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1. Business Strategic Planning Questionnaire
Your ability to think, plan, and act strategically will affect your sales and profitabil-
ity more than anything else you do. Very often, a single change in your activities
can lead to a major difference in your results.

If you do not know the answers to these questions, or if you have the wrong
answers, you can make mistakes in marketing, sales, and business operations that
can be fatal to your business.

Answer each question the best you can. If you do not know the answer or if you
are unsure, it is important that you find out as soon as possible.

1. What business are you in? Define your business in terms of what you actually do
for your customers to improve their life or work.

2. What is the mission of your company? Define your mission in terms of what you
want to achieve, avoid, or preserve for your customers.

3. How do you want your customers to talk about your company, think about your
company, or describe your company to others? What words do you want them to
use?

4. Who is your perfect customer? Describe him or her in terms of age, income, edu-
cation, occupation, location, and whatever other factors are appropriate for your
industry.

1. Age?

2. Income?

3. Occupation?
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4. Education?

5. Need or problem?

6. Other?

5. What does your ideal customer consider value? What benefits does your cus-
tomer seek or expect in dealing with you? 

6. What are your company’s core competencies? What special skills or abilities does
your company possess that enable you to fulfill the needs of your customers?

7. What does your company do extremely well? In what areas do you perform in
an exceptional fashion? What makes you superior to your competitors?

8. Who are your competitors? Who else sells your same product or service to your
prospective customers? 

9. Who are your biggest or main competitors?
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10. Who are your secondary competitors? Who offers an alternative to what you sell?

11. Why do your customers buy from your competitors? What benefits do they
receive from your competitors that they don’t receive from you?

12. Which of your products or services give you your highest profit? Where do you
get your highest payoff? What do you do that gives you your highest return on
effort or investment? 

13. Which products, services, markets, customers, or activities should your com-
pany abandon, eliminate, or leave to free up more time for higher-value, more
profitable activities?

14. What could you do to attract your competitors’ customers and get them to buy
from you?
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15. How could you improve your marketing methods to generate more leads and
attract more potential customers?

16. What is your company’s area of specialization? What are your products or serv-
ices uniquely suited to do and for whom?

17. What is your area of differentiation or excellence? In what ways are you supe-
rior to your competitors?

18. What is your specific competitive advantage? What qualities of your products,
services, or business make you better than 90% of businesses in your industry?

19. What type of customers can benefit the most from the superior benefits of your
products or services?
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20. In what areas of advertising, promotion, and selling should you concentrate
your energy and resources to maximize your sales and profits?

21. How could you convert more of your prospects into paying customers? What
methods of sale could you use?

22. Which customers should you phase out or abandon because they are no longer
worth the time and energy they take to satisfy?

23. What activities should you abandon or de-emphasize so you can have more time
for those activities that offer the highest possible return on your investment of
time and energy?

24. What is your current positioning in your marketplace? How do people think and
talk about you and your business when you are not there? What words do they
use to describe you?
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25. What is your brand in your market today? What are you known for in your mar-
ket? If you don’t have a brand in your market, what would you like to be known
for to your customers?

26. What should your brand be? What words or description would you like to own
in your customers’ minds? What kind of a reputation would be most helpful for
you to develop?

27. What could you change or improve about your products, services, or business to
begin creating a more favorable brand image in your customers’ minds?

28. What are your three greatest weaknesses as an organization?

29. What are your three biggest obstacles to achieving higher levels of sales and
profitability?

Chapter 1. Business Blueprints

7

1.

2.

3.

1.

2.

3.

1.

2.

3.

1.

2.

3.

1.

2.

3.

tracywkbk01final.qxp  11/27/2007  2:37 PM  Page 7



 7 
© Brian Tracy.  All rights reserved. The contents, or parts thereof, may not be reproduced in any form for any purpose without the written permission of Brian Tracy.

30. What are the three greatest potential threats to your business today? What are
the worst things that could go wrong?

31. Looking into the future, what are three worst things that could happen to hurt
your business one year from today?

32. What three steps could you take immediately to guard against these possible
dangers?

33. What are your three areas of greatest opportunity for the future, based on the
trends in your business?

34. What three steps could you take immediately to take advantage of these oppor-
tunities?
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35. What three core competencies or skills should you begin developing today to
ensure that you will be ready for the opportunities of tomorrow?

36. How is technology affecting your business? What changes does the Internet
cause in the way you do business?

37. What are you doing today that you would not get into again if you had to do it
over—knowing what you know now?

38. Reorganization: What changes should you make in your business, with regard to
people and expenses, to improve both effectiveness and efficiency?

39. Restructuring: How could you shift more of your time and resources into the top
20% of activities that account for 80% of your profits?
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40. Reinventing: Imagine your business burned to the ground today. What products,
services, and activities would you start up again immediately?

What products, services, or activities would you not start up again today?

41. Reengineering: Analyze every step of your business activities. What could you
simplify, outsource, eliminate, or discontinue?

42. What could you do to simplify any business process by reducing the number of
steps in the process?

43. What activities could you eliminate completely to speed up the process of pro-
ducing your products and services?

WAY TO WEALTH WORKBOOK: BLUEPRINTS FOR BUSINESS SUCCESS

10

1.

2.

3.

1.

2.

3.

1.

2.

3.

1.

2.

3.

1.

2.

3.

tracywkbk01final.qxp  11/27/2007  2:37 PM  Page 10



 10 
© Brian Tracy.  All rights reserved. The contents, or parts thereof, may not be reproduced in any form for any purpose without the written permission of Brian Tracy.

44. What activities could you outsource to other individuals or companies to free
yourself to sell and deliver more of your products and services?

45. What activities could you discontinue with no significant loss of sales or revenue?

46. Is there any person in your business life—a customer, employee, associate—
whom you wouldn’t acquire, hire, or get involved with today, knowing what you
know now?

47. If you could start your business or career over again today, what would you do
differently?

48. What skills, abilities, and talents do you have that have been most responsible
for your successes to date?
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49. If you could be absolutely excellent in any one area, which one area would most
help you achieve your goals?

50. What one action are you going to take immediately as a result of your answers to
the above questions?
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About the Author

Brian Tracy is Chairman and CEO of Brian Tracy International, a company specializing 
in the training and development of individuals and organizations. 

Brian’s goal is to help you achieve your personal and business goals faster and easier than 
you ever imagined.

Brian Tracy has consulted for more than 1,000 companies and addressed more than 
5,000,000 people in 5,000 talks and seminars throughout the US, Canada and 56 other 
countries worldwide. As a Keynote speaker and seminar leader, he addresses more than 
250,000 people each year. 

He has studied, researched, written and spoken for 30 years in the fields of economics, 
history, business, philosophy and psychology. He is the top selling author of over 50 books 
that have been translated into dozens of languages. 

He has written and produced more than 500 audio and video learning programs,  
including the worldwide, best-selling Psychology of Achievement, which has been  
translated into more than 20 languages. 

He speaks to corporate and public audiences on the subjects of Personal and Professional 
Development, including the executives and staff of many of America’s largest corporations. 
His exciting talks and seminars on Leadership, Selling, Self-Esteem, Goals, Strategy,  
Creativity and Success Psychology bring about immediate changes and long-term results. 

He has traveled and worked in over 90 countries on six continents, and speaks four  
languages. Brian is happily married and has four children. He is active in community and 
national affairs, and is the President of three companies headquartered in Solana Beach, 
California. 
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Brian is the president of Brian Tracy International, a company that helps individuals and 
businesses of all sizes achieve personal and professional goals. 

To learn more about Brian Tracy, please visit www.briantracy.com/AboutBrian.

If you have any questions about Brian Tracy learning programs and services, please email 
Support@BrianTracy.com or call 1-858-436-7300.
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