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When you say
"yes" to

others, make
sure you are

not saying "no"
to yourself.

Paul Coehlo
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GETTING STARTED
Work like you don't need

the money.

Love like you've never

been hurt.

Dance like nobody's

watching. SATCHEL  PA IGE



SAVVY BUSINESS OWNER!
Monday, January 10, 2011... 

 

I remember waking up and feeling this

yucky feeling in my tummy. My first

thought was, "What did I eat last night?

Have I got food poisoning?"

But no, it wasn't that.

 

I swung my legs out of bed and placed

my feet on the wooden floor. It felt cold. I

stood up and felt the bile in the back of

my throat immediately. My mouth began

to salivate and I ran to the bathroom.

 

I threw up.

 

My next thought was, "Am I pregnant?!" A

quick look at the calendar and I knew

that it wasn't that either.

 

In fact, I was avoiding the truth, the real

reason that I was feeling so sick. 

 

It had nothing to do with the food I'd

eaten or a late period.

 

Nope. 

 

The truth I'd been avoiding?

I hated my job and was disgusted with

my life right now.

At the age of 33, I had lead a relatively

charmed life. I come from a great family

that is close and supportive.

 

I had a good paying job. I lived in a nice

apartment. I had my own car. Great

friends. Some disposable income...

 

But something was missing, like really

missing. And I'd felt this way for a while.

 

As someone who is 'annoyingly optimistic

and positive' (so says my hubby!), feeling

this way was quite foreign to me and I

was struggling to deal with it.

 

So in true Lise fashion, rather than

continuing to wake up and go through

that experience again — as I'd already

been doing for the past few months — I

decided that I needed to take control

and figure things out.

 

But where to start?

Tuesday, January 11, 2011.

 

It was 9am and my boss had just walked

into the office. She works from home

mostly and only comes into the office

once a week or when the training

interviews were scheduled.

And the reason I was avoiding this truth?

I had no idea how to deal with it...

She's larger than life! You know the

minute she walks into the office.
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Her voice is loud and she cackles at her own jokes as she

makes her way around the office, saying hello to the

various managers, ignoring others that she doesn't like.

 

She does not hide how she feels.

 

By the time she makes it to my desk, it's 9:45am. We were

scheduled to meet at 9:30am and my palms are sweating. I

hate it when she does this!

 

Dee and I move into one of the meeting rooms. She's

bought me a chai latte from Hudson's Coffee so I take a sip

and wait.

 

Dee and I chit chat for a little and then I get straight to the

point...

 

"Dee, what's my next step here? What does my career

progression look like?"

 

Dee sits for a moment and taps her finger on her chin as if

she's really pondering the question... but I know better.

That's a stalling tactic she uses when she doesn't want to

answer.

 

So I ask the question a different way. "What does it look like

for me for the next 5 years? What's my growth path?"

 

Dee takes a breath and says: "Lise, you are so great at what

you do. You're organized, and you make my life so easy.

Why would you want to change what you're doing?"

 

"And to be honest, if you stay in this department, the only

next step would be into my position, and I ain't going

anywhere anytime soon."

I nodded. I understood exactly what she was

saying.

Don't spend time beating

on a wall, hoping to

transform it into a door.
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Dee followed up by saying, "If you wanted

to move into another department, you

might have some better career

progression opportunities, but there

aren't any openings right now and why

would you move? We have way too much

fun here!"

 

She was right. This department was the

best.

And that was the end of that

conversation.

I spent the next year looking for that

thing.

 

In August 2011, I started my freelance

writing side hustle and worked my butt

off for 10 months to build it up.

I quit that job in June 2012 and I've

never looked back.

We moved straight into talking about the

next round of training interviews and

what needed to be done.

 

I spent the rest of the day going through

the motions. I felt very disconnected like I

wasn't really there. It felt like I was

watching a TV program, only I couldn't

rewind or fast forward.

 

Getting home that night, I let the

conversation wash over me and I cried.

Not tears of pain, but tears of pure

frustration. Angry, ugly tears.

The road hasn't been easy. But it has

been a road where I got to choose the

stops, layovers, and detours.

 

And I want to help you navigate your own

roadmap. 

 

Isn't it time you took control of the wheel

and started driving in the direction you

want to go, rather than driving on the

other side of the road, in the complete

opposite direction of where you truly

want to be?

 

If you're nodding your head and

screaming YES...

And I made a decision. From that

moment forward, I would find

something else.

A career that allowed me to plan my day

as I wanted. Where no-one was telling me

what to do, where to be or what time I

could finish work.

Let's jump in!
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USING THIS WORKBOOK
The Cultivate Your Hustle workbook

and planning guide isn't your average

planner. This is a guided resource to help

you get clear on where you're at so you

can figure out a plan for moving forward

to help you create a life and business

doing what you love.

While most people will use this workbook

when preparing for the New Year, you

can use it at any time throughout the

year, particularly at the beginning of a

new quarter. 

 

You'll find bonus planning pages

throughout this workbook that you can

come back to again and again as you

need, so don't feel like you need to have it

all laid out right now. In fact, I'd rather

that you have less concrete plans and

more flexibility and review processes

instead.

 

This will allow you to pivot and grow with

your business.

 

Unlike a daily planner where you write

down your day-to-day tasks, the Cultivate

Your Hustle workbook will guide you

through multiple activities to help you

get clear, create a plan for moving

forward, and prioritize what you focus on

based on where you're at and where you

want to go.

 

Over the next few pages, your side hustle

is going to come to life.

PHASES

You'll be able to take those plans and

action steps and funnel them into your

daily planner (or 90-day plan!) so you can

begin the implementation phase.

The Cultivate Your Hustle workbook is

made up of four key phases, plus a ton of

bonus material that I know you'll love.

Phase 1: Foundations

I'm a huge fan of making sure that all my

bases are covered, and that's what we're

doing in the foundation stage.

 

In this phase, we're going to make sure

you have a clear vision for your life and

business because they are intertwined

when you work for yourself, so you need

to make sure they are aligned.

 

Once you've got that fleshed out, you'll

then need to figure out what goals you'll

focus on for the next 6-12 months. Don't

worry too much about this if you're not

100% sure on what those are... you can

come back to it later.

 

The last piece of laying your foundations

is creating your one-page business plan.

This gives you a starting point to work

from. And in true Hustle & Groove style,

it's highly likely that you'll come back to

this many times throughout the year and

make adjustments.
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And that's ok. It's important to understand

that nothing is set in stone (nor should it

be) when it comes to creating a life and

business you love.

you're making money and not just

working on busy work?

 

You'll learn how to wow your customers

and clients and make them feel amazing,

so they keep coming back for more and

bring their awesome friends with them.

 

You'll learn how to track your numbers in

a non-boring way. I'm not a numbers

person and for the first three years of my

business, I didn't track a thing! I know,

crazy right?

 

It was mainly because numbers don't

excite me and I didn't really understand

them. They hurt my brain... but that's no

excuse to not know where you're at. So

I've created a way for you to easily track

the important numbers and forget the

rest!

Phase 2: Cultivating Your Hustle

Once your foundations are in place, you'll

create a roadmap based on what it is

you're looking to achieve. This means

choosing a side hustle (or refocusing the

one you have), creating an online presence

that attracts and connects with your ideal

target audience, crafting offers that they'll

love and getting that all important first or

next paying client/customer.

 

You'll be doing a lot of heavy lifting in this

phase, so be prepared to do some work. I

know you're not afraid of doing the work,

otherwise, you wouldn't be here, right?!

 

This phase is all about preparation and

planning. You'll spend a good chunk of

time here, so don't rush it. It's important to

get this stuff right before you move into

the next phase.

Phase 3: Growing Your Business

This part of the workbook is one of my favs.

This is where things start to get very real

and you start to feel like a bonafide

business owner! It's also where it can get a

little scary. But don't worry, I got your back.

 

I know this phase can be scary, but that's

why this workbook exists. To help you

navigate these waters.

 

Inside the growing your business phase,

you'll create your profit plan because

without a clear plan, how will you know

Phase 4: Systemize It!

Now that you've laid the foundations,

created your roadmap and are clear on

how you'll grow your business, you need

to make it easy to do #allthethings.

 

This phase is all about implementation.

Taking action, setting up systems to

automate as much of your business

operations as possible.

 

It's also the phase where you'll get crystal

clear on your vision, your goals and where

you'll review that one-page business plan

you created way back in Phase 1.
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You'll learn how amazing the 90-Day Plan is, how to make

the most of the time you have and learn how to truly

implement what you've got laid out before you.

CULTIVATE IT BONUS ALERT!

You don't wanna miss out on the bonuses that are included

within the Cultivate Your Hustle workbook. These little

treasures are going to help you out when you need them

the most. You'll find templates, tools, and resources to help

you focus, prioritize, plan and check up on your business

throughout the year so you can adjust, pivot, and plan

based on what's working — or not — plus so much more.

 

Ok my friend, it's time to get down to work. Turn the page

and lets dig into your foundation phase.

Dare to begin...
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A successful
woman is one
who can lay a

firm foundation
with the bricks

others have
thrown at her

Pass The Torch for Women



FOUNDATIONS



PHASE 1: FOUNDATIONS
It's time to get clear on your foundations.  What kind of business do you

want? What does life look like when you're working in a business where

you love what you're doing?

Before we jump into creating your vision, let's run through a couple of exercises to

loosen up the creative juices...

 

First, let's hear what success looks like to you. 

Let's find out!

In the box below, write down what a successful business looks like for you:

Your limitation... it's
only your imagination!

18

PHASE 1: FOUNDATIONS



Secondly, let's see what your ideal week looks like. You

might have created your ideal day in the past, but let's take

a look at your week.

 

What's happening on a Sunday for you? Are you working?

Not working?

 

What about Monday? What does that look like?

Push yourself, because

nobody else is going to

do it for you...

Take a moment to write down what each day of your week

looks like so you have a clear picture of what your ideal life

really looks like.
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CREATING YOUR VISION

As the leader and head-honcho of your business, it's your job as a Creative CEO to lay

out the vision for your company, even if you only plan to be a solopreneur. 

 

So why spend time crafting this vision?

Always keep your eyes
open. Keep watching.

Because whatever you see
can inspire you...

Grace Coddington
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A vision                 you when things aren't going according to

plan.

A vision                 you and others into action.

A vision provides                  and informs your plans and goals

as you move forward.

A vision is filled with              

A vision                               for how your company will evolve.

What does the future look like?

A vision is more than your goals for your business. Your goals

will                 your vision.

A vision will            and               as you do.

A clear vision statement highlights the          

A vision                     you and your clients.

inspires

propels

purpose

heart.
sets the stage

support
grow change

why.

empowers

THE VISION
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Now that you know how important the VISION is, let's create yours

now. Fill in the blanks below!

CRAFT YOUR VISION

creates

Your name or company name Insert name of what your main offer

or product/service is

to

Who is your target audience? What do you want your customers/clients

to achieve as a result?

To accomplish this goal, you will: To accomplish this goal, you will not:

List all the things you will do to make

sure your main offer/product/service is

realized

List all the things you will not do. This is

about integrity and what you will never do

to your customers/clients
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Above is how I've taken the vision exercise on the previous page and crafted my

own vision, mission, and values statement. 

 

If you want to display yours in a similar way, you can grab your own copy from the

Cultivate Your Hustle Resource Library here: www.hustleandgroove.com/cultivate-

bonus. 

 

Make sure you copy this to your own Canva.com account to edit it!

If you're struggling to fill in some of those blanks, try the following two exercises.

What makes your business awesome?
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What are your values?

 

Wondering what I mean here? Your values are the moral

principles and beliefs (or accepted standards) that help you

and your business decide what is right and how to act in

various situations that arise. 

 

Some common values include things like trust, authentic, fair.

 

By knowing your values, you'll ensure that you don't get pulled

in a million directions... your values help you stay true to who

you are and allow you to focus and act on your vision.

 

They should align with your awesomeness too, so if you need

to check back and see what you wrote, do that now.

 

Then, write down all the values that are important to you and

how you'd like your business to be known. 

 

 

 

 

In the space below, write down all the values that come to

mind that you want to be the core values of your online

business.

Some examples include "results-oriented" or "solution-

focused". You might also include values like family, helpful,

faithful etc.

If you compromise

your core values, you

go nowhere.

Roy T. Bennett
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CRAFT YOUR GOAL CARD

You're amazing! Now that you've crafted your vision for your life and business, let's

take that vision and turn it into actionable steps.

As growing business owners, we can get pumped up about our vision, but when it

comes to turning that into action, a lot of the time we don't know what to do first,

what to focus on, or how to make it all happen.

 

And then that vision we had that excited us so... well it becomes more of a

nightmare than a dream.

 

Let's stop the nightmare! Enter your goal card.

This is my goal card for 2019! 

 

The purpose of your goal card is to write down your biggest 1-2 goals for the year

ahead.
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Don’t make your goals so

big that you can’t possibly

achieve them in the

amount of time you have

but also, don’t make

them so small that it’s

easy to achieve. Think of

these goals as stretch

goals, goals that make

you feel a little sick in the

tummy at achieving

them.

Cultivate Tip:

Review your vision. 

 

What's the #1 thing you want to achieve in the next 6-12

months from your vision? 

 

If you’re doing this process in the middle of the year, focus

on a goal you can realistically achieve over the next six

months.

What's a stretch goal? 

 

Let's say your vision is to be financially free. And financially

free to you looks like $5,000 per month, free and clear of

bills aka everything else is taken care of. This money is for

you to do with as you please. 

 

To cover your financial commitments each month, like

taxes, business expenses, living expenses etc, you need an

additional $6,000 per month.

 

So that's $11,000 you need to have coming into your bank

accounts. 

 

Here's what you might have for your financial goal:

Easy/Already Doing: $8,000 per month

Makes Your Heart Flutter: $10,000 per month

Makes You Feel Sick in Your Tummy: $12,000 per month

The stretch goal is that middle figure. But I'd encourage you

to shoot for the one that makes you feel a little sick. Even if

you don't quite make that figure, you'll still meet your other

two goals!
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Write down no more than three. Any more than that, and you're already setting

yourself up for failure and why would you wanna do that?!

 

These are your overarching goals for the next 6-12 months. They are NOT the how-

to tasks. They are your big statement goals. They are big picture.

 

You'll get to the how-to tasks a little later on, but for now, focus on the goals you

want to achieve over the next 6-12 months.

 

Think big. Stretch yourself!

Take a moment to review your vision and write down your 1-2 goals for the next

6-12 months below:
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It's time to create your goal card!

 

Here’s what your goal card should include:

 

 

 

 

 

 

 

 

On the next page, fill out the goal card with your own

answers to those questions above.

 

If you want a downloadable version of this, make sure you

grab access to the Cultivate Your Hustle Resource Library

here: www.hustleandgroove.com/cultivate-bonus

Your intention(s) aka what you’re working towards for

the next 6-12 months

What your financial/money target is associated with

that goal (or goals)

Your timeline — when WILL you meet these goals?

What will you do to deliver value in exchange for the

financial rewards?

A goal without a

plan is only a dream.

Brian Tracy
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It's time to take your vision and create an action plan!

CREATE YOUR GOAL CARD
Write your intentions here:

What's your financial target?

What are your timelines for each intention and financial target?

What value will you provide to your customers or clients?
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If you want to
make your

dreams come
true, the first
thing you have
to do is wake

up...
C. G. Jung



THE ONE-PAGE BUSINESS PLAN

It's time to own your vision and goals and make it happen!

 

As much as I love to plan and do fun stuff like what you're doing as you work through

this workbook, all the planning and writing stuff down isn't gonna do anything for you

unless you TAKE ACTION!

 

Sorry for shouting, but I wanna make sure you heard me.

 

I'm betting that just like me when I first started my side hustle, you have grand plans.

You want to quit your job in the next 12 months and work your side hustle full-time.
 

You want to be financially free and travel the world.
 

You want to never have to worry about how the rent's gonna be covered because all the money in
the world that you could ever need shows up in your bank account every month like clockwork.
 

You want to spend more time with your kids, watching them grow, supporting them and
cultivating them into beautiful human beings.
 

You want regular trips away with your hubby or wifey. You want to fall in love all over again.

All of the above is what I wanted and visulalized for myself when I started down the

path of becoming an online entrepreneur, and I was certain that I'd do all of it within 12

months.

 

But. As I'm sure you've already guessed... life didn't quite pan out that way.

 

I had no real idea how to run a business.

 

I didn't know what to plan for or when to be flexible.

 

I certainly didn't know how much savings we'd need to be able to survive on just one

income (more on that catastrophe later!)...
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Bottom line — I didn't have a concrete business plan of what

it would look like for the next 12 months.

 

But that's not gonna be you. No, my friend, I'm gonna help

you out here so you can minimize the struggle.

 

I'm going to walk you through how to create your one-page

business plan below.

STEP 1: 

To get started, grab some Post-it notes.

STEP 2: 

On 12 individual Post-it notes, write down each month. Write

down the month that you're currently in when you do this

first. This will be your starting point.

STEP 3: 

Take each of those individual Post-it notes with a month on

each one and place it on a wall or flat surface, top to

bottom. Remember, you're starting with the month you're

currently in.

STEP 4: 

Now, grab your goal card and review your vision.

STEP 5: 

Start to map out how long you think it's going to take to

achieve each goal.

STEP 6: 

Write on another separate Post-it note — for each task —

what needs to be done and place it beside the month it

needs to be completed in.

STEP 7: 

Now what are the sub-tasks that need to be completed

before those tasks can be done? Write those down on Post-it

notes, too, and place them beside the appropriate month.

Think about it this way.

Obviously you're always

going to have some type of

overarching financial goal.

So how are you going to

achieve that?

 

What strategies, what

tactics are you going to do

to try and reach those goals?

 

Remember, this isn't about

making any major decisions

right now, you're just

wanting to get a big picture

of the things you think you'd

like to fit in over the next 6-

12 months. 

 

You're trying to figure out

where this is all going to fit.

How are you actually going

to do #allthethings?

Cultivate Tip:
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This is your overview of your business for the next 6-12 months. Does it align with your

vision?

now it's your turn!
If you didn't follow along, it's time to break out those Post-it notes.

 

Take your goal card and map out what the next 12 months needs to look like for you to

achieve those goals.

 

Don't freak out. If it looks like a lot, don't worry, we're going to narrow in further once we

work through a few more things.

 

If you'd rather keep your thoughts all in one place, use the next few pages to map out

your 'Post-it notes'.

This is my 2019 one-page business plan, as mapped out in November 2018.
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JAN

FEB

MAR

APR

MAY

JUN



JUL

AUG

SEP

OCT

NOV

DEC



Creativity
takes

courage

Henri Matisse



CULTIVATE



PHASE 2: CULTIVATE
Wahoo! You made it through one of the hardest pieces of starting

your side hustle... laying your foundations.

Seriously. I don't say that lightly. It takes guts, deep questioning, listening and

awareness to get clear on your vision, goals, and your plan.

 

And you just did it! High fives all round.

 

But now it's time to take all of those plans, those visions and turn them into an

actionable roadmap that you can follow to cultivate your hustle.

 

But first, let's brain dump! How are you feeling? Thinking? Ideas? Write them below:

I'm so proud of you.

PHASE 2: CULTIVATE 
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CHOOSE A SIDE HUSTLE

Before we go a step further, let's make sure that you've got

your side hustle idea nailed.

 

Even if you've started, let's make sure it's the best fit for you.

Not all side hustles will work for all personalities. 

 

For example, if you're a numbers person and you love to get

into the weeds with data and analytics, being a freelance

writer is not gonna be your jam.

 

Similarly, if you love taking pen to paper and expressing

yourself with carefree abandon, then being a bookkeeper

ain't gonna float your boat either.

 

Yet... sometimes we head down these paths because a friend

or family member tells us it's a good idea, or someone we

know is doing it and succeeding, so we figure, why not try it?

 

The problem with that is that like any career path, one size

does not fit all. Why would you want to follow a path that's

not right for you?

 

I am a true believer in the thought that everything happens

for a reason and there are no mistakes. So even if you've

started down the path of a side hustle that you're not so

pumped about, it's because you need to learn something

from that path.

 

But now, it's time to find out what you really should be

doing!

 

If you haven't yet, take the "What's Your Awesome-Sauce?"

quiz here: www.hustleandgroove.com/whats-your-awesome-

sauce
The best things in

life are cultivated

little by little...

CULTIVATEWHATMATTERS.COM
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Once you've completed the quiz and have your results, review some of the suggested

side hustles you could start. 

 

Do any of them connect with you?

 

Jot your ideas down here.

Now, before you run off and roll with one of the options outlined in the quiz results, it's

important that you choose the right side hustle that not only matches your personality,

but also aligns with your goals and with your vision.

 

So as you're deciding, make sure you refer back to your vision and goals card to see if

the side hustle you're considering will get you to where you want to go.

 

Don't forget to check in with your one-page business plan too.

 

What's your best match side hustle idea?
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YOUR ONLINE PRESENCE

Now that you've got your side hustle idea chosen and a one-

page business plan to map it all out, it's time to create your

online presence.

 

This isn't about creating some elaborate website. It's more

about creating a place that you can send your clients or

customers to learn more about you and what you have to

offer.

 

Personally, if you're just getting started, you can get away

with a simple landing page and automated email

sequences.

 

I'm all about keeping things simple.

 

So if you're just getting started, head on over to the resources

library and watch the video on how to set up a landing page

and your first automated email sequence.

 

If, however, you've been working in your side hustle for a little

while, let's review your website and make sure it has all the

essential pieces to make the right impact on the people who

visit.

 

As a minimum, you should have the following pages on your

site:

Homepage

About page

Contact page

Work with me page

You'll notice I didn't include blog there. The reason for this is

because unless you're making money from your side hustle,

you shouldn't be blogging!

You should be focusing on

getting clients and making

money. 

 

Once that is working like a

well oiled machine, then

you can look at blogging as

a long-term strategy.

Cultivate Tip:
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For now, answer the following questions in the space below to make sure your

website is making the right impact.

Is your Homepage capturing email addresses?

Does your About page tell your story and connect with your audience?

Does you Contact page provide a form for potential customers to fill in?

Do you have a 'work with me' page? Is it easy for someone to start that process?

The last piece of your online presence that's important are your social media

profiles.

 

Make sure these align with your branding on your website and that your content

is specific to your target audience.

 

And don't feel like you need to be everywhere! You only need to be where your

target audience is hanging out, the rest is just noise and distraction.

Where is your target audience hanging out online?

Do you have a social media profile here? If not, make a plan for when you'll do

this.
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CRAFTING YOUR OFFERS

Now that you've got the beginnings of an online home

setup, it's time to figure out how you're going to craft your

offers!

 

It's also time to make sure that what you're offering aligns

with what your target audience actually wants.

 

As entrepreneurs, we can get so caught up in providing the

value we think they need that we forget to check in with the

people we are trying to serve.

 

So before we go any further, let's take a moment to review

your goals, your vision and your one-page business plan.

If you're not sure on this yet, it's time to ask! 

 

If you're just getting started, join a Facebook Group where

your target audience is. For the next seven days, become a

lurker inside the group.

 

Capture every question or pain they talk about into a

spreadsheet.

 

Come back to this page and then review your ideas and

goals and answer the question above.

What ideas and goals are most important to your audience?

Wherever you are,

be all there.

Jim Elliot
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Now, what ideas and goals that your audience needs also align with the life

you're wanting to lead?

Based on those answers, what products and/or services are you going to offer (or

are offering)?

How do you plan to deliver your offerings to your audience?
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If you're not sure what to get started with or what is going to be best, try

the following exercise.

 

Fill in the table below using your ideas. The goal is to identify the products

and/or services that will be easy to create and fastest to market over the

next 90 days.

90-DAY
ACHIEVABLE

NOT 90-DAY
ACHIEVABLE

HIGH EFFORT LOW EFFORT

This box gets prioritized if

you want a more stress-free,

easy-going 90-days

This box gets prioritized if

you want to get a lot done

over the next 90-days

90-DAY
ACHIEVABLE

NOT 90-DAY
ACHIEVABLE

HIGH EFFORT LOW EFFORT
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Choose the product or service that aligns best with your goals and what your target

audience needs. 

 

If you want to start off slow but launch your side hustle all at once with a bang, then

you might choose something that is harder to create and slower to market, like

building out three courses and then launching your website at the same time.

 

Before we move on, let's set some revenue targets now. Then in the next phase, we'll

take these targets and turn them into a profit plan!

 

List your planned products and services below, including the price and how many you

plan to sell.

This is the starting point of how you're going to reach your revenue goals. If you need

more space to fill this out, grab the downloadable version in the resource library.

Jot down more ideas here:
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YOUR FIRST PAYING CLIENT/CUSTOMER

Ever hear the saying, "You don't have a business until you've

made a sale?"

 

Well, it's true.

 

Right now, you might be in the planning stages of your

business, you might have set up your website and you've

started an email list... so as far as the world is concerned, it

looks like you have a business, but until you make your first

sale, all you've got is an idea.

 

So let's change that idea into a business!

 

It's time to find your first (or next) client or customer.

 

If you've got a service based business, then your best place to

get started is with your network. Honestly, the key to a great

service based business is having a great referral network.

 

I know this goes against a lot of what the "gurus" might say,

but in my experience, referrals are the best way to build a

sustainable service based business.

Who do you know that can refer people to your service

based business?

Live the life you love!
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If your business is more product based, then you'll want to look into paid advertising to

find your first customer. In fact, I'd actually recommend focusing on building your

email list first, nurturing those leads and then converting them to customers.

 

Warm leads are much easier to convert than cold.

How will you attract warm leads into your product based business?

So what do you do once you receive a referral or a new email subscriber?

 

You nurture them!

 

If you're service based, try offering a 15-minute strategy or clarity call, where you can get

a good feel for your potential client and help them with one thing. 

 

If you can get someone on a call, you've got a much higher chance of converting them

to a sale.
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What will you offer to convert your referral into a client?

If you have a new subscriber join your email list, you want to make sure you have a

strong welcome nurture sequence in place. It should provide more value, help your

potential customer solve a problem they are facing and then offer them a better

solution in your product or service.

Map out your welcome nurture sequence now:
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We may
encounter

many defeats
but we must

not be
defeated.

Maya Angelou



CREATE YOUR
HUSTLE GAME PLAN

Take everything you've just mapped out and create your actionable

game plan below!

MY CORE OFFERS ARE:

MY 12-MONTH FINANCIAL GOAL IS:

MINI GOAL CARD:

Q1 FOCUS: Q2 FOCUS: Q3 FOCUS: Q4 FOCUS:

MY CORE VALUES ARE:

VALUE I'LL PROVIDE:

Started Done! Started Done! Started Done! Started Done!

PHASE 2: CULTIVATE / YOUR GAME PLAN
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Grow
through

what you
go

through...

Anonymous



GROW



PHASE 3: GROW
You got this. You've just mapped out your game plan for cultivating

your hustle, now it's time to implement it and grow, grow, grow!

One of the reasons I failed when I first got started was because I didn't have a clear

plan of how I was going to make money. And I didn't plan for catastrophes... the

unforeseen situations that happen when you least expect them.

 

Like the time you quit your job, went full-time in your side hustle with just two weeks

of savings, and your husband lost his job 30 days later! That threw quite a spanner in

the works...

 

I didn't have a 'head' for business, or so I thought. Unless you've been in business or

been part of the planning and budgeting stages of a business, how could you know

these things?

 

Yet we are encouraged to start a side hustle by so many, yet they don't provide a clear

plan on exactly how you'll make money.

 

I want to provide that clear plan for you here now.

 

Let's figure out what your profit plan is going to look like and how to really prioritise

what you'll focus on.

 

Your profit plan consists of three main areas:

YOUR PROFIT PLAN

The packages, services or products you offer

Which ones you should be focusing on first

The best way to market those offerings

Now, before we get too deep into this, I want to make sure you've had some

conversations with your target audience. That you have a clear understanding of what

they want.

 

Notice I said what they want and not what they need. While you might believe they

need a product or service, if they don't believe they need it, they won't buy it!
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Review Phase 2, Step 3: Crafting Your Offers. Does what you are focusing on still gel

with what you've discovered here?

 

Not sure? Try again! 

 

Rewrite your offers and what you'll need to sell to get your ideal income...

What does your target audience want?

What do you believe they need?

Do your current offerings (products and/or services) meet both of these areas?
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Your job is to package your offerings in such a way that it covers both what they need

and what they want.
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Congratulations! You've just decided how you're going to serve your customers or

clients. It's a beautiful thing when you've got direction like this, don't you agree?!

 

Now that you're clear on your offerings, it's time to get clear on creating your profit

plan.

 

Check out the profit plan diagram on the next page.

 

Let's start at the top and work our way down.

INCOME SOURCES

Taking some Post-it notes, write down all the products and services that you plan to

offer. Write them down on individual Post-it notes (or fill out the boxes below).

Notes:
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Your Profit Plan
YOUR INCOME SOURCES

LEAD/SALES

GENERATORS

MARKETING

PLAN

YOUR 90-DAY PLAN

Creating a profit plan allows you to get super clear and

intentional about how you're going to achieve the goals you've

set for yourself. 

Failing to plan is planning to fail - Sir Winston Churchill



LEAD/SALES GENERATORS

Next, take some different colored Post-it notes and write down all your lead and sales

generators. Think of these as the immediate step someone takes to purchase your

product.

 

It could include things like a quiz, client application form, webinar, discovery call, sales

page, etc.

 

List each individual one you use or are planning to use for your offerings.

Notes:
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MARKETING PLAN

Once you've captured all of the above, take another color Post-it note and write down

all the marketing activities you've either got in place or plan to implement to get

people to your lead and sales generators. Use one Post-it note per marketing activity.

 

This might include things like private Facebook groups, your email list, paid ads,

Pinterest.

Now that you've got all these Post-it notes, what do you do now?

 

Next, you're going to review your income sources and answer the following questions:

Looking at each income source Post-its, do they align with your vision, goals and what

your target audience actually wants and needs?
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You want to focus on things that bring you joy and serve

your target audience.

 

Looking at your income source Post-it notes, star any that

aren't live yet or need to be created.

 

Repeat this same process for your lead and sales

generators and for your marketing plan.

 

The goal is to have no more than three income sources. 

 

If you're not making any money yet, focus on building and

promoting lead and sales generators.

 

STOP doing things like blogging or podcasting. Those are

long-term strategies and will be something you focus on

once your side hustle is making you some money!

 

If you are making money, are you making the money you

want to be making? If your goal is to quit your day job,

then you need your side hustle to at least be replacing half

of your current income.

Eliminate any Post-it note that doesn't fit or is/will be

emotionally draining on you.

The only limit to the

height of your

achievements is the

reach of your dreams

and your willingness

to work hard for

them.

MICHELLE OBAMA

What amount of income does your side hustle need to be

generating before you quit your job?

How many sales do you need from what you offer to

achieve this number?
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Once you reach that number, you could leave your full-time job and go all in on your

side hustle, as you'll be able to cover your half of the bills.

 

You should also have at least one month's worth of savings, just in case.

 

So if you're not there yet, focus on your sales and lead generators. Those are the things

that will make a difference, not blogging, not podcasting and not creating a YouTube

channel.

 

These are all distractions (granted they are fun distractions) and won't help you in the

short-term.

 

Once you've mapped out what your focus is going to be, you need to decide how you'll

get traffic to your lead and sales generators.

Where is your target audience hanging out online?

What ways can you reach that target audience on that platform?

Once you've identified where they are and how you'll reach them, start doing that now!

 

In Phase 4, we're going to create your 90-day plan, which will help you get even clearer

on mapping this out.
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Once you've started making some sales, you've got awesome customers and clients.

 

But how are you going to keep them? How will you wow them?

 

It starts with an amazing onboarding experience. 

 

What's an onboarding experience?

 

Well, rather than simply delivering the product or service your customer/client pays for,

what would it look like if you did something outside the norm. Something your

customer/client wasn't expecting?

 

What might that look like?

 

In the space below, mindmap ideas around how you can make your customers or

clients feel amazing once they've handed over their credit card details. 

WOWING YOUR CUSTOMERS/CLIENTS

What does 'wowing' your target audience look like?
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Some ideas that might help you get a little clearer include:

Sending a coffee card or Amazon gift voucher a week

after your new client purchases your service

A personal card (via snail mail) to every new customer a

week after they buy your product

Shout out on social media about how much you're

enjoying working with them/share one of their blog

posts

A bonus coaching call or mini-gift 60 days after they

purchased from you

Birthday and other holiday-related cards (snail mail)

Physical workbook or box of goodies 2 weeks after they

join your service

The sky's the limit when it

comes to wowing your

customers and clients. 

 

What would make you go

'wow'? Do that for your

customers/clients.

Cultivate Tip:
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I love coming up with ideas on ways I can love on my

clients and customers, don't you?! I hope you enjoyed that

task and start implementing your ideas now.

 

Before we move into my favorite Phase, Systems, we need

to get clear on your numbers.

 

I know, I know, yuck. This stuff is not sexy, I get it. I'm not a

numbers gal either, but you can't truly know how well your

business is doing unless you've got a handle on these

numbers.

 

In the box below, write down your current income from all

sources, including what you're earning from your day job (if

you're just starting out with a side hustle).

KNOW YOUR NUMBERS

What are your income sources?

What are your business expenses?

These are things like website hosting, any subscriptions for

services you're using like your email platform (mine's

ConvertKit) etc.

Knowledge will bring

you the opportunity

to make a difference.

Claire Fagin
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As far as your business is concerned, you could leave it at that. Your income and

expenses paint a pretty clear picture of whether you're in profit or not.

 

But you might also like to track some other metrics, as these help influence just how

much income and expenses you have and provide an even clearer picture of how well

your business is doing. 

 

It also allows you to project future income, something you'll need to know once you're

full time in your side hustle

How many email subscribers do you have?

What's your average email open rate?

What's your average email click-through

rate?

When it comes to your email, it's not so much about the number of subscribers you

have, it's about whether your emails are getting opened, read and then clicked.

 

If those two metrics are low, then they will directly influence your ability to make

money from your email list.

 

The average open rate for email is 19%. The average click-through rate is 1.9%. 

 

Those numbers are your benchmark.

Social Media Followers (think Facebook,

Pinterest, Twitter, Instagram... wherever

your audience is, you should be.)

Now some of those numbers matter and others don't really count.

 

The numbers that matter are your email subscribers, open and click-through rates and

the followers on the social media platform where your target audience hangs out the

most.

 

This should help you determine where you focus your efforts when it comes to social

media.
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Success isn't
about how much
money you make,
it's about the
difference you

make in people's
lives.

Michelle Obama



SYSTEMS



PHASE 4: SYSTEMS
You. Are. Amazing. Truly. You've done some hard work to get to this

point and I want to take the time to recognize you and your hard

work.

This last phase in this workbook is about creating systems that support you in your

business. You'll learn how to create a 90-day plan that truly keeps you on track to reach

your goals and you'll learn all about the different ways you can get more stuff done.

 

If you're a productivity lover like me, your heart is about to sing!

 

Let's not waste any more time. The first step is setting up your 90-day plan.

Celebrate!

it's time to
create your 90-

day plan!
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To get started with your 90-day plan, we need to create a list of the overarching

goals from your goal card.

 

Then refer back to your one-page biz plan. Do they all align with what you want to

achieve over the next 12 months?

 

If they do, then you need to break them down into 90-day plans.

 

How?

 

That's what you're about to learn!

THE 90-DAY PLAN

Step 1: Plan out your goals for the month ahead. What things do you need to

ensure you achieve each month?
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Step 2: Break down your goals into mini tasks aka to-do's.

You'll find the following page set up for you to start creating your first 90-Day plan. In

the bonus section, you'll find more pages that you can fill in plus access to the tool that

I use to keep track of my 90-day plan digitally.
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90-DAY PLAN

Write down your main

goals or focus for the

next 90 days here

GOAL/FOCUS

AREA
30 DAYS 60 DAYS 90 DAYS

For each 30 day timeframe, list all the tasks that need to happen to

help you achieve your goals within the next 90 days

Write and publish my

next book!

Mindmap + Outline

book

Decide on structure

Set writing targets

Self-edit

Get edited

Cover design

Formatted for

ebook and print

Build launch team

Decide on

promotions

Proof copy of book

Hit publish!
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Once you've got your 90-day plan set up, you need to figure out how you're going to

achieve all these grand plans.

 

This is why it's important to have a schedule.

 

I know, I know, I can hear those of you who hate schedules screaming in disbelief... but

hear me out.

 

Answer the following question honestly.

YOUR SCHEDULE

Are you meeting your goals and getting #allthethings you want done each week?

I'm going to go out on a limb here and say that you're not doing that.

 

I also want to let you in on a secret... having a schedule doesn't mean you've gotta stick

to some rigid timeline that has zero flexibility.

 

Hey girl! It's your business. You decide what it looks like. And that flows through to your

schedule.

 

Over the next few pages, you're going to see some examples of schedules you might

like to follow. 

 

These have been adapted from the book, The Productive Person. You can check out

the book on Amazon.
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GET REFRESHED SCHEDULE
Time of Day: Hours: Activity type/focus:

10:00pm -

6:00am

8 hours Sleep! Most people need a minimum of 7-8

hours of sleep. Adjust as needed for your

schedule.

6:00am -

7:00am

1 hour Morning Routine. This should include

reviewing your plans for the day ahead.

7:00am -

10:00am

3 hours Focused Action Block.

10:00am -

10:30am

30 mins Digital Break. Get up and move and leave the

phone with your computer!

10:30am -

1:30pm

3 hours Focused Action Block.

1:30pm -

2:30pm

1 hour Lunch Refresh Session. Eat some food and

take a digital break.

2:30pm -

5:30pm

3 hours Focused Action Block.

5:30pm -

10:00pm

4.5 hours Free time to do what you want!

Giving this one a try? Make a note of what worked and what didn't work when you

tried out this schedule:
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NIGHT OWL SCHEDULE
Time of Day: Hours: Activity type/focus:

6:00am -

1:30pm

7.5 hours Sleep. This is a great time to recharge and

make sure you have blackout curtains.

1:30pm -

2:00pm

30 mins Food time! Get up and move before getting

down to work.

2:00pm -

6:00pm

4 hours Focused Action Block.

6:00pm -

7:00pm

1 hour Dinner Refresh Session. Eat and get up and

move.

7:00pm -

11:00pm

4 hours Focused Action Block.

11:00pm -

11:30pm

30 mins Digital Detox Break. Time to get up and move

and have some coffee!

11:30pm -

3:30am

4 hours Focused Action Block.

3:30am -

6:00am

2.5 hours Free time to do what you want!

Giving this one a try? Make a note of what worked and what didn't work when you

tried out this schedule:
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POWER HOUR SCHEDULE
Time of Day: Hours: Activity type/focus:

11:30pm -

7:00am

7.5 hours Sleep! Most common sleep length for adults.

Adjust as needed for your schedule.

7:00am -

9:00am

2 hours Morning Routine. Focus on mindset,

movement, and healthy meals.

9:00am -

10:00am

1 hour Morning Power Hour Block. Focus on main

priority exclusively.

10:00am -

1:00pm

3 hours Focused Action Block.

1:00pm -

1:30pm

30 minutes Lunch Refresh Session. Move and eat.

1:30pm -

2:30pm

1 hour Afternoon Power Hour Block. Focus on main

priority exclusively.

2:30pm -

5:30pm

3 hours Focused Action Block.

5:30pm -

11:30pm

6 hours Dinner + Free time to do what you want!

Giving this one a try? Make a note of what worked and what didn't work when you

tried out this schedule:
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Now that you've had a chance to check out those schedules, is there one that you

think you'd like to try on for size?

 

Your goal is to choose a schedule (or mix and match!) and try it out for the next seven

days.

Report your findings below:

Now that you've got your schedule dialed in, make sure you're using something like

Google Calendar or a planner to keep track of it all.

 

Personally, I'm a huge fan of Google Calendar and its color-coding capabilities!

 

If you want to know more, check out the video in the resource library where I walk you

through how I use it and how you can too.

 

Now that you've got a working schedule, let's dial it in and set you up for even greater

success.

 

How?

 

By implementing morning and evening routines.
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Your morning routine needs to be intentional. You need to

know what you're doing when you get up.

 

If you're not sure what a successful morning routine looks

like, here's what mine is:

Morning Routines:

Wake up between 4:00-4:30am

Make a cup of organic, bulletproof coffee

Review my planner/Google Calendar

Write for an hour

10 minutes journal writing

5 minutes meditation

Set up coaching notes

Start my work day @ 8am

One thing I want you to notice is that I do not check

emails! I operate a calm inbox which means that I only

check emails once in the morning and once in the

afternoon. Anybody who has ever sent me an email knows

this, as it's in my email signature.

 

It's extremely freeing to not worry about emails until about

mid-morning.

 

Create your own morning routine now.

Your morning routine does

not need to look like mine!

You don't even need to get

up this early. It's more about

being intentional with the

first few of your wake hours.

Cultivate Tip:
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What would set you up for success every day? Write some ideas here:

I used to think that having a morning routine was enough, until I implemented my

evening routine.

 

I know it might seem silly to have all these routines, but the less you have to think

about and make decisions about in your day, the more you'll actually achieve.

 

If you can create a whole bunch of routines that govern your mornings and evenings,

muscle memory will kick in and you'll do what needs to get done, rather than

spending half an hour trying to get yourself back on track because you were distracted

by some cute cat video... no? just me?

 

The point is to not stop with a morning routine.

Evening Routines:

Creating an evening routine will set you up for even greater success.

 

Follow the steps below to create your own evening routine.
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Generally, most people need 7-8 hours sleep, but you might be like me and function

best on 6 hours.

 

Use an app like Sleep Time: Sleep Cycle Smart Alarm Clock

(www.azumio.com/s/sleeptime/index.html) to figure this out. 

 

Once you know the number of hours of sleep you need, now you know what time your

head needs to be hitting the pillow based on the time you're wanting to wake up.

 

How many hours is ideal for you?

Step 1: How much sleep do you need?

Step 2: What needs to get done?

Step 3: Setting your boundary

What is a boundary? It's the time of night that you set a reminder that lets you know

that you've got 1-2 hours to complete your evening routine before you need to be in

bed and going to sleep. It's also a time that you should turn off all electronics and start

your evening routine.

 

What does your boundary need to be?

 

Mine is 9pm with my head hitting the pillow by 10:30pm.

The success of an evening routine comes down to figuring out everything you want to

achieve before you go to bed. This is completely personal to you, but at a minimum,

you'll want to include reviewing your plans for tomorrow.

 

Write down the recurring things you need to do before you go to bed:
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Depending on what you're doing just before you go to

sleep, you could be sabotaging your morning routine

before your head touches the pillow. 

 

Any type of artificial bright light is best avoided. Even

though the new smartphones have a night mode now, it's

still best to avoid this 30 minutes out from your scheduled

sleep time.

 

So what should you do instead?

 

You should do things like write in your journal, write down

things that you're grateful for, write a list of everything

you've got to do tomorrow so it's not rattling around

inside your head, read a physical book (not nonfiction)...

 

What's the last thing you'll do before going to sleep?

Step 4: Last thing before you go to sleep

Pull all of this together to create your ideal day, week,

month and year!

 

Don't worry, you'll have space to really nut this out on the

next page and in the bonus section.

If you want to help yourself fall

asleep quicker, make sure your

bedroom temperature is

around 20 degrees Celsius/68

degrees Fahrenheit.

 

The cooler your bedroom is, the

better, although you obviously

don't want it to be freezing

cold, otherwise you will spend

the night shivering.

 

Fresh air is also a good idea, so

if you can leave a window or

sliding door open a few inches

(and it's safe to do so), this will

also help.

Cultivate Tip:
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It's time to create your ideal day! Check out the bonus section for an entire week of

this so you can map out what your ideal week looks like too.

PLAN YOUR IDEAL DAY
5:00am

6:00am

7:00am

8:00am

9:00am

10:00am

11:00am

12:00pm

1:00pm

2:00pm

3:00pm

4:00pm

5:00pm

6:00pm

PHASE 4: SYSTEMS / YOUR SCHEDULE



Let's get clear on how you're going to wow your customers

and clients... because it doesn't happen by chance, it

happens on purpose.

AUTOMATE CLIENT/CUSTOMER WORKFLOWS

Who is your ideal client/customer?

How will you take care of them from the moment they

click "buy"?

How will you ensure they are taken care of when things

get a little rough?

Make the customer

the hero of your story.

Ann Handley
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How will you wow your clients and customers over and over again?

What will you do to make your clients and customers come back for more and/or

refer amazing clients to you? This is your off-boarding process.
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Here's what I currently have in place for Hustle & Groove from a workflow view:

Firstly, I use a program called Dubsado to keep track of clients and to manage the

onboard and offboarding workflow.

 

Dubsado's workflow capabilities make life a lot easier for you and allow you to easily

wow your clients and customers.

 

Here's a sneak peak into one of the workflows I have set up (because you can have

multiple):

If you want to learn more about how Dubsado can work for you and how you can

automate the workflow process in your business, you can grab your free account here:

www.hustleandgroove.com/dubsado.
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Creating content isn't just about writing blog posts or

sharing on social media. It's everything that links you to

your target audience.

 

It's things like the emails you send. The videos you record.

The courses you create. The books you write. The social

media posts you share.

 

Once your business is up and running, you'll want to set up

evergreen content that continues to nurture and convert

your ideal audience into buyers.

 

This requires intentional planning.

 

Think about what that's going to look like in your business.

YOUR CONTENT PLAN

What are you currently doing from a content perspective

in your business?

Good content is not

storytelling. It’s

telling your story

well.

@MARKETINGPROFS
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Assess all your options below:

Do you know what's working and what's not working? 

Write down the type of

content you have in

place below

TYPE OF

CONTENT

TARGET AUDIENCE

ENGAGED/CONVERTING TO REVIEW STOP DOING

Then record whether your target audience is engaged with you on each

content type and whether you need to review it again in 30 days or stop

doing altogether

Now that you know what is working, let's create more of that! 

 

Create a 90-day plan just for your content too. Connect it to your Google Calendar

with dates so you can keep track of it all.

YouTube Channel
3-4 comments per video,

100+ views within 24 hours

Review in 30 days to see if

comments and views have

increased
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I'm so inspired to see you reach this final phase.

 

This phase is all about implementation. I know that for a

lot of you, it's likely you've skimmed through this workbook

for an overview, attempted some of the easier exercises

and left the others for "another day."

 

Guess what?

 

That other day is here!

ACTION STATIONS

Wow. You amaze me. You've totally got this.

What's your immediate next step? What do you need to

do first to move forward?

It's time to take action my

friend. You cannot take

your vision, your dreams

and hope they will come

to life without taking

action.

 

You can do this. You got

this. I believe in you...

Cultivate Tip:
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Struggling with all the things you need/want/should be doing? Create a task dump

now.

The solution to getting out of  Struggle Town is to always refer back to your 90-day

plan and goal card. These are your two guiding lights. If you're doing something that's

NOT in alignment with your goals or your 90-day plan, why are you doing it?
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Use these two things as your check-points. If you feel overwhelmed, it's likely that

you've deviated from your focus, your goals.

 

I have my goal card printed off and sitting just above my computer so I can always

refer to it.

You did it!
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This is me today. I'm smiling because life

looks very different to what it looked like

just a few years ago.

 

The minute I got serious about my business

was the minute that things started to

change for me.

 

When I started implementing 90-day plans,

I started ticking off major things on my to-

do list. 

 

I started making massive leaps forward in

my business.

No longer did I need to look for clients, my referral network kicked in and clients

reached out to me.

 

When I realized that I needed to focus on making money versus writing blog posts, I

dropped the overwhelm and started making more money.

 

When I started tracking my numbers and understanding what really mattered in

converting readers into buyers, my income tripled.

 

Every time I've paid attention to my business, tracked my successes and failures,

reviewed my vision, goals, and 90-day plan, I've been successful.

 

I want this for you. You have nothing to lose and everything to gain.

 

You just have to believe in yourself and take action!

PHASE 4: SYSTEMS / ACTION STATIONS



I love helping!
If you need help as you move into cultivating your hustle

and creating a life and business you love, please don't

hesitate to reach out!

Share your progress, chat and ask questions in The Hustle

Facebook Group:

hustleandgroove.com/facebookgroup

You can also find me at:

hustleandgroove.com

twitter.com/lisecnz

instagram.com/lisecartwrightnz

90

PHASE 4: SYSTEMS / ACTION STATIONS

https://www.hustleandgroove.com/facebookgroup
https://www.hustleandgroove.com/
https://twitter.com/LiseCnz
https://www.instagram.com/lisecartwrightnz/


READY TO STEP IT UP
EVEN MORE?!

YOU 'LL  GET :

Come  c o l l a b o r a t e  w i t h  o t h e r  c r e a t i v e
e n t r e p r e n eu r s  and  hu s t l e r s  and  go

p r o  w i t h  t h e  P r odu c t i v i t y  Powe r  P l a n .

Live power hour trainings + workbooks

Accountability (and awesome-sauce!)

15-minute Power Shots with Lise (think of it like

an espresso shot!)

Safe, nurturing community for you to create

and grow a business you adore!

G o  t o
h u s t l e a n d g r o o v e . c o m / p o w e r p l a n

t o  l e a r n  m o r e
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Be the kind of
woman that
makes other

woman want to
be you...

Topaz



CULTIVATE BONUS TIME!



Need to have another go at creating your vision? Use this extra page to craft it or

use this at the beginning of your next 12-month planning session.

CRAFT YOUR VISION

creates

Your name or company name Insert name of what your main offer

or product/service is

to

Who is your target audience? What do you want your customers/clients

to achieve as a result?

To accomplish this goal, you will: To accomplish this goal, you will not:

List all the things you will do to make

sure your main offer/product/service is

realized

List all the things you will not do. This is

about integrity and what you will never do

to your customers/clients
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It's time to take your vision and create an action plan!

CREATE YOUR GOAL CARD
Write your intentions here:

What's your financial target?

What are your timelines for each intention and financial target?

What value will your provide to your customers or clients?
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Take your post-it notes and map out your 12-month plan.

ONE-PAGE BUSINESS PLAN
JAN

FEB

MAR

APR

MAY

JUN

JUL

AUG

SEP

OCT

NOV

DEC
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NAIL YOUR FOCUS

If you're struggling to figure out what offer to focus on or what goal is easily

achievable, take the to-do's and goals you have and run them through the framework

above.

 

If you want to focus on getting something done in 90-days, then you'd focus on the

two top squares.

 

If you want to keep your 90-days relatively easy, then you'd focus on the  Low

Effort column.

 

Really, you can apply this framework to any decision you need to make. Simply

replace the headers in the left column with things like:

Easy + Fun

Argh, Do I Have to Do It?!

I'm So Good at This & Love It!

I Suck at This. Never Wanna Do it Again!

90-DAY
ACHIEVABLE

NOT 90-DAY
ACHIEVABLE

HIGH EFFORT LOW EFFORT

This box gets prioritized if

you want a more stress-free,

easy-going 90-days

This box gets prioritized if

you want to get a lot done

over the next 90-days
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Take time now to work through the Nail Your Focus framework so you're clear on

what you're focusing on for the next 90-days, then jump into developing your

first offers!

Space for more thought processing:
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90-DAY
ACHIEVABLE

NOT 90-DAY
ACHIEVABLE

HIGH EFFORT LOW EFFORT



Space for more thought processing:
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90-DAY
ACHIEVABLE

NOT 90-DAY
ACHIEVABLE

HIGH EFFORT LOW EFFORT



List your planned products and services below, including the price and

how many you plan to sell.

Jot down more ideas here if needed:

YOUR PLANNED OFFERS

100

YOUR OFFERS PRICE # SOLD INCOME

TOTAL PLANNED INCOME =



CREATE YOUR
HUSTLE GAME PLAN

Take everything you've just mapped out and create your actionable

game plan below!

MY CORE OFFERS ARE:

MY 12-MONTH FINANCIAL GOAL IS:

MINI GOAL CARD:

Q1 FOCUS: Q2 FOCUS: Q3 FOCUS: Q4 FOCUS:

MY CORE VALUES ARE:

VALUE I'LL PROVIDE:

Started Done! Started Done! Started Done! Started Done!
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Your Profit Plan
YOUR INCOME SOURCES

LEAD/SALES

GENERATORS

MARKETING

PLAN

YOUR 90-DAY PLAN

Creating a profit plan allows you to get super clear and

intentional about how you're going to achieve the goals you've

set for yourself. 

Failing to plan is planning to fail - Sir Winston Churchill



CREATE YOUR PROFIT PLAN
Review your post-it notes and your planned offers and create your own

profit plan below!

My 3 Main Income Sources are:

SOURCE 1:

SOURCE 2:

SOURCE 3:

My Lead & Sales Generators are:

My Marketing Plan is:
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90-DAY PLAN

Write down your main

goals or focus for the

next 90 days here

GOAL/FOCUS

AREA
30 DAYS 60 DAYS 90 DAYS

For each 30 day timeframe, list all the tasks that need to happen to

help you achieve your goals within the next 90 days
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90-DAY PLAN

Write down your main

goals or focus for the

next 90 days here

GOAL/FOCUS

AREA
30 DAYS 60 DAYS 90 DAYS

For each 30 day timeframe, list all the tasks that need to happen to

help you achieve your goals within the next 90 days
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90-DAY PLAN

Write down your main

goals or focus for the

next 90 days here

GOAL/FOCUS

AREA
30 DAYS 60 DAYS 90 DAYS

For each 30 day timeframe, list all the tasks that need to happen to

help you achieve your goals within the next 90 days
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90-DAY PLAN

Write down your main

goals or focus for the

next 90 days here

GOAL/FOCUS

AREA
30 DAYS 60 DAYS 90 DAYS

For each 30 day timeframe, list all the tasks that need to happen to

help you achieve your goals within the next 90 days



DAY:

PLAN YOUR IDEAL WEEK
5:00am

6:00am

7:00am

8:00am

9:00am

10:00am

11:00am

12:00pm

1:00pm

2:00pm

3:00pm

4:00pm

5:00pm

6:00pm

WORKING?



DAY:

5:00am

6:00am

7:00am

8:00am

9:00am

10:00am

11:00am

12:00pm

1:00pm

2:00pm

3:00pm

4:00pm

5:00pm

6:00pm

WORKING?
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DAY:

5:00am

6:00am

7:00am

8:00am

9:00am

10:00am

11:00am

12:00pm

1:00pm

2:00pm

3:00pm

4:00pm

5:00pm

6:00pm

WORKING?
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DAY:

5:00am

6:00am

7:00am

8:00am

9:00am

10:00am

11:00am

12:00pm

1:00pm

2:00pm

3:00pm

4:00pm

5:00pm

6:00pm

WORKING?

111



DAY:

5:00am

6:00am

7:00am

8:00am

9:00am

10:00am

11:00am

12:00pm

1:00pm

2:00pm

3:00pm

4:00pm

5:00pm

6:00pm

WORKING?
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DAY:

5:00am

6:00am

7:00am

8:00am

9:00am

10:00am

11:00am

12:00pm

1:00pm

2:00pm

3:00pm

4:00pm

5:00pm

6:00pm

WORKING?
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DAY:

5:00am

6:00am

7:00am

8:00am

9:00am

10:00am

11:00am

12:00pm

1:00pm

2:00pm

3:00pm

4:00pm

5:00pm

6:00pm

WORKING?
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WOW YOUR CUSTOMERS
Who is your ideal

client/customer?

How will you take care of them from the moment they click "buy"?

How will you ensure they are taken care of when things get a little rough?

How will you wow your clients and customers over and over again?
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ONBOARDING/OFFBOARDING
WORKFLOW

Map out your onboarding and offboarding workflow below:
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CONTENT REVIEW PLAN

Write down the type of

content you have in

place below

TYPE OF

CONTENT

TARGET AUDIENCE

ENGAGED
TO REVIEW STOP DOING

Then record whether your target audience is engaged with you on each

content type and whether you need to review it again in 30 days or stop

doing altogether
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QUARTERLY REVIEWS
As you start to implement your 90-day plans, take action on your profit

plan, and wow your customers, it's important that you check-in on your

progress to make sure that everything is on track.

 

Are you working on the right goals that will help you achieve your 12-

month plans?

 

Are you doing the tasks that will get you to your dreams, you know those

dreams you visualized?

 

We want to make sure that you're not going off on a tangent, suffering

from Shiny Object Syndrome or allowing life to get in the way.

 

Use these monthly and quarterly review pages to keep you on track, re-

focus as needed and pivot when the time comes.
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JANUARY
What WORKED Well? What DIDN'T Work Well?

Did you meet your 90-day goals for this

month? Why or why not?

What do you need to adjust/pivot in your 90-

day plan to meet your goals for next month?

I'm on the path towards realizing my VISION!
No, I'm Distracted 100% Yes!

I plan to do less of the following to love my life MORE next month:

My key FOCUS for next month is:
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FEBRUARY

120

What WORKED Well? What DIDN'T Work Well?

Did you meet your 90-day goals for this

month? Why or why not?

What do you need to adjust/pivot in your 90-

day plan to meet your goals for next month?

I'm on the path towards realizing my VISION!
No, I'm Distracted 100% Yes!

I plan to do less of the following to love my life MORE next month:

My key FOCUS for next month is:



MARCH
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What WORKED Well? What DIDN'T Work Well?

Did you meet your 90-day goals for this

month? Why or why not?

What do you need to adjust/pivot in your 90-

day plan to meet your goals for next month?

I'm on the path towards realizing my VISION!
No, I'm Distracted 100% Yes!

I plan to do less of the following to love my life MORE next month:

My key FOCUS for next month is:



Q1 REVIEW
I'm on TRACK towards reaching my annual goals:

I need to make the following adjustments to be on track for the next quarter:

OFF

TARGET
AT RISK ON TRACK

I'm on TRACK towards reaching my revenue goals:

OFF

TARGET
AT RISK ON TRACK

I'm on TRACK towards living a life I love:

OFF

TARGET
AT RISK ON TRACK

My Notes:

What AREAS need to be improved?

1.

2.

3.
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APRIL
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What WORKED Well? What DIDN'T Work Well?

Did you meet your 90-day goals for this

month? Why or why not?

What do you need to adjust/pivot in your 90-

day plan to meet your goals for next month?

I'm on the path towards realizing my VISION!
No, I'm Distracted 100% Yes!

I plan to do less of the following to love my life MORE next month:

My key FOCUS for next month is:



MAY
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What WORKED Well? What DIDN'T Work Well?

Did you meet your 90-day goals for this

month? Why or why not?

What do you need to adjust/pivot in your 90-

day plan to meet your goals for next month?

I'm on the path towards realizing my VISION!
No, I'm Distracted 100% Yes!

I plan to do less of the following to love my life MORE next month:

My key FOCUS for next month is:



JUNE
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What WORKED Well? What DIDN'T Work Well?

Did you meet your 90-day goals for this

month? Why or why not?

What do you need to adjust/pivot in your 90-

day plan to meet your goals for next month?

I'm on the path towards realizing my VISION!
No, I'm Distracted 100% Yes!

I plan to do less of the following to love my life MORE next month:

My key FOCUS for next month is:



Q2 REVIEW
I'm on TRACK towards reaching my annual goals:

I need to make the following adjustments to be on track for the next quarter:

OFF

TARGET
AT RISK ON TRACK

I'm on TRACK towards reaching my revenue goals:

OFF

TARGET
AT RISK ON TRACK

I'm on TRACK towards living a life I love:

OFF

TARGET
AT RISK ON TRACK

My Notes:

What AREAS need to be improved?

1.

2.

3.
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JULY
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What WORKED Well? What DIDN'T Work Well?

Did you meet your 90-day goals for this

month? Why or why not?

What do you need to adjust/pivot in your 90-

day plan to meet your goals for next month?

I'm on the path towards realizing my VISION!
No, I'm Distracted 100% Yes!

I plan to do less of the following to love my life MORE next month:

My key FOCUS for next month is:



AUGUST
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What WORKED Well? What DIDN'T Work Well?

Did you meet your 90-day goals for this

month? Why or why not?

What do you need to adjust/pivot in your 90-

day plan to meet your goals for next month?

I'm on the path towards realizing my VISION!
No, I'm Distracted 100% Yes!

I plan to do less of the following to love my life MORE next month:

My key FOCUS for next month is:



SEPTEMBER
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What WORKED Well? What DIDN'T Work Well?

Did you meet your 90-day goals for this

month? Why or why not?

What do you need to adjust/pivot in your 90-

day plan to meet your goals for next month?

I'm on the path towards realizing my VISION!
No, I'm Distracted 100% Yes!

I plan to do less of the following to love my life MORE next month:

My key FOCUS for next month is:



Q3 REVIEW
I'm on TRACK towards reaching my annual goals:

I need to make the following adjustments to be on track for the next quarter:

OFF

TARGET
AT RISK ON TRACK

I'm on TRACK towards reaching my revenue goals:

OFF

TARGET
AT RISK ON TRACK

I'm on TRACK towards living a life I love:

OFF

TARGET
AT RISK ON TRACK

My Notes:

What AREAS need to be improved?

1.

2.

3.
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OCTOBER

131

What WORKED Well? What DIDN'T Work Well?

Did you meet your 90-day goals for this

month? Why or why not?

What do you need to adjust/pivot in your 90-

day plan to meet your goals for next month?

I'm on the path towards realizing my VISION!
No, I'm Distracted 100% Yes!

I plan to do less of the following to love my life MORE next month:

My key FOCUS for next month is:



NOVEMBER
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What WORKED Well? What DIDN'T Work Well?

Did you meet your 90-day goals for this

month? Why or why not?

What do you need to adjust/pivot in your 90-

day plan to meet your goals for next month?

I'm on the path towards realizing my VISION!
No, I'm Distracted 100% Yes!

I plan to do less of the following to love my life MORE next month:

My key FOCUS for next month is:



DECEMBER
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What WORKED Well? What DIDN'T Work Well?

Did you meet your 90-day goals for this

month? Why or why not?

What do you need to adjust/pivot in your 90-

day plan to meet your goals for next month?

I'm on the path towards realizing my VISION!
No, I'm Distracted 100% Yes!

I plan to do less of the following to love my life MORE next month:

My key FOCUS for next month is:



Q4 REVIEW
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I'm on TRACK towards reaching my annual goals:

I need to make the following adjustments to be on track for the next quarter:

OFF

TARGET
AT RISK ON TRACK

I'm on TRACK towards reaching my revenue goals:

OFF

TARGET
AT RISK ON TRACK

I'm on TRACK towards living a life I love:

OFF

TARGET
AT RISK ON TRACK

My Notes:

What AREAS need to be improved?

1.

2.

3.



ANNUAL REVIEW
I REACHED my goals for this year:

My initial thoughts/plans/adjustments for the first quarter of next year are:

50% OR

LESS
75% 100%!

I REACHED my revenue target for this year:

50% OR

LESS
75% 100%!

I'm on TRACK towards living a life I love:

OFF

TARGET
AT RISK ON TRACK

My Notes:

What AREAS need to be improved for next year?

1.

2.

3.
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WANT MORE?
Ready to grow and expand your mind? Check out these books also written by Lise

Cartwright. You can find them all here: www.hustleandgroove.com/booksbylise.
 

Healthy Living Series

No Gym Needed: The Beginners Guide to Easy At-Home, Low-Impact Workouts

 

No Gym Needed: Quick & Simple Workouts for Gals on the Go. 

Get a Toned Body in 30 Minutes or Less!

 

No Gym Needed: Quick & Simple Workouts for Busy Guys.

Get a FIT Body in 30 Minutes or Less!

 

Detox Your Diet! (A 28-Day Detox Plan) Banish Additive Foods, Lose Weight Naturally &

Raise Your Energy Levels Through The Roof!

 

Mind The Chatter: Master Your Inner Voice, Gain a Positive Mindset and Get Your

Power Back!

 

Side Hustle Blueprint Series

Side Hustle Blueprint: How to make an extra $1000 in 30 days without leaving your day

job! (Book 1)

 

Side Hustle Blueprint: How to make an extra $1000 in the next 30 days writing ebooks!

(Book 2)

 

The Side Hustle Series Box Set (7-Books)

 

Author Training Series

I AM An Author: Shift Your Mindset and Become a Successful Author in 90 Days!

 

Non-Fiction Book Funnels: How to Engage With Your Readers and Sell More Books

 

Fiction Book Funnels: How to Engage With Your Readers and Sell More Books

 

9 Day Novel: Self Publishing - Publishing Your First Novel on KDP and CreateSpace
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ABOUT THE AUTHOR

Lise is a full-time author, blogger, and book

coach. She is a self- confessed shoe fanatic –

like obsessed. Just ask her husband!

 

She has been looking for the magic in life

since she was first exposed to positive, happy

thoughts at the tender age of one — thanks

Mum and Dad! 

 

Lise can regularly be found at local cafes, NOT

drinking coffee, but the more sophisticated
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CAN YOU HELP?

Loved the workbook? Learned something new?
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