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MODULE 4 VITAL HOME ACTIONS
FUNDAMENTAL FOUR – YOUR PROSPERITY PLAN

Definition:

Your Prosperity Plan (Part A) is a simple, straightforward, written plan that answers the following 3 questions:
1)  What kind of business am I building? 

What is my VISION?
2)  Why am I building this business?  

What is my MISSION?
3)  What are the results I am going to measure? 
What are my OBJECTIVES?
Purpose:   Prosperity Plan (Part A)
The main purpose of your Prosperity Plan is to create CLARITY and FOCUS.   Creating a written plan and revisiting it on a regular basis brings what you are creating and why into conscious awareness… and keeps it there!  By ‘doing it’ and ‘reviewing it’ you will be able to constantly measure the opportunities, decisions and progress of your business. 

Key Principles:

There are many, many excuses to NOT do a Business Plan…
“I don’t need a plan.”   “I won’t use the plan.”   “It will take too much time.”

“I don’t know what my plan will look like.”   “It is too much work.”

“I like to work holistically.” “I’ll make it up as I go along.”

However, despite these excuses, most people still need a written business plan. You’ve heard the proverb, “Those who fail to plan, plan to fail,” right?  Well, proverbs like that hang around and get repeated over and over again for a reason.  In most cases, it is because they are immensely wise, statements of truth.  
To be clear, a Prosperity Plan is really just a business plan – but we’ve found the phrase ‘business plan’ often brings up all sorts of constricting emotions.  So, we’ve decided to re-frame it.  The other key ingredient to making this process enjoyable?  Keep your Prosperity Plan SHORT and SIMPLE!  

There are many, many benefits of going through a business planning process, but here are some of the main reasons it is in YOUR best interest to complete a succinct and simple plan for your business:
· CLARITY
Most people have some kind of plan in their head anyway.  Putting it on paper helps you make that plan crystal clear!
· OBJECTIVITY

A business plan helps you stay objective and allows you to take a professional look at your business.
· FOCUS

A written plan will help you identify objectives and focus on what needs to be done in both the large picture (strategies) and the daily activity (tactics).

· ACCOUNTIBILITY

When you have a plan, you can refer to the plan to make sure every action being taken supports the overall plan.  

· PRIORITIZATION

Your plan will help you with priority setting, and will help you look forward to where it is you going so can be clear about the steps you need to take next. 

· OPPORTUNITY IDENTIFICATION

A business plan also helps you identify opportunities when they appear.  Specifically, the plan will help you recognize which opportunities are on the path and which opportunities can be passed on.

· EFFECTIVE DECISION MAKING

A written plan helps you make effective decisions that are in alignment with the objectives of your business.  For example, when opportunities are presented to you, you can say YES or NO depending on whether it fits your plan.  You may even add an item to your plan because the new idea/opportunity fits your overall business objectives.
The FUN begins on the next page…
Please complete the following sections for Part A of your Prosperity Plan as best you can.  More information and clarity will be provided to you on our next call.
VISION:  What am I building?

a) Company Title:

What is the name of my training company? 

    Example:  Leader to Luminary
b) Location:  


Where will my business be located? 

    Example:  Vancouver, BC Canada
c) Services:   


What services will my company provide?

    Example: Event Marketing, Curriculum Design and Delivery Coaching, Revenue Generation Coaching
d) Specific Audience: 
Who am I providing these products and services to?

    Example: Event based trainers and event based training companies in the personal development industry.
e) 1 Year Metrics:

What are the specific metrics to know I am successful?

     Example: $500,000.00 of revenue and 80 individual clients to go through our Educational programs, and an    

     ongoing service relationship with at least 5 big company clients
1 Year Revenue Goal:
Clients Helped:
NOW:  Put all of your answers into the following VISION Sentence Template:

Within one year, I will grow (Location) based (Company Title) into a (Revenue Goal) business, which provides (Specific Audience) (Services) helping over (Clients helped).
Example:
Within one year, we will grow Vancouver based Leader to Luminary Training Inc. into a $500 000 dollar business, which provides event based trainers and event based training companies in the personal development industry live event marketing, curriculum design and and revenue generation education and coaching

– helping over 80 individual and 5 big company clients.  
MISSION:  Why am I building it?
What promise am I making to my clients?  What is motivating me to build my company? What is my unique mission? What promise do I make to my clients? What gets me excited about what I am doing? What inspires about what I am creating?
 Example:  Leader to Luminary cultivates a global culture of openness by inspiring and developing leaders who fully express their truest gifts for the purpose of enhancing human consciousness and contributing to overall planetary evolution. 

OBJECTIVES: What are the results I am going to measure?
Please create at least 5 Objectives with the following pattern: Noun, Verb, Number, Date.  
You must be able to track your objectives.  This means you need exact numbers that can be monitored for accountability, motivation and success celebration!
Example #1: Enroll at least 100 individuals in our Magnetize Your Audience Coaching Program by Oct 2008.

Example #2: Complete two full 8-month Tele-trainings by Dec, 2008
Example #3: Write and send 25 online newsletters by Dec, 2008
Example #4: Conduct 4 individual train-the-trainer 1 day consultations by Dec, 2008
Example #5: Lead 6 LIVE presentations on other people’s stages by Dec, 2008.

