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Welcome to the INVESMITH Startup To Success Workbook!

Whether you're just starting out or looking to take your existing business to the next
level, this workbook is designed to help you plan, organize, and execute your ideas. We
know that starting and growing a business can be overwhelming, but with the right tools
and guidance, it can also be incredibly rewarding. We believe that every business idea
has the potential to become a reality with the right planning and execution. We are a
consulting firm that prides itself on being "The Creative Consultancy”, and we're here to
help you make sense of the most confusing topics and concepts in the simplest of
forms.

In this workbook, we'll guide you through the process of defining your business idea,
identifying your target market, creating a marketing plan, developing a budget, and
launching your business. Each chapter includes practical tips, exercises, and checklists
to help you stay on track and make progress towards your goals. Remember, this is a
workbook so be sure to answer the questions at the end of each chapter.

Our goal is to help you turn your vision into a successful business, and we're excited to
be part of your journey. So let's dive in and start planning!
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Chapter 1: Evaluating Your Business Idea

Starting a business can be an exciting and rewarding experience, but it's important to
take the time to evaluate your business idea and determine whether it has the potential
for success. In this chapter, we'll guide you through the process of evaluating your
business idea and help you make an informed decision about whether to move forward.

What problem does your business idea solve?

Think about the problem your business idea solves. Is it a common issue that affects
many people, or a niche problem that only a small group experiences? How severe is the
problem, and is there a real need for your solution?

Who is your target market?

Identify the people your business idea is intended to help. Is your target market broad or
specific? What are the demographics of your target market, such as age, gender,
income, and location?

Who are your competitors?

Are there other businesses offering a similar solution to the problem you're addressing?
Who are your main competitors? What sets your business idea apart from theirs, and
how will you stand out in a crowded market?

What is your unique selling proposition (USP)?

Your unique selling proposition is what differentiates your business from the
competition. What makes your business idea unique, and what value proposition are
you offering to your customers?

What is your business model?

Consider how you will make money with your business idea. Will you sell products, offer
services, or a combination of both? What is your pricing strategy? Will you use a
subscription-based or pay-per-use model?

What are the startup costs?

Starting a business requires an investment of time and money. What are the startup
costs associated with your business idea? Will you need to rent a physical space,
purchase equipment, or hire employees? Do you have the necessary funds to cover
these costs?



By answering these questions, you'll gain a better understanding of whether your
business idea has the potential for success. Use this chapter as a starting point to
evaluate your idea and continue refining it until you're confident it's a viable business
opportunity.

1. What problem does your business idea solve?

2. Who is your target market?

3. Who are your competitors?

4. What is your unique selling proposition?

5. What is your business model?

6. What are the startup costs associated with your business idea?



Chapter 2: Defining Your Business

To start a successful business, it's important to have a clear understanding of what your
business will do and who it will serve. This chapter will guide you through the process of
defining your business and creating a solid foundation for future success.

Mission Statement

Your mission statement is the foundation of your business. It should clearly and
concisely define the purpose of your business and what it hopes to achieve. To create
your mission statement, ask yourself the following questions:

e What is the purpose of my business?
e What value does my business bring to customers?
e What are the goals of my business?

Use the answers to these questions to create a clear and concise statement that can
guide your business decisions.
Target Market

Identifying your target market is essential for effective marketing and product
development. To define your target market, ask yourself the following questions:

e Who will be interested in my product or service?
e What are their characteristics (age, gender, location, interests, etc.)?
e What problems or needs do they have that my product or service can solve?

Use the answers to these questions to create a profile of your ideal customer.

Unique Value Proposition

Your unique value proposition is what sets your business apart from the competition. To
define your unique value proposition, ask yourself the following questions:

e What makes my product or service different from competitors?
e What benefits does my product or service offer that others don't?
e Why should customers choose my business over others?



Use the answers to these questions to create a clear and compelling unique value
proposition.

Products and Services

Defining your products and services is a crucial step in creating a solid foundation for
your business. To define your products and services, ask yourself the following
questions:

e What products or services will my business offer?
e How will they solve the problems or meet the needs of my target market?
e What are the unique features or benefits of my products or services?

Use the answers to these questions to create a clear and detailed description of your
products and services.

Business Structure

Choosing the right business structure is important for legal and financial reasons. To
define your business structure, ask yourself the following questions:

e What type of legal structure will my business have (sole proprietorship,
partnership, LLC, corporation, etc.)?

e What are the legal and financial implications of each structure?

e Which structure best aligns with my business goals and needs?

More on Business Structures in the following chapter.

Use the answers to these questions to choose the best business structure for your
business.



1. What is your mission statement?

2. Who is your target market?

3. What is your unique value proposition?

4. What products and services will your business offer?

5. What business structure will you choose?



Chapter 3: Business Structure

One of the most important decisions you'll make when starting a business is choosing
the right legal structure. Your business structure will affect everything from how you pay
taxes to your personal liability. Here are the most common types of business structures:

1. Sole Proprietorship - This is the simplest business structure, where the owner is
the business. The owner has complete control over the business, but is also
personally liable for all debts and legal issues.

2. Partnership - A partnership is similar to a sole proprietorship, but with two or
more owners. Each partner shares in the profits and losses of the business, and
is also personally liable for all debts and legal issues.

3. Limited Liability Company (LLC) - An LLC provides some of the liability
protections of a corporation, but with the tax benefits of a partnership. Owners, or
"members," are not personally liable for the company's debts and legal issues,
and the company's profits and losses pass through to the members' personal tax
returns.

4. Corporation - A corporation is a separate legal entity from its owners, or
shareholders. This means that the corporation is responsible for its own debts
and legal issues. Shareholders are not personally liable for the company's debts,
but the corporation is subject to double taxation, meaning the profits are taxed at
the corporate level and again when distributed to shareholders.

5. Nonprofit - A nonprofit is a type of corporation that exists to serve a charitable,
educational, or religious purpose. Nonprofits are exempt from paying federal
income taxes, but must meet certain requirements and file annual reports with
the IRS.

To determine the best structure for your business, consider factors such as your
personal liability, taxes, and the number of owners. It's important to consult with a
lawyer or accountant to ensure you choose the right structure for your specific business
needs.



1. Have you researched the different types of business structures?

2. What factors are most important to you when choosing a business structure?

3. Have you consulted with a lawyer or accountant about the best structure for your
business?
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Chapter 4: Build a Team

Recruit the right people with the skills and experience to help you achieve your business
goals. Building a team is crucial to the success of your business. As a business owner, it
may be tempting to build a team full of friends and family. However, it is important to
remember that under-qualified team members can hurt your business in the long run.

Here are some tips for building a strong team:

1. Define the roles and responsibilities: Before recruiting team members, define the
roles and responsibilities of each position. This will help you identify the skills
and experience required for each role.

2. Look for diversity: It is important to have a diverse team with different
backgrounds, experiences, and perspectives. This can bring fresh ideas and
approaches to your business.

3. Evaluate candidates thoroughly: Conduct interviews and assess the candidates
thoroughly to ensure that they have the necessary skills and experience for the
job. You can also consider conducting background checks and reference checks
to ensure that you are hiring the right people.

4. Invest in training and development: Once you have hired your team, invest in
their training and development. This can help them acquire new skills and
improve their performance, which can benefit your business in the long run.

5. Provide clear communication: Ensure that your team members have a clear
understanding of their roles, responsibilities, and expectations. This can help
prevent misunderstandings and ensure that everyone is working towards the
same goals.

Remember, building a team is an ongoing process. It is important to evaluate your team

continuously and make necessary adjustments to ensure that your business is
successful.
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1.

Have you defined the roles and responsibilities of each position in your business?

Have you considered diversity when building your team?

How will you evaluate candidates when recruiting for your business?

Will you invest in training and development for your team?

How will you ensure clear communication within your team?
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Chapter 5: Marketing Plan

A marketing plan is an essential tool for any business looking to promote itself, attract
customers, and build brand awareness. Without a plan, it's easy to waste time, money,
and resources on ineffective marketing activities.

Developing a marketing strategy

Before creating a marketing plan, it's important to develop a marketing strategy. A
marketing strategy is a long-term plan for achieving the goals of the business through
marketing activities. It should take into account the target audience, competitive
landscape, and overall business goals.

1. Identify your target audience - Knowing who your target audience is will help you
create more effective marketing campaigns. Consider the age, gender, location,
interests, and behavior of your ideal customer.

2. Analyze the competition - It's essential to understand your competition and how
they market themselves. This analysis will help you identify what sets your
business apart and create a unique selling proposition (USP).

3. Define your unique selling proposition (USP) - A USP is a statement that
describes what sets your business apart from the competition. It should be
concise, memorable, and appeal to your target audience.

4. Set marketing goals - Determine what you want to achieve with your marketing
plan. Whether it's increasing sales, generating leads, or building brand awareness,
make sure your goals are specific, measurable, achievable, relevant, and time-
bound (SMART).

Creating a marketing plan

Once you have a marketing strategy in place, it's time to create a marketing plan. A
marketing plan outlines the specific marketing activities you'll undertake to achieve your
goals.

1. Choose your marketing channels - Consider which marketing channels will be
most effective for reaching your target audience. Options include social media,
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email marketing, SMS marketing, search engine optimization (SEO), pay-per-click
(PPC) advertising, events, and content marketing.

Set a budget - Determine how much you can afford to spend on marketing and
allocate your budget across the different marketing channels you've chosen.

Develop a timeline - Create a timeline for your marketing activities, including
deadlines for each task.

Create the content - Develop the content for your marketing campaigns, including
social media posts, email newsletters, blog posts, and advertisements.

Implement and monitor - Implement your marketing plan and monitor its
effectiveness. Track your progress toward your goals and adjust your plan as
necessary.

INVESMITH's early marketing plans

INVESMITH's early marketing plans included incorporating branding into all solutions
offered. This meant placing logos in strategic locations or even at the bottom of
websites developed for Clients. This workbook is a genuine effort to share knowledge,
but it also serves as part of INVESMITH's marketing plan. By providing a valuable
resource for business owners, INVESMITH aims to gain recognition and increase brand
awareness.

Tips for creating an effective marketing plan

Keep your target audience in mind when developing your plan.

Choose marketing channels that will be most effective for reaching your
audience.

Set specific, measurable goals for your marketing efforts.

Allocate your marketing budget wisely.

Create a timeline and stick to it.

Monitor your progress and adjust your plan as necessary.
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Additional resources

e Hubspot: How to Create a Marketing Plan
e Buffer: The Complete, Actionable Guide to Marketing Personas

e How to Measure Your Campaign Results
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https://blog.hubspot.com/marketing/marketing-plan-examples
https://buffer.com/library/marketing-personas-beginners-guide/
https://engeniusweb.com/google-ads-metrics/

Chapter 6: Launching Your Business

You've done the groundwork, and now it's time to launch your business. This chapter will
guide you through the final steps of launching your business and provide you with a
checklist to ensure you don't miss anything.

Testing Your Product or Service

Before you launch, it's important to test your product or service to make sure it meets
your customers' needs. You can do this by conducting market research, creating a focus
group, or offering a beta version of your product or service to a select group of
customers. The feedback you receive from these tests will help you make any
necessary adjustments before launching to a wider audience.

Setting Up Operations

Once you have tested your product or service, it's time to set up operations. This
includes securing a physical location (if needed), setting up your website and social
media accounts, and creating an inventory management system. Make sure to choose a
reliable web host, a secure payment gateway, and a user-friendly e-commerce platform
if you plan on selling products or services online.

Starting to Serve Customers

Now that you have tested your product or service and set up your operations, it's time to
start serving customers. This can include launching your website, hosting a launch
event, or offering exclusive deals to early customers. Make sure you have a customer
service system in place to handle any questions or issues that arise.

Checklist

To ensure you have everything in order for your launch, use this checklist:

O

Finalize your product or service and conduct market research.

O Create a focus group or offer a beta version of your product or service to a select
group of customers.

O Use feedback from tests to make any necessary adjustments.
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O Secure a physical location (if needed) and set up your website and social media

accounts.

Create an inventory management system.

O Choose a reliable web host, a secure payment gateway, and a user-friendly e-
commerce platform.

0 Host a launch event, offer exclusive deals to early customers, and launch your
website.

O Have a customer service system in place to handle any questions or issues that
arise.

O

Congratulations, you're now ready to launch your business!

INVESMITH was once just an idea and a concept, just like yours. We made mistakes
along the way and had to pivot and adjust, but we never gave up on our vision. In fact,
one of our main goals is to grow, set and achieve new goals. We know that with hard
work, determination, and the right resources, you can achieve your goals too.
Throughout this workbook, we've provided you with valuable insights, strategies, and
tools to help you turn your business idea into a reality. We hope that you found these
resources helpful and informative. However, we understand that there may still be
questions or challenges that you're facing.

We believe that every business has the potential to thrive, and we're committed to
helping you unlock that potential. If you're ready to take your business to the next level,
we encourage you to reach out to us for a consultation. Together, we can turn your
vision into a reality.

Visit invesmith.com or email us at info@invesmith.com for more information.
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