
Business Planning Workshop 2020 

By Kim Shivler Copyright 2019-2020 

Page 1 OF 11  

 

 

 

Building Your Q2 2020 Plan 

 

A Workshop 

 

By 

 

Kim Shivler 
 

  



Business Planning Workshop 2020 

By Kim Shivler Copyright 2019-2020 

Page 2 OF 11  

Table of Contents 
Agenda .................................................................................................................................. 3 

Introduction ........................................................................................................................... 3 

About Goals ........................................................................................................................... 3 

Sales, Marketing and Operations Plans .................................................................................. 4 

Create Your Vision ........................................................................................................................... 4 

Set Your Goals ........................................................................................................................ 5 

Reality Check 1 ................................................................................................................................ 5 

Introducing Profit Targets ...................................................................................................... 5 

Quick Planning Using Profit Targets ................................................................................................. 6 

Create Your Plan ..................................................................................................................... 6 

Quarter 2 ......................................................................................................................................... 6 

Quarter 3 ......................................................................................................................................... 7 

Quarter 4 ......................................................................................................................................... 7 

Make the Commitment .................................................................................................................... 8 

Detailed Planning for Q2 ........................................................................................................ 8 

Task It Out ....................................................................................................................................... 9 

Add Timeframes .............................................................................................................................. 9 

Add Noise ........................................................................................................................................ 9 

Reality Check 2 .............................................................................................................................. 10 

Execute the Plan .................................................................................................................... 10 

Assess and Tweak .................................................................................................................. 10 

Keys to Successful Execution of Your Plans ............................................................................. 10 

Set Check-in Times ......................................................................................................................... 10 

Be Accountable .............................................................................................................................. 11 

Celebrate at the End then Start Again ............................................................................................ 11 

 

  



Business Planning Workshop 2020 

By Kim Shivler Copyright 2019-2020 

Page 3 OF 11  

Agenda 
 

• Introduction to Planning and Goals 

• Sales, Marketing and Operations Plans 

• Creating the Vision 

• Setting Annual Goals (Q2 and Beyond) 

• Reality Check 1 

• Introduction to Profit Targets 

• Setting Quarterly Goals 

• Getting Detailed with Q2 

• Determining the Tasks 

• Add Timeframes 

• Reality Check 2 

• Creating the Plan 

• Assess and Tweak  

• Tips for Successful Execution 

Introduction 
 

While quotes like, “if you fail to plan, you’re planning to fail,” may make good 

Internet memes but seem otherwise non-important, there is truth in the power of 

planning. 

 

The best way to accomplish what you want is to set a goal and create a plan to 

achieve a goal. Of course, then it’s important to execute on that plan to make 

sure it gets done. 

About Goals 
 

Without a goal, how do you know what to work toward? Setting goals is step one 

for achievement, but remember it’s only step one. 

 

Goals are important for success and there are specifics to writing goals. Have you 

heard of SMART Goals? 
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To be SMART, goals must be: 

• Specific 

• Measurable 

• Achievable 

• Relevant 

• Time-bound 

 

SMART goals have been touted as the best thing for productivity since the 

invention of companies. Of course, it makes sense that to see if a goal is achieved 

it must be measurable and a timeframe set for its achievement.  

 

The challenge is often the relevance step. It’s particularly important for small 

business owners to make sure that goals and tasks are relevant and that they 

produce value for the business. 

 

The challenge is to make sure they are relevant and produce value. 

Sales, Marketing and Operations Plans 
 

A goal without a plan is a dream, a wish, a nice to have. You need to make a plan 

to achieve the goal, and usually that plan isn’t one and done. It requires review 

and tweaking through its execution to bring it to success. 

 

Getting Practical 
Create Your Vision 
 

Brainstorm on what you want to accomplish this year. This can be anything. Don’t 

worry about it being reasonable to accomplish, yet. 

 

Questions to Consider 

 

1. How much money do you want to make during this timeframe? 

2. How many customers do you want to serve? 
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3. If you sell products, how many products do you want to sell? 

4. Are you creating any products or services during this time? If so, what are 

you creating and what time do you need for the creation? 

 

5. Based on our current situation, do you need to pivot? 

Set Your Goals 
 

What will you accomplish in the rest of 2020? 

 

 

 

 

Reality Check 1 
 

Estimate the time it will take to accomplish these goals.  At a quick glance, are 

there any that need to be removed? 

 

Consider completing an Analysis of past quarters as part of your reality check. 

Were you missing anything last year? If needed, what do you need to adjust this 

year from last year? 

 

Introducing Profit Targets 
 

Many people start their business plan with sales targets and goals. The challenge 

with this is that it misses an important question. How much do you want to 

make? That’s more than a sales number. What are your expenses? 

 

Sales – Expenses = Profit Target 
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The above needs to include the amount of money you personally want to make 

not just your business. If you personally want to make $75,000 per year, then you 

need to look at business expenses and plan your Profit Target (the amount of 

money you have to make in the business when you subtract expenses from sales). 

 

Quick Planning Using Profit Targets 
 

When you know your profit target, you can quickly plan for what is needed to 

achieve that target. 

 

What sales do you need to make that target? 

 

What is your plan for getting those sales? 

Create Your Plan 
 

Once you have set your goals, it’s time to plan how to get there.  What needs to 

happen in each quarter to reach your goals? 

 

Quarter 2 
 

v Profit Target 

v Sales Needed 

v What is needed to make those sales? 

v What are your marketing campaigns? 

Ø Do you need to put productivity tools into place? 

Ø Do you need to hire staff? 

Ø Do you need to just pick up the phone and make some sales calls? 
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Quarter 3 
 

v Profit Target 

v Sales Needed 

v What is needed to make those sales? 

v What are your marketing campaigns? 

Ø Do you need to put productivity tools into place? 

Ø Do you need to hire staff? 

Ø Do you need to just pick up the phone and make some sales calls? 

Quarter 4 
 

v Profit Target 

v Sales Needed 

v What is needed to make those sales? 

v What are your marketing campaigns? 

Ø Do you need to put productivity tools into place? 

Ø Do you need to hire staff? 

Ø Do you need to just pick up the phone and make some sales calls? 
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Make the Commitment 
 

In 2020, I will: 

 

 

 

 

 

Detailed Planning for Q2 
 

List Your Goals for Q1 

 

What is your Profit Target for Q1 and What Sales are needed to me 

 

Return to Your Notes for What is Needed to Make Your Goals. 

 

v Profit Target 

v Sales Needed 

v What is needed to make those sales? 

v What are your marketing campaigns? 

Ø Do you need to put productivity tools into place? 

Ø Do you need to hire staff? 

Ø Do you need to just pick up the phone and make some sales calls? 
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Task It Out 
 

For each goal, enter the tasks or steps to reach the goal.  

 

Things to consider: 

 

1. How many calls do you need to make to get the number of clients you 

want? 

2. How many new clients (or sales) do you need to make your revenue goals? 

3. What customer retention practices do you need to implement to help with 

revenue goals? 

4. What content creation time do you need to set aside to complete creative 

projects? 

Add Timeframes 
 

One of the most critical parts of planning is to hold yourself to certain timeframes. 

For example, how many client calls will you make each week and each day? 

 

What mini-goals will you achieve throughout the 90 days? 

 

What days will you take off? 

 

Add Noise 
 

Chances are, you don’t work 8 hours a day on actual work. By adding noise to 

your calendar, you can see how much time you really have to work on tasks that 

move you to goal completion. 
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Reality Check 2 
 

Take another look at the time now that it’s on your calendar. 

Are the goals still achievable within the timeframe? If not, adjust as required. 

Execute the Plan 
 

Once you have created the plan. It’s time to execute. Get started moving toward 

the plan. 

Assess and Tweak 
 

Each week check in to see what you have accomplished towards your goals. 

 

• Where have you been successful? 

• Where did you falter? 

• Tweak as needed and continue to move forward. 

 

Consider having an accountability partner or coach to check in with each week. 

Keys to Successful Execution of Your Plans 
 

Taking time to create goals and make the plans to achieve them, is the first step in 

successful execution. In order to make them come to fruition, you must take 

action on the steps defined in your plan. 

 

Create habits of productivity to help you keep moving forward on your plan. 

 

Set Check-in Times 
 

Checking your progress as you go is critical. This allows you to see where you are, 

what is working, and what needs to be tweaked. 

 

Recommended Check-ins 

• Daily – Quick Assessment of What You Achieved that Day. 
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• Weekly assessment of what you accomplished, what was missed, and a 

plan for what will be completed the following week. 

• Monthly assessment of where you are and what needs to be changed. 

 

Be Accountable 
 

Staying accountable to yourself through the process is critical to your success. Be 

honest with yourself on the work and if you find yourself getting away from what 

you should be doing bring yourself back. 

 

Celebrate at the End then Start Again 
 

Each quarter, once you’ve completed your quarter and assessed your progress, 

it’s time to celebrate your success. If you missed some goals, assess what went 

wrong and prepare for the next time. 

 

Then, it’s time to start the planning process again. Enjoy. 


