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As every small business owner knows, if you're not having fun and enjoying
your work, it's pretty tough to stay motivated. And if you're not feeling mo-
tivated, it’s nearly impossible to grow.

So many entrepreneurs — especially those of us who work alone as solopre-
neurs — simply exist, working hard day after day, without ever loving their
business — or having lost that love and enthusiasm they initially had when
they first went out on their own — and sometimes even coming to resent
the very things they used to enjoy.

Perhaps this sounds like you or perhaps you still look forward to your
day-to-day tasks, but are having trouble achieving your goals. Perhaps you
don't even know what your goals are.

Perhaps business feels boring or stagnated, and you just can’t seem to reach
that next level that so many guru’s promise you you'll get to if you just buy
another program.

Whatever level you're at, whether you're in love with your business today
or not, the only sure-fire way to make the next year your best ever is to
spend some time reviewing your wins, setting new goals, and planning your
strategy for the coming months.

If that sounds overwhelming, don't worry. It’s easy, and even fun.

Before you can look forward to the new yeatr, you need to spend some time
looking back. And when you're done, I hope you can proclaim, “You've come
a long way, baby!” But if not, don’t despair. Because if you follow the plan
outlined in this workbook, you'll be able to look back at the end of next year
and say, “Boy, was it fun reaching all of my goals!”

It may not feel like it right now — especially if going in to your office day
after day has become to feel like a bit of drudgery — but you may be very
surprised to learn that you have very likely accomplished a lot in the past



12 months, but you’ll never know what has come about if you don't take a
few minutes to look back and actually find out.

So take a few minutes to think back on this past year to how you started out,
and on the pages that follow make a list of how you've grown and improved.
Keep the following life and business areas in mind as you make your lists:

» Family / Relationships / Personal
= Financial

» Reputation

= Audience Reach

» Charity & Volunteer Work

= Business Vision

» Spirituality

Think about where you were then versus where you are now for each of
these areas, and any others that are important to you.

Here's to & Productivg,
Profitable and vEr\{
HEPPY New Year!

-
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Taking a Look Back

What are your favorite memories of last year?

What did you accomplish or finish?

What made your heart light up last year?

Who nurtured you and Who did you nurture
gave you support? and give support to?
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Taking a Look Back

What were your biggest challenges last year?

What were your biggest failures or diappointments (if any) last year?

What did you learn about yourself?

Do you have any unfinished business left to take care of?
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Looking Forward

What are some things you could do this year that
you’'ve been afraid to try in the past?

How can you stretch your comfort zone this coming year?

What would you be doing if you knew you could not fail, and that time
and money made no difference whatsoever?
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Looking Forward

If you lost everything tomorrow, what would you miss the most?

If your life was perfect, what would that look like to you?

With each of these answers in mind, spend some time writing out why
you do what you do. (This is not an easy exercise, and not one that can be
rushed, so please take your time.)
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Write a letter to yourself

Think forward to one year from now. Write yourself a letter as if that
year is complete. What did you accomplish? Who did you help the most
and how did you help them? How do you feel? How did you celebrate
each success? (Use more paper as needed, or type in your word processor.)

After you've written your future letter, if you'd like, put it in a self-addressed, stamped
envelope, seal and mail to me in another envelope. I won't open it nor look at it, but in
one year I will mail it back to you. You'll be surprised at what you've accomplished. Mail
to me: Marty Marsh, 31855 Date Palm Dr., #3-406, Cathedral City, CA 92234.
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Business Policies

. ) ™

Daily Office Hours:

Mon Thur

Tues Fri

Wed Sat/Sun

Hours of Availability (to others):

Mon Thur

Tues Fri

Wed Sat/Sun

Best Times to Reach Me:

Mon Thur

Tues Fri

Wed Sat/Sun

Best Ways to Reach Me:
\_ J
( My Pricing Policy: )
g J
( My Refund and Returns Policy: )
\_ J

partnerships, collaborators others):

How I want to be treated (by my clients,

.

What I will not tolerate:

(&

My Pricing and Delivery Policy:

-

4 Customer Service Guarantee:

(&

( Confidentiality Agreement:

.
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Your Action & Success Plan

As a self-employed business owner — and a solopreneur — you wear
many hats. What duties and practices can you put into place to be your
best in the following areas:

Secretary/Assistant: (How often and for how long will you wear this hat?)

Examples: Process Email, Empty the inbox, clear your desk, organize office, schedule and confirm appointments, write letters and emails

Bookkeeper: (How often and for how long will you wear this hat?)

Examples: Enter and track income and expenses, send and collect invoices, prepare monthly money management reports

Creator: (How often and for how long will you wear this hat?)

Examples: Create products, design service and program offerings, create products, set pricing, establish launch sequence and execute launches

Project Manager: (How often and for how long will you wear this hat?)

Examples: Set deadlines, create time lines and manage timing of launches, keep projects organized and on schedule

Chief Executive Officer (CEO): (How often and for how long will you wear this hat?)

Examples: Establish mission and vision, make plans for growth, oversee the entire business operation including financial decision-making
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Your Action & Success Plan

In order to feel abundant, free, confident and secure, what amount of
money would you need to earn this year? (Write it BIG so you can see it!)

Total amount
I want to earn:

Less Taxes
and Expenses:

Take-Home
Pay:

How much I need
to earn Monthly:

How much I need
to earn Weekly:

to earn Daily:

How much I need $

List 10 or more things below that you can do or create this next year to

make those numbers a reality:

1

2

O |00 N |6

b

10

Assign a dollar value to how much Assign a date for when you will

each of these items will earn you.

launch or do each item.
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Your Action & Success Plan

How many days will
you work each week?

How many focused hours will you
commit to working each day?

How many vacation days (or
weeks) will you take this year?

What are you doing when you are NOT doing what
you are SUPPOSED to be doing?

Before you can answer this question, you may need to do a time study of how you spend your time. For two or more weeks, set a timer for 15 minute,
20 minute, 30 minute or 1-Hour intervals,; each time the timer goes off write down what you were doing in the time before it went off Be honest
with yourself and do not alter your “normal” routine for this exercise.

What are your greatest time wasters?

What do you need to stop doing once and for all?

What are the perks and benefits you enjoy by being your own boss?
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Your Business Vision

Spend a few minutes thinking about and writing out (in as much detail
as you can) your short and long-term business and life vision:

1 Year:

b Years:

10 Years:
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GOAL SETTING

Try setting at least one goal in each of the following areas, but do not
overburden with yourself with too many. You don’'t want to become so
overwhelmed that you get nothing accomplished.

Family / Relationships / Personal

Financial

Spiritual

Charity & Volunteer Work

Business Growth
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Your Year at a Glance

Now that you know what your goals are, it’s time to break them down into man-
ageable chunks. It's much easier to think about adding 100 people to your mailing
list this week than it is to consider the monumental task of adding 5,000 people
this year.

Use the table below to break your big goals into smaller, more manageable pieces.

Goal Description Monthly Weekly
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Create Do-Able Tasks

Reaching your goals won't just happen. You have to put in the work in order to
achieve new heights.

You've already broken your goals down into monthly and weekly milestones, so
now it’s time to plan the tasks to reach those milestones. For example, if you set
a goal of adding 100 people to your mailing list each week, and you know that
your landing page converts at 20%, then you need to drive 500 new people to your
page. You might do that by running paid Facebook ads, sharing your URL on Twit-
ter and LinkedIn, or buying solo ads. (In each case, you'll need to test and track to
ensure you're spending and sharing in the correct numbers to reach your goal.)

Weekly Goal Task To Achieve Task to Achieve
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Resources Needed

No business-or life-operates in a vacuum. You need help. People, tools and

training are all critical to your success. Some examples of necessary
resources include:

Business Tools Business Training People

= Web hosting » Email marketing & = JV Partners and

» Mailing list manager list building affiliates

= Shopping cart » Facebook ads » Virtual assistants

» Social media presence » Blogging/content = Copywriters

» Landing page creator marketing » Graphic designers
= Webinar host = Technology training » Video/audio editors

When you think of your goals and vision for the coming year, make a note about
the resources needed to accomplish those goals. Some of them you likely
already have, some you will need to research and add to your current list.

What’s missing from your business and life that will help you achieve
your goals? How can you add these things into your plan for this year?
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Accountability & Support

Aside from the tools and training you'll need to achieve your goals, you'll
very likely need support and accountability from others as well.

Who will keep you motivated when you just want to give up?
Who will help increase conversions on your landing pages?

Who will share different ideas and perspectives with you
to help increase sales?

As a small business owner, you need a solid support system to help you get
the right things done. These support people will include:

» Your spouse or significant other

» Your business partner (if you have one)

= Your mastermind group

= Your accountability partner

» Your business and/or life coach (Marty would love to have this role.)

Of these, whom do you currently have? Whom do you need? What roles
will they fill in your goal setting and business growth?
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Goals by Profit Center

If you have more than one profit center, use this page to create a monthly
goal for each center.

Month/Year:

Profit Center #1:

Objective:
Projected Actual
Income: Income: $

Profit Center #2:

Objective:
Projected Actual
Income: Income: $

Profit Center #3:

Objective:
Projected Actual
Income: Income: $

Profit Center #4:

Objective:
Projected Actual
Income: Income: $

Profit Center #b:

Objective:
Projected Actual $
Income: Income:
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Project & Goal Planning

Complete this form at the beginning of every new 30-day period.

Month/Year:

Where do you need to put the most effort this month?

[J Filling the Pipeline [1Following-Up [JSales Conversations/Presentations/Demos [J Closing Sales

What is your Big Goal
for this month?

How many focused hours will you commit
to working each day to attain this goal?

If you could meet this goal, what would that get you?

Examples: Pay some bills? Take a vacation? Buy a treat? Buy something for your kids or spouse? Re-invest in your business?

If you meet this goal, what will be your reward?

Make it something meaningful, not something you would ordinarily treat yourself with.

What are up to 3 things you need to help you accomplish your goal?

Examples: Hire an employee? Hire a contractor? Hire a VA? Take a class? Learn a skill? Brainstorm ideas with someone?

1

2

3

List up to 10 activities/actions you can do daily to achieve this particular goal:

6

7

8

9

Gl WIN (=

10

Give yourself permission to take imperfect action to achieve this goal.

Adapted from Get Clients Now!™ © Wings for Business, LLC ® Marty Marsh is a licensed Get Clients Now! Facilitator and Trainer
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Your Ideal Day

In the space below, describe what your ideal day would look like from the
time you get up to the time you go to sleep. Can you set your life up so
that you can live your ideal day at least 80% of the time?
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-1 I PROMISE THAT NO MATTER WHAT, I WILL GET THIS DONE TODAY:

MARKETING RELATED ACTIVITIES I WILL DO TODAY: APPOINTMENTS FOR TODAY:

TIME APPOINTMENTS/TIME-BOUND ACTIVITIES

OTHER ACTIVITIES I WILL DO TODAY:

PERSONAL THINGS / ERRANDS I WILL DO TODAY:

PERFORMANCE & IMPROVEMENT DELEGATE TO VA/OTHERS:

READING FOR TODAY: TODAY'S INCOME:
DIET & EXERCISE PLAN: TODAY'S EXPENSES:
JOURNAL

CALLS TO MAKE:



A Living Document

The goals and task lists you've created are only the beginning. You’ll con-
tinue to add to them as new ideas occur, and old ones turn out not to work
(or you hate doing them, or they’'ve lost their importance).

So don’t look at any of these as a MUST do list. Look at them as a CAN do
list instead.

Here's the really important thing, though:
Do something every day.

Pick one thing that will move you closer toward your goals each and
every day, and once in a while — say once per quarter — revisit your goals
and your vision and ask yourself, “Is this still what I really want from my
business and life?”

Then, make your decisions accordingly.

Connect with Marty

Phone: 206-290-7901
eMail: marty@martymarsh.com
Web: martymarsh.com
Facebook: /MartyMarshMarketing
Twitter: /MartyMarsh
LinkedIn /in/MartyMarsh
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