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THE 5 W’S OF BUSINESS

01

WHY:
I want to do this business because:

My products and services are special because:

People will want to do business with me because:
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THE 5 W’S OF BUSINESS

02

WHO:
My ideal customer demographics are:

My ideal customer description:

My ideal customer’s pain points are:
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THE 5 W’S OF BUSINESS

03

WHAT:
The products/services I offer are:

The benefits of my products and services are:
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THE 5 W’S OF BUSINESS

04

WHERE:
My products and services can be found:

I will accept these forms of payment:

For customer service inquireies, customers can:
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THE 5 W’S OF BUSINESS

05

WHEN:
I will launch my business on:

Before each launch I will:

I will launch a new product every:
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OBJECTIVE
What goal do you want to accomplish with your business?

What goals have you set for your business?
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OBJECTIVE
What goals do you want to accomplish with your business?
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" YO U H A VE TO

LEA R N TH E

R ULES O F TH E

GA M E - A ND

TH EN YO U H A VE

TO  P LA Y BETTER

TH A N A NYO NE

ELSE . "

Albert Einstein
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MISSION
What is your business’ mission? What do you want to

accomplish within your business?
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MISSIO N

Key elements of a  mission statement

Inspirat ion - What's one thing you can
say to inspire your audience

Plausibility - What sounds reasonable?
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MISSIO N

Value - What value can you add to the
world?

Specificity - Be specific about what goal
you want to accomplish
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VISIO N
What is the vision you have for your business? Think Big.

Many businesses sta rting out think that they have to think
small because they're sta rting out, but they need to see

beyond small minded thinking.
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VISIO N
What is the purpose of your brand? What does the future
of your brand look like in the next 3-5 years? What about

the next 5-10 years?
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" You  h ave t o see

fa i lu re as t h e

b egi n n i n g an d

t h e m i d d le, b u t

n ever  en t er t a i n  i t

as an  en d . "  -

Jessica  Herrin, founder a nd CEO of
Stella  & Dot
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VALUES
What a re your company's va lues? What does your
company stand for? What do you believe in?
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VALUES

4 things your va lues should be:

Unique - Your brand's va lues should be unique to
your business. Your brand va lues should reflect the
va lues of your brand culture and identity

Meaningful - Your brand va lues should mean
something to you and your audience. Make sure
your va lues connect to your audience and reflect
how they would see change.

Concise - Your brand va lues should be clear and
easy to understand. Your audience should see
clear branding throughout your images,
messaging and overa ll brand stra tegy.

Timeless - Your brand va lues should transcend
time. Your va lues should remain consistent even
through the changing times.
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Apple is focused on making the best, most creative
products in the world while keeping technology simple
for the masses. The Apple brand va lues identify the
business as one that focuses on qua lity over quantity.
Today, Apple workers a re more united than ever,
creating seamless experiences for customers both online
and offline.

VALUES (EXAMPLE)
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CO MPANY PRO FILE
Name:

Industry:

Fast
Facts:

Executive
Officers:

Projected
Annual
Sales:

Expertise:



KEYS TO  SUCCESS
What a re 4 Keys to success that your company will carry
out to ensure the success of your company and brand?
What a re the things that set you apart from other
businesses in your industry?
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KEYS TO  SUCCESS
Some examples of keys to success include:

EXCELLENT 
CUSTOMER 

SERVICE

ESTABLISH
AND BUILD BUSINESS

RELATIONSHIPS

OFFERING 
REASONABLE

PRICES

RAPID 
GROWTH TO 

CONTROL THE
MARKET
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PRO DUCTS +  SERVICES
Write down a  few of the ma in products and services you will offer

a long with the price you will offer them for

Product Name Description Price O ffering
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FEATURES +  BENEFITS
Write down a  few features and benefits of your products/services:

3 Key Features 3 Key Benefits

3 Key Features 3 Key Benefits
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FEATURES +  BENEFITS
Write down a  few features and benefits of your products/services:

3 Key Features 3 Key Benefits

3 Key Features 3 Key Benefits
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" St ar t  as sm all  as you

can .  Wh en  I  st a r t ed

Sk i n n yM e Tea , I  h ad  $2 4

i n  t h e b an k , an d  I  w as

en t i rely self-fu n d ed .  I f

you  are n ot  em b arrassed

b y t h e f i r st  versi on  of

you r  p rod u ct ;  you ’ve

lau n ch ed  t oo la t e. "  

 
-Gretta  Rose va n Riel, Founder of

Hey Influencers



I D E A L
C L I E N T



TARGET AUDIENCE

Age Range Gender

Geographic 
Location(s) :

Education 
Level:

Marita l 
Sta tus:

Annual
Income:

Interests:  

Hobbies:



TARGET AUDIENCE
Where
they
hang out
O nline:

Who they
follow:

Pa in
Points:
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TARGET AUDIENCE
Motivations:

Desires
in Life:
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BUYER PERSONA

Name: Age:

Employer:

Education 
Level:

Marita l 
Sta tus:

Annual
Income:

Persona lity
Type:

Goals:
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BUYER PERSONA
Example
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PERSONA GOALS + MOTIVATION
What goals does your ideal client have?
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PAIN POINTS
What things does your ideal client suffer with?
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"Don’t try to do

everything by

yourself, but try to

connect with people

and resources. Having

that discipline and

perseverance is really

important."

Chieu Cao, Co-founder of Perkbox
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M A R K E T I N G



MARKETING O BJECTIVES
The problem:

The Solution:

Competitive
Advantage:



MARKETING O BJECTIVES
Goal in 
Marketing:

Key
Performance
Metrics:

Marketing
Stra tegy:



SALES STRATEGY
What stra tegies will you implement in order to increase
sa les among buyers?

Ex:  Introductory Offers, Monthly Sales, Product Bundles, etc.
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PRO MO TIO NAL TACTICS
How will you promote your products in a  way that will be

irresistible to buyers?
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SWO T ANALYSIS

Strengths Weaknesses

ThreatsOpportunities
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BRAND VO ICE +  MESSAGING
Your brand voice is the way you ta lk to your audience
and a lso how they respond to you. O ne of the biggest
mistakes people make when choosing a  brand voice is
choosing one that has no life. What will your brand voice
sound like?
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BRAND VO ICE +  MESSAGING
When people interact with your brand, how do you want
them to feel? (Empowered, educated, sexy? etc. )  Ta lk
to them in a  way that they'll feel this. How will you
accomplish this?
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CO MPETITO R ANALYSIS
Question Competitor A Competitor B

Who are your competitors?

Where a re they located?

What a re their strengths?

What a re their weaknesses?

What is the company's product line?

What is the company's price structure?

Who are their suppliers?

What a re weaknesses in their marketing?

Brand Tone

Brand Messaging

Brand Vision

Brand Mission

O ther info:

O ther info:



M I L E S T O N E S



KEY MILESTO NES

Idea Phase Concept Phase Comittment Phase

Validation Phase Execution Phase Scaling Phase
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GO AL SETTING
Specific Goa l Time Limit Due Date Date Finished



GO AL SETTING

Identify 
your Goals

Set 
Timelines

Create
Milestones

Develop an
Action Plan

Track your
Goals

Monitor your
Goals

Bra instorm

Create deadlines

Track Metrics

To-Do List

Manage
Goals

Keep track of what's
getting done and what

isn' t



BUSINESS STARTUP CHECKLIST

Groundwork

� Choose a Business Structure
� Determine start-up costs
� Research your Target Market
� Write your Business Plan
� File Trademark Paperwork
� File Patent Paperwork
� Research Competition
� Apply for Business License
� Register with your State
Government
� Apply for special licenses

Business development

� Apply for an EIN Number
� Register with the Department of
Revenue
� Open a Business Checking Account
� Register with Duns + Bradstreet
� Check the SBA.gov website
� Apply for necessary loans
� Create social media accounts w/
desired name
� Set up Business Email
� Set up website w/ domain
� Hire a graphic designer
� Purchase accounting software
� Purchase POS System

Product Development

� Order inventory
� Contact Supplier + Order Samples
� Take Product Photos
� Determine where to Sell
� Determine Product Pricing
� Order Product Packaging
� Find Invoicing Software
� Determine Financial Forecast

Marketing

� Create a Marketing Strategy
� Join Facebook Groups
� Determine Marketing Budget
� Create a content calendar for
Social Media
� Set up Email Marketing Campaign
� Set up email automations
� Build your email list
� Come up with a social media
strategy
� Determine ways to find new leads
� Write blog posts
� Set up SEO + SEM
� Create a press release
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