Checklist: Planning for Business Development

In the process of crafting effective ideas and strategies, | place importance on commencing
with the scrutiny of pen and paper. These humble tools serve as the initial canvas for one's
vision. Then, take the time to write, rewrite, and make your thoughts clearer. Without a clear
plan, it's hard to make progress and you might end up facing setbacks. So, by putting your
ideas on paper and refining them, you can turn them into something real and achievable.

Competitor Analysis:
a. Find Your Competitors:
Figure out who else is selling similar things in your market.
Create a list of your main competitors in your industry.
Think about how your stuff is similar or different from what your competitors are
selling.
Check if others can easily copy what you're doing.
b. Strengths and Weaknesses:
Identify successful strategies they use that you can learn from. See if they're doing
well and learn from them.
Find out where your competitors may not be doing so well.
See how you compare to them.
c. Market Share:
Find out how much of the market each of your main competitors has.
Understand how the market is divided among different companies.
d. Barriers to Entry:
Check what things could stop new businesses from entering your market.
Look for things that could make it tough for new companies, like needing a lot of
money or facing strict rules.

Market Size and Growth:
Before you start, make sure there are enough potential customers in the market for your product
and that the market is getting bigger, not smaller.
Market Size: Calculate how many customers or how much money is in the market.
Market Growth Rate: Check if the market has been growing and if it's expected to
keep growing.
Market Segments: Break the market into smaller groups to find opportunities.

Customer Needs: Understand what customers in those groups really want.



Execution and Monitoring:

a. Create an action plan:
Create a detailed plan that says who does what and when.
Assign team members to specific action items. System for accountability.
Make sure everyone knows their role. No confusion.

b. Set performance goals:
Decide what you want to achieve and track your progress.
Check if you're getting closer to your goals.
Adjust goals as needed based on performance data.

c. Gather feedback:
Solicit feedback from customers, employees, and stakeholders.
Use their ideas to make your business better.

d. Keep improving:
Always look for ways to improve how you do things.
Be ready to change your plans if needed.

Internal Capabilities:

a. Assess your resources:
Review your financial resources, including current cash flow and available capital.
Assess your team's size, skills, and capabilities.
Make sure you have what you need to run your business. Money, tech, knowledge,
people
b. Improve your operations:
Think about how you can do things faster, better, or cheaper.
Improve how your business works.
Consider automation or technology upgrades to boost productivity.
c. Foster innovation:
Ask your team to come up with new ideas and ways of doing things.
Don't be afraid to try something different.
Establish a process for evaluating and testing new ideas.
Allocate resources for research and development.
d. Develop employee skills:
Identify skills gaps within your team.
Create a training and development plan to enhance employee skills.

Alignment:
a. Align with your long-term vision:
Make sure your plans match what you want your business to become in the future.
Keep your big goals in mind
b. Stand Out from the Crowd:
Figure out what makes your business special.
Tell people why they should choose your business.



c. Know Your Strengths and Weaknesses:
List what you're good at and where you need to improve.
Use this list to make your business better.

d. Plan for risks:
Think about what could go wrong and make plans to deal with those problems.
Develop contingency plans for addressing these risks.
Regularly review and update your risk management strategies. Be ready for
challenges.

Secure Your Supplies:

Make sure you can always get the things you need to make your product and deliver it on time.
Supplier Evaluation: Check if your suppliers are reliable.
Diversify Suppliers: Work with multiple suppliers to be safe.
Keep Extra Supplies: Store extra materials to avoid supply problems.
Have Backup Plans: Plan for when your supply chain goes wrong.
Check Supplier Reliability: Make sure your suppliers are reliable.
Build Relationships: Make friends with your key suppliers.
Backup Suppliers: Find other suppliers to help when your main ones have issues.

Money Management:
Ensure you have enough money to start and keep your business going, and have a plan for
unexpected expenses.
Financial Projections: Make detailed predictions about your finances.
Emergency Fund: Set aside money for surprise expenses.
Save Money: Find ways to spend less and track your expenses.
Invest Wisely: Decide how to use your money for growth and stability.

Be Ready to Adapt:

Keep an eye on what's happening in the market and be ready to change if needed.
Scenario Planning: Make plans for different situations in the market.
Response Team: Assign someone to respond to changes in the market.
Resource Allocation: Be ready to move resources around based on what's
important.
Innovation Culture: Encourage your team to always improve and adapt.

Economic Resilience:

Think about whether people will keep buying your product, even when times are tough.
Market Sensitivity: Know if your product is sensitive to changes in the economy.
Pricing Strategies: Set prices that match the economic situation.
Customer Segmentation: Find customer groups that stay strong in tough times.
Emergency Budgeting: Make budgets for difficult financial times.



Stand Out with Your Value:
Tell people why your product or service is special.
Customer Problems: Show how your product solves problems for customers.

Unique Features: Explain what makes your product different and better.
Competitive Analysis: Know what your competitors are doing and be different from
them.

Clear Messaging: Make sure your message about your product is clear and exciting.
Customer Focus: Show how your product makes customers' lives better.

Creating Your Brand:
Build a strong and unique brand for your business that sets you apart from others.
Brand Essence: Clearly explain what your brand stands for, its values, and its

personality.

Visual Identity: Create a unique logo, colors, and design that represent your brand.
Storytelling: Tell a compelling story about your brand's journey and mission.
Brand Guidelines: Make rules to keep your brand looking the same everywhere.
Content Strategy: Create interesting content to tell people about your product.
Marketing Metrics: Set goals and ways to measure how well your marketing is
working.

Marketing Channels: Pick the best ways to reach your target customers.
Innovation Roadmap: Keep improving your product or service.

Budget Allocation: Spend your money on marketing wisely.

Brand Voice and Messaging: Speak to customers in a consistent way that reflects
your brand's personality.

Customer Testimonials: Show off good feedback from your customers.

Reputation and Marketing:
Let everyone know about your product and why it's great.
Brand Identity: Tell people what your brand is about.

Value Proposition: Explain what makes your product special.

Innovation Roadmap: Keep making your product better.

Marketing Channels: Use the best ways to reach your customers.

Content Strategy: Create interesting stuff to talk about your product.

Budget Allocation: Spend your money on marketing wisely.

Marketing Metrics: Set goals and ways to measure how well your marketing is
working.

Customer Testimonials: Share good feedback from your customers.



Improving Your Product:

Make your product better over time.

Product Development Plans: Plan out new and improved versions of your product.
Feedback Loops: Listen to what customers, employees, and the market are saying to
make your product better.

R&D Investment: Invest in research and development to stay ahead in your
industry.

Competitor Analysis: Watch what your competitors are doing and try to do it
better.

Continuous Improvement: Keep making regular updates based on customer needs
and market changes.

Technology Changes:

Keep up with new technology so you don't fall behind.

Technology Assessment: Stay up-to-date with new technology in your industry.
Competitor Technology Use: See how your competitors are using new tech.
Innovation Strategy: Make plans to use new technology in your product or service.
Technology Partnerships: Work with tech companies to improve your product.

Understand Customer Behavior:

Learn how people like to shop and what they like to buy, and be ready to change your business to

match.

Find out who buys from you.

Ask them what they like and don't like about your stuff.

Buying Patterns: Know when and how people like to buy.

Sales Channels: Find out where people like to shop (online or in stores).

Trends Analysis: Keep an eye on what's popular and change your business if you
need to.

Keep Your Customers Happy:

Make sure your customers are happy and keep coming back, even when they have other choices.

Customer Loyalty Programs: Reward and keep your loyal customers.

Handling Complaints: Deal with customer complaints effectively.

Employee Training: Teach your employees to provide great service.

Complaints Mechanism: Make a process for handling complaints from customers.

Show Off Happy Customers:

Tell the world about your satisfied customers.

Feedback Channels: Make it easy for customers to give you feedback.
Case Studies: Share stories of how your product solved customers' problems.
Video Testimonials: Record videos of happy customers talking about your product.



Ratings and Reviews: Encourage customers to write good reviews about your
product.

Use Testimonials: Put customer feedback in your marketing materials and on your
website.

Keep Learning and Adapting:

Market Data Sources: Find good sources for market information and trends.
Track Competitors: Watch what your competitors are doing.

Feedback Loops: Get feedback from customers and employees.
Decision-Making Framework: Create a system for deciding when and how to
change your strategies.

Explore new markets:

Research potential new markets or customer segments. Think about selling your
stuff in new places or to different people.

Research to find new opportunities in those areas.

Determine if there are untapped opportunities for your products/services.

Follow the Rules:

Check if there are any special rules or laws you need to follow to sell your product or service.
Regulatory Compliance Checklist: Create a list of the rules you need to follow.
Internal Compliance Team: Assign people to make sure you follow the rules.
Documentation: Keep records to show that you follow the rules.
Audit and Review: Check and update your processes to follow the rules.



