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For use as part of the SCORE Kansas City workshop “Mastering Business Essentials”
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	Business Name
	





	Product or Service Description
	





	Key Features
	





	Benefits
	





	Use Cases
	





	Target Audience
	





	Value Proposition
	

	Competitive Advantages
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Use the below to characterize the specific markets you think your products or services are suited for then populate the elements related to each. This will help narrow your focus on the top one or two markets best suited for your efforts.
	
	
Target Market 1
	
Target Market 2
	
Target Market 3
	
Target Market 4

	
	

	
	
	

	
Market Needs
	
	
	
	

	
Demographics
	
	
	
	

	
Psychographics
	
	
	
	

	
Market Trends and Forecast
	
	
	
	

	
Market Size and Segmentation
	
	
	
	

	
Preferred Distribution Channel
	
	
	
	

	
Regulatory and Legal Considerations
	
	
	
	

	
Customer Surveys or Market Testing
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Rate each characteristic for your business and for your competitors. With the chart below, identify the key elements of your top three competitors as it compares to your product / service offering. The next step is to identify where you have competitive advantages or disadvantages that need to be addressed.
	
	My Business
	C	   Competitor 1
	Competitor 2
	Competitor 3

	Product & Service Offering
	
	
	
	

	Pricing
	
	
	
	

	Customer Base
	
	
	
	

	Market Strategy
	
	
	
	

	Distribution Channels
	
	
	
	

	Strengths & Weaknesses
	
	
	
	

	Customer Feedback
	
	
	
	

	Financial Strength
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	Distribution Channel:
Direct (e-commerce, 1:1 In-person, blended?)  
________________
	Distribution Channel:
  Distributor


________________
	Distribution Channel:
  Dealer


________________

	Ease of Entry
	
	
	

	Geographic Proximity 
	
	
	

	Costs
	
	
	

	Competitors’ Positions

	
	
	

	Management Experience

	
	
	

	Staffing Capabilities

	
	
	

	Marketing Needs 
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Review the elements below then determine how you’ll approach the question of pricing for your goods or services.
	Costs
	

	Competitor Pricing
	

	Average Market Price
	

	Value Perception
	

	Price Sensitivity
	

	Promotions & Discounts
	

	Long Term Goals
	

	Regulatory & Legal
	

	Currency & Exchange Rates
	



	Pricing Strategy
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Identify how you would best describe your business based on what you know about yourself, your customer, your competition, what are your areas of differentiation and how would you articulate this into a single message or “voice?”
	Business Name
	

	Unique Value Proposition
	

	Target Audience
	

	Brand Promise
	

	Competitive Advantages
	

	Unique Selling Proposition
	



	Brand Message
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	Goals
	Specific, measurable objectives to accomplish in an established time period.

	Target Market
	Specific segments with similar needs or interests, motivations, demographics, locations, etc.

	Strategies
	Strategies to attract the specific people or organizations you’re trying to reach with a compelling offer that meets their interests / needs.

	Tactics & Messaging
	Tools or channels you’ll use to reach your targets. What’s unique about your story / product / service that connects with your target market. What messaging will be most

	Calendar
	Specify which activities you will do daily, weekly, monthly, or quarterly to achieve your goals. What time of day or day of week is most effective for each activity?

	Measurement
	How will you track results? How will you compare the effectiveness of each tactic? How will you calculate the time / money / # of contacts it takes to attract/retain each customer?



Marketing plan – the tactical efforts to be implemented to establish brand identity and reach prospective markets. Reference Marketing Calendars & Schedules)
Sales plan – your tactical sales plan should support your annual, monthly, and weekly sales goals with specific outreach and follow up efforts in place supporting your sales process.  Reference Template Lab resources – 32 Sales Plan & Sales Strategy Templates.
Operational needs – At a minimum you need to empower your sales efforts by eliminating the process issues in moving the sales cycle from prospecting to closure making the effort as smooth as possible. From prospect entry to sales tracking to sales agreements, billing, and collection you want to think through and enhance every aspect of the cycle with aftermarket support continuously engaging with your customer.
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To maximize your potential for success, it’s important to operate from a position of strength and realize when you need to get help. Look at the skills described below and rank your knowledge and ability from 1 to 10. 1 meaning that you don’t have much knowledge or experience and will need to get help; 10 meaning you are experienced and capable and won’t need as much help.
There are no “right” or “wrong” answers on to this review – simply elements to being a successful entrepreneur you’ll want to consider as you consider where to secure additional assistance from others to be successful or areas to personally develop.

_____ 	Communications – Both oral and written communication skills are extremely important when running a business. You will need to speak and send emails (or other correspondence) to customers, vendors, employees, and consultants.

_____ 	Networking – As a small business owner, you can’t do it all so you will need a strong network to assist you. When networking, find people who you can help and can help you, so it is a win–win. 

_____ 	Organizing & Time Management – There is a lot of information to keep track of when you are running a business so you will want to make sure you have good organization skills and are able to create systems to make things run smoothly. Understanding how to use your time effectively and efficiently is key. 

_____ 	Drive and Confidence – Starting a business is not easy. You have to be self–motivated and confident. With each success you will also face challenges and setbacks. You need to have inner drive and focus to overcome challenges and keep going.  

_____ 	Technology – You should be comfortable with the technology you need to use to run your business. This includes hardware, software and backing up your system(s). If you don’t have the knowledge, don’t be afraid to seek out resources to help (watching YouTube videos, taking a class, etc.). Know when to hire an expert. 

_____ 	Industry Specific Skills – Understand how your industry operates. It’s important for you to be knowledgeable about the industry you’re entering. For example, you might want to start a fitness studio because you love to exercise. But what do you know about the industry? Do you understand the costs? Customers? Marketing? How to train employees? Etc.

_____ 	Selling – There is probably no one that will believe in your product or service more than you. You have to be able to talk to your customers and ask for the sale. 

_____ 	Marketing – You will need to know who your target customers are, what their needs are, where they are and how to communicate to them. 

_____ 	Legal – Your business may have contracts or intellectual property (trademark, copyright, or patents) that you need to protect. Identify an attorney you can work with on these issues. 

_____ 	Operations – You will need to know how your business operates and document the process. Creating procedures allows you to grow. It’s much easier to hire and train employees if you have processes in place. 

_____ 	Accounting – Sound financial practices are essential to operating a business. You can hire a bookkeeping service or an accountant to review your accounts but, it is necessary for you to understand how your business operates financially. 

_____ 	Human Resources and Supervisory Skills – When you hire employees you will need to make sure you follow employment and payroll laws. You are the leader of your business and your staff will look to you for direction. It’s important to have the necessary skills to manage others.

	Areas to be developed:

	


























[image: A black background with blue text

AI-generated content may be incorrect.]
[image: A black background with blue text

AI-generated content may be incorrect.]
image5.png
Distribution Channel Assessment





image6.png
Pn'cénﬂ S tmteﬂ/v





image7.png
Brand, M essaging





image8.png
Go To Market Strateqy





image9.png
Busimess Essentials — Skills Assessment





image1.png
Business Deuelopmemf Essentials Worksheets





image2.png
Product or Service Description





image3.png
Target M arket Assessment





image4.png
CoWétwa Assessment





image10.png
SCORE 4 ‘ Kansas City




