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 Date Session Description Key Points Facilitators 
9/3/20 

 
Introductions and 
Expectations of the 
Business Plan and 
Entrepreneurial 
Support Program  

 

In this session we will get to 
know each other, review 
program structure and 
content, discuss instructor 
and student expectations for 
the program, and review 
ground rules for participation. 

• 2-3 minute instructor 
introductions.  

• Instructors discuss what we 
are covering. 

• classmates can get to know 
each other.  

• Establish expectations for the 
course and ground rules for a 
productive class environment.  
 

All 

9/10/20 The Importance of 
Understanding the 
Difference Between an 
Entrepreneur and a 
Business Owner 

 

In this session, we will 
describe the differences 
between an Entrepreneur and 
a Business Owner. Learn how 
each identity requires a 
distinct set of skills and 
mindset. See how you can 
embody and strengthen the 
identity that most applies to 
you. 
 

• Establish the difference and 
nuances between being an 
entrepreneur and business 
owner. 

• Understanding the mindset; 
what do we mean by 
“mindset” 

Business Plan: Jay 
Graves 
 
Well-being: 
Darlene Thorne 

9/17/20 The Fundamentals of a 
Business Plan & 
Understanding Your 
Drive to Become a 
Business Owner 

 

In this session, we’ll review 
the fundamentals of 
developing a solid business 
plan. In addition, we’ll discuss 
how tapping into the reasons 
why this business is important 
to you is key to commitment 
and motivation (e.g. why did 
you start it? how can your 
“why” be compelling enough 
to keep you going when it’s 
tough?) 
 

• Overview of the purpose, 
importance, and key elements 
of a business plan.  

 
• Understanding the why of 

starting a business aids in 
remaining focused 

• Why a “vision board” is not 
enough 

 
 
 

Business Plan: Bill 
Davis 
 
Well-being: 
Darlene Thorne 
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9/24/20 How to Develop Your 
Company’s Mission, 
Vision and Goals to 
Achieve Success 

 

In this session we’ll discuss 
how to develop a clear and 
compelling mission and vision 
for your business. 
 

• Review how to develop a 
mission and vision for your 
company. 

• Establishing key actions 
needed to fulfil mission and 
vision. 

• Importance of tracking 
progress. 
 

•  What is intention and why is it 
important to your success 

• Using visualization to help you 
stay motivated 

• Strengthening your identity as 
a business owner and/or 
entrepreneur 
 

Business Plan: Jay 
Graves 
 
Well-being: 
Sharon Shelton 

10/1/20 How To Find Your 
Customers and 
Cultivate Habits for 
Success 

In this session, we’ll discuss 
the importance of market 
research to identify your 
target customers. In addition, 
we’ll talk about the 
importance of developing 
personal and professional 
habits that support the goals 
you’ve laid out. 
 

• Review how to do market 
research to ensure business 
idea is viable. 

• Identifying ideal customer. 
• The power of positive thinking 

and daily affirmations 
• Practicing good self-care and 

serving your clients well 

Business Plan: Bill 
Davis 
 
Well-being: 
Darlene Thorne 

10/8/20 How To Conduct a 
SWOT Analysis and 
Manage Your Mindset 
for Success 

 

In this session we’ll discuss 
the traditional steps in 
conducting a SWOT analysis 
(Strengths, Weaknesses, 
Opportunities, Threats). This 
session will also cover how to 
manage your mindset to build 
momentum in your business 
(e.g. how to work with 

• Understand the need, 
importance, and steps of 
conducting a SWOT analysis. 
 

•  The role your mindset plays in 
business success 

• How to actively manage your 
mind to build positive 
momentum 

Business Plan: Jay 
Graves 
 
Well-being: 
Sharon Shelton 
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thoughts that get in your way 
and how to focus on thoughts 
that support you). 
 

• Working with procrastination 
and navigating doubt 

10/15/20 How to Manage Risk, 
Obstacles and 
Setbacks While 
Building Your Business 

In this session, we’ll look at 
ways to mitigate the risks 
identified in the SWOT 
analysis.  We’ll also discuss 
ways you can navigate 
potential obstacles or 
setbacks that may arise as you 
build your business. 
 

• Understanding how to 
mitigate risks identified in the 
SWOT analysis.  
 

• The value of your challenges 
and setbacks 

• Planning for obstacles to avoid 
getting stuck 

• The value of self-compassion 
to minimize negative self-talk 
 

Business Plan: Bill 
Davis 
 
Well-being: 
Sharon Shelton 

10/22/20 How to Build a 
Financial Plan Session 
1 and Navigating 
Challenges with 
Confidence 

 

In this session we’ll begin 
discussing how to build your 
financial plan. We’ll also 
discuss how you can skillfully 
and confidently navigate 
diverse or challenging 
environments and 
conversations with 
confidence. 
 

• Fundamentals of building the 
financials of the business plan.  

 
• What to do when you are 

feeling overwhelmed 
(meditation tips) 

• The “RAS” Effect on your 
business 

 
 

Business Plan: Jay 
Graves 
 
Well-being: 
Darlene Thorne 

11/5/20 How to Build a 
Financial Plan Session 
2 and the Power of 
Mindfulness  

 

In this session we’ll continue 
discussing how to manage 
your finances to optimize 
business operations. In 
addition, we’ll discuss the 
importance of mindfulness 
practice to help you manage 
stress, stay focused, and work 
with challenging emotions like 
doubt or disappointment. 
 

• 2nd session on building 
financial plan. 
 

• What is mindfulness 
• The science-based benefits of 

mindfulness practice 
• Types of mindfulness practice 

you can experiment with 

Business Plan: Jay 
Graves 
 
Well-being: 
Sharon Shelton 
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11/12/20 Goals Setting and 
Using Mindfulness in 
Practice 

 

In this session, we’ll discuss 
how to set goals and 
milestones critical for the 
success of your business plan. 
We’ll check in about your 
mindfulness practice and 
discuss other ways to manage 
stress and maintain a healthy 
mind, body and spirit that 
supports your lifestyle and 
your business. 
 

• Establishing key goals and 
milestones needed to support 
the business plan.  
 

• How mindfulness can help you 
reach your goals 

• Establishing a consistent 
mindfulness practice to 
manage stress 

• Example: brief guided 
mindfulness meditation 
practice 
 

Business Plan: Bill 
Davis 
 
Well-being: 
Sharon Shelton 

11/19/20 Business 
Development; 
Establishing Systems 
of Accountability 

In this session, we’ll discuss 
ways you can grow your 
business by establishing a 
multi-channel sales funnel. 
We’ll also describe the 
importance of creating 
systems of accountability and 
what you can put in place to 
support a consistent 
commitment to working in 
and on your business. 
 

• Discuss business development, 
marketing, and sales tactics. 

• Importance of accountability 
and staying organized.  

• Embracing Change – it is okay 
to course correct 

• The importance of an 
accountability community 

Business Plan: Bill 
Davis 
 
Well-Being: 
Darlene Thorne 
 

12/3/20 Business Plan 
Presentation; Working 
with Discomfort 

In this session, volunteers 
from the class will pitch their 
business plans to fellow 
students, instructors, and 
guests.  We will also discuss 
the importance of getting 
more comfortable with 
discomfort. A certain amount 
of discomfort is required to 
grow, build, expand both 
professionally and personally, 

• Opportunity to share business 
plans and presentation skills.  
 

• Why discomfort is expected 
when starting or growing a 
business 

• The value of your discomfort 
in any situation 

• How to work with your 
discomfort to take courageous 
action 

Business Plan: Jay 
Graves 
 
Well-being: 
Sharon Shelton 
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so we’ll discuss ways you can 
work with it without getting 
overwhelmed. 
 

12/10/20 Celebrating Successes 
and Setbacks; Finding 
A Supportive 
Community 

Being resilient is key for a 
business owner. In this 
session we’ll discuss the 
importance of celebrating 
success and setbacks with 
equal enthusiasm.  We will 
also explore the importance 
of having a community that 
can support and encourage 
you as you grow your 
business. We’ll brainstorm 
ways you can find and 
develop a community of 
supporters. 
 

• The ups and downs of starting 
and running a business. 

 
• How to stay focused amidst 

disappointment 
• Knowing when it is time to 

R.E.S.T. 

Business Plan: Jay 
Graves 
 
Well-being: 
Darlene Thorne 

 



BRAINSTORM IDEAS (interview friends, family,  teachers,  siblings…try to survey a variety of ages and incomes) 
You might want to think about some of the 
following types of business to get your 
business plan "thinking processes" moving: 

• Lemonade stand
• Refreshment stand at local

games 
• Child care
• Hot dog stand
• Yard care

• Developing a web page for
others 

• Youth community center
• Shopping service for

seniors 
• Pet sitting
• Delivery services
• House cleaning service

• Janitorial services for local
businesses 

• Selling used clothes
• Jewelry making
• Catalog sales
• Temporaries agency
• Computer service business
• Add value to an existing 

product (packaging, new

Marketing local crafts 
design, new customers, 
different size) 

• Travel services
• Musical group
• Repair services (shoes, 

electrical equipment, cars,
clothing, etc.) 

One that’s needed One that’s wanted 
A business in your town 

A business using your own skills and 
talents (you, the student) 
A product you could ship to another 
country 
A service you could provide for kids 
A service you could provide for teens 
A service you could provide for working 
adults 
A service you could provide for elderly 
adults 
A product you could sell to kids 

A product you could sell to teens 

A product you could sell to working adults 
A product you could sell to elderly adults 
A business that could be started with under 
$100 
A business that could be started with under 
$5,000 
A business that would require $50,000 to 
start 
A business that would require $1,000,000 
to start 
A business you could start in your home 
A business you could franchise and offer 
nationally 
A partnership between you and another 
student in this class 
The worst possible business you can 
imagine (hey—you never know!) 

Instruct ions:   FILL  IN THE BOXES

Worksheet A



Brainstorm for your business 

1. How can you describe the business...in only one sentence?

2. What is your product, or service?

3. Who will buy it?

4. Where should you locate the business?

5. How can you attract customers?

6. What is your competition?

7. How much should you charge for the products or service?

8. What advice do you need and who can provide it?

9. How will you organize the managers and/or workers of the business?

10. How will you split the profits?

Worksheet B



11. Who is responsible for the losses?

12. What should you consider to be able to produce the product and get it to the customer?

13. How much money is needed to get the business started?

14. How many customers will you have per month and how much will they buy per month?

15. How much does it cost to make the product or provide the service?

16. What are your operating costs? (Include your own salary)

17. What is your potential profit per year for Year I, Year II, and Year III?

18. How much money do you need to borrow to start this business?

19. How will you make the business grow in the future?



Market Research

Research Method: 
(Survey, focus group, google 

search, Amazon search, phone 
call, interview, map search, etc.) 

Purpose:  What are you trying to find out? 
Product details: materials, colors, styles, qualities unique to your brand 
 Price: competitive yet good profit margin (price of production/supplies) 

 Place: find an office to rent, search for least competitive areas 
 Promotion:  what advertising would be most effective for your target audience 

What similar products are available?  How are they different? 

What price would be competitive on the market? 

Where would be a good location?  Be specific. 

Risk Involved: What could go wrong / what problems will you face?

Plan to Minimize Risk:   How will you overcome the problems?

Worksheet C



SWOT 

  

 

 

 

 

 

 

The	acronym	SWOT	refers	to	a	business’s	

Strengths	

Weaknesses	

Opportunibes

Threats	

A SWOT analysis 
considers strengths as 
well as weaknesses of 
your new business.  It 

analyzes opportunities 
and threats your 

business may face in the 
future. 

• Strengths
• Weaknesses

Internal	
Audit	

• Opportunibes
• Threats

External	
Audit	

Internal:  

How do staffing, physical 
resources, and financing show 

up as strengths and 
weaknesses?  Proper 

management and strong team 
members should be able to 

improve these weaknesses from 
within the business. 

External:  

Outside factors can affect the 
way a business works.  Since the 
staff has little control over these, 

the leadership needs to study 
and predict them as quickly as 

possible so they can adjust and 
work around them.  The main 

external factors to consider are: 

S ocial—customers’ needs and wants 

L egal—government laws and 
        regulations 

E nvironmental, Economical—interest 
        rates, booms, and recessions 

P olitical—government policies 

T echnological—changes in technology 

Worksheet D



SWOT Checklist

Talk through every aspect of this form.  Discussion is key to developing the best ideas.  Then complete the chart at the end. 

DISCUSSION 1: STRENGTHS 
List the strengths in your business.   
Talk about WHY they’re a strength and what EFFECT they’ll have on your business. 
For example:  skilled and well-trained employees, location of business on a main road, quality of my product, creative 
team members… 

DISCUSSION 2: WEAKNESSES 
List the potential weaknesses in your business.   
Talk about WHY they’re a weakness and what EFFECT they’ll have on your business. 
For example:  borrowing money, paying bills, lack of expertise, number of staff members, individual weaknesses of team 
members, location problems… 

DISCUSSION 3: OPPORTUNITIES 
Talk about the opportunities that might be presented to your business.   
WHY would the opportunities exist and what EFFECT would they have on your business in the long run? 
For example:  Expansion, technology changes, Unique Selling Points (USP), product variety, competitors’ vulnerabilities, 
product development, new markets, export overseas,  
broadening the range of products offered… 

DISCUSSION 4:  THREATS 
What external factors threaten your business’s success?  Discuss WHY they are a threat and what 
EFFECT they will have on your business. 
For example:   - Our biggest competition will be….     – The economy will make it…. 

Expansion?             Seasonal, weather, and fashion?  Technology changes? 
Geography, import, export?   Product range too narrow?                   Distribution? 
Competitors’ weaknesses?    Popularity trends?         Global or local influences? 
Business development?            Product development?         Partnerships? 

DISCUSSION 5:  EVALUATION 

Discuss the SWOT analysis.   What do you see?  Do the weaknesses outweigh the strengths?  Can this 
be changed?  How will you respond to these weaknesses you’ve found? 

  Check the box        when this has been fully discussed.  

                                                                                                                                             Check the box                   when this has been fully discussed.   

    Check the box        when this has been fully discussed.  

	

  Check the box        when this has been fully discussed.  

  Check the box        when this has been fully discussed. 



SWOT Worksheet 

One	Strength:	 Effect:	 Response:	

Big	Weakness:	 Effect:	 Response:	

Opportunity:	 Effect:	 Response:	

Threat:	 Effect:	 Response:	

Based on your discussion, pick out the most important consideration from each category. 



A BUSINESS PLAN 

What i s  a  bus iness  p lan? 
A business plan is a written document that describes an idea for a product or service and how it will make money.  It includes 
your marketing plan as well as estimates for revenue, expenses, and how it will make a profit. 

Why do I  need th is?  
A business plan is like a roadmap.  It allows you to plan out the various aspects of your business on paper and keeps you from 
making unnecessary mistakes later on.  It helps an entrepreneur think about the costs associated with starting a business and 
shows banks that you are serious about your idea. 

IDEA 
1. What’s your big idea?

2. Is it a product?  Or a service?  Or both (explain)?

• What makes your idea unique?

• What do existing products/ services not offer that yours will?

• Why will people buy it?

MISSION STATEMENT 

3. In a perfect world, what would your company accomplish?  What would you provide for consumers?

Our mission is to… 

Worksheet E



THE TEAM 

4. List names and roles.  Show previous accomplishments or related experience here, if possible.

MARKET SUMMARY 

5. What businesses or products like this have existed in the past?   Which exist now?  What do you expect for the
future?

MARKETING 

6. Who will be your customers?
o Adults?  Kids?  Teens?  Men?  Women?  Where do they live?

o Are they rich or not?  What do they like and dislike?  Describe your target customer with any other details you can predict.

7. Where will you sell your product or service?

8. How will you get the word out about your business?  (email, signs, newspaper, etc?)

9. What is the name of your business?  (What does the name say about your business?  Is it unique?  Memorable?
Easy to pronounce?)  Create a slogan and/or a logo.



FINANCES:  STARTUP COSTS

10. How much will it cost to start your business?  What will you need to buy before you can get started?  How much will those cost?
• Building fees / rent
• Professional fees
• Equipment
• Furniture

• Communication
equipment 

• Advertising costs
• Insurance

• Utilities
• Transportation
• Permits
• Salaries

• Raw materials
• Packaging materials
• Postal charges

11. What monthly costs will you have?

Product PRICING 

12. How much will you charge?  (How does this compare to
your competitors?  Make sure to set your price above
the cost per unit.)

PROFIT 

13. What will be your profit per sale? 14. How many sales do you predict in the first year?

 Sale price of item: 

15. What first year TOTAL profit do you predict? Cost of item:

Profit: 

16. What will you do with the money you make?  Will you buy more supplies?  Save for college?   Donate to charity?  Make a plan 
for spending, saving, sharing.  What are your financial goals?  Don’t forget to set aside money to reinvest in the business. 

-

=

Cost Per Unit :   What is the cost of making

each product or providing each hour of service? 

Unit cost for product = total cost of all products 
÷number of products 

Unit cost for hour of service = total of first year of business  
÷hours open in first year 



GOALS 

17. What is your three month goal?  One year goal?  Five year goal?  Be specific; make sure it can be
measurable.  Include what will happen with competition and what your goals for making money or growing
your business are.

Execution Strategy 

18. Write a timeline of your plan for starting your business.  How will you expand your business as time passes?

SHARK TANK request 
19. How much money are you asking from your investors?  What will this go towards?  How will they benefit

from giving you this money loan?

Optional:  Take a self-assessment to see whether you’d be good at starting a business. 

https://www.bdc.ca/en/articles-tools/entrepreneur-toolkit/business-assessments/pages/self-assessment-test-your-
entrepreneurial-potential.aspx?page=Home                 or google ‘bda ca business assessment potential’ and click the first link 
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