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Helpful Business Tools from http://IndieCEO.blogspot.com - Brought to you by www.Gallerialinda.com. 


NEW YEAR BUSINESS “THINK-IT-THROUGH-LIST”
A great business resource for you is SCORE: 
Business Plan and Other Templates for Your Business.

About SCORE: "Counselors to America's Small Business" is a nonprofit association dedicated to educating 
entrepreneurs and finding success of small business nationwide.
INSTRUCTIONS: 
Answer each question to the best of your ability. Ponder, think, plan, and stretch your imagination! After you have completed this exercise, you will have a good idea of where you are and where you see your business going. If you want to do a more formal business plan, download the SCORE business plan template.
Business plans are ALWAYS a work in progress. There are no “right” or “wrong” answers. Add any topics or questions to the lists below that are specific to your business.
1. Business Summary ( A couple of paragraphs)

· What is the reason for my business?

· What do I want to accomplish through my business?

· What does my business offer to customers?
· What does my business offer to me?
· Where do I currently sell?

· How successful is this business now?
· How do I see my business in five years from now? In 10 years?
2. Customer Demographics

· What is my current customer demographic? (Age, income, location, lifestyle, and more…)
· Where do I find this demographic online?
· Where do I find this demographic offline?
· What is the average demographic of my existing customers?
· Is this the demographic that my products should be sold to online?
· Is this the demographic that my products should be sold to offline?
· Do I need to think about a different target customer or think about tweaking my products?
· If change is needed, what target customer demographics would work?
3. Competition

· Who is my biggest competition online? (List all – include indie artists, as well as big box sellers)

· Who is my biggest competition offline? (List all – include indie artists, as well as big box sellers)
· What do I offer that is more unique that my competitors? (Product, packaging, customer service, free gifts, ambience, etc…)
· What do I need to offer customers to be more unique than my competitors are?

· Do my customers buy from my competitors as well as from my stores?
· Do my customers like to buy from my business?
· What are the 3 most important selling points for buying from my business?

4. Marketing Mix 
Ponder the 6, 5, or 4 Ps, which ever marketing theory you chose, but here we are going to think through all six. Product, Price, Placement, Position, Promotion, People:
· Product
· What do I create? (List the different product lines)

· Are my products market-friendly, appealing to a wide audience?

· Are my products very niche, appealing to a narrow audience?
· What products do I plan to add in the next year? (list)

· What products do I want to add when feasible? (list)

· What products should I consider in order to enhance my appeal to my audience?

· Price

· What is my pricing strategy now (what formula do you use)?
· Is my current pricing strategy working for me now (making a profit on sales)?
· What should my pricing strategy be for the coming year?

· How do my prices stack up next to those of my competitors? 

· Are my prices market-friendly or upper crust? Does my customer demographic match that price structure?
· Do I need to rethink my pricing structure for products for this year? 

· If so, list how to change it.
· Do sales work for my product now?

· What sales strategies have I tried? 

· Do I want to do sales? Could I do without sales?
· Position

· How is my product positioned in the marketplace now?
· Determine the position of each product line and identify the positions, such as, does it appeal to those how have little to spend, to those that are very affluent, to those in a niche genre, etc… Determining this will allow you to understand your promotional direction).
· Do I need to shift the position of my products?

· How would I go about shifting the positioning of the product in the marketplace? (Could be tweaking the product or just trying a different demographic).

· Placement

· Where do I sell retail online now?

· Where do I sell retail offline now?

· Where do I sell wholesale online now?

· Where do I sell wholesale offline now?

· Where do I want to expand for retail?

· Where do I want to expand for wholesale?

· What type of venue is better for sales? (Shows, exhibits, B&M stores, online stores, etc…)
· What other type of sales structure could I try other than retail or wholesale? (Consignment, etc…)
· Promotion

· Where do I currently promote my products? (List all online and offline promotions – virtual, print, audio, video, charity donations, etc…)
· Where do I need to promote my products this coming year? (relative to demographics and positioning)
· What types of opportunities should I add to my promotion mix? (Think about blog promotion, paid online ads, paid print ads, business directories, blog directories, forums, social networks, fairs, shows, exhibits, press releases, promotional give-a-ways, etc…)

· People

· How is my customer service? (basic, good, excellent, blows your socks off)
· How is the customer service of my competitors?
· Have my customers commented on the buying experience? What can I learn? 

· What should I continue or add to my customer service?

· How can I be more people focused with my business?
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