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What you’ll learn from this module: 

 How to make life easier for yourself by setting up 
long-term joint ventures. 

 But not just one long-term joint venture. You’ll want 
to get several of them running a the same time, 
while having more leisure time for yourself. 

 You’ll master the business model that will let you 
keep making huge amounts of money from every 
JV. 

 You’ll delegate to other managers in a manner that 
takes you beyond JVs and begins building your JV 
Empire. 

 How to put systems and processes in place so that 
everything runs on autopilot. 
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Define the Long -Term Strategy for the JV 

Define the Long - Term Strategy for the JV 
Now that you have a few smaller JVs under your belt, it’s time to gaze 
at the long-term horizon. Having a long-term strategy, a full 
understanding, 
and complete 
agreement with 
your partner is 
crucial to the 
success of your 
joint venture. 

In fact every JV will 
go much better if 
you put all the 
pieces of the 
business pyramid 
into place. So let’s 
begin with a few definitions. 

Mission 
(why the JV exists) 

Values 
(what’s important to us) 

Vision 
(what we want to be) 

Strategy 
(our game plan) 

A mission statement is a brief statement of the purpose of the joint 
venture. It is ideally used to guide the actions 
of the organization. 

Sample Mission Statement: Powered by 
Innovation, Guided by Integrity, We 
continuously strive to exceed the 
expectations of our customers. 

A value statement is a declaration of a core philosophy of values 
within the company. 

Sample Value Statements:  
Do What's Right 
We are committed to the highest standards of ethical conduct in 
all that we do. We believe that honesty and integrity engender 
trust, which is the cornerstone of our business. We strive to be 
good citizens and we take responsibility for our actions. 

Respect Others 
We recognize that our success as a JV depends on the talent, 
skills, and expertise of our people and our ability to function as a 
tightly integrated team. We appreciate our diversity and believe 
that respect - for our colleagues, customers, partners, and all 
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Define the Long -Term Strategy for the JV  

those with whom we interact - is an essential element of all 
positive and productive business relationships. 

Perform With Excellence 
We understand the importance of our missions and the trust our 
customers place in us. With this in mind, we strive to excel in 
every aspect of our business and approach every challenge with 
a determination to succeed. 

A vision statement is sometimes called a picture of your company in 
the future but it’s so much more than that. Your vision statement is 
your inspiration, the framework for all your strategic planning. While a 
vision statement doesn’t tell you how you’re going to get there, it does 
set the direction for your business planning. 

Why This is Important 
One JV I’m familiar with involved two entrepreneurs that had little JV 
experience. They assumed they would gain the experience needed as 
they put the JV in place. 

Working without a formal strategy they decided to market each other’s 
products in each othere’s respective country. One was here in Britain 
and the other in Canada. The one in Canada was completely 
unprepared to make a series of additional local deals on behalf of his 
British partner.  

The Canadian was in the information business selling audios and 
other downloadable products in a niche that his British partner was 
selling physical products to. It came as a big surprise that he needed 
to arrange wharehousing, shipping, and accepting returns on behalf of 
his British partner.  

They finally worked it out and had a successful long-term JV but not 
without a lot of frustration that almost ended the partnership several 
times.  

So a word to the already wise – putting a long-term strategy in place 
from the beginning will save extra work and assure the deal has the 
best chance to succeed. 

What is a Long-Term Business Strategy? 
A step-by-step guide, created by a business to map out how it will 
reach goals, and set a foundation so the entire company knows what 
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will happen and what is expected of them. Essentially, it provides a 
"recipe" of how to achieve a stated vision, for the chosen target 
market, and how a company serves customers consistently, 
effectively, and profitably every single time.  

The plan also serves as a systematic, management tool for problem 
solving, market planning, product development, and preparing 
business plans. The goal is to integrate all aspects of the business's 
activities in a mutually supportive system.  

When everyone participates in the planning stages, especially for the 
strategic planning, all will work harder to carry out the plans and 
projects. Business owners can't buy this kind of motivational interest. 
Likewise, business owners must be an integral part of such vital 
activities. Include a variety of people in an organization to participate 
in any brainstorming sessions, including sales people, perhaps their 
best customer or other friendly ally, administration, engineering, 
marketing, finance, distributors and the owner. Five to eight people is 
ideal. If your business isn’t quite this big yet, it soon will be. 

Idealy, the strategic plan identifies 
everything the JV needs to 
accomplish to become successful. 
By preplanning everything, the 
entrepreneurs determine any 
initiatives and the necessary 
resources to assure full 
customer satisfaction that 
results in you earning huge 
profits. 

How complex and time consuming the strategic plan becomes 
depends on the complexity of of the joint 
venture. However, since the intention is 
to establish a long-term JV, it will clearly 
benefit from a well thought out strategic 
plan. 

Skilled, independent facilitators can 
assist with the process of developing a 
strategic plan, when the entrepreneuers 
lack experience with this process. An independent facilitator managing 
the strategic planning process can assure everyone's participation and 
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draw out all opinions. Small Business Adminstration agencies, 
incubators, etc., can provide this assistance. 

Typical Questions to Ask During Strategic Planning 
Don’t rely exclusively on these questions but they will provide a 
foundation for you to begin your strategic planning based on the 
particular activities required for your chosen JV. 

 What is our vision?  
  What do we do best?  
  What is our business?  
  What needs can we satisfy for customers that competitors 
cannot provide? 

  What kind of image do we want? 
  What do we want to be known for?  
  What kinds of customers do we want to have?  
  How big do we want to be?  
  How many products do we want to have?  
  What personal needs do we want to satisfy?  
  What is our philosophy, ethical and social responsibilities, and 
values?  

  What value do we want to have to provide our customers, 
suppliers and distributors?  

  Where do we want to be in five years? 

Critical Success Factors  
Key factors to address if a business will achieve the vision and 
mission statement.  

Critical success factors might include: 
 Achieving credibility.  
 Maintaining product quality standards.  
 Finding needed resources. 
 Performing additional market research to stay in touch with 
customer needs.  

 Establishing definitions and standards of how a company serves 
and listens to all customers.  
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 Establishing internal and external communication standards.   
 Profitability.  
 Cost effective manufacturing and operations.  
 Establishing a continuous improvement policy for reviewing and 
evaluating progress.  

 A system that documents processes so others can be trained.  
 Buy-in from all levels of the company, which helps 
understanding and acceptance through participation.  

 Commitment and willingness from the owners to make needed 
changes.  

 A financial plan that ensures enough cash flow and sales 
revenue to grow the company effectively.  

 A plan to deal with downturns should they occur. 
 Systems and administrative policies to enhance employees to do 
their jobs effectively.  

After developing the list of critical success factors, review them for 
practicality and achievability.  

Can all critical success factors be incorporated into the work scope in 
a cost-effective manner?  
 
Can each be defined in terms of controllable variables? A controllable 
variable is one where the business or individual can affect the 
outcome. Laws, regulations, interest rates, and customer reactions are 
uncontrollable variables.  
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Bringing All of the Pieces Together 
Break down each critical success factor objective or goal into a series 
of strategies for implementation, by priority. For each strategy, define 
the specific action plans or tasks required to implement. An action 
would be defining what customers think would be desirable to have as 
part of the company's enhanced services. Another action would be 
calling customers to ask their opinions.  

A strategy could be designing a new customer service system or other 
customer interaction to learn about what they think of the product and 
service. Or to collect ideas about how to make the product more 
functional, or provide better or more useful service. 

An Exit Strategy After Achieving Full Success 
In your planning, don’t forget to include an exit strategy. Don't worry, 
you aren't condemning yourself to failure by thinking about how it 
might end. The typical long-term joint venture lasts about seven years, 
But they can end for a myriad of reasons. Hopefully, yours will end 
when you achieve all the financial success you desire! 

Your JV might have an expiration 
date when you write your initial 
contract, or someone's 
circumstances may change -- 
you might win the lottery! You 
just never know. 
 
A proper exit strategy will protect 
all parties involved in the 
agreement. If you came into the 
project with a patented item, you 
still want to hold all the rights to 
that item when you leave the 
team. Likewise, as we all hope 
will happen, if the JV is wildly 
successful and you decide to sell 
the business to a third party, you 
want to make sure you get your share of the profits. 
 
The exit strategy will line out in definite terms what each partner will 
leave with. Most exit strategies also include a list of possible events 
that would lead to the dissolution of the partnership, such as meeting 
specific goals, a rise or fall in the economy or a sale of the JV. Again, 
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since this document is legally binding, it is advisable to have an 
attorney peruse it for errors or things you might have overlooked. 
 
When you put your joint venture in writing, you prepare for your 
success and insure against losses in the event of failure. Having these 
written documents on hand from the start shows your commitment to 
the business, gives you a clear path to follow, and helps you and 
your partner remain on track. And when the JV ends, you'll know 
exactly what each partner walks away with -- without a complicated, 
nasty legal hassle. 

There is often a huge increase in value of the JV that will be reflected 
in the exit price. You may just get tired of the same old grind and want 
to move on to something else. Or you may have another great idea for 
another JV that you want to move onto. 

One option is selling the entire JV to a third party or selling your 
portion to someone else that wants in on the action.  

Maybe your JV partner wants to buy you out. How will you value your 
share of the company? When the partners themselves are responsible 
for valuation, they often don't consider in advance whether to use a 
multiple of earnings, book value, cash flow, or other means, or to 
arrange for independent appraisals. These are the details you need to 
include in the exit strategy. 

Does your JV partner have rights of first refusal? What if a third party 
is willing to pay substantially more than your partner is? 

Indeed, few companies spend time thinking about any exit provisions 
at all, because it's uncomfortable to do that. Instead, many rely on 
boilerplate exit clauses.  

Standard caveats allow a breakup over the change of ownership of a 
partner, replacement of key managers, or transfer- pricing 
disagreements, for example; a standard exit clause may contain a 
basic outline for one partner or another to sell its share or buy out the 
other's stake under these circumstances. But this approach "doesn't 
go nearly far enough toward understanding the acceptable range of 
exit outcomes."  

Among the other significant developments that could trigger a 
breakup, are changes in the marketplace or in the regulatory 
environment. That's why you need to prepare contingency business 

10 
Copyright © 2008 - 2009 Lazer Marketing. All Rights Reserved. 



Define the Long -Term Strategy for the JV  

strategies for the end of a venture, or seek alternate access to 
components that might now come from a venture, for example.  

Did you bring trademark or copyright materials into the JV? Will you 
be taking them with you when it ends? Will taking your contributions 
with you destroy the real value of the JV? And such visions of an 
unpredictable world require these issues be addressed in the 
beginning. 

Things change. And you can't possibly think of everything when you 
start a joint venture. The exit strategy requires a good blend of 
precision and flexibility in the language used to set out terms for an 
arrangement's conclusion.  

The Beginning of the Business Plan 
This collection of objectives, strategies, actions, and responsibilities 
becomes the foundation of a JV's business plan. But a real business 
plan is not a static document. Together with an executive summary, 
history of the product or project, management team bios, marketing 
plans and a budget, it is now an action plan. These plans may also be 
important for potential investors if that is something you will be 
seeking.  

One major contributor to business failure is lack of focus on a single 
direction where all participants are working towards the same goals.  

Another contributor is losing focus on that direction and not exercising 
the discipline and management leadership to implement the plan as 
decided.  

A third contributor to failure is saying yes to every opportunity or 
changing the plan midway without determining how it will effect the 
current plan, priorities, resources and the ability to deliver on the 
promise. 
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JV Success With Business Plans 
As a management tool, the business plan helps you track, monitor, 
and evaluate your progress. The business plan is a living document 
that you will modify as you gain knowledge and experience. By using 
your business plan to establish timelines and milestones, you can 
gage your progress and compare your projections to actual 
accomplishments. 
 
As a planning tool, the business plan guides you through the various 
phases of your business. A thoughtful plan will help identify 
roadblocks and obstacles so that you can avoid them and establish 
alternatives. Many business owners share their business plans with 
their employees to foster a broader understanding of where the 
business is going. 

Executive Summary 
The executive summary is the introduction to a 
formal business plan. It summarizes the business 
proposition, key financial projections, where the 
business stands at present and elements that are 
critical for success. While you may be tempted to 
rush through this part before attacking the bulk of 

your business plan, remember this is the first thing a potential investor 
or partner will read. If your executive summary doesn't grab his or her 
attention, then he or she probably won't bother reading the rest of your 
package.  

Brevity is key. A good executive summary ranges from half a page to 
two pages; anything longer and you risk losing your reader's attention 
or appearing unfocused. A safe bet is to keep it under one page.  

Although it leads off the business plan, the executive summary should 
be written last. That way, you can cull information from the rest of the 
report, and make certain there are no inconsistencies. 

The Business Plan 
A business plan should not be something that you only consider and 
intend to get around to one day. Statistics show that up to 80% of 
entrepreneurs that don’t create a business plan never get past the 
dream stage of joint ventures. 

12 
Copyright © 2008 - 2009 Lazer Marketing. All Rights Reserved. 



JV  Success With Business Plans 

These same statistics show that those with a business plan are still 
following it three years later, although it has often been revised as new 
information becomes available.  

Well conceived and articulated, the plan creates a road map for your 
business. Whether presented to lenders, investors, partners, or 
advisors, it clearly states your intentions and understanding of the 
business.  

A good business plan goes into detail. The overall investment 
business plan should be between 25 and 50 pages in length. It 
should be so detailed that you have to censure some of 
information from potential competitors because it contains 
proprietary information.   

The business plan is not something that I recommend you hire 
someone to write for you. You need to know this information by heart. 
If writing is just not one of your skills, at least try writing the plan and 
hiring someone to polish it for you. You’ll know what is in it and why 
certain decisions were made to include or exclude something. 

If your idea or product has broad appeal to multiple markets, it is often 
best to narrow the number of markets that you are pursuing in the 
beginning. It can be the largest market or it might be the easiest 
market to penetrate but you need to stay focused on one or two 
markets rather than trying to appeal to everyone. But as JV 
entrepreneurs we already knew that. 

This focuses other decisions that will need to be made along with 
giving the team a clear picture of who the customer is. 

Know the product, the market that you will serve, and the specific 
characteristics that you need to include. You should also know the 
sequence of products needing to be developed to fill out your product 
line. If you can, get an early version onto the market to test your 
market forecasts. If you produce it are they really going to come?  

The sooner you do this, the sooner you can go to investors with actual 
market data and a list of customers that have bought or are ready to 
buy. Then you can seriously grow your business. 

You may find the world does want what you are offering in large 
quantities and is willing to pay a premium price. But they want a 
different version than what you prototyped. Good thing you just went 
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with a quick start up version instead of spending two years - almost 
getting it right. 

Or you might find you have the right product but went after the wrong 
market. If you’re selling Italian sauces but went after a Spanish crowd, 
you’re not going to stop making Italian sauces and start making 
Spanish sauces. You’ll need to go out and find the Italian sauce 
market. 

Remember, the business plan for a start up needs to be flexible. It 
tells everyone where you are planning to go. When a detour comes 
along, update the business plan, and share it with everyone again. 
Now you know where you should have gone the first time. 

The Business Plan Outline 
What follows is the outline of a thorough business plan. Not every 
section is needed for every business but each should be considered: 

1. Executive summary 
2. Company description 

2.1 Overview 
2.2 Legal name and form of business 
2.3 Mission, goals, objectives 
2.4 Names of top management 
2.5 Location and geographical information 
2.6 Company’s development stage 
2.7 Trademarks, copyrights, and other legal issues 
2.8 Company products and services 
2.9 Specialty business information 
2.10 Financial status 
2.11 Milestones achieved to date 

3. Industry analysis and trends 
3.1 Size and growth  
3.2 Maturity of industry 
3.3 Vulnerability to economic factors 
3.4 Seasonal factors 
3.5 Technology factors 
3.6 Regulatory issues 
3.7 Supply and distribution 
3.8 Financial considerations 
3.9 Anticipated changes and trends in the industry 
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4. Target market  
4.1 Demographics and Geographic’s 
4.2 Lifestyle and psychographics 
4.3 Purchasing patterns 
4.4 Buying sensitivities 
4.5 Size and trends of market 

5. Competition 
5.1 Competitive position 
5.2 Market share distribution 
5.3 Barriers to entry 
5.4 Future competition 

6.  Strategic position and risk assessment 
6.1 Company strengths 
6.2 Market or industry opportunities 
6.3 Risk assessment 
6.4 Definition of strategic position 

 7. Marketing plan and sales strategy 
7.1 Company’s message 
7.2 Marketing vehicles 
7.3 Strategic partnerships 
7.4 Other marketing tactics 
7.5 Sales force and structure 
7.6 Sales assumptions 

8. Operations 
8.1 Plant and facilities 
8.2 Manufacturing or production plan 
8.3 Equipment and technology 
8.4 Variable labor requirements 
8.5 Inventory management 
8.6 Supply and distribution 
8.7 Order fulfillment and customer service 
8.8 Research and development 
8.9 Capacity utilization 
8.10 Quality control 
8.11 Safety, health, and environmental concerns 
8.12 Shrinkage 
8.13 Management information systems 
8.14 Other operational concerns 

9. Technology plan 
9.1 Technology goals and position 
9.2 Internet goals and plan 
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9.3 Hardware needs 
9.4 Software needs 
9.5 Telecommunication needs 
9.6 Technology personnel needs 

10. Management and organization 
10.1 Principles and key employees 
10.2 Board of directors 
10.3 Consultants and specialists 
10.4 Management to be added 
10.5 Organizational chart 
10.6 Management style and corporate culture 

11. Community and social responsibility 
11.1 Social responsibility goals 
11.2 Company policies 
11.3 Community activities 

12. Development milestones and exit plan 
12.1 Long-term company goals 
12.2 Growth strategy 
12.3 Milestones 
12.4 Risk evaluation 
12.5 Exit plan 

13. The financials 
13.1 Income statement 
13.2 Cash flow 
13.3 Balance sheet 
13.4 Breakeven analysis 
13.5 Plan assumptions 
13.6 Uses of funds 

14. Appendix 

As you likely noticed, you already have much of this information 
gathered and analyzed from earlier exercise like researching 
niches markets, researching competition, SWOT, etc. Here you 
reorganize the information into a useful action plan. 

Having a business plan in place is essential to achieving your 
goals through investing in your business. If you want to make 
professional money, then you need to run your business like a 
professional, with a plan against which you can hold yourself 
and others accountable. A well-crafted, well thought out, often 
referred to business plan will make this happen. The plan 
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needs to be updated for changes to goals, strategies, 
competition, or market conditions on a regular basis.  

The initial business plan is a natural outcome of a due diligence 
process and should be accomplished before the business is 
started. Presenting an overall business plan to a lender or 
investor or partner establishes credibility faster than any sales 
pitch.

Detailed Project Plan 
Starting any joint venture requires enormous planning if it will be 
successful. A detailed project plan brings all of the 
requirements into one picture where everything can be 
tracked. In addition, a master project plan creates the big 
picture to assure that each element is planned in relation to 
others. Inevitable changes to one part of the plan can be 
reviewed against impacts to other portions of the project plan. 
Important and difficult decisions become easier when the 
consequences can be seen in the big picture.

The following diagram is the beginning of an entrepreneur’s 
startup plan. Individuals have unique needs in learning how to 
manage a business. This is a long-term plan for acquiring 
wealth. Certainly, such an important undertaking deserves 
substantial planning and attention to detail. The sample 
project plan shows approximately nine months from beginning 
research until first product sale. This will vary greatly between 
entrepreneurs depending on exiting business knowledge, 
experience, and amount of time they spend on it.  

 



JV Success With Business Plans 
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Running Multiple and Simultaneous Joint Ventures 
Your time has come. You’ve put in the work necessary to turn your 
small business into several medium or one large businesses. You’ve 
master the art of setting up your business and now the time comes to 
expand into multiple JV deals.  

By now you’re fully aware that the truly wealthy have multiple income 
streams. 

Wealth Tip #1: The path to true wealth is having multiple income 
streams of residual income. 

What could be better than having multiple income streams where you 
either don’t have to work at it ever again or only have to work at it 
occasionally? 

By creating solid business plans and sticking to the strategic plan that 
you learned to create in this module, enables you to successfully run 
multiple JV deals that will provide you with 
the coveted residual income. You Are 
The Boss Now! 

This section brings you the knowledge 
and skills to do exactly that – run multiple 
JV deals while finding time for your leisure 
pursuits. 

You Need to Be a Visionary Leader 
Do you have the vision to steer your business to the ultimate success 
it can achieve? What does a visionary leader look like? Like anything 
worth taking pride in, leadership is the result of hard work. Following 
are nine key attributes shared by visionary leaders:  

1. You execute with confidence. Successful visionary leaders 
know where they want to go and how to get there. They move 
confidently toward their goals by initiating the action and getting 
others to buy in on their beliefs. In short, they believe in 
themselves, and others believe in them, too. The result is 
camaraderie, shared goals, and improved morale.  

2. You're self-created. If you've ever been fascinated by a leader 
who possesses that special something and wondered if they 
were born that way or did they become that way through hard 
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work? The answer is almost certainly they accomplished it 
through hard work. Visionary leaders inspire those around them 
because they've thought long and hard about where they want 
to go and how to get there.  

3. You aren't worried about being liked. Focusing your energies 
on being liked in favor of following your own vision is a recipe for 
failure. Visionary leaders are more interested in being respected 
for their skills, integrity, and work ethic than they are about being 
liked. That's why they're willing to put everything on the line and 
remain focused on their company's success, not their own 
personal success.  

4. You’re an innovator. In today's rapidly changing business 
environment, successful leaders need to be innovators. Staying 
ahead means continually inventing new ways to achieve goals, 

organize, and 
build team 
effort. You 
embrace 
change 
instead of 
shrinking from 
it, and reach 
through 
obstacles to 
create 
success.  

5. You're a delegator. Like all of the characteristics of visionaries, 
this one is very important. It is also the one that many have the 
most trouble achieving. You need to delegate and hold those 
that work for you responsible for their performance. 
Visionary leaders increase team efficiency by moving decision-
making responsibility to the frontline. That means delegating 
authority to those who've earned your trust. And once you 
delegate that authority, they take a hands-off approach and 
refrain from micromanaging.  

6. You create learning opportunities. We all want to continue to 
learn and to grow, both as people and as business 
professionals. Visionary leaders create learning opportunities for 
themselves and those around them. Continuous learning 
opportunities are highly motivating -- they inspire employee 
loyalty and foster product and service quality.  
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7. You have high expectations. If you have a burning desire to 
achieve, you want to run a business with a reputation for 
supporting its employees' personal ambitions. Visionary leaders 
aren't threatened by subordinates who want to achieve, because 
they understand that success is defined by achieving goals, and 
that their subordinates' success is a reflection of their own 
strong leadership skills. 

8. You recognize talent in others. No one knows what their true 
capabilities are until they're given the opportunity and 
responsibility to strive for more. If you want to be a visionary 
leader, seek out your employees' unique skills. Doing so will 
encourage loyalty and increase your odds of success.  

9. You believe in actions, not words. Visionaries focus on the 
future and can articulate what they see in order to inspire others. 
Visionaries are good talkers, but they're better with actions.  

Organizing Employees 
As soon as you have multiple long 
term successful JV Deals you will 
quickly realize you have "too many 
tasks but too few people." 

The time to address "who does 
what" in a business is the time 
when the business contemplates 
adding its very first employee. If you 
are a one man (or woman) show 
and you want to grow, now is the 
time to start.  

Organizing your JV business starts 
with an organizational chart. This 
chart is a thinking tool that evolves over time.  

To start, think about the main function areas in your business. All need 
basically the same things: infrastructure, selling, and performing.  

Some may have additional main function areas such as R&D, 
marketing, purchasing, etc. however in smaller businesses, these 
would probably be tasks or subsets of main areas such as selling or 
infrastructure.  
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When building your chart, list the main function areas. Under each, list 
the tasks which need to be performed.  

Infrastructure tasks might include: manage office space, manage 
budget, pay bills, invoicing, collections, insurance, payroll, office 
supplies, computer equipment, network administration, etc.  

The first time you start listing tasks, be prepared to feel overwhelmed. 
You may be shocked at the sheer number of tasks needing to be done 
in order to keep a business afloat. Fear not, your chart will be your 
friend. As you continue to look at your organization and its tasks, you 
will begin to germinate ideas about how to do them better.  

Organize and group tasks in ways that make sense to you. You might, 
for instance, order tasks chronologically, or by similarity, or by shared 
resources. This brings me to the next step: listing resources.  

A resource helps get the task done. Your outside accountant might be 
a resource for a list of tasks. Someone within the company might be a 
resource for certain tasks. If you like thinking this way, you might even 
list non-people resources such as links to websites, paths to files, 
phone and account numbers of vendors, etc.  

If you go this far, you are moving in the direction of creating a 
resource guide, which is but a stepping stone away from a procedure 
manual. These tools also promote orderly growth, but are topics in 
their own right.  

Hiring Managers 
You can’t do it all. You’re running a JV enterprise now and constantly 
looking for the best opportunities to expand into new markets and 
products. It’s time to put someone 
else in charge of each existing JV 
deal. 

The people who run your business 
while you're out are some of the 
most important staff members you'll 
hire. Use these tips to help you find 
and interview managerial 
candidates. 

This will take time and effort, and 
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your main consideration will be finding a manager you can trust. 

You're looking for a combination of characteristics in the manager you 
select: an experienced, mature person who is also very dynamic, 
forceful and able to do the job for you.  

Ideally, you'd like to hire dedicated and honest management as well. 
This is why you need to apply strong tests of character and ability to 
your search for the right person. In order to do this, the first thing you 
have to do is determine what it is that your business requires and what 
is really important.  

Write down what it takes to do the day-to-day management. Also, look 
ahead a few years and see if the requirements for your manager are 
going to change. If you can anticipate that, add those requirements to 
the description of the person you're looking for now. This is a good 
time to review your business plans for each JV. From them you can 
gleam what is needed in a manager today and what will be needed in 
the future. 

Put your management requirements in list form and make several 
copies. You can use the written list of characteristics for each of the 
candidates you interview. Next to the list of characteristics, you’ll rank 
how each applicant appears to you on scale of 1 to 10 and add a few 
words of explanation to help you compare your candidates later. Do 
this first with their resume to begin narrowing the list to only those 
worthy of an interview. 

Based on your list of manager characteristics, prepare a classified job 
ad that stresses the positive side of your business. You might think if 
you mention a few negatives you'll screen out people who'd be 
bothered by those things. But in this earliest phase, use the ad to 
attract, not screen people out. You can screen and qualify candidates 
for the job once you have their resume or in an initial interview or 
telephone-screening interview. 

Where should you place your ad? Don't confine advertising for 
something so important to the classified section of your major local 
newspaper or general job websites--though these mediums should be 
used as well. Industry-specific trade journals and websites may also 
have a classified section. You can also even try headhunters. 

Typically, advertising can be run inexpensively in trade journals and 
their websites. Further, because you're advertising in a trade journal, 
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you're more likely to appeal to a qualified, "prescreened" group. You 
might find someone who's already in your business and isn't actively 
looking for a job, but is just casually flipping through the trade journal 
and comes across your ad. You might not have found this industry 
veteran if you'd depended merely on general-market classified ads. 

Screening for Managerial Candidates 
Since you're going to select a manager whose decisions and day-to-
day performance seriously affect your company, it's best for you to get 
into that person's head 
and see what makes 
them tick, then 
intelligently select or 
reject him or her for the 
job. 

Assuming you've written 
an enthusiastic ad, you'll 
be getting calls from a 
number of qualified 
manager prospects. 
Some will send you 
resumes, which is one 
form of prescreening. Many absentee owners believe it's better to 
have only a phone number contact in their ad because they don't like 
to deal with resumes' initially. They prefer to screen candidates over 
the phone and save themselves a lot of in-person interview time. 

Sorting Through Applicants 

To screen callers, draw up one-page form for each caller. Put a space 
at the top for the person's name and contact information, leave a 
couple of inches for a section titled "work history," another two-inch 
space for education, and if you have a key skill requirement, such as 
sales or technical experience, leave a couple on inches for that 
section. Have the person who's screening your calls fill in this 
information, including salary history, so you can screen out people 
who don't meet the minimum requirements for the job. 

A more popular screening choice nowadays is no phone calls at all. 
Instead, have people e-mail or fax their resume to your office. You can 
have your screener sort through the resumes to find those individuals 
most suited to the position, and call candidates to ask additional 
questions if necessary. This screening process is very popular with 
those who advertise online for positions. 
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Pick the top 10 people out of the candidate list, and set up an 
interview with each of them. If you’re comfortable sharing the JV 
business plan it can be a good idea to send that to the applicant 
before the interview. The more knowledgeable they are about your 
business the better you will understand how they will manage it if 
hired. Be sure to remove any proprietary information from the 
business plan before sending it out. 

Resumes shouldn't be used as the sole indicator of a good employee, 
but a way to check the person's references. If you screen based on 
resumes, what you may be doing is selecting good resume writers, not 
necessarily the best-qualified people. If you do it the other way around 
and ask for a resume last, you may get a good manager who just isn't 
a good resume' writer. 

Each applicant should be required to complete a detailed application 
form and give references. If you're serious about the candidate after 
you've conducted the interview, check those references carefully to 
determine just what type of person you're dealing with. 

When interviewing, have the application in front of you and be certain 
sufficient time is allotted so neither you nor the interviewee is rushed, 
and no important information is missed.  

Put the interviewee at ease. Most people looking for a job are, to 
some extent, nervous during an employment interview, and there are 
ways of limiting their discomfort. When the interviewee first enters the 
office, say something like "Make yourself comfortable" or "May I get 
you a cup of coffee?" Be pleasant and courteous, but avoid too much 
small talk; it wastes time and can create an atmosphere that works 
against serious discussion.  

It can also help break the ice if you do the talking first. Explain what 
the job is, and describe the business, history, and where it's going. 
Being enthusiastic about your own business is important if you expect 
your employees to have enthusiasm for it as well. 

During the interview, direct the discussion into various channels to find 
out a much as possible about the person. But avoid questions about 
race, children, religion and other potential discrimination landmines. If 
not already known, discuss past wages or salaries and expected 
compensation. Keep salaries in line with the competition--or better, if 
this can be justified. 
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If at any point you receive an answer that indicates this is definitely not 
the person you want to hire, terminate the interview as quickly as 
possible. You don't have to make a scene, and indeed, it would be 
bad for you to do so. But you need to have the nerve to say, "Thank 
you. That's all I have for today. We'll let you know when we make a 
decision." In this regard, if you do say you'll get back to someone, 
make sure you do. You can write a two-line letter, and make it as brief 
as: "This is to inform you that the position of manager for Niche Ltd. 
has been filled. Thank you for your time and interest in the position." 

Making the Decision to Hire 
If you are interested, go ahead and tell that person so. Ask them to 

think about the job and, if they're interested, to give you a call.  

Afterwards, study their resume, 
and if there are any questions or 
inconsistencies in the resume or 
references, or if something seems 
wholly out of line, clarify those 
issues when they call back about 
the job. 

Never forget that hiring a manager 
is a much more serious matter 
than hiring a clerk or a receptionist. 
This is why in an initial interview 
you should ask penetrating, 
specific questions. You should ask 
questions you need answers to in 
your own business to see whether 
what you've learned about your 

field is consistent with the knowledge the candidate claims to have.  

Think of some situations that may arise over the next five to six 
months and ask the candidate very specific questions about how they 
would take care of that problem. You'll gain a lot of insight about your 
own business, and rate the candidates at the same time. 

Besides a manager, you need to have proven process in place to be 
sure operations continue smoothly when you’re not around overseeing 
things. 

26 
Copyright © 2008 - 2009 Lazer Marketing. All Rights Reserved. 



Use Systems and Processes to Manage Your Successful JV Deals 

Use Systems and Processes to Manage  
Your Successful JV Deals  

Using a system takes away much of the ‘guess work’, a system makes 
the process of getting started much simpler, much faster and much 
more manageable. 
 
The best businesses in the world work using systems… they produce 
specific, predictable results time after time… 
 
Think about going to a café… often you’ll go once and have a great 
experience and then go again a few weeks later and have a poor 
experience. Most Cafés don’t use systems. 
 
Now compare this with McDonald’s, do the burgers and fries always 
taste the same? Yes.  
 
Does the staff always dress the same way? Do they always ask the 
same questions “would you like to supersize that sir” yes… 
 
Do they need highly intelligent staff to get the same results EVERY 
time? No - in fact their staff are usually kids just out of school…  
 
The reason they get PREDICTABLE Results is they use systems. 
Using systems brings you predictable repeatable results every time. 
 
Do A, B, and C and X, Y and Z will happen…. 
 
When you learn these systems and put them together, you will have a 
business that will produce specific, predictable results for you. 

McDonald’s - Secrets to Their Huge Success 
First, we need to clarify what McDonald’s is and isn't. 
McDonalds is not in the hamburger business. Sure, they 
make and sell more burgers than anyone else in the 
world, but that's because they are super good at their first 
business – building PROCESSES that satisfy a craving 

and bring people back again and again and again. 

The largest fast food corporation in the world now has over 30,000 
franchise outlets in 121 countries, and serves about 46 million people 
every single day. 
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Do you think their processes are successful? Besides 
the UK, USA, Canada, and every other western 
culture country, McDonald’s can be found all over 
Asia and most recently opened for business in the 
subcontinent of India. I’m sure McDonald’s will be the 
first restaurant to open when the moon is colonized. 
That’s success on a galactic scale. 

Here are a few of the instructions given to the teens 
that will be serving you the next time you eat at 
McDonald’s: 

 Get the milkshakes first because they will hold their temperature 
the longest and may need to thaw a bit before they are served. 
Then get soft drinks. Then milk and coffee. 

 You can pour two cups of cola simultaneously if you tilt the cups 
to the side; Diet Coke foams more than regular. 

 Throw away the burgers in the bin if they have been there more 
than thirty minutes; the fries don't last even half that long. Count 
and record the wrappers from the discarded food after the shift. 

How They Do It 
Once upon a time, McDonald's fried their burgers right there in the 
restaurant. I remember going to a near by McDonalds and you could 
smell the burgers cooking from blocks away! Now, they are processed 
(notice I didn't say cooked), freeze dried, shipped to the store location, 
and microwaved on order! 

Why? Because too many underpaid teenagers would get burned on 
the grill, and some lawsuit hungry ambulance chasers started circling 
the parking lot, waiting for a grease splatter to happen.  

They changed the process because they saw this coming. They 
studied the problem and created a new process that was safer and 
still produced the results that customers around the world have come 
to expect. You can go anywhere in the country and get the exact 
same food.  

So McDonald’s doesn't really make burgers, they make processes. 
Everything is a system, and if you ever want to open your own 
business, you couldn't find a better model to follow. 
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Where’s the Beef? 
But you can’t get the exact same food when you go to other countries. 
McDonald’s does alter their processes and ingredients to suit different 
cultures. Take India for example. 

It's got the same old golden arches, the same efficient counter help 
slinging cheap eats, just the way they do everywhere. But in India, 
there's something missing at the world's fast food giant: hamburgers. 
Because most Indians are vegetarian, there are no beef hamburgers 
on the famous McDonalds menu. 

India is home to the Hindu religion, which 
preaches non-violence. Believers fear the karmic 
consequences of harming other creatures. That's 
why cows are... well... sacred cows, pampered 
and allowed to wander at will through streets 
across the Indian subcontinent. They're never 
served up for dinner. 

Instead of ground round, Indian burgers are 100 
percent vegetarian - burger look-a-likes of potatoes, peas, and carrots, 
with a little Indian spice thrown in. 

Even the big cheese at McDonalds India is a vegetarian. 

So what can we learn from this?  

This is about taking your basic processes and making a few changes 
to attract a whole new set of customers. You don’t change 
everything… you don’t start all over… you simply figure out what a 
different market of customers are willing to pay for and make enough 
change to your product to start a whole new income stream…. 
something you’ve already learned about in this course. 

Once you get your basic products in place it all becomes about 
MARKETING.  

Market Products Everywhere and in Every Way 
McDonalds has one of the most recognized brands in the world. So 
what is their image? Are they just a hamburger joint? They have a 
clown, playgrounds, happy meals. Clearly part of their brand is that 
they are a fun family destination. What does this have to do with 
hamburgers? Nothing, but by associating fun, relaxation, and a family 
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atmosphere, McDonald's has become the leading 
fast food restaurant in the world. 

One of the strongest relationships that 
McDonald's has managed to build in the UK has 
been through football, the nation's favorite sport. 
Through a combination of the high-profile 
sponsorship of professional events and also the 
work it has done on a grassroots level, 
McDonald's has linked the brand with sport in a 

way none of its competitors can rival. McDonald's uses its association 
with such prestigious global events to reinforce its international brand 
stature, while its television advertising in the UK uses national heroes 
such as Alan Shearer, to endorse its association with the game on a 
local level.  

A good reason to JV with an entrepreneur in a new country you want 
to expand to is because they understand the local culture and 
customs. 

McDonald's continuously displays a rare ability to act 
like a retailer while thinking like a brand; delivering 
sales for the immediate present, while building and 
protecting its long-term brand reputation. 

They use almost every marketing trick known to 
some extent. One of their best known is upselling. By 
adding upsells to package meals, McDonalds 
increases sales even more. They smartly package 

together a burger, a drink, and fries, then offers upsells of bacon, 
cheese, or dessert for an even better sale — and a more satisfied 
customer who has everything they need or want, and then some.  

Another example of upsells is McDonalds persistent offer to super size 
sodas and fries. 

Repeat sales is another incredibly important marketing technique that 
McDonald’s is fabulous at. Their hallmark fast, reliable, and efficient 
service along with dependable quality in a clean friendly environment 
is intended to draw people back time and time again. Then they 
enhance that with toys for the kids, coupons for the cost conscious, 
and games like Monopoly that appeal to almost everyone. 
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McDonalds understands that it costs up to 10Xs more to attract a new 
customer than it does to keep an existing customer and they work 
very hard at retaining customers. 

Besides using processes and systems to manage the business, they 
automate wherever they can. 

Automate it! 
What else can we learn from the King of Processes?  

 
The system is so simple now, that in some McDonalds they don't even 
need the greeter/cashier. Walk up to a screen, press your touch 
screen buttons to order your burger, and salty pressed potato flake 
fries. Electronic kiosks that let customers key in their own orders have 
already moved beyond the lab into actual restaurants in two U.S. 
markets, and are being evaluated for broader use. 

McDonald's is also experimenting with automation to increase the 
amount of french fries it can produce during the busy lunch rush.  

Just go in sometime and listen carefully for all the different beeping 
noises in the kitchen - everything is timed and measured precisely. 
Taking the human element out of it completely must be their dream 
scenario. So, how long until we get the fully automated McDonald's?  

You sit down at your table, punch in your order (how about voice 
recognition to make it easier?), swipe your credit card, and a minute 
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later your Big Mac, fries, and a drink slide out a little trap door onto 
your table. And I’m positive they’ll figure out a way to clean off the 
table and wipe it down before the next customer takes a seat. 

Leisure Tip #1: Automating your business is easy and well worth 
the effort. This let’s you enjoy days and weeks and months away 
from work while the residual income just keeps pouring in. 

 
It's All In The System 
How do they do it? They have a system. It's the system that makes 
$billions. Everything, literally everything, is automated. McDonald’s is 
a model of business automation! 

Can we learn a lesson from this in small business? Definitely! 

How do you envision your average work at home day? 

You could spend most of your day: 
 Answering emails 
 Processing orders 
 Handling customer complaints 
 Sending follow up letters 
 Tinkering with your web site design 

This is all a waste of your time! All of this and much more can be 
automated for you. 

For customer queries and questions, autoresponders are essential. 
Put common answers or FAQ sheets in a standard message and put it 
on auto! 

Create templates by writing standard paragraphs to cover frequent 
questions and cut and paste them into personalized replies. 

What is your time worth? 
If you researched a new product, or target market, what could that 
new campaign make for you?  $100 , $200, $500, even $1,000 per 
day? 
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If you spend 8 hours each day doing the routine tasks, your time is 
worth $12.50, $25, $62, $125 an hour. Darn good money at the higher 
end. But slave wages compared to what you can earn by automating.

What if you spent 10 hours getting a new JV up and running and fully 
automated. While the money rolls in, you take a month’s holiday.  

You have $1,000 coming in 24/7 for 30 days while you pursue your 
favorite leisure activity. With automation, that 10 hours of work pays 
off at $3,000 per hour ($1,000 per day X 30 days divided by 10 hours 
of work). 

Yes, business automation will cost money, but when you run through 
the numbers you may find it is costing you more NOT to automate. 

What Have We Learned from McDonald’s? 
Well, first they are everywhere and that’s not an accident. They have 
figured out how to appeal to people on a truly global scale. We know 
they did this with processes and systems they can teach teenagers 
that deliver Quality, Service, Cleanliness, and Value. 

Although most everything is standardized across the globe, there is 
still room for innovation when necessary to appeal to local customs 
and tradition. This exists from India to Russia and everywhere in 
between. 

They market themselves extensively. Their approach is to think 
globally and act locally. In addition to extensive advertising, they 
market in the store with upsells, crosssells, and assuring they draw 
repeat customers back time after time. 

Along with processes they use automation to cut costs and reduce the 
dependence on human labor.  

All of this fits together as an operations system that we can use to 
build your JV system that delivers residual riches time and time again. 

Starting with Internal Marketing 
This one might seem a little unusual to the new entrepreneur but it is 
vitally critical to market within your own business. 

While it’s realized that most entrepreneurs begin their business with 
only themselves as an employee, as soon as you begin hiring 

33 
Copyright © 2008 - 2009 Lazer Marketing. All Rights Reserved. 



Use Systems and Processes to Manage Your Successful JV Deals 

employees it is important to develop an internal marketing plan to 
follow.  

As you automate and put systems in place, it becomes even more 
critical to inform employees of the changes so that the entire team 
goes in the direction that you establish. 

When you and your employees understand and commit to the value 
proposition of the company and its brands, external marketing 
becomes more effective, because the employees become product 
champions. It’s about establishing clear objectives for your team and 
yourself and always knowing exactly where you are in the plan and 
what the next step will be. 

What to begin communicating internally 
 Business goals 
 Target markets 
 Brand values 
 Product information 
 Customer service strategy 

This is about communication in both directions. You to employees and 
from employees to you. 

Downward Communications (from you to them): 
1. Ensure every employee receives a 

copy of the strategic business plan, 
which includes the organization's 
mission, vision, values statement, 
strategic goals, and strategies 
about how those goals will be 
reached. 

You 

VP 

Organization Chart 

Marketing Franchises MR&D 

Manager Manager Manager2. Ensure every employee receives an 
employee handbook that contains 
all up-to-date personnel policies. 

3. Develop a basic set of procedures 
for how routine tasks are conducted and include them in a standard 
operating manual. 

4. Ensure every employee has a copy of their job description and the 
organization chart.  
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5. Regularly hold management meetings (at least every two weeks), 
even if there's nothing pressing to report. If you hold meetings only 
when you believe there's something to report, then communications 
will occur only when you have something to say -- communications 
will be one way and the organization will suffer. Have meetings 
anyway, if only to establish and affirm the communication that 
things are of a status that there's not immediate problems. Invite an 
employee or two to attend these meetings so they know what is 
being discussed. Otherwise, they may very well perceive 
management is planning devious intensions against them in closed 
meetings. 

6. Hold full staff meetings every month to report how the organization 
is doing, major accomplishments, concerns, announcements about 
staff, etc. 

7. Leaders and managers should have face-to-face contact with 
employees at least once a week. Management should stroll by 
once in a while and stop to talk to employees. 

8. Regularly hold meetings to celebrate major accomplishments. This 
helps employees perceive what's important, gives them a sense of 
direction and fulfillment, and let's them know that leadership is on 
top of things. 

9. Ensure all employees receive yearly performance reviews, including 
their goals for the year, updated job descriptions, accomplishments, 
need for improvement, and plans to help the employee accomplish 
the improvements.  

Upward Communications (employees to you): 
1. Ensure all employees give regular status reports to their 

supervisors. Include a section for what they did last week, will do 
next week and any actions/issues to address. 

2. Ensure all supervisors meet one-on-one at least once a month with 
their employees to discuss how its' going, hear any current 
concerns from the employee, etc. Even if the meeting is chit-chat, it 
cultivates an important relationship between supervisor and 
employee. 

3. Use management and staff meetings to solicit feedback. Ask how 
it's going. Do a round table approach to hear from each person.  

4. Act on feedback from others. Write it down. Get back to it -- if only 
to say you can't do anything about the reported problem or 
suggestion, etc. 
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5. Respect the "grapevine." It's probably one of the most prevalent 
and reliable forms of communications. Major "movements" in the 
organization usually first appear when employees feel it safe to 
venture their feelings or opinions to peers. 

This all about developing your “whole” operating system as your 
business grows to meet the needs of the hordes of customers that a 
well organized business is capable of attracting. 

As we come to the end of module 10, you should realize your are 
gaining a full and well rounded education in how to create and 
manage not a single JV deal but as many as you desire. With these 
tools and knowledge you can build an empire based on successful 
long term JV deals. 
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Coming Soon…… 
By now you clearly understand the wealth value of joint ventures!! 

There’s nothing stopping you now. Any time, anywhere, you can 
launch a new JV and put money in the bank or your pocket 
whenever you want. 

You have the power and knowledge to establish long-term JVs that 
pay again and again. You can free up your time by putting others in 
charge of daily operations. You can take that long sought vacation or 
sit back and dream up your next long-term JV strategy. You’re in 
charge.  

In Your Next Module 
With only two modules of your home study course remaining, you are 

now in 
possession of 
practically 
everything I 
have learned 
about JVs.  

But there is 
more to learn 
and you won’t 
want to miss the 
next module.  

The next time we get together, I’ll be showing you how to leverage 
everything you have learned so far. How to get the most of it.  

It’s almost like printing money once you reach this point. One of the 
critical skills in Module 11 is the ability to take what you have and 
replicate it whenever you want to. Sooner or later, one of your long- 
term joint ventures will begin loosing steam. But you don’t want to 
loose that income stream that you’ve grown to enjoy. If you can’t 
breathe new fire into it, you can take what you used to create it and 
easily begin again to preserve the income stream 

You’ve already learned almost all the insider information that the 
gurus use to earn insane amounts of Money with Joint Ventures! 
Module 11 keeps them coming to you!  

Until next time … Wealth is the ability to fully experience life
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Strategic Plan 
JV Name: 
 

 

 

Vision 
Our vision of our future is: 
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Planning to Plan 
 

Our Project 
 

Write a descriptive title of the project:  

 
 

Our commitment 
 

 

 
 

Our planning 
team 
 

List the names and positions of the people who will 
make the plan: 

 
 
 
 
 

Time for planning 

 
 

When will the planning team meet? 

 
 

Place for 
planning 

 

Where will the planning team meet? 

 
 
. 
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Strategic Plan 

Culture Scan 
Customers 

 

Brief description of the culture of service users: 

 
 

Organization 
 

Brief description of the culture of the organization: 

 
 

Local community 
 

Brief description of  cultures in  the local community: 

 
 

Competitors 
 

Notes on cultures of other service providers: 

 
 

Planning team 
 

Cultural background of each member of planning 
team: 

 
 

Plan 
 

Implications of the cultural context for the plan: 
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Strategic Plan 

Values Statement 
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Strategic Plan 

Mission Statement Development 
 

1. What  
 

 What services will 
the project offer? 
What functions will 
the project 
perform? 

 
 

2. Who 
 

 Who are the 
people who may 
use this service? 
For whom will the 
project perform 
this function?  

 
 

3. How 
 

 What will the 
project offer to 
meet this need? 

 

4. Why  
 

 What are the 
reasons for the 
project? 
Why will the 
project exist? 
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Strategic Plan 

Mission Statement:  
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Strategic Plan 

 
Driving forces 

Services 
 

 What will we do 

Customers 
 

 Who will use our 
services 

Techniques 
 

 What methods will 
we use 

Cost control 
 

 How we can afford 
to do it  

Operations 
 

 How we can do it 

Distribution 
 How we will sell or 

offer our services 

Resources 
 

 Resources we can 
make use of 

Rewards 
 

 What stake 
holders will get  

 
 
 
 
 
 
 
 
 

44 
Copyright © 2008 - 2009 Lazer Marketing. All Rights Reserved. 



Strategic Plan 

Goals & Objectives 
 

Goal 
 
 

Objectives 
1) 
2) 

  

Goal 
 
 

Objectives 
1) 
2) 

 

Goal 
 
 

Objectives 
1)  
2)  

 

Goal 
 
 

Objectives 
1) 
2) 

 
Goal 

 
 

Objectives 
1) 
2) 

 
Goal 

 
 

Objectives 
1) 
2) 

 
Goal 

 
 

Objectives 
1) 
2) 
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Strategic Plan 

Strategic Model 
 

Service 
List the service 
or services 
which the 
project will 
provide. 

1) 
 
2) 
 
3) 
 

 

Activity 
 

SUCCESS INDICATORS 
1) 
 
2) 
 
3) 
 

 

Broad Strategies  
 
 

List a few broad strategies here. The detail comes later.
 
 
 
 
 
 
 
 

 

Shared 
Understanding 

 

 

 

Project Culture 
 

What kind of culture is needed in the project team to 
achieve this success?  
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Strategic Plan 

Gap Analysis 
 
Under SITUATION briefly describe where we are at now. 
Under OBJECTIVE describe where you would like to be. 
In the ACTION box write what you intend to do about it. 
Copy what you write in the ACTION box into a copy of the Action Plan. 
 
 

Service or Activity  
 

situation 
 
 
 
 
 

objective 

Action 
 
 
 
 
 

Service or Activity  
 

situation 
 
 
 
 
 

objective 

Action 
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Strategic Plan 

Action Plan 
OBJECTIVE: 
 
 
 

Action 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Who When Outcome 
 
 
 

 
 
Congratulations on completing your strategic plan!
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Business Plan Checklist 

Business Plan Checklist 
Preliminary Tasks 

1. Complete market research and analyses. 
  Notes: __________________________________________ 

 
2. Clarify key matters relating to products/services and 

technology.  
     Notes: ___________________________________________ 
 
3. Form the basis of the management team. 
    Notes: ___________________________________________  
 
4. Prepare a strategic plan as framework for detailed plan. 
    Notes: ___________________________________________  
 
5. Decide the central purpose of the plan and its target 

audience. 
    Notes: ___________________________________________  
 
6. Locate professional advisers to assist with the planning. 
    Notes: ___________________________________________ 
 
7. Acquire any software tools needed to help prepare the plan.  
    Notes: ___________________________________________ 
 
8. Research and compile a list of possible recipients of the plan.  

Notes: ___________________________________________  
 
9. Ascertain any specific needs of likely key recipients. 

             Notes: ___________________________________________ 
 
Writing the Plan  

1. Create a framework for the plan (e.g. table of contents). 
    Notes: ___________________________________________  
 
2. Identify possible appendices, attachments etc. 
    Notes: ___________________________________________ 
  
3. Estimate page lengths for each key section. 
    Notes: ___________________________________________ 
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Business Plan Checklist 

 
4. List main issues and topics to be covered within key sections. 
    Notes: ___________________________________________ 
  
5. Assign work programs based on the framework and lists. 
    Notes: ___________________________________________  
 
6. Draft preliminary sections (excluding summary) within the 

front of the plan. 
     Notes: ___________________________________________ 
  
7. Draft all key sections in the plan's body in a logical sequence. 
    Notes: ___________________________________________ 
  
8. Compile financial projections, funding proposals and related 

appendices. 
     Notes: ___________________________________________ 
  
9. Check the preliminary draft for completeness and plug gaps. 
    Notes: ___________________________________________  
 
10. Stand back and take a detached overview of the draft.  
      Notes: __________________________________________ 
 
11. Let an outsider or adviser critique the latest draft.  
      Notes: __________________________________________ 
 
12. Edit, fine tune, proof read, and spell check.  
      Notes: __________________________________________ 
 
13. Write the executive summary and plan's conclusion.  
      Notes: __________________________________________ 
 
14. Get an independent assessment of the final draft. 
      Notes: __________________________________________  

 
Reviewing the Plan  

1. Is the plan nicely presented - bound, page numbered etc.? 
    Notes: ___________________________________________ 
  
2. Has the plan been spell checked in its final form? 

Notes: ___________________________________________ 
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Business Plan Checklist 

 
3. Is the plan's length appropriate to its purpose? 
    Notes: ___________________________________________  
 
4. Have the business's (funding) needs been clearly stated? 
    Notes: ___________________________________________ 
 
5. Does the plan's summary stimulate interest? 
    Notes: ___________________________________________ 
  
6. Have all key questions been anticipated?  
    Notes: ___________________________________________ 
 
7. What likely objections remain unresolved?  
    Notes: ___________________________________________ 
   
8. Will the plan provoke the desired responses?  
    Notes: ___________________________________________ 
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