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PLEASE DETERMINE WHAT YOU AS AN INDIVIDUAL OR 
A BUSINESS WANT TO ACHIEVE FROM THIS DOCUMENT.  

WHAT IS ITS INTENTION?  

WHAT ARE YOUR PLANS WITH 
THIS DOCUMENT GOING INTO 20XX?  

HOW WILL YOU HOLD YOURSELF ACCOUNTABLE TO THE 
DOCUMENT? DOCUMENT? 

E.G REGULARITY OF REVIEW? 

COMPANY MISSION STATEMENT REMINDER 

COMPANY VISION/ END GOAL?

COMPANY MISSION?

HOW DO YOU DESCRIBE WHAT YOU DO?  (ELEVATOR PITCH)

WHAT WILL WE DO DIFFERENTLY IN 20XX TO 20XX?

  
THIS YEARS MITHIS YEARS MISSION STATEMENT IS…..?

EXECUTIVE SUMMARY 



 
 
 

THREATS    
What is a current threat to your business individually 
and your industry as a whole?  
HHow will we mitigate the risk?  
How can we manage these threats?  (minimum 5) 

RESULTS  
How are you going to track your performances and how often?  
How regularly will you review?  
How will you know when you have hit goals and how will you reward 
yourself?  
Do you have people you work with?  
HHow will you measure their results and how will they be rewarded?  
How will you motivate the people that you work with?

OPPORTUNITIES  
Are there any glaring opportunities that you have not taken?  
Are you seeing new doors open in particular markets?  
Is there a market that is working for you?  
Is there a person who can change what you do or work 
with a new strategy?  
Highlight all opportunities, whether Highlight all opportunities, whether we should take them or not 
is then for discussion.  (minimum 5) 

WEAKNESSES
What do you currently struggle with as an individual, 
team or company?  
If you were to be criticised what would it be for?  
If you could pick something that you urgently want/need to 
improve what would that be?  
Who aWho are the weakest members of your team?  (minimum 5) 

STRENGTHS
What do you currently do well as an individual, team or company?  
Who are the strongest members in your team?  
What are your USP’s?  What are you well known for?  (minimum 5)

We will combine the two famous business analysis methods here:

SOAR AND SWOT 



I want to break this section down into Business, Lifestyle and 
Spiritual/Health.  Each subject should have answers to each of the 
following points.  If working as a team, please complete individually 
and then come together to finalise the company goals.  
This is designed to raise discussion, and establish the business priority 
through collective thought.

MY DREAM IN (BusineMY DREAM IN (Business/Lifestyle/Health) is……..

My timelines to hit this dream life in each department are……….

1 YEAR 
The 5 things that I categorically must achieve and the reasons why 
I want to achieve them in each department are…………

If I do not achieve these things then…….

I think that these goals are important for us because……..

TThe immediate actions that I would need to take to achieve each of 
these goals are…….

The people that these goals require and that we need to make sure 
that we are aligned with include………

I believe that we should assess these goals every…………  

To be able to assess these goals every….then we need to do 
the following……..

TTaking the goals from this previous section - 
plot them on the below chart to identify where they seat in terms 
of impact vs effort required.
The goals which require less effort but have the best impact 
should be prioritised in Q1 2019 as quick wins, with some energy 
considered for our long term wins also.  
Low impact - high effort should be considered to be discarded 
immediimmediately and low effort, low impact considered whether they
need to be discarded. 

GOALS 



HIGH IMPACT, HIGH EFFORT 
LONG TERM WINS 

LOW EFFORT, LOW IMPACT 
DISCARD/REVIEW

HIGH IMPACT, LOW EFFORT 
SHORT TERM WINS 

HIGH EFFORT, LOW IMPACT 
DISCARD/REVIEW



KEY PERFORMANCE INDICATORS
 

In your investing and businesses where relevant,
what are the KPI’s that we must highlight and track?  

We must identify and define these clearly...

So what are our KPI’s and how do we know we are hitting them?

    
Regular updates are required each time this plan is reviewed and 
any lack of progress against KPI’s must be challenged.  

Examples may include:

To be at £X per month Cash flow by June 1st 

To carry out 25 viewings every month 

To build relationships with 2 new agents every month 

MaMake 5 offers a month 

Increase staff numbers by 1 member of staff a quarter 

To collect 90% of all rents due
 
To stay at 80% occupancy for all tenancies 

To manage 25 lets a month (lettings) 
etc 

You should have a minimum of 6-8 Key Performance Indicators You should have a minimum of 6-8 Key Performance Indicators 

THESE ARE VERY IMPORTANT -  PLEASE FOCUS



Who are our target customers?  
Who do want to focus our efforts on in this next year?  
This could be from investment, purchasing, business and/or 
end user perspective (tenant/buyers).

Leads ought to be assigned to individuals (we will call them the owner). 
The owner is then tasked with leading on the development of this 
rrelationship with this party.  Regular review of this responsibility is 
required and any lack of action would need to be challenged. 

OUR TARGET CUSTOMERS 

Target a minimum of 10 targets.  This can be filled out separately as 
individuals and then come together as a group to discuss. 

TARGET WHY ARE THEY 
A TARGET?

HOW DO WE 
APPROACH?

BY WHEN?
WHOS’ 

RESPONSIBILITY?



MARKET AND COMPETITOR ANALYSIS 

How is the market currently performing?  
Locally and Nationally?  

What do we need to consider in our activity in the market in 2020?

Do you have any concerns?

Where is the room for growth?

WhWhat patterns are you seeing?

We need to identify and understand what we are offering and what 
our competitors are offering?  
Who else in the markets do you admire?  
What are they doing well?  
What strengths do they have and where do you think they could improve?  
Who do you respect and why?

WhWhat can we do that others aren’t to get a competitor advantage? 

How can we leverage other people in order to 
gain a competitor advantage?

 
MARKETING PLAN 

What is our current marketing plan? 
 
Who are we targeting and how often?

Who is responsible for each relevant campaign?

Where do we need to increase our presence and how will we do this?

WhWhat does our current marketing say to our target audience and is 
it showing a message that you are happy with?

How do we improve our image with our current client base?  

How do we market to them consistently even when they are still a client?

What value are we offering with our marketing?
  

Consider all forms of marketing here, for all audiences 
that we are trying to attract.



Who in our team are we happy with?  
What is it that they do that we would like other team members to do?  
How can we keep them motivated?

If we could delegate activities immediately what would they be and why? 
 (minimum 3, most important first) 

Who in our team do we need to improve? 
 Wh What is it that they do that we are not happy with?  
How can we motivate them to change?  
Do they need to be replaced?

What other areas do we need to recruit in 2020?  
Who is it that we will need to add to our team in order to be 
able to hit our 2020 goals?  
How will we recruit?

TEAM AND ROLE ANALYSIS 

IN THIS SECTION WE NEED TO THINK ABOUT:

Recruitment 

Trainings 

Staff/Team Briefings 

Clarity on procedure.  You need to be clear on what you want 
and expect so that the team are also clear without excuse. 

WhWhat roles do we need to delegate? 
Who do we want to delegate this to?
What skills must they have?  

Clear Role allocation.  List all activities that are required in your 
investment/business.  List who is responsible.  Begin to create 
an OPS manual through this document.



FINANCIAL PROJECTIONS

What do our financial projections look like in the short, medium 
and long term for 2020?

What do we need to do in order to improve our financial projections?

Looking at our spending, is there any areas where we are spending 
and not achieving targets?  

Do Do we need to make any cuts?

Where do we need to invest more? 
 How much?  

How will we measure results?  (marketing, staff etc)

Can we make any efficiency improvements?  

How are we tracking income and expenditure? 

 How can we always be on top of Cash flow and capital?

RREVIEW OF  

In this last year we hit/ did not hit our targets because………..

Things that worked particularly well include…….

Things that did not work particularly well included…..

The first things that we need to in 2020 that we did not do in 2019 are……..

The things that we will not do in 2020 are………

The 5 biggest lessons that I have learnt about myself/our business in 
22019 are……



EXAMPLE

See next page for the blank table

GOAL

1.  To increase our 
social media 
presence on 
Instagram by 
1000

2.  To 1 flip in the 
first quarter of 
this year 

Be Specific 
- what do you 
want to achieve?

OWNER

Who owns 
this goal?

DEADLINE

When should 
the goal be 
completed by?

WHAT DOES 
SUCCESS LOOK 

LIKE?
How will we know
 when we have hit 

the goal?  
(Measured)

£250,000 finance 
raise through SM 
 property sales 
1 performing asset 
sourcing client 

Property agreed 
with a forecasted 
profit minimum of
£15,000

Agreed goals and the actions required to complete them.  
Each goal should have a defined timeline and be relevant to your annual 
goals and your “end game”.  Remember the effort vs impact exercise from

 earlier to help prioritise and remove goals accordingly.  

IMMEDIATE OPERATION PLAN 



Be Specific 
- what do you 
want to achieve?

OWNER

Who owns 
this goal?

DEADLINE

When should 
the goal be 
completed by?

WHAT DOES 
SUCCESS LOOK 

LIKE?
How will we know
 when we have hit 

the goal?  
(Measured)

GOAL


