2019 BUSINESS PLAN

Name:

Date:


Mission statement


Business goals


Personal goals


Marketing plan

	Target market
	Needs
	Rationale
	Approach

	
	
	
	



Monthly business goals

	
	Monthly goals

	Why: By: How: Reward:
	Jan: Feb: Mar: Apr: May: Jun: Jul: Aug: Sep: Oct: Nov: Dec:



Monthly personal goals

	
	Monthly goals

	Why: By: How: Reward:
	Jan: Feb: Mar: Apr: May: Jun: Jul: Aug: Sep: Oct: Nov: Dec:



Daily game plan


[image: image1]
Vision and beliefs

My assets – what I can offer people:

My achievements:

My ideal day:

I would like to be:

My business philosophy is:


[image: image2]
2018 review: last year’s numbers

Income

Revenue (fees, commissions, other)

All other expenses


[image: image3]
Assets under management (AUM) — in millions

Fee-based AUM ($)

Revenue mix

AUM fees
%

Retainer fees
%


[image: image4]
Money managers
%

Insurance
%


[image: image5]
Transactions
%

Other
%

Clients

# Clients at start of year

# Clients lost this year


[image: image6]
Sources of new clients

Seminars
%

Direct mail
%


[image: image7]
Strategic alliances
%

Public relations
%


[image: image8]
Clients by asset levels

$0–$99,000
%

$250,000–$499,000
%


[image: image9]
$1M–$4M
%

$10M or more
%


Last year’s accomplishments

1. Biggest professional accomplishment last year:

2. Biggest professional challenge last year:

3. Biggest marketing success:

4. Biggest marketing failure:

.

5. Biggest personal success:

6. Biggest personal failure:

7. Who was my best new client for the year? I got him by:

8. Which client did I unintentionally lose last year? Why did that happen?

9. What mistakes did I make last year that should never be repeated?

10. What was my biggest lesson learned last year?


Q1 Business Goal Review

	Goal
	On Track
	What's Working
	Actions Needed

	
	
	
	


Q1 Personal Goal Review

	Goal
	On Track
	What's Working
	Actions Needed

	
	
	
	


Q1 Overall Review

	

	Overall Rating
	

	Best Thing About Q1
	

	Needs Attention
	



Q2 Business Goal Review

	Goal
	On Track
	What's Working
	Actions Needed

	
	
	
	


Q2 Personal Goal Review

	Goal
	On Track
	What's Working
	Actions Needed

	
	
	
	


Q2 Overall Review

	

	Overall Rating
	

	Best Thing About Q2
	

	Needs Attention
	



Q3 Business Goal Review

	Goal
	On Track
	What's Working
	Actions Needed

	
	
	
	


Q3 Personal Goal Review

	Goal
	On Track
	What's Working
	Actions Needed

	
	
	
	


Q3 Overall Review

	

	Overall Rating
	


	Best Thing About Q2
	

	Needs Attention
	


Appendix





Appendix





Marketing expenses





Operating income (revenue minus expenses)





Total AUM ($)





Hourly fees





%





Mutual funds





%





Annuities





%





Fixed income





%





Loans/mortgages





%





# New clients gained this year





# Total clients at year-end





Referrals





%





Online (web and social)





%





Cold calls





%





Other





%





$100,000–$249,000





%





$500,000–$999,000





%





$5M–$9M





%










