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A repeatable, practical process for entrepreneurs.
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U.S. Small Business
Administration

Nevada SBDC business advising services
are no-cost and confidential.

Please visit our website at
www.nevadaslkbdc.org or call us at
800-240-7094 to make an appointment.

Funded in part through a Cooperative Agreement with the U.S. Small Business Administration. All opinions, conclusions, and/or
recommendations expressed herein are those of the author(s) and do not necessari ly reflect the views of the SBA. SBA cannot
endorse any products, opinions or services of any external parties or activities. Reasonable accommodations for persons with
disabilities will be made if requested at least two weeks in advance. SBDC services are provided in a nondiscriminatory way to all
legal residents and citizens in the United States. This training event is supported by federal taxpayer funds. By registering | certify that
| am legally authorized to receive services funded by US. taxpayer dollars, in accordance with applicable federal law and Executive
Order 14218 ‘Ending Taxpayer Subsidization of Open Borders’ (February 19, 2025).
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THE 6-STEP
ENTREPRENEURIAL
CYCLE

Scan & Recognize
Opportunities

Develop the Concept

Determine Necessary
Resources

Develop the Business Plan
(Plan to Acquire Resources)

Focus on iteration
Implement & Manage

006660

Harvest, Pivot, or Exit




Common Myths

» “Tjust need one business
plan”

- “T only do this once”

- ““Nobody creates business
plans anymore”

Reality

« Entrepreneurship is
cyclical

- Markets, costs,
policies, and customers

change

- Every business would

benefit from good
business planning

NEVADA
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WHY A
PROCESS
MATTERS




THE MULTI-TIER FRAMEWORK

, \ o « Each tier feeds the next

» Why tiers prevent skipping critical
thinking

» Big questions - detailed analysis - tools
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SCAN &
RECOGNIZE
OPPORTUNITIES

Opportunity = Problem + Solution

Equal weight to both sides




S THE PROBLEM

« Customer segmentation
- Early adopters
- Buying-personas

- Avoid “everyone”



ING VALUE

« How customers experience the
problem

« What value actually matters
« What motivates adoption

« Features vs benefits
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EXISTING
ALTERNATIVES

 Current solutions
 Direct & indirect competitors

« Workarounds and substitutes

» Jobs to be done theory



ARRIERS

« What’s missing
- Barriers to switching

- Why this solution could
win
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UVP: SYNTHESIZING
THE OPPORTUNITY

Target Customer Core Problem/Job Core Benefit Differentiation

Short, testable statement
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@ DEVELOP THE CONCEPT

Business Model Economic Model

The product, service, partners The pricing, margins, break-even

the how the behind the
scenes
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COMPONENTS
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Customers Products

Relationships Key Activities



ECONOMIC MODEL
COMPONENTS '

Cost Structure

Margins Break-even

Cashflow logic
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- REALITY CHECK

What does this actually require?

 Time

« Talent

« Treasure
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« SWOT
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@ RESOURCES & READINESS

INTERNAL

POSITIVE

Opportunities

JAILYOIN

EXTERMNAL
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RESOURCES & READINESS

STEEP ANALYSIS
STEEP Analysis Framework

Innovation
adoption value
of technology

Business fiscal,
monetary

Economic factors

Demographic,
cultural trends yd

/ STEEP

l Analysis l

Environment air
& water quality

Policy trade @'
regulatory C‘ (,

StaINty Political Ecological

Sources: the business intelligence source



@ RESOURCES & READINESS

STAKEHOLDER ANALYSIS

POWER-INTEREST GRID

HIGH

KEEP
SATISFIED

POWER

MONITOR INFORMED

LOW HIGH

INTEREST



Risk Management Matrix
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@ RESOURCES & READINESS
57 Hats

Owner Manager Operator



@ DEVELOP THE BUSINESS PLAN

Reframe the business plan mindset:

« Not the business
- Not a guarantee

Purpose:

- Plan to acquire resources
- communicate feasibility
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(AND IS NOT)

Is not:

» A synthesis of prior  One time

work
« A substitute for execution

« A communication tool

A plan to acquire
resources




Problem

All businesses exist because there
are people out there with a problem or
problems that they cannot solve for
themselves

Who?

Customer segments

Value

What is the customer willing to pay
How are you creating value for the
customer

MEOEL

e Strengths

\Wanl ~
® VWWearKnesses

BUSINESS BLUEPRINT

Your Solution

Access

e B2B
e B2C
e E-.commerce

* wholesale/resale

Costs

Start-up = Resources
Fixed
Variable

External

STEEP

Other Solutions

Competitive Analysis

Information

Targeting
Feedback

Measure

Defining Success
Measuring Progress

Risks

Analycis
Avoidance or mitigation tactics

Unique Value Proposition

What makes you the BEST

Why should people believe you

CELEBRATING 40 YEARS!
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(b IMPLEMENT & MANAGE

Execution begins after resources are acquired

Systems in place for:

Financial Marketing

Management

Operation 2 Sales




TER1CATS
AMERICA

SBDC

NEVADA

 Goal-setting
« SMART Goals
« KPIs

- Milestones

 Corrective action
loops




HARVEST, PIVOT,
OR EXIT

« Growth

« Stabilization

« Sale

« Closure

 Pivot to new opportunity
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CONTINUOUSLY SCAN
YOURENVIRONMENT

External environment changes:
+ Technology .
. Policy | e N EIELIN
- Costs "
 Consumer behavior




BLUEPRINTISALIVINGTOOL

Problem \. Your Solution ~ Other Solutions
Use

All businesses exist because there Competitive Analysis
are people out there with a problem or '
problems that they cannot solve for

_ HAL e » before launch

Who? \. Access \. Information

Customer segments \, *B2B \ Targeting PY :
- B20 /) Foedoack uring grow

e E-commerce
* wholesale/resale

Value Cost's : N—I—easure' ° during diSl’U.ptiOl’l

What is the customer willing to pay . Start-up = Resources ; . Defining Success
How are you creating value for the / Fixed /  Measuring Progress
customer 4 Variable J

Internal \. External \. Risks

» Strengths \. STEEP \ Analycis
» Weaknesses / / Avoidance or mitigation tactics

Iteration over perfection

Unique Value Proposition

What makes you the BEST
Why should people believe you
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Bd Training@nevadasbdc.org
& www.nevadasbdc.org SBDC

CELEBRATING 40 YEARS!

This webinar has been recorded
and will be shared with you along
with handouts.
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