
It is the beginning 
of the New Year 2007. 
Businesses are back in 
full swing. The kids are 
back in school and most 
everyone has �nished 
the last of their vaca-
tions. We are all in some 
form of back-to-work 
mode. Some of us will 
harness that drive and 
determination we cre-
ated during our annual 
New Year’s resolutions 
activity in order to re-
view our dusty business 
plans and revise our 
plan accordingly.

Similar to the New
Year’s resolutions we 
make after the winter 
holidays, so too do most 
business people look at 
what they have accom-
plished during the last 
12 months and try to set 
goals to improve what 
they achieved during the 
past year. Some people 
will be happy with a 
modest 3 to 5 percent 
growth rate. Others will 
shoot for a 10 percent 
growth with their busi-
ness. Finally some will 
reach for the stars and 
plan on growing 20, 30, 
40 or even 50 percent 
or more because they 
believe that this is their 
year to break out. What-
ever you decide to im-
prove upon, working o� 
of last year’s business 
plan is a good way to es-
tablish those goals in a 
methodical and respon-
sible fashion. 

There are many rea-
sons why businessmen 
and women use the be-
ginning of the year to 
review and revise their 
business plans. Remem-
ber that, a good business 
plan is truly an analysis 
of where you are, where 
you are going, where you 
want to be and how you 
are going to get there. 

More speci�cally, your 
review should cover all 
of the real meaty sec-
tions such as review of 
your competition, mar-
ket analysis, and �nan-
cials, including past and 
future projections, your 
�nancial plan, company 
overview, management, 
and information on your 
business’s product or 
service.

Having all of that in-
formation available 
makes it very easy to 
use the plan as a guide 
and tool to measure your 
past, present and future 
success. Additionally, 
looking at what you in-

tended to do last year 

and comparing it to your 
actual year-end results 
will give you the ability 
to revise your business 
plan accordingly for the 
future, taking into con-
sideration speci�c fail-
ures or successes you 
experienced last year.

The advice I o�er to 
you is to use this time 
period to pull out your 
business plan and grade 
yourself as soon as pos-
sible. Once your grades 
are in, sit down with 
yourself and plan your 
next move to score bet-
ter this year by mixing it 
up a bit. We both know 
that your competitors 
are busy trying new sales 
and marketing schemes 
therefore, this may be 
the best time to look at 
what you have been able 
to accomplish and try to 
tweak your plan to en-
sure a great start for the 
New Year. 

Maybe you could run 
some clever market-
ing programs to unload 
left over merchandise 
or maybe you could get 
more aggressive on your 
pricing in order to pick 
up some extra price con-
scious customers. Doing 
something di�erent to 
boost sales or growth 
out of the New Year gate 
may make those new 
goals in your plan turn 
into reality. 

You can always fall 
back on your old ways 
and stay the course 
with a duplication of 
last year’s success. But 
will you really feel that 
sense of accomplish-
ment that most success-
ful entrepreneurs want 
to experience?
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