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WHY THIS KIT? 
 

Here’s the thing nobody tells you about starting a new 
business. Most people start a business, usually a long-
time passion or hobby, and choose their colors, the logo, 
prices, and even get a cute website to match. Then, they 
have an exciting launch! Woohoo! Not long after launch 
day, when the dust has settled, they discover the 
inevitable. They discover the daunting fact that they have 

no idea how to run a business. At which point, it’s too late, they have already 
launched to the public, friends, and family. So they wing it and learn what 
they can as they go along. Repeated trial and error takes a toll on the success 
of the new business, followed by discouragement, overwhelm, and a steadily 
declining reduction in stamina. It is not long before they become the next 
failed business statistic.  According to the U.S. Small Business Administration, 
over 50% of small businesses fail in the first year and 95% fail within the first 
five years.  
 

 

MOST NEW BUSINESS OWNERS ARE SKILLED  
AT THE SERVICE OR PRODUCT THEY OFFER, 

BUT ARE NOT AT ALL SKILLED AT RUNNING A BUSINESS. 
IF YOU CAN’T ANSWER THE BASIC QUESTIONS IN THIS KIT  

YOU ARE ONE OF THEM 
 

 

There is a better way. Plan and master all the moving pieces of your business 
before launch day. Yes, there will be a vast amount of detail about running a 
business that can only be learned as you go, only with experience, this is 
undeniably true. However, your ignorance should not consist of the very 
basic standard framework required to make the business operational. In the 
business operations aspect of your business, you should dominate, master, 
and feel confident and in full control before launch day.  
 
Unlike other business starter kits, the purpose of this kit is to pull back the 
curtain on all the moving parts of your new business and reveal the 
competence of your operation or the lack thereof. If you can’t answer the 
basic questions in this kit, you are not ready to launch your business….yet.  
 
Let’s do this,  
-Harmony 
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THE REALITY CHECK 

BUSINESS OR HOBBY? 
TAKE THE QUIZ 
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WHAT’S THE 
DIFFERENCE? 

 
A common mistake I often see new entrepreneurs make is to turn their 
hobbies into businesses, and then proceed to treat their new business 
venture like a hobby. Once you turn your hobby into a business, if your 
behavior and approach do not change, I have news for you, it’s still a hobby; 
except now it’s a glorified hobby with additional expenses and unrealistic 
expectations. 

 

Definitions 
Hobby: An activity done regularly in one's leisure time for pleasure. 
Business: A person's regular occupation, profession, or trade. The practice of 
making one's living by engaging in commerce. 

 
A hobby is something you may do on and off when you have time or get 
around to it. You might take a week or two off when life gets busy, and come 
back to it later. It may even make you a little money here and there but 
nothing consistent. Starting a business on the other hand operates more like 
a formal job, with set hours, a consistent schedule, crucial responsibilities, 
and minimal breaks. With a thriving business, you will see consistent cash 
flow and growth. The difference between a job and a business is that the only 
person watching to make sure you clock in and out and get the job done is 
you. 
 
Take the reality check quiz to see if you are ready to turn your hobby into a 

business. Answer the questions honestly. If you find yourself disagreeing with 

most of these statements, it’s time to rethink your business. 

 

 
"A BUSINESS WITHOUT A PATH TO PROFIT 

 ISN'T A BUSINESS, IT'S A HOBBY"  
~ JASON FRIED, BASECAMP 
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MINDSET REALITY CHECK QUIZ 
 AGREE DISAGREE 

For my new business to get off the ground I have to consistently 
invest anywhere between 7-40 hours every week for the first year 
without fail. This may mean giving up weekends, social events, and 
time with friends and family during the early stages of my business. 

  

My new business will likely require me to make a substantial 
financial investment in the first year. I have money to invest. 

  

I may not see a profit for the first year or two. I have set aside funds 
to keep the business afloat until I am in profit mode.  

  

To get to profit mode, I have to initially invest back into the 
business all the money I make from it. 

  

I will not always be able to run every area of my business on my 
own. To grow exponentially, at some point I will hire help like 
employees, contractors, a mentor, a coach, or a virtual team. 

  

When I take time off from my business, during the early stages (first 
year or two) it has a crippling impact on the success potential of my 
new business. 

  

While my business may be my passion, I will have to invest time 
into learning how to manage aspects of my business that have 
nothing to do with my passion such as accounting, managing client 
data, marketing, customer relations, and operations.  

  

Since I have limited experience running a business, if I don’t 
routinely take courses, and read books to acquire new skills, it is 
likely my business will not thrive or will reach a glass ceiling. 

  

I have a set work schedule for my business. I have designated daily 
work hours and I intend to hold myself accountable for being 
consistent with keeping these hours, as my success depends on it. I 
don’t plan on taking time off during my first year in business. 

  

If I don’t consistently have customers, or I am not making money, I 
don’t have a business, I have a hobby. 

  

There may be times when dealing with the administration and 
operations of my business when I will not enjoy it. I understand I 
signed up for that as well when choosing to start a business. 
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GPS + ROADSIDE ASSISTANCE 
= THE BUSINESS PLAN 

You will buy a new car (car= your new business) and eagerly drive down the 
very popular and overcrowded road to success (road= ambition, tenacity, 
consistency).  Once on the road, you will discover that your new car is a 
foreign car, which you do not know how to operate, and you also don’t own a 
manual.  Frustration sets in, and before you know it, the car breaks down. 
Finding a mechanic for your foreign car is difficult and repairs are pricey. The 
new car excitement has quickly dwindled. You are now overwhelmed, and 
not sure what to do next. On top of it all, your personal life has gotten super 
busy, leaving little time for car-related issues. This is about the time when 
you make the decision that hundreds before you have made at that very 
juncture… you decide to park your new car. 
 

 
“THE ROAD TO SUCCESS IS DOTTED WITH MANY 

TEMPTING PARKING SPACES.” 
― WILL ROGERS 

 
Whether you park your new car for a few days, weeks, or months, any 

amount of time your car is off the road, its chances of being the next failed 

business statistic increase by the minute. This is where your business plan 

comes into play. Your business plan is your GPS on the road to success, as 

well as your operations manual and your roadside assistance rescue plan for 

when your car breaks down. What is your detailed written step-by-step plan 

to get your new business to arrive at your end goals? What even is your end 

goal?  What is your plan for when everything goes unexpectedly wrong or 

when you feel stuck? What will be your strategy to get back on the road 

when you have setbacks? Let's start by answering these questions today. 

 
“IF YOU DON'T KNOW WHERE YOU ARE GOING,  

ANY ROAD WILL GET YOU THERE.” 
-LEWIS CARROLL 
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THE BUSINESS PLAN TEMPLATE 

BUSINESS PLAN 

Is This a Good Business Idea? What 

Research Brought You This Conclusion? 

Click Here For Resources. 

 

 

 
Business Name and Mission 

 

 
Products or Services and Pricing List 

 

 
The Problem Your Business Solves 

 

 
What Is Your Solution  

To the Problem?  

 

https://www.entrepreneur.com/article/290111
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For Who Does Your Business Solve A 

Problem? Target Audience:  

Age, Gender, Geographical Location, 

Economic Status, Interests 

 

 
Who Is Your Competition? 

Name Three Industry Competitors   

 
BUSINESS TRAFFIC 

Where Will You Sell Your Product  

Or Services? What Selling Platforms Will 

You Use Online and/or In-Person? 

 

 
How Will You Promote Your Product Or 

Services To Gain New Leads?  

 
Where Will You Market Your Services? 

What Platforms Online and/or In-Person?  
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BUSINESS BUDGET 

What Is Your Startup Budget And Your 

Ongoing Monthly Expense Budget?   
What Do Your Recurring Monthly 

Business Expenses Total Up To?  
What is your price per service or 

product? How Many Monthly Sales  

Do You Plan To Make? 

 

What Is the Minimum You Must Make 

Monthly In Profit For You to Stay In 

Business? 

 

How Much Will It Cost Per  

Month for Paid Marketing and/or 

Advertising? 

 

Do You Have Business Savings to Keep 

The Business Running If/When You Do 

Not Make Sales? 

 

BUSINESS VISION 

What is Your Vision for This Business?   

What Will You Accomplish?  
What Milestones Do You Have For The 

First Six Months Of Your Business?   
What Milestones Do You Have For the 

First Year Of Your Business?  
What Five Consistent Steps Will You 

Need To Take To Achieve These 

Milestones? 
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BUSINESS STRUCTURE  

Decide on Your Legal Structure: LLC, 

Sole Proprietorship, Partnership, or 

Corporation 

 

Will You Need Copyrights, Trademarks, 

Licenses, or Special Permits?  
Will You Need To Recruit Partners or 

Team Members Either Right Away Or 

Later Down The Line? 

 

List Resources You Will Use To Run 

Your Business. Include Organizations, 

Websites, Schools, Memberships, 

Certifications, or Even Software. 

 

PASSION & CLARITY 

How Passionate Are You About This 

Business Venture and Why?  

What Hours Have You Set Aside Daily 

And Weekly To Work On Your New 

Business? How Many Hours Total?  

What Will You Do To Stay Consistent In 

Keeping Those Hours? 

 

What Resources Will You Turn To When 

You Feel Your Business Is Failing And 

You Don’t Know What To Do? 

 

What Is Your 30 Second 

Elevator Sales Pitch?  
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THE BUSINESS PLAN   

TEMPLATE CHEAT SHEET 
GUIDE TO COMPLETING YOUR TEMPLATE 
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BUSINESS IDEA 

Business Name And Mission  

  
Name and mission. What do you stand for, and what are your 

core values? Do you have a business philosophy or slogan? 

Products Or Services And Pricing 

List 

List your primary products or services and your list of prices. 

The Problem Your Business Solves What is the need in the marketplace for your product or 

service? 

What Is Your Solution To The 

Problem? 

What is your product or service appeal? Why should others 

choose you over the competitors? What makes you different?  

For Whom Does Your Business 

Solve A Problem? Target Audience:  

Age, Gender, Geographical Location, 

Economic Status, Interests 

Create a profile of your ideal customer. Be as specific as 

possible. For example: “Stay-at-home moms in the US, ages 

25 to 35, who go to school or run a business part-time, and 

are looking for help managing their busy schedules.” 

Who Is Your Competition? 

Name Three Industry Competitors 

This is where you list others who offer the same or similar 

product or service as you. Before you get started, research 

your competitors to get a scope of the marketplace you are 

entering. 

 BUSINESS TRAFFIC 

Where Will You Sell Your Product  

Or Services? What Selling Platforms 

Will You Use Online And/Or In-

Person? 

Describe your full sales process here. Will you have a website 

or physical store, or will you sell your products on Amazon or 

Etsy? Will your services be posted in the local newspaper? 

Will you book a table at the local flea market or sell your 

product at a retailer? 

How Will You Promote Your Product 

Or Services To Gain New Leads? 

How will you keep people constantly finding you? Will you 

incentivize word-of-mouth referrals? Will you use online 

marketing, videos, and/or ads? 

Where Will You Market Your 

Services? What Platforms Online 

And/Or In-Person? 

What platforms will you choose to market your services? 

Facebook or Google Ads campaign? Will you publish an ad in 

your local bargain hunter magazine or attend network events? 
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BUSINESS BUDGET 

What Is Your Startup Budget And 

Your Ongoing Monthly Expense 

Budget? Do You Have A List Of All 

Your Monthly Expenses? 

Even if you only have $100 to start, you will need to create a 

budget and be clear on what you can afford. Make a detailed 

list of every single expense your business will have every 

month. How will those expenses be paid monthly? 

What Do Your Recurring Monthly 

Business Expenses Total Up To? 

Make a list of all the bare minimum expenses your business 

cannot survive without. Determine a monthly expenses 

amount. 

What Is Your Price Per Service Or 

Product? How Many Monthly Sales  

Do You Plan To Make? 

If it’s your first time starting this business, estimate very 

conservative income numbers while you gain experience and 

expect to go some months without making any sales. 

What Is The Minimum You Must 

Make Monthly In Profit For You To 

Stay In Business? 

If you tallied up your minimum monthly business operation 

expenses, use that number as the minimum you will need to 

make every month to cover the cost of basic operations. This 

is unless you are also using your business income for 

personal use, in which case, adjust the figure to account for 

your additional expenses. 

How Much Will It Cost Per  

Month For Paid Marketing And/Or 

Advertising? 

You can invest as little as $100 a month on paid ads or 

marketing. At first, start with small figures to see what works 

best. Don’t know how to market your services? Consider 

hiring a professional. 

Do You Have Business Savings To 

Keep The Business Running If/When 

You Do Not Make Sales? 

“Two to three years is the standard estimation for how long it 

takes a business to be profitable. That said, each startup has 

different initial costs and ways of measuring profit. A business 

could become profitable immediately or take three years or 

longer to make money.” –Freshbooks.com 
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BUSINESS VISION 

What Is Your Vision For This 

Business?  What Will You 

Accomplish? 

“If you are working on something exciting that you care about, 

you don’t have to be pushed. The vision pulls you.”  

– Steve Jobs 

What Milestones Do You Have For 

The First Six Months Of Your 

Business? What About One Year 

Later? 

What are your initial goals? This will help you stay on track 

and monitor your success as you grow your business. The 

mark of a successful business is growth. Even when growth is 

small, it will be evidence that your business is thriving. 

What Five Consistent Steps Will You 

Need To Take To Achieve These 

Milestones? 

Create a clear written list of what has to be done weekly for 

your business to stay afloat. “My business will not survive if I 

don’t do these five things every week.” Post it where you can 

see it. 

BUSINESS STRUCTURE  

Decide On Your Legal Structure: 

LLC, Sole Proprietorship, 

Partnership, Or Corporation 

Is your business a sole proprietorship, LLC, partnership, or 

corporation? Why did you choose this particular form of 

business? If there is more than one owner, explain how 

ownership is divided. 

Will You Need Copyrights, Licenses, 

Trademarks, Or Special Permits? 

Will you need to get copyrights to a book? Trademark a logo, 

get permits or protect intellectual property? 

Will You Need To Recruit Partners 

Or Team Members Either Right 

Away Or Later Down The Line? 

Determine what kind of team you need. Some businesses 

require partnerships before they can get started, while other 

entrepreneurs are a one-man show. Whichever one you are, 

to expand you will eventually need to hire help, even if it’s just 

a virtual assistant to handle the growing administrative needs.  

List Resources You Will Use To Run 

Your Business. Include 

Organizations, Websites, Schools, 

Memberships, Or Certifications. 

Is there a software, phone app, or membership to a service 

that you will use to run the administrative aspect of your 

business? Do you have a business coach? Do you follow an 

expert YouTube influencer in your industry? 
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PASSION & CLARITY 

How Passionate Are You  

About This Business And Why? 

Your passion for your business product or services is the 

driving force of your business. Without passion, there is no 

engine. 

What Hours Have You Set Aside 

Daily And Weekly To Work On Your 

New Business? How Many Weekly 

Hours Total?  What Will You Do To 

Stay Consistent In Keeping Those 

Hours? 

You should set aside 7-40 hours per week to work on your 

business. Every business venture is different and requires 

less or more. However, even if your business only required 

three hours per week, you should also include setting aside 

time for self-learning. This includes books, workshops, and 

courses to learn how to run your business. 

What Is Your Plan For When You 

Are Feeling Stuck In Your Business? 

What Resources Will You Turn To 

When You Feel Your Business Is 

Failing And You Don’t Know What 

To Do? 

Very few get to skip the part of their business venture where 

they feel stuck. You know it’s coming, so why not plan now? 

A few things you can do is follow a successful influencer in 

your field, sign up for courses or workshops, hire a mentor, or 

expert coach in your field, or all of the above. 

What Is Your 30 Second 

Elevator Sales Pitch? 

 

Over 627,000 new businesses open each year. Out of all 

those businesses, why should I care about yours? In 30 

seconds or less, tell me why your business would pique my 

interest. Start with this easy formula:  

 

1) Introduce yourself  

2) Present the market problem  

3) Present your solution  

4) Share your value proposition  

5) Add a call to action 
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Check Out My 30-Second Elevator Sale Pitch 

 

Most start-ups struggle to launch their businesses because there 

are too many moving parts and too many freelancers to manage.  

At YoubyHarmony.com you work with one designer, me! I manage 

all facets of your launch. From brand design to brand videos, 

website, graphics, and even your brand photo and video shoot, I’ve 

got you covered. Go from idea to launch in 30 days or less. The 

best part? You get to see it and approve it before you pay, so you 

can be confident it’s the perfect fit for your dream business. Start 

today, your dreams cannot wait. 

 

-Harmony Portiere 

 

 

 

 

https://hi.switchy.io/youbyharmony
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CHECKLISTS 
ARE YOUR MAGIC 
POWER TOOLS 
HAVE YOU USED 
A CHECKLIST LATELY? 
 

 
The number one tool you should find yourself utilizing over and over in every 
phase, facet, and department of your business is a good old fashion checklist. I 
highly recommend you make checklists to run your business an everyday habit 
from day one. So let’s start there.  The following is a business start-up checklist.  
To make the best use of this checklist, customize it to fit your individual 
business needs. For example, if you are starting a hair salon, you will need a 
beauty product supplier and a physical space to work. On the other hand, if 
you are a web designer you may need to hire a virtual team, maybe a graphic 
designer. Add these elements to your checklist and be as specific as possible 
with every detail no matter how small.   
 
 

 
  

THE CHECKLIST IS ONE OF THE MOST HIGH POWERED  
PRODUCTIVITY TOOL EVER DISCOVERED. 

 -BRIAN TRACY 
 

 
*SYSTEMATIZE YOUR BUSINESS 
 
In the admin column, the last item listed is “systematize your business”. 

Completing this task is creating the spine of your business.  I advise you to take 

your time and create the strongest spine you can. No matter how strong the 

muscles or how smart the brain is, without a good working spine, you will meet 

your limitations before you meet your success. 

 

How do you systematize your business? This term is also referred to as creating 

systems of operation.  Pretend I am a stranger, whom you have hired to run 
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your business for 10 days. I have no clue how to run your specific business and 

have no experience within your field whatsoever. Your job is to write down 

from start to finish everything single step that takes place in your business on a 

daily and weekly basis. Walk me through it from 6 am to 11 pm in full detail as if 

you were describing a conveyor belt operation. You will write all the steps down 

in a way that a seven-year-old could easily understand and follow it. This is how 

you systematize your business. If you are smart enough to not only complete 

this task but also dissect every area for efficiency and productivity before you 

launch, trust me, you will be miles ahead of the race on launch day.  

 

One of the key components of your systems of operations is your customer or 

client onboarding process. If you aren’t familiar with the term onboarding, 

today should be the day you become an expert on the topic.  Onboarding is also 

known as the sales funnel or the customer journey. What is onboarding?  The 

onboarding process is going to be very different for say a wedding 

photographer, to that of a plumber. The concept, however, is always the same. 

Onboarding is the list of steps in your business that get the customer from point 

A to point Z. It is the process you use to get a customer from the point of 

showing interest in what you offer, to receiving the service, and finally to giving 

you a happy review and returning later and/or referring someone before they 

go on their merry way. What needs to be done for that to happen? What 

specific steps? That is your onboarding process. Write down the steps, and 

create a list. Check for cracks in the system that keep the process from going 

smoothly or find better ways to make your process more efficient. Most 

importantly, create the most amazing experience for your customer, one that 

keeps them coming back for more.  

 

"Client onboarding is one of the most important functions for any business 

because it directly affects the client’s experience with your company, which will 

affect profits."- Tallify 

Here are a few resources to give you an example: 

 https://www.process.st/client-onboarding-process/ 

 https://zapier.com/blog/client-onboarding-checklist/ 

 https://heyorca.com/blog/agencylife/client-onboarding-checklist-for-agencies/ 

https://www.process.st/client-onboarding-process/
https://zapier.com/blog/client-onboarding-checklist/
https://heyorca.com/blog/agencylife/client-onboarding-checklist-for-agencies/
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THE START-UP CHECKLIST 
ADMIN 

 Set Up Admin Tools (see page 32) 

 Set Up A Business Phone And Email 

 Set Up A Business Mailing Address 

 Create a Detailed List of Every Business Expense  

(Initial Set up And Ongoing Expenses) 

 Create a Monthly Budget Including Expenses and Estimated Sales 

 Open Business Bank Account 

 Develop An Onboarding Process 

 Hire Employees or Virtual Staff 

 Systematize Your Business* 
 

BRAND & MARKETING 

 Research Your Market and Target Customer 

 Research The Most Popular Marketing/Ads Platforms For Your Specific Field 

 Create a Business Brand (see page 26) 

 Create an Elevator Pitch 

 Create a Website 

 Order Business Cards, Brochures, or Flyers 

 Study Your Top 3 Competitors 

 Develop a Marketing Plan (see page 35) 

LEGAL 

 Obtain EIN From IRS 

 Get a Permit If Applicable 

 Get a License if Applicable 

 Obtain Business Insurance  

 Register Your Business 

 Develop Policies 

 Select Legal Structure: LLC, Partnership,  

Limited Liability Corporation or S-Corp 
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PRE-LAUNCH  

 Test Your Product Or Service Processes 

 Develop a Portfolio or Starter Client Base 

 Collect Testimonials 

 Develop Social Media Presence 

 Create a Launch Strategy (See Page 36) 

 

LEARNING & FUTURE GROWTH 

 Find Free Resources 

 Find Mentors in Your Field (Free and Paid) 

 Hire Consultants: Web Design, Brand Design, Business Consultant, Accountant 

 Find Networks within Your Field to Join 

 Find Classes in Your Field to Attend Regularly 

 Read Books, Take Courses And Upgrade Your Knowledge and Skills 

 

OTHER 

 Locate Physical Space/Sign Lease 

 Locate Suppliers: For Product or Services 

 Develop Contracts and Forms 

ADD MORE ITEMS SPECIFIC TO YOUR BUSINESS TYPE: 

 _________________________________________________________________________________ 

 _________________________________________________________________________________ 

 _________________________________________________________________________________ 

 _________________________________________________________________________________ 

 _________________________________________________________________________________ 
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 _________________________________________________________________________________ 

 _________________________________________________________________________________ 

 _________________________________________________________________________________ 

 _________________________________________________________________________________ 

 _________________________________________________________________________________ 

 _________________________________________________________________________________ 

 _________________________________________________________________________________ 

 _________________________________________________________________________________ 

 _________________________________________________________________________________ 

 _________________________________________________________________________________ 

 _________________________________________________________________________________ 

 _________________________________________________________________________________ 

 _________________________________________________________________________________ 

 _________________________________________________________________________________ 

 _________________________________________________________________________________ 

 

TIP: Do not under any circumstances mix business with personal in any area. 
Open a separate bank account, get a business phone line, a separate mailing 
address, and a business-only email. On your computer, keep business files 
separate. On your calendar, separate a business calendar from a personal calendar. 
This will help keep you sane. 
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THE BRAND DESIGN CHECKLIST 

   DO YOU NEED A BRAND? 

Not every business requires a brand. 

Some businesses are strictly e-

commerce for example and don’t care to 

connect to their customers.  Determine 

if you need a brand for your product 

and services first, then decide on your 

brand appeal approach. 

   BRAND STORY 

 Company Story or Personal Biography 

 Slogan, Motto, Mission, or Vision 

 Philosophy or Core Values 

 Products or Services  

 Pricing List 

 

 

   BRAND ACCOLADES 

 Testimonials and Reviews Text 

 Testimonial’s Photos or Videos 

 Reviews or Ratings: Third Party Platforms 

 List of Clientele or Collaborators 

 Press: Any Publication Features 

 List of Awards 

 Resume 

 Portfolio 

 

 

   BRAND CREATION: STYLE + Demo Links 

 Brand Personality Choice  LINK 

 Brand Colors Palette Number  LINK 

 Logo Style Number  LINK 

 Brand Mood Board: 4-8 Pics               LINK 

 Web Design Style Number  LINK 

 You As The Brand: Features List 

Tip: Collect Free Mood Board Pics From Here:  

Pixabay.com   |   Unsplash.com   |  Pexels.com 

 

   BRAND FACES 

 Photos of You 

 Photos of Your Team 

 Photos of Your Facility and/or Storefront 

 Photos of Your Products or Services 

 Photos of Your Board of Directors 

 Photos of Your Events, Activities, Services  

 Bio/Profile for Each Team Member 

 Videos: All Products, Services, Team,  

or Brand Related Videos 

  PRINTED MATERIALS 

 Brochures 

 Flyers 

 Books 

 Other 

   ACCESSORIES 

 Patterns 

 Textures 

 Fonts 

 Symbol 

   LEGAL  

 Terms  

 Policies 

 Disclaimers 

 

 

https://www.canva.com/design/DAE218l7wpY/TBDxwuo4F_kRVv0DBaKhTQ/view?utm_content=DAE218l7wpY&utm_campaign=designshare&utm_medium=link&utm_source=sharebutton
https://www.canva.com/learn/100-color-combinations/
https://www.canva.com/design/DAE2yfY75kk/sCSlYnPUdKnYiFy3RY2yBA/view?utm_content=DAE2yfY75kk&utm_campaign=designshare&utm_medium=link&utm_source=sharebutton
https://www.pinterest.com/search/pins/?rs=ac&len=2&q=brand%20mood%20board%20inspiration&eq=brand%20mood%20board&etslf=7626&term_meta%5b%5d=brand%7Cautocomplete%7C1&term_meta%5b%5d=mood%7Cautocomplete%7C1&term_meta%5b%5d=board%7Cautocomplete%7C1&term_meta%5b%5d=inspiration%7Cautocomplete%7C1
https://www.designbombs.com/examples-of-websites-using-wix/
https://pixabay.com/
https://unsplash.com/
https://www.pexels.com/
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https://www.youbyharmony.com/free
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WHY YOU 
DON’T HAVE 
A CLUE  
AND WHERE TO BUY ONE 
 

 
Have you ever run a business before? If the answer is no, it's safe to say you 
have no idea what you are doing. Better yet, you don't even know what you 
don't know!  Perhaps, you are like me and have had the experience of running 
multiple businesses, but have managed them the wrong way, multiple times. 
The truth is, most new business owners have no idea what they are doing and 
are putting on a happy face for the public while they are utterly confused 
behind closed doors.   
 
You don’t have to be the latest clueless business owner.  There is a better way. 
Why not first find out all the ways people have done it wrong before you and 
dodge several bullets? Why not also find out all the ways successful people 
have done it right and by doing so grant yourself a better chance at achieving 
the same results? Why choose instead to go at it blind like most new 
entrepreneurs? 

 

 
“An astonishing 6.5 million businesses launch every year, but only a 
handful enjoy long-term success. Like they have in the past, startup 

failure rates continue to hover around 90%. This presents some 
fundamental problems in the way many entrepreneurs approach their 

ventures”.  -Nationalbusinesscapital.com 
 

 
“What does it take to be number one? A recent survey by Fast Company 

suggests that the answer could be a well-lined bookshelf. The average number 

of books read by a CEO is 60 books per year, or five books each month. “ 

- MyCorporation.com 
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If you haven't started your reading habit, today is a good day to start. I have 

read countless business books that have literally changed the direction of my 

business and consequently my life. It is merely impossible to pick the best ones, 

but if I had to narrow it down to the top three, these books are the bare 

minimum must-reads for start-ups and entrepreneurs. Audiobooks are available 

for these books, so you can just listen while on the go, like I do.  If you are 

serious about your business venture… start reading today! 

 

 The E-Myth By Michael E. Gerber 

 The 4-Hour Workweek By Timothy Ferris 

 The Success Principles By Jack Canfield 
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WHERE IS YOUR TEAM? 

THE WELL OILED 
MACHINE 
 

 
Back in the day, you needed to hire a team to manage the administration of 
even a small business. Today, we have apps that do the work of multiple 
people and oftentimes even more efficiently. It’s time to choose your team, or 
should we say your apps? Apps make it possible for you to launch with the 
power of a team working behind the scenes for you. Choose your apps before 
you launch, as automating your business is a crucial part of your success. 
 
The following apps, websites, and services are the ones my business could not 
survive without. Apps assure me that my business is still running even when I 
am not there. Most of them are free or have a free option, with the option to 
upgrade for added features. Start with just two, learn them, and test them 
before you keep adding more to your collection. You want to master using your 
apps before you launch your business. Automate as much as you can, freeing 
you to tackle the bigger fish within your new business venture. 
 
 

 

 
 “MY GOAL IS NO LONGER TO GET MORE DONE,  

BUT RATHER TO HAVE LESS TO DO.” 
-FRANCINE JAY, AUTHOR 
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THE VIRTUAL TOOLBOX 
 

Service How I Use It 
Google Voice  BUSINESS PHONE LINE 

You will need a Gmail account to set up your google voice 
number. You can manage it on your phone or desktop. You 
can even have incoming calls forwarded to your personal 
phone when you are on the go. 
 

voice.google.com 

Google Calendar  BUSINESS & LIFE MANAGEMENT 
My calendar runs my life. The best tip I can give you is to 
create several calendars within one account. For example, I 
have a family personal calendar and a business calendar so I 
can see when events overlap. This also integrates with 
Calendly (on this list) which I use for clients to book 
appointments with me. 
 

calendar.google.com 

Google Sheets DATA MANAGEMENT/CRM 
From incoming orders to customer information, this is where 
I collect all my data.  

google.com/sheets 

Jotform CUSTOMER FORMS 
I use Jotform and integrate it with google sheets. Whenever 
someone fills out a form, a spreadsheet on google sheets is 
automatically created so I can go back and look at the data. 
There are several ways to do this that are highly beneficial 
for your business. Check out Zapier.com (not only this list) to 
learn more. 
 

jotform.com 

Dropbox FILE SHARING 
Dropbox has been my go-to for years to send and request 
files. 
 

dropbox.com 

Toby Bookmark WEBSITE LINKS/BOOKMARK MANAGER 
I have well over 100 websites that I access regularly to run 
my business and personal life. Being able to access them 
quickly is a massive part of my efficiency. Toby makes that 
seamlessly happen for me. 
 
 

gettoby.com 

file:///H:/1%20%20%20%20%20Active%20Projects/B%20%20%20%20%20%20Books%20n%20Creations%202022/9%20Business%20Plan/voice.google.com
file:///H:/1%20%20%20%20%20Active%20Projects/B%20%20%20%20%20%20Books%20n%20Creations%202022/9%20Business%20Plan/calendar.google.com
file:///H:/1%20%20%20%20%20Active%20Projects/B%20%20%20%20%20%20Books%20n%20Creations%202022/9%20Business%20Plan/calendar.google.com
file:///H:/1%20%20%20%20%20Active%20Projects/B%20%20%20%20%20%20Books%20n%20Creations%202022/9%20Business%20Plan/jotform.com
file:///H:/1%20%20%20%20%20Active%20Projects/B%20%20%20%20%20%20Books%20n%20Creations%202022/9%20Business%20Plan/dropbox.com
file:///H:/1%20%20%20%20%20Active%20Projects/B%20%20%20%20%20%20Books%20n%20Creations%202022/9%20Business%20Plan/gettoby.com
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Taskade PROJECT MANAGER/VIDEO CALLS 
This is where I manage projects with others, share links, and 
make video calls.  
 

taskade.com 

Grammarly SPELLING & GRAMMAR 
Grammar is not my strong suit. Thank you, Grammarly!  
Download the free version for your desktop. 
 

app.grammarly.com 

Canva GRAPHIC DESIGN + More 
I don’t know how people run a business without Canva. You 
can do way more than I can list here, this is a must-have.  
 

canva.com 

Calendly APPOINTMENTS SCHEDULER 
Have your clients book you effortlessly and automate this to 
integrate with your calendar. 
 

calendly.com 

Stripe ACCEPTING PAYMENTS 
There are plenty of options out there to accept payments 
online. This one has proven to be easy and efficient.  
 

stripe.com 

Hello Sign CONTRACT SIGNATURE 
To collect online signatures for contracts there is no shortage 
of great options out there, here’s one I like.  
 

hellosign.com 

Quickbooks BUSINESS FINANCE 
Keep your business finances in order all year so you can easily 
gather data for tax time. 
 

quickbooks.intuit.com 

Fiverr ODDS & ENDS PROJECTS 
There is an entire team available at your fingertips with 
Fiverr. From needing a logo done to getting someone to 
conduct research for you, this is the place to go to fill in the 
gaps where you otherwise do not have team members to 
cover you. 
 

fiverr.com 

Virtual Assistant  VIRTUAL TEAM 
Everyone can benefit from a little help. If you don’t have a 
team set up yet, and even if you do, getting a virtual assistant 
to handle the small things in your business will free you up to 
handle the big tasks to help your business grow.  
  

onlinejobs.ph 

file:///H:/1%20%20%20%20%20Active%20Projects/B%20%20%20%20%20%20Books%20n%20Creations%202022/9%20Business%20Plan/taskade.com
file:///H:/1%20%20%20%20%20Active%20Projects/B%20%20%20%20%20%20Books%20n%20Creations%202022/9%20Business%20Plan/app.grammarly.com
file:///H:/1%20%20%20%20%20Active%20Projects/B%20%20%20%20%20%20Books%20n%20Creations%202022/9%20Business%20Plan/canva.com
file:///H:/1%20%20%20%20%20Active%20Projects/B%20%20%20%20%20%20Books%20n%20Creations%202022/9%20Business%20Plan/calendly.com
file:///H:/1%20%20%20%20%20Active%20Projects/B%20%20%20%20%20%20Books%20n%20Creations%202022/9%20Business%20Plan/stripe.com
file:///H:/1%20%20%20%20%20Active%20Projects/B%20%20%20%20%20%20Books%20n%20Creations%202022/9%20Business%20Plan/hellosign.com
file:///H:/1%20%20%20%20%20Active%20Projects/B%20%20%20%20%20%20Books%20n%20Creations%202022/9%20Business%20Plan/quickbooks.intuit.com
file:///H:/1%20%20%20%20%20Active%20Projects/B%20%20%20%20%20%20Books%20n%20Creations%202022/9%20Business%20Plan/fiverr.com
file:///H:/1%20%20%20%20%20Active%20Projects/B%20%20%20%20%20%20Books%20n%20Creations%202022/9%20Business%20Plan/onlinejobs.ph
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This list is just the beginning, there are thousands of apps out there waiting for you to 
discover an easier way to run your business. Use this list to gather your starter apps and set 
them up as well as test-run them before you launch. 
 
 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 
HOW TO HOST  
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THE PARTY 
OF THE CENTURY 
THE IMPECCABLE LAUNCH 
 

 
Let’s pretend this book is a guide on how to host the most lavish party of the 
century. Play along with me as we plan. Your party will require three areas of 
planning. Let’s start there. 
 

1: Decorations:  A Theme, Chairs, Tables, a Program, Balloons 
2: Coordination: Food, Entertainment, Wait Staff, And Music 
3. Invitations: Printed Invitations, Word of Mouth, Promotions 

 
We can all agree that no matter how fabulous your decorations are if there is 
no entertainment at your party, people won’t stay too long. We can also agree 
that even if you hire the best band in town if you don’t send out party 
invitations, no one will show up.  This is exactly how you must envision your 

business launch. Plan for the following elements: 
 
 

1. DECORATIONS:  THE VISUALS 
Brand Identity, Brand Design, Videos, Website, Graphics, Photos 
 
2. COORDINATION:  THE EXPERIENCE 
Business Systems of Operation, the Onboarding Experience, the 
Service or Product 
 
3. INVITATIONS: THE ANNOUNCEMENTS 
Marketing, Ads, Promotion, Product or Service Awareness, 30-
Day Launch Campaign, Social Media Presence, Giveaways 

 
 
No one part of these three elements is more important than the other, they 
play off each other seamlessly. Before you launch, be sure all three of these 
areas of your business have been thoroughly tested, pack a punch, and aim to 
impress. 
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WHEN NO ONE 
KNOWS YOU EXIST… 
YOU DON’T 
HOW TO NOT BE THE 
INVISIBLE BUSINESS 
 
 
Too many business owners are under the impression that because they have a 

phenomenal website and a great product, people will find their businesses. Not 

so. I remember when I started my career as a photographer and researched 

some of my competitor’s websites in utter disbelief. Their prices were twice as 

much as mine, and their pictures were half as good as mine. Their business 

however was taking off while mine was barely staying afloat. Soon after I 

discovered a quote that said “Photography is 30% talent and 70% marketing.” 

Aha! 

 

 
“HAVING THE BEST PRODUCT IN TOWN WITH THE BEST 

WEBSITE AND THE BEST PRICES IS NOT GOING TO BE 
ENOUGH FOR PEOPLE TO KNOW YOU EXIST.”  

–HARMONY PORTIERE 
 

 

Small business owners often say “I can’t afford to pay for marketing, I am a 

small business on a small budget.” This is not a valid excuse. There are many 

options for promoting your business completely free.  I have created a list for 

you in this kit, of marketing and advertising options, both free and paid. 

 

When developing your strategy for getting your business on the map, here is 

the most important rule.  Don’t, I repeat, don’t try to do as many as you can.  

More is not better. For example, if you are going to get on social media, try only 

two platforms (especially at first) and master them before adding another. If 

you break this first rule you will soon find yourself overwhelmed and 
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discouraged. It is always better to put all your energy and efforts into two 

platforms and thrive in them than to divide your efforts between four platforms 

and have below-average results in all. 

 

When reviewing the following list, stick to a maximum of six selections in total, 

especially at first. I suggest three free options and three paid options. Try them 

out for 6-8 weeks before you decide it’s the right platform or venue to promote 

your business. Expect to try a few that simply won’t work, this is the nature of 

running a business.  If you see results in one, double down, and increase the 

efforts or budget. Remove any that do not show results, replace them with a 

new one and repeat the trial process. 

 

For some campaigns such as pay-per-click campaigns on Google, or Facebook, 

consider hiring a marketing professional who specializes in these platforms. 

Additionally, you may consider a marketing and advertising agency once your 

business starts to thrive. 

 

Consistency is going to be your driving force. To see results in any platform you 

will need to be consistent, especially for the initial trial period.  Look at your 

marketing strategy like a basket with six compartments. If you consistently 

invest in all the basket’s compartments, you will consistently have traffic to 

your business. If you notice over time that a compartment is no longer yielding, 

it’s time to revisit this list and add something new to your collection.  

 

 

 

TIP: Research online directories specific to your customer base. For Example “The 

Knot” is a website specifically for brides and wedding service providers. For print ads, 

find local magazines or printed directories that serve your customer base directly. 
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MARKETING PLAN CHECKLIST 
Online Directories  Paid Ads/Pay Per Click 
 

 Google Local Businesses 

 Yelp 

 Angie’s List 

 Yellow Pages 

 MapQuest 

 Glass Door 

 Thumbtack 

 Trip Advisor 

 Hotspot 

 Bing 

 Find More: Link 
 

 

 Google Ads 

 Facebook Ads 

 YouTube Ads 

 Instagram Ads 

 Other Social Media Ads 
 

Long Term Projects 
 

 Run A Blog 

 Social Media Content/Presence 

 YouTube Channel 

 Run A Digital Newsletter 

 New Product or Service Launch 

 Holiday Marketing Campaigns 

 Website: Search Engine 
Optimization (SEO) 

 Start A Podcast 

 Write, Sell, or Giveaway an E-Book 
(like this one!) 
 
 
 

In Person Or Local 
 

 Join A Business Network 

 Create Affiliations/Partnerships 

 Launch Local Press Release 

 Events: Host or Attend 

 Referral Rewards System 

 Direct Mail 

 Local Print Ads/Magazines 

 Local Trade Shows 

 Business to Business Bartering 

 Signage on Your Vehicle 

 Teach Community Workshops 

 Social Networks: Meetup.com 
 

Other 

 

 Radio Ads: Local 

 Radio Ads: Spotify or Pandora 

 Online Classified Ads 

 Email Marketing Campaign 

 Giveaways and Contests 

 Host a Webinar 

 Hire A Professional Or Agency 

 

https://blog.hubspot.com/blog/tabid/6307/bid/10322/the-ultimate-list-50-local-business-directories.aspx
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WHERE DO I GO 

FROM HERE? 
THE FINAL 
CHECKLIST 
 
So… you think you are ready to launch your business? Here’s a final summary 
of this planner, let’s see how well you do checking off this list. 
 

 Completed My Business Plan 

 Completed My Business Startup Checklist 

 Created My Business Systems of Operation Checklist 

 Created My Client/Customer Onboarding Checklist 

 Completed My Brand Design Checklist 

 Read Two Business Books To Completion 

 Selected My Virtual Tool Box: Apps or Services  

 Completed My Launch Checklist: Decorations, Coordination, Invitations! 

 Completed  My Marketing Plan Checklist 

 
If you have completed the above checklist, congrats! You may just be ready to 
launch! Before you decide, consider this one final tip that can catapult you to 
the fast lane. Hire a professional! The following core business professionals will 
move your venture along faster and help you identify any critical blind spots 
before launch day. 
 

 Business Consultant/Coach or Mentor 

 Brand Identity Consultant  

 Brand Designer 

 Web Designer 
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“There’s no shortage of 
remarkable ideas, what’s missing 
is the will to execute them.”  
– Seth Godin 
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NEED HELP? I’M HERE 
 

 

Creating A New Brand? Book A Free Brand Design 
Consultation, And Let’s Do It Together. 
 

BOOK NOW 
 

Already Have  Business Running, But Need A Little 
Help? Book A Business Consulting Session With Me. 
 

BOOK NOW 

Want to Stay Connected? FOLLOW ME  

HERE’S HOW I CAN HELP                       
 

 WATCH NOW 
 

 

 

 

 

 

 

 

 

https://calendly.com/youbyharmony/projectrequest
https://calendly.com/youbyharmony/consulting
https://withkoji.com/@youbyharmony
https://www.youbyharmony.com/
https://hi.switchy.io/youbyharmony
https://www.youbyharmony.com/
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YOUBYHARMONY. COM  

ALL RIGHTS RESERVED 

 

Unauthorized use and/or duplication of this material without express and 

written permission from this site’s author and/or owner is strictly prohibited. 

You are welcome to print a copy of this book for your personal use. Excerpts 

and links may be used, provided that full and clear credit is given to 

YoubyHarmony.com with appropriate and specific direction to the original 

content and YouByHarmony.com 

 

Information presented in this workbook is intended for informational 

purposes only. Questions regarding specific companies or services should be 

directed toward their respective owners. While the author has used their 

best efforts to provide accurate information, it may not be appropriate for 

your specific circumstances and information may become outdated over 

time. 

 

This workbook may have affiliate links. Per FTC guidelines, the author may 

be compensated by the companies mentioned. Any references to third-

party products, rates, or websites are subject to change without notice. 

Please do the appropriate research before participating in any third-party 

offers. 

 

This publication is designed to provide information about the subject matter 

covered. However, the advice or strategies provided may not be suitable for 

your situation. If legal advice or other expert assistance is required, the 

services of a competent professional should be sought. The author shall not 

be liable for any loss of profit or any other commercial damages, including 

but not limited to special, incidental, consequential, or other damages. 

 


