
Starting a New Business Successfully & Sustainably

Congratulations, New Business Owner! You are taking a very courageous and important step in 
your life. Team TMH and I are so honoured to be here to help guide you along your journey to 
success.

There’s something you need to know. Most new businesses fail, and fail quickly. But you can be 
successful, and successful for a long time; then, you can retire and continue to reap the rewards of 
a very profitable business OR you can sell it and reap the rewards of a very successful business!

You’ve already taken the first step. You’ve joined the 2%. The 2% of people who do the work 
and seek out help, apply what they learn, develop themselves and their skills, are committed to 
personal development, know that they need knowledge to be successful, EXECUTE, and WIN!
They win at relationships. They win at wealth. They win at health. They win at life. WELCOME 
TO THE 2%, MY FRIEND. I AM SO PROUD OF YOU AND HAPPY FOR YOU. LET’S DO 
THIS.

It is part of my personal mission as a business coach and entrepreneur, to drastically improve the 
success rate of businesses in my lifetime. All of the passion you can imagine has been poured 
into educating myself, having an amazing track record, and creating the BEST tools (like this 
one) for other business owners. EVERYONE we work with achieves their goals! All you have to 
do is EXECUTE!!! Do the things you learn! Us 2%ers apply what we learn. Let’s get started.

This workbook is the culmination of my over 21 years running, starting, selling, owning, 
studying, and coaching businesses, as well as the thousands of hours of post-secondary and 
self-education, courses, seminars, books, coaching, and mentorship I’ve completed. I’ve also 
made some mistakes in business (my very best opportunities to learn) which means you can learn 
from my mistakes, avoid them, and keep right on achieving success after success in your 
business. You don’t need an MBA. You don’t need to take thousands of courses and seminars or 
read millions of books. I’ve got everything you need to start a SUCCESSFUL and sustainable 
business right here for you.

My team and I have done A LOT of work, so you don’t have to! I can’t believe my 21 years of 
business expertise has been boiled down, thoroughly researched, and succinctly summed up here, 
in one workbook, just for you. Let’s start your new business SUCCESSFULLY and make it 
SUSTAINABLE!

Follow this guide, do the work, and keep your mental game strong!
You can do this!
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The challenges of business ownership are SO WORTH IT! And when it comes to challenges, we 
have you covered! When you join our mastermind group online for only $99/month, you can ask 
ANY question about your new business you want and a panel of business experts, including 
myself and team TMH, the best lawyer, accountant, and HR expert will be ready to answer! Join 
us now and start getting solutions to your challenges today!

Oh, and, you will notice this is not “how to write a business plan.” You may need to complete a 
business plan for a loan, which you will get a template for from your banker, but you’ll already 
have everything you need to put in it because you’ve completed the tasks in this workbook. In my 
21 years of experience, I have never seen a business plan work the way the things in the 
workbook do! You’re in for a fun and successful ride as you implement everything we teach you 
here.

Now back to the good stuff. Your business is going to do a lot of great things for others; mostly 
your team and your clients. But it’s also the machine you’re going to build in order to achieve all 
of your personal goals and dreams! Even if you have no goals in mind right now, here’s what 
you’re going to get in your life as you implement what you learn from us: more money, more 
freedom, and way more joy and happiness in your life. A well-run business is a DREAM to have 
in your life, and a great asset to have in your portfolio! Most importantly, you’re going to be 
surrounded by amazing people. I am SO excited for you!!!!

The joy and freedom you can create in your life as a leader and business owner are infinite.

Enjoy!

And Congratulations again!!! Let’s do this!!!!

Kelli-Rae Tamaki, MBA
Serial Entrepreneur & Your Business Coach

PS hope to see you in the group. Join us HERE.
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The results obtained by following the information and lessons contained in this workbook and any material provided in
association with or supplemental to this workbook may vary widely depending on a variety of factors including the individual
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First Things First

● As a new business, you’re going to have to apply for loans, leases, etc, as well as get new 
accounts at banks, cell phone carriers, etc. This means you need to have good credit, or a 
co-signer because in the beginning, the business has no credit. It is YOUR credit (and any 
additional owners’ credit) that gets pulled and used, and YOUR assets (like your house) 
that get put up as collateral. So, be prepared for that!

● So, ideally, you have some savings, or you’re going to continue pulling in a steady salary 
at a job while you build your business as a side hustle. However, don’t wait forever to 
take the plunge into FULL ENTREPRENEURSHIP MODE. Side hustles are NOT 
businesses. Businesses are machines that make you wealthy and help you achieve your 
personal goals. They also make the world a better place and help your employees have 
better lives. Businesses are amazing. Build a business, not a side hustle. That said, don’t 
jump off the cliff and start your business full time, quitting your job, if you haven’t done 
your financial projections, and made sure you have the start-up money you need! That’s 
just plain silly. Make sure you have all of your start up costs AND 6-12 months’ expenses 
in the bank, in case things don’t go as planned. That said, if you follow this guide things 
will go as planned! And when crazy things like a pandemic come out of nowhere, you’ll 
know how to handle it, and even use it to your advantage (and you can also ask your 
fellow Masterminders or ME and my team of experts as well!)

● One more note on money for your new business. Think about how you could pre-sell 
memberships, products, services, bundles, special offers, etc. to get the money you need to 
start the business and create your products/services for people! Lots of my clients have 
had $180,000 or more in their bank when they quit their day job and went “full-time 
entrepreneur” because of pre-sales. Get creative. Needless to say, you MUST deliver on 
what you pre-sell, or you’ll be roasted alive online before you even get going. PLUS, it’s 
the right thing to do! Remember to use your financial projections (AKA your budget) for 
ALL OF THIS!!! You can plan out and see ANY and ALL scenarios in your budget 
template. When you decide to join the TMH VIP Mastermind group for only$99/month 
you will be able to view GREAT training videos on how to build your budget and the 
monthly financial process you’ll need to follow.

Tasks:
● Decide how you are funding your business.
● Apply for any grants or loans you can find online (there are LOTS.)
● Create your financial projections AKA budget for the year.
● Get the money you need in the bank.
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Naming Your Business

Now, I know you probably already have a name in mind (almost everyone does before they do 
anything else with a new business), but I want you to consider the following before making your 
final decision. Remember this name should be with you FOREVER (for brand consistency and 
power) and also be very attractive to potential buyers down the road if you want to sell, so don’t 
restrict yourself by being too specific, or picking a name that won’t work for you. Yes, that’s 
right, the name will WORK for you if you do it correctly! For example, the correct name will 
increase your search engine optimization (SEO) and bring you a steady stream of organic leads.

1. Ensure you include WHAT YOU DO (ie “plumbing”) in the name. Google wants to find 
the perfect answer to every search query (“question”) they get asked, and you want 
YOUR BUSINESS NAME to be the answer to that question! For example, search for
“Calgary Plumbers”... See what I mean? If it’s your company name, your website address, 
and the names on your social platforms, you’re way ahead of your competitors!

2. If the name is not already chosen—and you’re sure that you’ll stay in the same geographic 
area forever—include the place where you do business in your business name as well. (eg. 
“Calgary Plumbing.”) Google shows people the listings that are CLOSEST to them, in the 
city in which they live, for example, and the one that ANSWERS THE SEARCH 
QUERY. Make sure to keep that in mind as you do your research and choose your name. 
Use Google Trends to compare words that people are searching in regards to your type of 
business (eg. plumbing vs plumber) and choose which one is searched more. Make your 
business as SEO-friendly as possible, by naming it correctly, consistently branding, and 
having that exact same name everywhere. One last great example of this is a dentist who 
named his business “Dentist Near Me.” Think like a search engine. Don’t pick your kids’ 
names backwards and call it a day—make your name WORK for you! PS: We love kids; 
we just don’t want you to name your business incorrectly.

3. Type in a website address to see if it’s available: eg. calgaryplumbers.com and purchase 
your domain, and others like it if they’re available. You can point them all to one website, 
and they’re not very expensive. *We use GoDaddy for our domains and we use Grizzly 
Media for hosting. But please, as always do your own research and choose what will work 
best for your business!

4. You also need to do a NUANS search to make sure someone else doesn’t already have 
that name registered.

5. Then, you register your name (at a registry!)

Tasks:
● Choose your name after doing your research.
● Choose a website domain with your name in it.
● Register your name.
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Productivity and Prioritization

As a business owner, you will have a million things flying at you all the time. I want to make that
easier for you. My number one tip for productivity and prioritization is to use your calendar!!
Here are my calendar tips:

● Put EVERYTHING in your life in ONE calendar. Use this as your ONLY gathering point.

● Get rid of ALL sticky notes, to-do lists, emails in your inbox and just a CALENDAR 
because you only have 24 hours in a day, and that’s the same as your calendar.

● Sync this one calendar across ALL of your devices so you can access it anywhere, 
anytime.

● Pre-schedule as much as possible, you especially need to block out time for your needle-
moving activities.

● Use the calendar as a tool to keep your word (which is one of the most important things 
you can do as a leader.) You’ll never forget a meeting or something you said you would do 
for someone because it will all be in your calendar.

● Update your calendar at the end of the day so it’s an accurate time diary.

● Use your calendar as DATA. You need to make DATA-DRIVEN DECISIONS always in 
your business, and when you and your team all use your calendars you’ll be able to go 
back and see: how much time was spent on each social media platform, when it’s time to 
hire an assistant, and so much more!

If you want to learn my other secrets to keeping my sanity and my word, which as a leader, is 
VERY IMPORTANT, check out my Productivity Guide.

Tasks:
● Set up your Google calendar and start by putting everything in it that can’t be moved

such as picking up kids, appointments, lunch etc.
● Sync your calendar across devices.
● Pre-schedule all needle moving activities.
● Create a habit: at the end of everyday update your calendar.
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Resist Purchasing Software Too Early

When you watch a software demo, you will undoubtedly feel impressed, excited, and feel like 
that software will help you do AMAZING things with your business! HOWEVER, you don’t 
even KNOW your business yet! It’s just being born! PLEASE wait.

Do not purchase any Customer Relationship Management (CRM) software until you’ve used 
much simpler (and practically free) tools for a period of time. THEN, once you know exactly 
what you need, you can go LOOK for CRMs. This way you will only buy what you need, not 
what the salesperson doing the demo needs to sell!

In the beginning (and actually we’ve been using it forever, for all of our companies) I highly 
recommend using Google suite for everything. It’s incredibly affordable (free with limited 
storage, if you’re just using it for yourself) and it includes everything you need:

● Google Forms for market research surveys, lead surveys, client surveys, questionnaires,
employee feedback forms, etc., (and beautiful aggregation of data.)

● Google Sheets for financial projections, and a list of all of your prospective clients and
current clients, their mobile numbers, emails, names and business names. *Use this
simple spreadsheet for at least 6 months to a year before you decide what CRM you
want!

● Google Calendar will be how you plan and schedule your most valuable activities (like
the activities in this workbook.)

● Google Slides for presentations.

● Team Chat messenger for communicating on the fly/quickly.

● Gmail, of course.

● Google Drive—storage for all of your docs/forms/sheets etc. where they’ll exist LIVE,
and can be worked on from any device, by multiple users at once! It’s brilliant.

● Google Meet: a super simple, easy to use, and FREE (included in the Google payment)
meeting software to replace paying for some SAS like zoom! Especially in the beginning.
Don’t pay for anything you don’t know you need!

Tasks:
● Write a list of what programs and technology you actually NEED to start operating.
● Research free options and USE them before purchasing any software.
● Set up and become familiar with Google Suite.
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Mindset

You are never going to feel 100% ready!! So use this workbook and get as ready as possible and
then JUMP!!!! Every new business has elements of building their airplane on the way down the
cliff, trust me.

I really wanted to highlight, double underline, and bold this section, because it is going to MAKE
or BREAK you and your business. But, it looked terrible, so just KNOW THIS:

● You, as the business owner and a leader, can be the booster, or the bottleneck. Be the
booster!

● You NEED to do personal development and business education (marketing, leadership
and financials). Put in time every single day! Whether it’s 5 pages or 5 minutes of a
leadership book or audio per day, start SOMEWHERE and start NOW because…

● Your business can only be as successful as you are. You get successful by educating
yourself and implementing tools and strategies (like this workbook) consistently, and with
enthusiasm! Enthusiasm is another great leadership trait by the way. 😉

● Ask for help! Tell your ego to be quiet and use the resources available to you. Most
businesses fail, and this is one of the main reasons—they don’t ask for help. Like
Socrates said, “you don’t know, what you don’t know.” So ask for help and learn
something new.

● Remember that every dollar you spend in your company should earn you at least four!
Keep this in mind when making EVERY decision around spending money, and
ESPECIALLY when you’re building your financial projections budget template. For
example, yes, hire that assistant, when she can help the company create 4x her costs (her
pay, plus CPP, EI, benefits, etc.) She can do this by either helping you with marketing, or
selling 4 times better, OR freeing YOU up to sell or market 4 times better!

Tasks:
● Choose an area you want to grow in.
● Borrow a book, start listening to a podcast, or follow someone new on social media with

a focus on your growth area.
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Legal Requirements

● You need a GST/HST number ASAP, so that you can: 1. Charge GST and look like a real
business, and 2. Be able to claim back (yes that’s right the government gives it back to
you) the GST on your business expenses and purchases! And no, you don’t need to be a
corporation to have one.

● You need to ensure that your business, your business premises (or the place where the
business will be done), and YOU all have the proper insurance needed. This will range
from liability insurance (which every business needs) to errors and omissions insurance
(for any coaches/consultants/professionals, etc.) Whatever your specific type of business
requires, according to the laws in the place the business “lives,” you need to get it. Do
NOT cheap out on this. Insurance is your number one risk mitigator! GET IT! As one of
my mentors once said, “business is a game, and if you want to play, you have to follow
the rules.”

● You need a business license in almost every case. This will again depend on your place of
business, and the specific law governing businesses there. Do your research.

● You may need other permits or licenses, again, please do your research.

● Don’t forget to register your business name.

● Some people trademark their name or a catch phrase if they think it’s worth it. A good
trademark lawyer can advise you on that!

● You need to talk to your very awesome corporate lawyer (who deals with these things
constantly) and decide whether or not you want to incorporate. There are usually two
reasons to incorporate:

1. To protect yourself, your family, and your assets legally, by creating a separate
legal entity. If you go the sole-proprietor route, the CRA sees you as
“self-employed,” not a “business owner.” Creating a corporation for your business
creates what’s called a corporate veil, which will shield or protect you, your
family, and your assets if you get sued, go bankrupt, etc.

2. To save you a lot of money on tax. As a sole proprietor, every cent you make in
“profit” will be deemed your personal income by the CRA. Personal income tax is
very high, no matter where you live. Corporate tax, by comparison, is quite low,
almost anywhere you live. For example, if you made $100,000 profit (what’s left
after everything else is paid) this year, would you rather pay 40% (personal tax
rate as a sole proprietor) or 8% (corporate tax rate as a corporation?) Obviously
the latter. BUT if you do not leave the money in the company, for example, you
pull the whole $100k out as personal income, you get DOUBLE TAXED. That's
right, you’ll get taxed on your corp’s net profit AND you’ll get taxed personally
(remember those high personal tax rates?). So, if you’re going to leave money in
the company, and not pull it all out, OR, you want to protect yourself, your family,
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and your assets from possible loss, talk to your account about incorporating (after
all, there are tax implications to be discussed!)

Tasks:
● Register for a GST/HST account.
● Research and ask fellow business owners for insurance company

recommendations.
● Purchase a business license.
● Research and purchase any other permits you need to operate.
● Decide about incorporating or put it in your calendar for next year when you're

making way more money!
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Building the Dream Team

You may not need a full team of employees at the very beginning of your business, but you DO
need a “Dream Team” of experts as your advisory board. Great news: this is the BEST time to
look for these professionals! For example, the lawyer and accountant I’d recommend you to if
you are in a smaller center—their fees are way too low for the amazing value they provide! But
everything can be done virtually now! Emails, zoom meetings, texts, and online bookkeeping.
It’s all an amazing way to get the best people on your dream team, AND guarantee a great return
on investment. Make sure to meet each one of these people first, interview more than one for
each role, and pick the one you feel most comfortable with—the one who teaches you very
easily. This means you’ll be able to understand some difficult concepts (ie. your financials and
business law) with them as your teacher when it comes up!

● You need a great business lawyer. They need to be great at corporate law as well as
human rights and employment standards. Ask other business owners in your area for
referrals and do your homework. Make sure they have been successfully practicing for
some time and that they can adequately keep you legal and compliant. And do NOT
choose a lawyer simply based on cost. My lawyer is the most expensive in the cities they
operate in AND they are the BEST. I have had several situations over the years come up
and have never worried as my great lawyer and his team always had me covered. You will
have things come up too—it’s an inevitable part of being in business, especially a
successful and long-term business!

● You need a great accountant and bookkeeping team. Do not hire these separately (two
different companies). It can be a nightmare. I have the BEST accounting and
bookkeeping team, and they work together to make sure that all of our businesses are
taken care of, have access to timely reports we need (you’ll need them too, keep
reading!), as well as save us TONS OF MONEY on taxes. You want your accountant to
work very well with your bookkeeper, so choosing a firm based on referrals from other
business owners, and lots of great online reviews is a good idea. You should also
interview them and get a free consultation to make sure they’re a good fit for your needs.
*Pro Tip: your accountant and bookkeeper can do SO MUCH to help you succeed in
business, but sometimes you have to ask for what you want. Over the years a lot of people
have complained to accountants that their fees are too high, which has made some of the
greatest accountants hesitant to offer their extremely valuable insights. Trust me, the
amount that great accountant will save you in tax is always exponentially higher than
their fees, if you do your research and pick the correct firm! They can keep you
compliant, make sure your GST, payroll remittances, corporate tax, and personal taxes are
all paid on time, talk to the governing body (IRS/CRA) in your country on your behalf,
and even completely defend you and handle everything if you ever get audited. And
believe me, when that happens you want that accountant and bookkeeper who have been
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working together on your file! If you’re lucky like me you’ll never have to even talk to the
IRS/CRA! Actually, I’m not lucky, I’m intentional—I intentionally have a great
bookkeeping and accounting team that takes great care of my businesses, and the
businesses of my clients as well. Again, think Dream Team! Do NOT CHEAP OUT ON
ACCOUNTING and bookkeeping services! Please! Unless you WANT to pay a ton of tax
to the government...?

● A great business banker is a HUGE ASSET to have on your team. Make sure you shop
for the bank that is willing to do the most for you as a business owner. Make sure it’s an
established bank that’s been around a long time, and again has great references and
reviews. Do your research, and again, meet them before committing to ensure you’ve
made the right choice. A commercial banker who truly cares about their clients is
sometimes hard to find, but ALWAYS worth the effort! And yes, you guessed it, DO NOT
CHOOSE THE CHEAPEST BANK. Choose the bank that will do the most for you, and
have your back when you need it; choose the bank that’s best for you. Competitive fees
may be a part of that, but they cannot be the only deciding factor.

● A business consultant (like us), or a place in your area that provides some FREE
consulting is another great addition to your dream team. If you get the right business
consultant, with decades of experience (I’ve got over 21 years), the right education (I’ve
got my MBA for example), and successful-business-owning experience (yes, of course
we’ve got that too) they can make you millions and save you a lot of expense and
heartache as well! Just be sure they have the education, experience, and proof (like
references) that they have done what you want to learn how to do!

○ If you have no budget for consulting or coaching, there are always programs like
our TMH VIP Mastermind for only $99/month. In addition, your town or city
probably has a “Community Futures,” “Economic Development,” or
“Tech-Connect” - type of place for new entrepreneurs. They can oftentimes
provide free advice, information on grants or loans, and access to tools and
training.

● There are a TON of marketing companies out there, but only a few good ones in every
area. Be careful when choosing your “expert” and make sure they tell you, based on your
financial goals and your ideal customer, exactly how they think they can get you the
number of leads you need. Your sales process (conversion of the leads) is up to you and
your team, but if the market or message is not bang on, your leads will be non-existent or
hard to convert. Ask for references, and choose a company who’s been around at least
5-10 years, with great online reviews. Make sure you talk to some of their real customers
for references. You want results, not activity. And the results you want are 4 TIMES
the costs back in REVENUE, minimum!

● For your first hire (don’t be scared, it’s in your financial projections and they’re going to
make you 4 times what they cost you!!), you’ll need an exceptional assistant. This means
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they can learn new things quickly (such as online marketing and ALL things computer 
and smartphone), have exceptional critical thinking skills, believe in your vision and 
mission, and truly complement your personality. *All of your hires should be strong 
where you’re not. DO NOT get sucked into the trap of hiring someone you “like.” 
Chances are you’ll have similar qualities and strengths and you need someone with the 
opposite of yours! Make sure you develop and use a hiring process to ensure you hire the 
right people, and remember, they have to make you 4 times what you pay them!!! Make 
sure this is in your financial projections!

● Someone who can lead with you (great leadership.) Good leaders know they can’t do 
anything great alone, and they can’t do anything exceptional, without other exceptional 
leaders. After hiring an assistant (after you read the CEO’s secret weapon) you will most 
likely want to hire someone who can help with production, providing services, marketing 
and or sales. Leadership training and expertise is rare, sadly, so make sure your team is  
learning, use podcasts, audiobooks, books, seminars, courses, or masterminds with group 
training and Q & A (like the ones on TMHBUSINESS.COM.) Remember to project all of 
this out in your budget, and make sure they bring in 4 times their cost!

Tasks:
● Research and ask fellow business owners for lawyer recommendations.
● Research and ask fellow business owners for accountant/bookkeeper recommendations.
● Research and ask fellow business owners for banker recommendations.
● Research and ask fellow business owners for consultant recommendations.
● Research and ask fellow business owners for marketing recommendations.
● Make final decisions on each of the above.
● Look for potential candidates to assist, and to lead with. This doesn’t mean you have to

hire right away but it’s always a good idea to have a pipeline of candidates.
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EFFECTIVE MARKETING & SALES: PILLAR ONE

Market Research

Ideally, you will target a young and fast-growing market. This will make it much easier to
capture market share and hit your sales goals. We believe in data. We make data-driven decisions.
So find your data.

a. How many people (what percentage) use your products or services?
b. What’s the population in your market?
c. Once you multiply the population by the percentage, you’ll get a smaller number, that

number is the “total market.” Or, as I like to call it, the whole pie.
d. You need to calculate (using your financial projections) what percent of the pie (market)

you need to achieve your goals. If you need 50% of the market, consider changing or
adding products/services, OR expanding your market. Going from a local business to a
company that sells across the country through online sales gives you a MUCH bigger
market!

When looking at statistics online, please remember that “normal” and “average” are not good.
The average person is $500k in debt, overweight, and fails at business every single time. Over
80% of businesses fail! Do not be normal! Do your research, know your product/service and
industry, and aim much HIGHER than those average statistics you come across in your research!
You are part of the EXCEPTIONAL 2% and it is possible to do so much BETTER than the
statistics tell you.

Here is an example of how to calculate your total market, and the percentage of it you will need
to capture, in order to hit your sales goals. Here are the calculations:

Total Market = Total Population in Your Targeted Geographical Area × Percentage (as a

decimal) of People Who Use Your Product or Service*
Example:

● The total population in your geographical area = 100,000

● People use your service = 20%

● 100,000 × 0.20 = 20,000

● Your total market is 20,000 people

● The average cost of your product/service is $500*

● 20,000 × 500 = $10,000,000
*You can find these stats through an online search for “statistics % of people who use product X” and
“average cost or service Y”.
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Now that you know your total market (the whole pie), you need to calculate what percentage of
that pie you need to capture to hit your sales goals (below):

Percentage of total market needed = Your Revenue Goal ($) ÷ Total Market ($)

Example:

● Total revenue goal for the first year = $1,000,000

● Total market = $10,000,000

● 1,000,000 ÷ 10,000,000 = 0.10

This means you’ll need 10% of the total market in your first year. Is that realistic? It depends on 
your marketing technique, the amount (and quality) of your competitors, the leads you generate, 
and the percentage of them you turn into customers. It would be a lot better for you though if you 
only needed 0.5%-2% of the total market, especially in your first year. Consider a larger 
geographic area or different products or services if this number doesn’t look good for you.

Now, we analyze the percent of the total market you need (in the above example we used 10%), 
along with the number of competitors in your market. A competitor, in my definition, is anyone 
who could service the clients you want. Research how many competitors are in your same 
targeted geographical area. If there are 1000 competitors, and you need 10% of the pie, we have 
a problem, especially as a new business. As I said before, you can change your
product/service/geographic area to fix this. Ideally your new business should target a young and 
fast-growing market or industry. It’s also important to distinguish yourself with a competitive 
advantage. Using a competitive analysis template to analyze your competitors can help you 
discover a competitive advantage (we have a template within our Strategic Plan workbook.)

Marketing Plan

You need a MARKETING PLAN! A marketing plan will ensure you have goals, a strategy, a 
schedule, and who is responsible for all marketing activities including online marketing, organic 
SEO (watch our podcast on SEO here), Google Ads, and other social media. This is incredibly 
important because it is through your marketing that you attract leads. Without leads your 
business isn’t going to make it very long! So be sure to create a Marketing Plan that is inspired 
by your authentic WHY (why you are moved to do what you do), your WHAT (what it is that 
you do for clients), your HOW (in what way you do that thing you do for your clients), and for 
WHO (your ideal clients). This is also known as your mission statement!
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You Need a Truly Unique USP

● This is one of the biggest problems I see with failing businesses. They don’t REALLY 
have a Unique Selling Proposition (USP).

● The best USP will show itself to you once you’ve done the work: your marketing plan, 
marketing report, strategic plan (especially the competitive analyses.)

● Your USP must be obvious, attractive to potential customers, and be DIFFERENT from 
your competitors.

● Ideally, it’s also very hard to copy: ie EXCEPTIONAL customer service because you 
have the BEST PEOPLE! This comes from great leadership, hiring, marketing and 
financial mastery! All of which we teach in the TMH VIP Group. Did I mention there are 
also over 60 videos in there from our previous live trainings? You could start learning to 
have the best team and an unbeatable USP.  RIGHT NOW.

Email List

Create and continue to grow your OWN ASSETS—your customer list with mobile numbers and 
emails. You want to grow your email list as much as possible instead of relying on social media 
platforms that are very hard to grow and charge you to talk to your own followers! When you 
have peoples’ emails and mobile numbers, and names of course, you have the power and 
permission to communicate with them anytime! This is the opposite of the way social media has 
turned out. Be aware that Web3 is on its way; you need to keep your ear open for that as well!
Michael Stelzer Crypto Business Podcast is a great way to start your research! DON’T MISS 
THIS TRAIN, it’s a great way to have access to your followers and customers without paying 
someone like Facebook.

Pricing

● Do not just copy your competitors' prices. In our companies, we have a motto, “Be the
best, and charge the most!” This means you MUST provide the BEST product/service
and customer experience, EVERY TIME! Your ideal clients are looking for high-quality
and they associate low prices with low quality! So be the BEST and charge accordingly!

● Calculate gross profit and net profit per item or service (tab included on our budget
template) to make sure you’re building enough profit into your prices. The last thing you
want to do is sell a TON of products/services that aren’t profitable enough for you to
cover your overhead expenses and make PROFIT! We want to sell a ton of high profit
things!

● SHOW VALUE, and focus on how exponentially greater that value is than the price.

● Allow your potential customers to see how much better their lives will be with your
product or service, really increase perceived value, and do not lower your price. You do
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not want to compete on price—you will go out of business. If you need help really seeing
the value and how you change peoples’ lives you should do some research and read about
exactly how grateful, happy, and willing to pay for your product the users are! You have
to get into the mind of your customer. Provide so much value that the price isn’t even a
thought!

● You also do not want those customers who just want the “cheapest” option, because the
cheapest option will eventually go out of business. Or, just stay open, accumulating debt
year after year, because they don’t want to give up. Neither of these options are what we
want.

● Be the best, and charge the most. REMEMBER, this starts with the most
EXCEPTIONAL customer experience, every single time. No exceptions!

● Remember, people associate greater quality with higher pricing.

Client Expectations

● A large majority of clients surveyed say they will never return to a business because of
unmet expectations.

● It is impossible for you to control their expectations, unless you TELL THEM what to
expect.

● The key to success is to be clear about expectations, and then deliver on them perfectly!

● If you don’t make what to expect very clear in your marketing, website, conversations,
emails, etc., their very unique set of experiences and knowledge will have them
subconsciously create their own warped expectations of you… and then they’ll be
disappointed if you don’t meet them!

● Create processes, and systemize your expectations, to make sure you and any future team
members communicate and deliver on them. Every. Single. Time. Remember, an
exceptional customer experience is the starting point and absolutely required for success
in business! Clear expectations are a huge part of that.

● Consistency in the client experience is also a huge part of expectations: if they get great
service the first time, but not the second, they’re not coming back because you didn’t
meet the expectations you subconsciously created for them the first time!

● Remember, there is no substitute for EXCEPTIONAL CUSTOMER EXPERIENCE.

Tasks:
● Calculate your total market share.
● Calculate what percentage of that market share you need to hit revenue goals.
● Analyze your own company vs competitors (use SWOT & a competitive analysis.) Decide 

on your competitive advantage and write out your USP.
● Complete a marketing plan (see annual processes below or get our template here.)
● Write your mission statement (why, what, how and who.)
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● Start building your email list (even if you have nothing to sell yet.)
● Follow or subscribe to the email lists of a couple online marketers to keep up with the 

latest changes.
● Calculate the gross and net profit for each of your products/services and set your prices.
● Start creating culture statements and procedures to ensure client expectations are met 

consistently.

FINANCIAL MASTERY: PILLAR TWO

Create Financial Projections

1. Use your market research to confirm that you can achieve your revenue goals, based on
the market, and competitors, and then start with those first. Put your revenue goals for
each month of the next year in your budget template.
Create smart goals, that are calculated by multiplying your prices times the number of
customers (your piece of the pie) you are aiming to get times the average spend from a
customer.

2. Include all expenses in your projections, start-up, as well as ongoing expenses.
3. Make sure the profit you are projecting is realistic, and makes all of this hard work and

risk WORTH IT! If not, go back to the beginning and start over. You can do this!
4. If you don’t grab our incredibly helpful, already done for you budget template, make sure

to put space (columns for each month) in your projections for your monthly actual
numbers, after each goal number. You’ll get your monthly financials from your
bookkeeper/accountant and insert them in there.

Your Monthly Financial Mastery Process

Once you have your financial projections for the year, you MUST look at your monthly
financials (in the actual column of your budget template) and compare them to your GOALS (in
the budget columns of your budget template.)

You’ll be using that budget spreadsheet a LOT. It is EVERYTHING, and makes your monthly
analysis possible, and profitable! Without the projections versus the actual numbers every month,
you’ll do less revenue, you’ll overspend, and you’ll end up with no profit. Please do this for
yourself!

When you have your numbers in your columns, you must go line-by-line, every month, and ask
yourself, “Did I hit this goal? Why or why not?” Then fix it and systemize that fix! For example,
maybe you didn’t hit it because one of your employee’s did not hit their KPIs. Are you doing
regular KPI meetings (monthly?), is your employee happy and engaged at work? Have you given
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them very clear roles and goals?  If not, fix it, systemize it! This means get it into their role, make
goals based around it, and get it into both of your calendars. Now can you see how those
numbers are everything? That said, you need GREAT leadership to help your clients and your
teammates help YOU hit your goals!

Tasks:
● Create and review your financial projections/budget for the year.
● Put it in your calendar monthly to review your budget, as explained above.

INSPIRING, COMPELLING & STRATEGIC LEADERSHIP

You have been given the great responsibility and privilege of leading not only a business, but 
leading a team. This will be one of the greatest joys and honours of your life if you do it 
correctly. Do not waste this amazing opportunity.

We’ve already talked about productivity, prioritization, and mindset as a leader. But I’ll 
repeat three tips that are CRUCIAL as a leader:

1. You’re going to need to keep your email inbox empty by organizing read emails into 
folders, so you can go get info when you need it.

2. You’re going to need to use your calendar for EVERYTHING! Schedule your most 
valuable activities ahead of time, on repeat (ie. monthly processes.) You’ll also use it to 
systemize all of the processes you need done so that your business runs like a well oiled 
and profitable machine!

3. You are going to need to do PERSONAL DEVELOPMENT!! We have tons of great 
leadership training in our TMH VIP Mastermind for only $99/month. You can also listen 
to podcasts (our Business Can Be Better Podcast here), read or listen to books, and attend 
other training. Your self-image, confidence, leadership skills, and emotional intelligence 
are going to determine whether your business does awesome, or awful. Let’s go for 
awesome!

Strategic Planning & Leadership

You’re going to need a strategic plan (click here for our amazing workbook) in order to achieve 
your strategic objectives. These are your BIG goals for the year. They could be revenue goals, 
employee retention goals, profit goals, or gross profit goals. They could be a number of new 
customers, increased conversion of leads, or virtually anything you want to improve in your 
business.

A great leader creates their strategic plan for each year and assigns KPIs (goals) to each member 
of their team (maybe just you at the start) in order to achieve those strategic objectives.
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In your strategic plan you’ll make sure to have powerful mission, vision and culture statements,
analyze your business, your competitors, and your competitive environment, in addition to
coming up with a complete action plan for the year which will include all tasks (in the
calendars!) and all KPIs or goals you’ll need to reach your goals (strategic objectives.)

In addition, your strategic plan should include flexibility and risk mitigation. Luckily for you,
doing all of the assigned tasks in this book will ensure you build in flexibility and mitigate risk!

Remember execution is everything. You can read all the books in the world but if you don’t take
the right actions consistently over time, you won’t have a successful business.

Always Create Data & Make Data-Driven Decisions

I just cannot stress this enough, you must make DATA DRIVEN DECISIONS. There is so much
data available to you already, and it’s mostly FREE! A great leader doesn’t just chase after
anything that catches their attention, they make DATA-DRIVEN DECISIONS, and they teach
their team to do that too.

There are four main ways you’ll do this:
1. Use your primary data to make the best decisions possible about the future. For example, 

at the end of every monthly marketing report, the most powerful question we answer is 
“based on all of the data you collected and analyzed this month, what changes will you 
make going forward to increase ROI and profitability?” Using existing data in this way 
will allow you to get better and better and better! A couple of my amazing teammates 
achieved almost 7000% return on our investment on marketing last month! And that 
includes the cost of their time and everything!
You can also do your own surveys—for very affordable prices—and ask your target 
market the exact questions you want, to get the data you need! For example, “How many 
of our products do you normally purchase in a year?”

2. Use secondary data, or statistics you can find online (like in your market share exercise 
above.)

3. Do a simple cost versus benefit analysis of any situation. What are the costs and benefits?
Which is greater? If it’s the cost, don’t do it! You can get into a lot more complicated 
formulas on this topic if you want to but as long as you’re including all factors, and 
calculating the costs and benefits accurately (based on data), this works perfectly.

4. In your three monthly processes below, you’ll use data to improve all areas of your 
company, every single month!
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a. Marketing: Complete a monthly marketing report (template here) and go over it at
your monthly marketing meeting.

b. Financial: Go over your budget (template here) and look at what you projected
versus actual.

c. Leadership: At each employee’s monthly KPI meeting ensure that you are going
over their job description and KPIs.

What Your People Need From You in Order to be Great

● Fantastic and always improving leaders.
● Inspiring and compelling mission, vision and culture statements—covered in your 

strategic plan AND your marketing plan. They need to know where you’re going, how 
you’ll get there, and what the “rules” are for how we act in your business.

● Include the team in the creation or next iteration of the mission, vision and culture 
statements, as well as other decisions and projects. They will be even more amazing if 
you do this, and so will your culture, company, and future!

● Remember questions are your superpower! Contrary to what most managers (yes I used 
that word instead of LEADERS on purpose) think, it is not your job to boss people 
around, know all the answers, and talk at them constantly. It is your job to ask questions, 
include them, help them grow, and accomplish your goals as a team. And their personal 
goals too.

● Clear roles and goals: job descriptions and Key Performance Indicators (KPIs).

● Development or oversight of policies, procedures, and manuals.

● Implementation of the annual and monthly processes in the next two sections.
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IMPERATIVE Annual Processes

1. Your Strategic Plan:

This is the document (ours is a workbook) we work through when planning out our next 
fiscal year; the document we use for strategic planning, and achieving all of our strategic 
objectives (our big goals for the year.)

Do this every year, before your new fiscal year begins.

Your Strategic Plan should include:
- Fundamentals like the vision, mission, and culture statements.
- A competitive analysis: which objectively compares you and your competitors on 

characteristics important to your ideal target market.
- SWOT Analysis.
- Strategic objectives for the year.
- Your leadership plan for the year, and an organizational chart showing titles and 

reporting structure.
- Your marketing plan and objectives for the year.
- Your financial plan for the year.
- A complete action item plan and chart of who is doing each thing and when, in 

order for you to achieve your strategic objectives!

2. Your Marketing Plan:

Our proprietary annual marketing plan, complete with detailed instructions for each 

section (available here), and includes:

- Strategic objectives— from your strategic plan.
- Review and update of your fundamental leadership statements: your mission 

statement, vision statement, and culture statements.

- Update of your competitive analysis process.
- Your competitive advantage or Unique Selling Proposition (USP) which you’ve 

developed and confirmed using the competitive analysis.
- Your strategic marketing objectives. These are the strategic objectives you can 

accomplish through marketing and/or objectives that when achieved will 
contribute to our strategic objectives being achieved for the year.
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- The action plan for each part of your marketing and sales activities such as: social
media, SEO, ads, public relations etc. Which all get put into the calendar!

PRO TIP:

Make sure all of the activities, goals, and projects are systemized! This means put them
in a job description, on a calendar, make them into KPIs, but most importantly make sure
they are assigned to someone effective who understands the assignment and the
importance of it.

3. Financial Projections

Your Financial projections, or budget, should be done at least one month prior to your
new fiscal year starting.

It is a lot like your startup financial projections, but should be much more accurate and
detailed, because you’ve now had at least one year’s experience, and have been looking at
and analyzing your numbers every month.

Aim for revenue growth, and expense reduction. Be optimistic! You are no longer a
startup. You know what you’re doing!

Be optimistic, since you are implementing your marketing plan, and monthly marketing
report, which will tell you exactly how to get at least a 4x return on your investment
(including time and money spent.) It also shows you exactly how to calculate, and get
yourself, the number of leads you need each month to hit your financial goals! You’re
unstoppable now!
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IMPERATIVE Monthly Processes

First of all…..CONGRATULATIONS for being up and running!!!! And second, now the real
work begins! But it’s SO FUN you won’t even notice it’s work! Plus, these monthly processes,
when done correctly, will make you more and more systemized and profitable, and move you
closer and closer to your goals!

1. Marketing report analysis and decision making.

Our marketing report template (available here) takes you through each and every possible
way to increase leads and revenue.

Monthly, you will analyze and compare your actual results to your goals. Break down 
each part of your marketing and track your results such as: leads, customers, conversion, 
social media results, Google analytics on your website, etc. You’ll see what works, and 
what doesn’t. Finally, you’ll make decisions, to do more of what works, and less of what 
doesn’t. Make sure to put the activities that work into your calendar! If you do this you’ll 
be out-performing and out-earning all of your competitors in no time, because they don’t 
do things like this!

Every. Single. Month. Your leads and revenue should INCREASE, while your expenses 
and time spent on marketing activities DECREASE. If it’s not going this way, go back to 
basics and make sure you’re:

a. Using your marketing plan (template found here.)
b. Using your marketing report (template found here.)
c. Employing the most effective person or company for the job, remember we want

results, not activity.

2. Financial review

Every single month, as close to the beginning of the month as possible, you want to
review last month’s financials. You want to put them into the actual column on your
budget (template available here), and compare them to your goals (monthly goals and
year to date goals.)

When you don’t achieve a revenue number, or you spend more than you budgeted on an 
expense, you go to your leadership, your people, your marketing, and your assumptions 
to figure out what went wrong so you can STOP IT and SYSTEMIZE the ceasing of it.

TMH Business Coaching & Consulting © 2022 24

https://bit.ly/3EbwGkz
https://bit.ly/3EbwGkz
https://bit.ly/3Uy6aaq
https://bit.ly/3hfWnHz


When you DO achieve your revenue goals (WOO-HOO!), and you stay within or, if 
you’re amazing, under budget, you SYSTEMIZE the good things that caused you to hit 
your goals!

Remember, systemization means you make SURE it happens repeatedly by getting it on a 
job description, in a calendar, and flagged for follow up!

3. KPI Meetings

It is absolutely essential to communicate (actually, over-communicate) with your people,
all year long. It is equally important to set aside meeting time, every single month, to
meet with team members reporting directly to you (your leadership team can meet with
the people who report to them.)

During these meetings talk about how to hit KPIs, how things are going for the team
member, and how you can all do better. Keep them positive and focused on questions
(which are your superpower by the way) like, “well, what do you think we CAN do?”

Tasks:

● Schedule personal development time.
● Complete a strategic plan.
● Write your own job description with KPIs.
● Write a team member’s (if applicable) job description and KPIs with them and book

monthly meetings with them to review both.
● Start creating procedures for tasks that work well (eg. marketing activities that increase

revenue.)
● Put it in your calendar and a team member’s calendar to look at marketing activities

monthly and do more of what’s working.
● Put it in your calendar monthly to review your actual financial numbers compared to

what you budgeted.
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In Conclusion

You’ve done it! You’ve implemented the plans, systemized the processes, found amazing people
for your team, and started achieving your great results! We know there’s a lot to remember but if
you USE YOUR CALENDAR, surround yourself with great people, have accountability, and are
constantly learning, you’re in for a great ride!

Remember we’re here to help you!

● Click here to purchase any of our templates mentioned throughout this
workbook.

● Click here to join our TMH VIP Mastermind group with live training and Q&A.

● Click here to enroll in one of our online courses.

● Click here to schedule a FREE strategy session.

● Click here to find out more about Platinum Coaching.

● Visit our website, tmhbusiness.com for everything you've seen in this workbook
and more!
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All Your Tasks in One Place
Tasks:

Decide how you are funding your business.
Apply for any grants or loans you can find online (there are LOTS).
Complete your financial projections AKA budget for the year (get our template here). 
Get the money you need in the bank.
Choose your name after doing your research.
Choose a website domain with your name in it.
Register your name.
Set up your Google calendar and put everything in it that can't be moved, from 

appointments to lunch to all your to-do lists.
Sync your calendar across devices.
Pre-schedule needle-moving activities.
Create a habit: at the end of everyday update your calendar.
Write a list of what programs and technology you actually NEED to start operating. 
Research free options and USE them before purchasing any software.
Set up and become familiar with Google Suite.
Choose an area you want to grow in and borrow a book, start listening to a podcast, or 
follow someone new on social media with a focus on your growth area.
Register for a GST/HST account.
Research and ask fellow business owners for insurance company recommendations. 
Purchase a business license.
Research and purchase any other permits you need to operate.
Decide about incorporating.
Research and ask fellow business owners for lawyer recommendations.
Research and ask fellow business owners for accountant/bookkeeper recommendations. 
Research and ask fellow business owners for banker recommendations.
Research and ask fellow business owners for consultant recommendations.
Research and ask fellow business owners for marketing recommendations.
Make final decisions on each of the above.
Look for potential candidates to assist, and to lead with. This doesn’t mean you have to 
hire right away but it’s always a good idea to have a pipeline of candidates. Calculate 
your total market share.
Calculate what percentage of that market share you need to hit revenue goals. 

Analyze your own company vs competitors. Decide on your competitive advantage and 
write out your USP.
Complete a marketing plan (get our template here.)
Write your mission statement (why, what, how and who.)
Start building your email list (even if you have nothing to sell yet.)
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Follow or subscribe to the email lists of a couple online marketers to keep up with the 
latest changes.

Calculate the gross and net profit for each of your products/services and set your prices.

Start creating culture statements and procedures to ensure client expectations are met 
consistently.

Put it in your calendar to review your marketing monthly (our template here.)

Schedule personal development time.

Complete a strategic plan (our template here.)

Write your own job description with KPIs.

Write a team member’s (if applicable) job description and KPIs with them and book 
monthly meetings with them to review both.

Start creating procedures for tasks that work well (eg. marketing activities that increase 
revenue.)

Put it in your (or a team member’s) calendar to look at marketing activities monthly 
and do more of what’s working.

Put it in your calendar monthly to review your actual financial numbers compared to 
what you budgeted.

Check out the TMH VIP group or book a strategy session with me!

CELEBRATE EVERY WIN AND GOAL ACHIEVED!
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