One page plan
Finding new markets and customers
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	field1: [Enter text – describe your top buyers. If you sell to consumers, list their location, gender, education, interests & income. If you sell to businesses, list their industry, revenue & number of employees.]
	field2: [Enter text – look beyond your existing target market and think about other possible users or buyers.]
	field3: [Enter text – briefly describe the customer pain point you solve with your product or service.]
	field4: [Enter text – list all sources of inbound sales. For example, a recent trade show or social media.]
	field5: [Enter text – there are more options that you may think; retail, wholesale, license, franchise, contract, direct selling, online selling, online market places, etc.]
	field6: [Enter text – identify three tactics you can try – mining your existing database, sales incentives for employees, inviting customers to free events/seminars etc.]
	field7: [Enter text – research popular marketing and sales automation software by looking online, asking other business owners, and talking with your advisors. Below, name the best software or application for your business and set a start date to use it.]
	field8: [Enter text – identify two or three possible marketing partners who sell to the customers you want to reach. Which one will you approach to discuss a joint marketing initiative?]
	field9: [Enter text – research and list three things below you know your competitors are doing well to bring in business. What can you copy? ]


