
GETTING STARTED IN BUSINESS
:A CHECKLIST

It’s a problem that’s shared by many people/businesses (your 
target audience). 

You can prove they feel a strong need for it to be fixed (meaning 
that it has real scale potential if you can sell them a solution that
fixes the problem).

My customers are [describe]. They’re situated [describe]. 

I know they want this [product/service] because [explain and
evidence – and reference any hard statistics/facts that support 
your assertions].

Not having a [good] solution for this problem currently means
[explain the pain-point you’re addressing].
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You’re planning a product or service to solve a real problem that
definitely exists for a clearly defined group of customers. 

You have credible evidence to prove it exists and that you know
who these customers are.

Make sure these customers are real, not based on your
assumptions or aspirations.

My [solution] does [describe] for [identify your customers] 
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You can describe your product/service in 5 seconds (absolutely 
no more than 10!).

Being clear on what you do and how it answers the above 2 
points is really important.

Test out your ‘elevator pitch’ on others (so they can tell you 
whether it makes sense) and time yourself.
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You know precisely who you want to sell to. 

This must be a recognisable audience that you can show you 
understand properly – don’t fall into the trap of theorising or 
making assumptions. 

Test your idea on the very people you want to sell to – ideally,
people who are not friends and family.

You want honest, unbiased feedback from people who are not 
worried about hurting your feelings.
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You know how you’re going to sell to those customers.

My customers will buy my product/service when [describe 
situation]. 

They’ll find it easily by [describe how they’ll find out about it] 
and going [to the location where they can buy – which could 

I will have promoted or made my customers aware of my 
product/service by [describe your route to market and 
marketing strategy/methodology]. 
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You know which people you’ll need to help you make this
happen.

Identify the employees, suppliers, contractors, investors, that
you’ll need to bring on board at various stages throughout your 
journey to get to market – and once you’re there.6



You’ve got a good handle on cash-flow, i.e. how much you need 
to sell and when you’ll break-even/start making profit.8

You’ve identified your operational needs (including the 
equipment you’ll need) and you’ve costed it up. 

Don’t forget the less obvious costs like software licences and 
advisor costs or licensing permit costs.7

You know your real competition and how they’re targeting the 
same customers that you want to acquire.

My competitors are [describe]. 

My target customers currently buy from them because 
[explain]. 

Those target customers will want to buy from me instead 
because [explain the reasons].

It will not be that easy for my competition to copy me 
[immediately/at all] because [explain]. 

You have a reasonable plan to handle the risks that could derail 
your plans. 
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