMAIL NEWSLETTERS 

INTERNET MARKETING & BLOGS

PUBLICITY 

Part III: Operating Procedures 

Business Entity


(Explain the type of company you own -  LLC, sole proprietorship, C-Corp or other, who owns the company, when was it started or incorporated?)
Time Investment

Work-Life Balance

Business Insurance 

Technology Used

Support Team

(List any current members of your support team, approximate dates you’ll be adding new members to your team, and their functions.) 

Outsourcing


(Explain what you currently outsource, if anything, and what are your plans over the next year for outsourcing?)

Part IV: Financial Plan
Loans


(List any loans and their amount. Where were they obtained and what are the terms?) 

Investors


(Tell about others who have helped in your start-up.) 

Capital Equipment and Expenses


(Explain your current expense status and the budget for the following year.) 

Fixed Expenses

Office Rent: $

Website Hosting: $ 

Website Shopping Cart: $ 

Internet: $

Landline Telephone Costs: $

Cellular Telephone Costs: $

Email Newsletter: $

Business Coach: $

(Add Other Expenses as necessary.)

Variable Expenses

Equipment updates and replacement: $

Website updates: $

Brochure updates and printing: $

Business card updates and printing: $

Advertising: $

Networking group entrance fees: $

Business lunches: $

Copywriter: $

Miscellaneous marketing expenses (including branding for the new niche markets): $

Printer and fax machine ink: $

Paper: $

Telephone and fax service: $

Electric: $

Gas: $

Water: $

Postage: $

Ongoing coaching trainings: $

What to Charge


(What do you currently charge your clients? What are your future plans for your fees? How do you collect fees?)

(Discuss discounts, offers and specials)

Breakeven Analysis 


(Tell about where you are in your existing business and about your plans to invest additional funds once you reach the break even point?)

Target Growth


(Estimate your target growth rate in percentage.) 

Pro-forma income projections (profit & loss statements)

Below is the P & L from business over the last quarter.

Profit and Loss Statement

Income

Sales from Coaching


$



Sales from Products


$  

Income from Affiliates

$    

Referral Fees Collected 

$    

Uncategorized Income

$______                 

Total Income



$

Expenses

Fixed Office Expenses

$  

Variable Business Expenses

$  

Salaries



$

Uncategorized Expenses

$_______  

Total Expenses


$

Net Income



$_______






________

