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What is a Business Challenge?

A Business Challenge is a set of 4 steps you can work 
through to create a measurable difference in your 
business. Whether your goal is to make more money, 
attract better customers, or grow your reach, each 
Business Challenge you embark on will help you move 
quickly & easily toward that mark.

Business Challenges break important tasks down into 
extremely manageable bites. You'll learn, execute, and 
share--and by the end of challenge you'll have 
accomplished something BIG in very little time.

Think of each Challenge as an experiment. It’s not so 
much about getting it “right” as it is about taking 
action that helps you learn something new about how 
you do business best. 

Each step should take you less than an hour. Most will 
take you less than 30 minutes.

Remember, your job is to be the chief executive of your 
business. A Business Challenge is essentially your 30-
minute guide to becoming a better CEO.
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Revenue Planning: Step 1
The first step to Revenue Planning is quite simple: get 
out your calendar. Specifically, get out a 2014 calendar.

Note: Of course, you can do this exercise for any year or 
at any point in the year.

And then open your "books" from 2013. In small print 
(and possibly in pencil depending on your need for 
neatness!), fill in your gross & net revenue (gross is 
before expenses, net is a"er expenses) for each 
calendar month on your 2014 calendar. Make any notes 
that explain increases or decreases in revenue from 
month-to-month. 

• Did you launch a new product or service? 
• Did you run a promotion? 
• Was there a holiday you capitalized on? 
• A payment from an event? 
• Did you take time off?

The next step will be considering what you want to 
replicate for 2014 and what you want to avoid. You can 
start thinking about that now and, in Step 2, we'll work 
on creating the plan for just that. We'll also look at 
layering in new products or services and new 
marketing initiatives.

In the third step, you'll weigh your plan against your 
overall goals and your business model as a whole. And 
finally, you'll complete a Revenue Plan Pre-Mortem to 
identify initiatives you’ll need to act on throughout the 
year to keep your business on track.
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Simple!

Oh, and if you're new to business and don't have all the 
numbers for 2013, don't worry. Still open up your 2014 
calendar and fill in what you can. But also take note of 
any time you know you want to take time off, seasons 
that are important for your industry, or time that might 
trip you up. Then you can play along with us in Step 2.

Consider: What’s a revenue victory from last year that 
you’d like to repeat in the coming year?
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Revenue Planning: Step 2
In Step 1, you plotted out your revenue from 2013 on a 
2014 calendar, month by month. Step 2 is to plot out 
the products, services, or promotional campaigns that 
you want to launch in 2014. You can use last year's 
numbers to help you figure out when you want to 
commit to launching a sales cycle in the new year.

If you noticed any patterns, missteps (for instance, I 
have a habit of launching major cycles on national 
holidays), or successes in Step 1, you'll want to use 
those to inform your planning.

So your calendar might look something like this:

Note how simple this is. Simple is important to me. It 
might not be important to you, though, and that’s okay 
too. If you want to make this more complex, be my 
guest. Truly. I find I'm more likely to follow a plan that 
leaves plenty of wiggle room (I'm an INTP -- I like a 
plan, just one that let's me adjust it!).
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Here I've accounted for both major sales cycles (like 
creativeLIVE and 10ThousandFeet) and the recurring 
revenue from Kick Start Labs.

What is a “sales cycle?”

A sales cycle is a start-to-finish promotional campaign 
that aims to sell one of your business’s products, 
programs, or services. You might run multiple sales 
cycles in the same year for one product. Instead of 
thinking in terms of stressful “launches,” considering 
sales cycles allows you see the natural flow of your 
business more easily.

Go ahead and fill in your first round of goals (take a 
guess) for each sales cycle. Next week, we'll be diving 
deeper into those goals.

The biggest benefit I've found in creating revenue plans 
like this is for weathering months like what February 
2014 will most likely look like for my business. Notice 
how I have a $3,000 month planned in between $13,000 
and $45,000 months? 

In the midst of not seeing much revenue come in, it can 
feel scary. Knowing what I can expect and that all is 
going according to plan helps those months pass right 
on by. It also helps for planning major investments, 
bringing on contractors, and implementing tax 
strategy.

If your business experiences similar ups & downs due to 
its model, having a plan like this is a major confidence 
booster.
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While you're planning your sales cycles, be sure to take 
into account holidays, vacations, and other reasons 
people might want to buy or not buy.

Consider: What sales cycle (launch, etc...) are you most 
looking forward to in the coming year?
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Revenue Planning: Step 3
The first step was to review your 2013 actual income. 
You looked at the ups & downs, ins & outs, and plotted 
it out onto your 2014 calendar. The second step was to 
lay out a basic revenue schedule for 2014: when you 
plan to release new products or launch new programs. 
You also took a first stab at revenue goals for each 
month based on those plans.

The third step in this challenge is to add things up.

• Do your monthly goals line up to your revenue goal 
for the year?

• Do the products/programs/services you offer create 
a viable system (business model) for achieving that 
big goal?

While I always have a general idea of what my revenue 
goal for the next year is going to be, I don't start there 
and work backwards. I start with--wait for it--my 
customers, their needs, and the things I'm going to 
offer or create for them to help them reach their goals. 
Then I can examine whether that plan is going to 
achieve what I want to achieve in terms of revenue.

If my plan doesn't work out to the goal I have in my 
head, I can reevaluate the model. We'll get to that more 
in Step 4 and you’ll get even more training on that in 
the new Kick Start Labs value pricing resource coming 
in January 2014.

For now, simply take a second look at the offerings you 
have spread out on your calendar:
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• Are there opportunities you're missing? Holes 
between offerings?

• Is there a season you're not taking advantage of?
• Is the order you're offering these products or 

services allowing your customers to make repeat 
purchases?

• Are you nurturing your customers' growth or 
evolution?

• Are you ready to take a step towards more leverage 
or scale with a particular offering?

These are the questions I ask myself in my own 
business to evaluate my business's revenue potential. 
And really, it's how Kick Start Labs came to be in the 
first place. I realized that continuing to create new 
resources was exactly what I wanted to be doing... but I 
wanted to do it in a more focused, easier-to-buy-and-
take-advantage-of way. I'm still optimizing the revenue 
& promotion side of things but I'm quite happy with the 
model this program has assumed.

I also use these questions when I'm working with 
clients in 10ThousandFeet. I examine each "business 
model plan" to assure that they're being smart about 
when the put out offerings, how each offering is 
structured in conjunction with rest of the business, 
etc... Ask yourself this list of questions and you'll be 
well on your way to doing the same thing.

Make adjustments to your revenue plan as necessary 
this week based on your review. In Step 4, I'll ask you to 
do a Revenue Plan Pre-Mortem to figure out what you 
need to do to make your revenue plan come true.
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Consider: Were you successful in creating a revenue 
plan that will meet your year-end revenue goal for 
2014? And, if not, what adjustments are you 
considering?
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Revenue Planning: Step 4

In the final step of Revenue Planning, you’ll conduct a 
Revenue Plan Pre-Mortem.

What is a pre-mortem?

I was first introduced to the concept of a pre-mortem 
by Guy Kawasaki in his book, Enchantment. Gary Klein, 
at the Harvard Business Review, defines it:

A premortem in a business setting comes at the 
beginning of a project rather than the end, so that the 
project can be improved rather than autopsied. Unlike a 
typical critiquing session, in which project team 
members are asked what might go wrong, the 
premortem operates on the assumption that the 
“patient” has died, and so asks what did go wrong. The 
team members’ task is to generate plausible reasons for 
the project’s failure.

There’s a tremendous amount of value in the simple 
exercising of listing all the reasons you might not reach 
the revenue goals you set in Step 3.

Instead of beating yourself up during or a"er failure, 
you create a plan to keep the causes of that potential 
failure from happening. Inevitably, you end up finding 
angles and actions you wouldn’t have otherwise 
identified. You assume more control and that gives you 
more confidence.

Considering the revenue goals you’ve set and the sales 
cycles you’ve committed to for the next year, what is 
standing in your way? Maybe:
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• Your email list isn’t big enough to hit that goal.
• Your promotional partners aren’t savvy enough to 

promote your offer effectively.
• You underestimate the amount of time it will take 

you to complete your next offer.
• A customer backs out at the last minute.
• You don’t have the right people on your team to 

complete your marketing plan.
• etc...

Analyze each sales cycle. Identify as many ways things 
could go wrong as possible. Make notes in your plan for 
how you will prevent those things from happening.

Also ask yourself these questions:

• Are there weaknesses in myself or my team 
members that will make executing any part of this 
plan difficult?

• Have I ignored a particular strength of myself or 
my team members that I could better leverage?

• Is there a revenue opportunity I’ve missed?

Once you’ve completed a thorough pre-mortem for 
your Revenue Plan, it’s time to turn it into a marketing 
plan. Using a calendar, mark down activities you’ll 
need to complete in the process of positioning and 
promoting your sales cycles. Expect to start each sales 
cycle at least 6-8 weeks before you want to make your 
pitch.

Consider things like:

• Pre-promotional emails and positioning blog posts
• Social media teasers
• Reaching out to promotional partners
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• Meeting with your team to get them excited & 
delegate responsibilities

• Making final adjustments to product, pitch, and 
sales page

Now that you’ve completed both your Revenue Plan 
and your marketing plan, put it somewhere you can 
refer to it o"en. Make a thorough review of your plan 
part of your weekly executive duties. Delegate parts of 
the plan that you don’t need to execute. 

And, as always, adjust as necessary. Plans are fluid 
things, don’t get bogged down by a few arbitrary dates.

Consider: What will it feel like to execute & achieve 
your revenue plan for next year?
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Revenue Plan: Quarter 1

January February March

Previous Year 
Sales Cycles

Previous Year
Actual Revenue

New Year Sales 
Cycles

New Year 
Revenue Goal

What does the 
business need to 
do to support 
these goals?



Revenue Plan: Quarter 2
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April May June

Previous Year 
Sales Cycles

Previous Year
Actual Revenue

New Year Sales 
Cycles

New Year 
Revenue Goal

What does the 
business need to 
do to support 
these goals?



Revenue Plan: Quarter 3
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July August September

Previous Year 
Sales Cycles

Previous Year
Actual Revenue

New Year Sales 
Cycles

New Year 
Revenue Goal

What does the 
business need to 
do to support 
these goals?



Revenue Plan: Quarter 4
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October November December

Previous Year 
Sales Cycles

Previous Year
Actual Revenue

New Year Sales 
Cycles

New Year 
Revenue Goal

What does the 
business need to 
do to support 
these goals?



About KickStartLabs

Being independent shouldn’t mean being alone.

We know that microbusiness can feel like a lonely 
proposition. It can be difficult to find the support, 
resources, and mentoring you need to take your 
business to the next level.

That’s exactly what Kick Start Labs is:
• Microbusiness resource library
• Active community of entreprenuers
• Mentoring from business strategist, Tara Gentile

All that for just $39 per month.

To get more information and become a member:

Or visit kickstartlabs.biz/not-alone
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