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SUMMARY
What do you do & who do you do it for? Consider what problem you are addressing and
the solution you are providing.

TARGET MARKET
Define who your ideal client is. What are they eligible for? How much money do they
make? Where do they live? How old are they?

COMPETITION
How will you be different or better than your competitors? What will make you stand
out? Why would a client choose you?

SALES  CHANNELS
Where will you find leads? 

MARKETING
How will you reach your target market? What will you use to market to them and why?
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REFERRALS
How will you plan on encouraging referrals? 

CROSS-SELLING
What products will you try to cross-sell to your clients? Do these products make sense
for your target market? 

EXPENSES
What budget do you need right now to get started? Consider basic startup needs like a
website, business cards, pens, etc. And, what will your monthly/yearly costs be to
maintain marketing supplies as well as licenses?

OBSTACLES
What might be standing in the way of your success? What will you do about it? 

GOALS
What are your goals over the next year? Make them specific and measurable. 
3 Months: 
 
6 Months: 
 
9 Months: 
 
12 Months: 


	Text 1: EXAMPLE: I help to take care of people by making sure they have a proper healthcare plan that takes care of their needs without breaking the bank.
	Text 2: EXAMPLE: My ideal clients are couples in the greater Sacramento area turning 65 that make over $150,000 and need help retirement planning. 
	Text 3: EXAMPLE: I will take the time to get to know my clients and their needs. I will spend the time educating them on the process so they are grateful for my services. 
	Text 4: EXAMPLE: Informal booth set up in pharmacies, monthly seminars in community centers, and relationships with local providers. 
	Text 5: EXAMPLE: I will reach my target market by pinning up seminar flyers in various locations around the city and hosting Facebook Ads. 
	Text 6: EXAMPLE: Build a local network of professionals such as financial planners, business owners, etc, to help boost referrals. 
	Text 7: EXAMPLE: I will look for opportunities to cross-sell long-term care, life insurance, and DVH. 
	Text 8: EXAMPLE: I need $200 to get my website and business cards ordered. I'll need $49/mo to maintain my website and basic office supplies. I'll need an additional $200/year for licensing. 
	Text 9: EXAMPLE: I don't have relationships in the community yet. I will have to work hard to build these bridges for a steady stream of leads. 
	Text 10a: EXAMPLE: Sell 5 policies/mo, make relationships with 3 businesses
	Text 10b: EXAMPLE: Sell 8 policies/mo, host 1 seminar
	Text 10c: EXAMPLE: Sell 15 policies/mo, host 2 seminars
	Text 10d: EXAMPLE: Sell 15 policies/mo, secure 2 relationships w/ providers for referrals 


