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In order to get started with this exercise, I want you to think 
about what you can offer the world.   

1. What are you really good at doing? 

2. What are you really passionate about? 

3. Do you consider yourself as an expert in any one field? 

4. Look at your responses from questions 1-3.  Where do these things overlap? 
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Business Launch for Creatives 

Part 1

The focus of Part 1 is you.  By the end of this exercise, you will have a better 
understanding of how to position and price your product or service tailored to your 

ideal target customer.  You’ll also be ready to dive into Part 2 of building your website 
after securing your business name. 

Part 1 // Your Focus 
What can you offer the world? 
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Now think about how you want to spend your time. 

5. How do you currently spend a typical work day? 

6. How much income do you make? 

7. How do you really want to spend your day? (picture yourself as successful with 
your business) 

8. How much income do you want to make? 

Keep your responses to these questions in mind while going through 
this guide! 
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If you will be selling a product: 

1. Will you be offering a physical or digital product?  What is it? 

2. How will this product be produced?  By you or outsourced to others? 

3. What is your cost for producing this product?  Do you need to purchase software 
or materials?   

4. How will you handle large inventory?  Do you have room in your home to store 
materials and finished products, or will you need to rent space?  

5. If you need to rent space, how much space do you need and how much do you 
plan to spend? 

If selling a service: 

6. What type of service are you offering?   

7. How many clients will you be able to handle at one time? 

8. What hours do you plan to work during the day?  What about serving people in 
different time zones? 
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Part 1 // Your Idea 
Complete the following to be able to understand how your product will suite your customer’s needs 
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How much will you charge? 

For this section, you’ll need to think about how much an hour of your time is worth in 
addition to material costs.  The more detail you can provide now, the better.  The 
questions below are to guide you in what you need to consider.  

1. How much does it cost you to develop your product or service: materials and 
time?   

  
2. Will you need a staff?  How many people? How much will you pay each position?   

3. Do you need to outsource specific tasks?  Who will you use and at what cost? 

Cost it takes you to develop a product + Markup  
= Price you charge a customer  

The Markup is what you will make as a profit. 

  Determine your price 

  Cost of Materials per item:      $_________ 

  Shipping cost per item:        $_________ 

  Other Expenses:         $_________ 

  Other Expenses:         $_________ 

  Other Expenses:         $_________ 

  Your time: _____hours x your hourly rate of ____ $/hour =  $_________ 

  Total Cost to you (add up the expenses):   $________ 

  Markup (you will make this per item sold):     $_________ 
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  Price you will charge (Total Cost + Markup):  $________



Business Launch for Creatives // Part 1 focus | idea | competition | customer

Left Side Art LLC © 2015 Page �  of �5 10 focus | idea | competition | customer

Part 1 // Your Competition 
Know who you are up against and how you can stand out

Who are your top 10 competitors?  List them here and bookmark them in your 
browser. 

What are the top 3 products or services you think you will compete with the most? 

  Product/Service: ____________________ 

   Description: _________________________________________ 

   Price: _________ 

  Product/Service: ____________________ 

   Description: _________________________________________ 

   Price: _________ 

  Product/Service: ____________________ 

   Description: _________________________________________ 

   Price: _________ 

1.____________________________   

2.____________________________    

3.____________________________  

4.____________________________    

5.____________________________   

6.____________________________   

7.____________________________    

8.____________________________  

9.____________________________    

10.___________________________ 
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Take your top 3 products or services and analyze them with the following questions: 

1. Have you spent time on their sites really understanding how they do business?  
How do they display their product?  What do the descriptions look like?  What 
feedback do their customers leave?  

  

2. How is your product or service more valuable than theirs?  Would you buy their 
product or service?  Why?  What makes them appealing? 

3. Does your product or service fill a specific need for your customer that your 
competition is failing to provide?  What is it and how will you make this apparent 
to your customers? 

4. How are you different from your competition?  How do you plan to display or 
describe your product or service to really stand out? 
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Part 1 // Your Customer 
Who are they, what do they need, and why will they come back for more

You’ll have to get inside your customer’s head and understand what they really want 
from you.  Try to think of one person that you know who is likely to need your 
product or service.  This one person will represent your entire audience in this 
exercise.  

Think to yourself: “How can I fulfill a specific need this person has?” 

1. How old are they? 

2. Are they male or female? 

3. What do they do in their spare time? 

4. What are their interests and hobbies? 

5. What are their buying habits? 

6. What do they do for a job? 

7. What level of education do they have? 

8. Are they single or married? Have kids? 

9. What are their desires and dreams in life? 

10.  What do they need from you to make their lives better? 

The more you can ask about your target customer, the more you will be able to tailor 
your product or service to them.  
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Ask for feedback!  Repeat business from loyal customers is great, but how will you 
expand and grow in the right direction without truly knowing which way to go? 

Your customers are the key to this answer   

1. What is appealing about your product or service? 

2. Why do they need your product or service? 

3. How will your product or service make their lives easier?  What need is it filling? 

4. Why would they purchase your product or service over the competition?  Price, 
quality, convenience? 

5. Would they be a repeat customer? 

6. How would they like your product or service to be improved? 

7. Would they recommend you to their friends and family? 

Go back to the top 3 products or services that you ranked as being your biggest 
competitors.  What are customers saying in the comments sections or review 
sections?  Is there anything you can learn and apply to your product or service? 

Stop here and reflect! 
There’s a reason why we started with your product idea.  You more than likely 

already have one!  But now that you know more about your customer and 
competition, you may feel the need to revise your product or service offering.  

Repeat these three parts (idea, competition, customer) as many times as you need.  
Your business depends on your product clarity!
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Part 1 // Your Business Name 
Your name and logo must be rememberable 

When deciding what your business should be called, also consider how you want it 
designed as a logo.  Your name should be somewhat short, easy to recognize, easy to 
type, and easy to read.   

1.  Check the SBA for availability 

2.  Check BlueHost for domain availability.  This is the easiest and quickest way to 
check, regardless if you end up using a SaaS like SquareSpace. 

3.  Check social media for availability 

  Facebook 
  Twitter 
  Pinterest 
  Tumblr 
  LinkedIn 
  Instagram 
  Flickr 
   

4.  Set up a Gmail account with your business name (i.e. leftsideartllc@gmail.com) 

5.  If all of these check out, register your domain and set-up your social media and      
email accounts.  If you plan to use a SaaS, register your domain and email through 
that company when you sign up for their service.  (Note: Part 2 will reference 
SquareSpace account set-up) 

http://www.apple.com
http://leftsideart.com/bluehost
mailto:leftsideartllc@gmail.com?subject=
http://leftsideart.com/bluehost
http://www.apple.com
http://leftsideart.com/bluehost
mailto:leftsideartllc@gmail.com?subject=
http://leftsideart.com/bluehost
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Almost finished!   

Business Name:________________________________________________________________________

Sketch of my Logo:

My creative idea of selling                                                                              will cost me approximately 

$_________ to create and I will charge my customer $__________, which is a competitive price.  

My target customer loves ________________________ and needs _____________________________ 

which my product/service will fulfill.  My product/service is unique and will stand out from my 

competition because of these three things:______________________________________, 

______________________________________,  and ______________________________________.   

Part 1 // Conclusion 
Let’s summarize what you’ve learned 


