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PRODUCT NAME LAUNCH DATE

Description

Process Checklist

Budget

Total Expenses

.

J/

SUPPLIES NEEDED
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MEETING NOTES

DETAILS

Subject

Company

Date & Time Place

J

ATTENDEES NOTES

IN CHARGE

O OO OO0 O O e
o
o
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MISSION, VISION & VALUES
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BUSINESS BRAINSTORMING

BRAINSTORMING ON: { }

Attend Fast-Forward 6 Months
encees How Should It Look Like

00|0|0|0|0
00|0|g|0|d

\

In Which Ways Can Comments / Limiting Beliefs
You Make It Happend? To Ignore / Brain Dump

J

Vs

J

0000000000

\

YOUR 3 BEST IDEAS
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SUPPLIES TO ORDER

ORDER DATE
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BALANGED STRATEGIC
HI

FINANCIAL INTERNAL

Objectives Measures Targets Initiatives Objectives Measures Targets Initiatives

CUSTOMER GROWTH

Objectives Measures Targets Initiatives Objectives Measures Targets Initiatives

B | thebizsheets.com




PORTER'S FIVE
FORGES TEMPLATE

BARGAINING POWER OF SUPPLIERS THREAT OF NEW ENTRANTS

SUPPLIER
POWER

Competittive
Rivalry

THREAT OF THREAT OF
SUBSTITUTION NEW ENTRY

THREAT OF SUBSTITUTIVE BARGAINING POWER OF BUYERS
PRODUCT OR SERVICES
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EVALUATE PROS & GONS
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BUSINESS IDEAS T-GHART

THE DIFFERENCES BETWEEN 2 IDEAS IN 1 INDUSTRY
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COMPETITOR ANALYSIS
TEMPLATE

Competitor 1 Competitor 2 Competitor 3

Quality

Shipping
Time

Customer
Service

Marketing
Channels

Sales
Channels
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PRODUGT LAUNGH
STRATEGY SHEET

Customer Profile

( Product name:

-
Product Description:

\

-
Unique Selling Proposition (USP):

.

Action Plan Target Customer

Age Range :

Location:

Income level:

\

Sales Channels

O O O 0|00 |0]0O0]|0 0 0O

O

Launch Details:

Price:

Release Date:

Sales Channels:
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SWOT ANALYSIS
WORKSHEET

W

Weaknesses

O ' T

Opportunities Threats
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Customer Jobs
The tasks or needs
customers want to fulfill
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CANVAS TEMPLATE
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COMPETITIVE ADVENTAGE

1. Cost Leadership 2. Differentiation

Broad Target

3a. Cost Focus 3b. Differentiation Focus

Narrow Target

Lower Cost Differentiation
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BUSINESS NIGHE

Narrow Down & Summarize

g J . J . J

Sum it all up in a sentance or two.
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ADOPTED TEMPLATE

AUTHORITY

DECISION
CRITERIA

OPTIONS

PRIORITY

TIMING

ECONOMICS

DECISIONS
PROCESS
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IDEAL GLIENT PROFILE
(IGP) TEMPLATE

DETAILS

Goal:

What goal do your customers
want to achieve?

Current Process:

What is the current provess
that customers use to

Pains:

What are the pains and
problems with their

New Process

What would a new process look like?
How does your product or service
change the current process?

Proof / Metrics:

How will you measure customer's progress
toward their goals?

How would you prove to them that you
can solve and have solved their problem?

Discovery Questions:

What questions can you ask to uncover your
prospective customer's goals and pains?

Objections:

What objections do prospective
customers raise?
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CLIENT ONBORRDING
TEMPLATE

FOLLOW-UP
CLOSING

4
o
-
<
=
4

WELCOME

BACKLOG
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STRATEGIC ALLIANGE
SGOREGARD

FINANCIAL PERSPECTIVE

Strategic goals

Actions Measures

BUSINESS PROCESS PERSPECTIVE CUSTOMER PERSPECTIVE

Strategic goals Strategic goals

Actions Measures Actions Measures

LEARNING & GROWTH PERSPECTIVE

Strategic goals

Actions Measures
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RESEARCH

RELATIONSHIPS

FINANCE

DEVELOPMENT

GETTING STARTED

WEEKLY METRICS
REVIEW TEMPLATE




DAILY BUSINESS
DEVELOPMENT TEMPLATE

TASK

EMPLOYEENAME | o\ WEEKLY

COMPLETED IN PROGRESS
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BUSINESS OVERVIEW
TEMPLATE

PROBLEM PROMOTION

\ J \ J
SOLUTION COMPETITIVE ADVENTAGE

. AN J

BUSINESS MODEL FINANCIAL PROJECTIONS

\ J \ J
TARGET CUSTOMERS FUNDING REQUIRED
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DARCI TEMPLATE

Decision Makers

Accountable

Responsible

Consulted

Informed
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ONE CLIENT GYGLE

Order Date Invoice Date Delivery Date Payment Date
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MOSGOW PRIORITIZATION
TEMPLATE

-
Must have:

Should have:

-
Could have:

-
Will not have:




BUSINESS SPEGIALTY

What will you do to help your customers?

Core Products & Services Variations of Services

. J G J
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