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Business Model / HOW DO YOU DO IT?

You know how to do the work, but what about the work behind the work? 

You have a business now and it’s a whole new world. Budgets, pricing services 

that make money, and running the day to day. Let’s break it down.

creating a business model  / defining your services
 /nurturing your clients / tools & systems  
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CREATING A SUSTAINABLE BUSINESS MODEL
Creating the perfect business model for you isn’t just about the numbers. You have to make sure you have a framework that 
works not only with your life now, but also with the work life balance you want.
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How many hours do you have available to work per week?

How many hours and days a week would you like to work?

What time a day do you feel most productive doing your work?

Other than work, what are your non negotiable priorities during the week?

What kind of work makes you feel drained?

What kind of work gives you energy?

What keeps you from having a productive day?

What supports you in having a productive day?
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WRITE OUT YOUR IDEAL DAY
Create your perfect day where you feel energized, productive and successful.
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One to many free - Examples would include: blog post, free downloads, podcast, newsletters, and consultations.

One to many paid - Examples would include: products, courses, workshops, custom work, or services.

Thinking about how you serve your clients will show you ways to diversify your income with passive income (one to many 
paid) and lead people to your highest tiered service (one to one paid) through your free services. This exercise will also give 
you ideas on new services and ways to market your business. These don’t have to be things you implement right now, 
but a plan for how you can grow and scale your business.

What the thing that is keeping your customers up at night? Use the format below to write out the ways(tools, services, 
courses) you can offer to serve these customers and help them solve their problems. 

CREATING A PROFITABLE BUSINESS MODEL
Defining what services or products you offer, and how you are going to make money, is the key to actually selling and making 
money. Use this worksheet to define one premier offering, 3 offerings, or a 3 tiered system for your services.
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One to one paid One to many paid

GETTING REAL ABOUT MONEY
Now that you know what kind of services you will offer and who you will serve to create your business we 
have to put some numbers to it to make it the dream job. This is the black and white accountability you need 
to set your prices and monthly goals. Print it out, hang it on your wall, and keep yourself motivated! 

With real numbers in front of you it’s time to consider the amount of time you have to do the work and how many of each 
service you would have to sell each month to reach your money goal. How does this break down for you into numbers of 
clients you need to onboard, collaborations you need to find, or wholesale accounts to need under contract? 

Total of Monthly living expenses 
including savings and spending money.

TOTAL INCOME NEEDED TOTAL INCOME DESIRED

Total about of Monthly business expenses 
include savings for taxes and yearly expenses.

Because I believe in setting goals & intention!
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One to many free (blog post, free downloads)

One to one free (newsletters, consultations)

One to one paid (custom work, services)

One to one paid

One to many paid (products, courses, workshops)

One to many paid

GETTING VISUAL
By outlining the ways you can serve your clients you have also created a sales funnel! You reach and capture potential clients 
with your free offerings. Then you funnel them into paying clients with your lower price point one to many or premium one to 
one paid offerings. Fill in your funnel with the services and/or products you offer.

This pie chart relays what percentage of your income comes from the types of services you provide. It’s OK if you 
only have one or the other now. This can be a goal setting exercise to show you where you want to be. You want 
to take into account what you like to do, the amount of time you have and if your business has the capacity to 
scale and grow.
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One to many paid

DEFINING YOUR SERVICES
These are some questions to help you narrow in, find your niche and talk specifically to the needs of your ideal client. You 
want to offer services that you enjoy doing and make you money.

© Tipsy Studio

2

What is your speciality product or service?

What do you want to be known for? Yes, this is a repeat, but you have to keep reminding yourself!

What do you make the most income from?

What is a product or service you don’t want to offer anymore?

What product or service do you want to add to your offerings, or do more of?
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Service includes 

putting it together

cost 

results they will get 

how it works (process, next steps, or time commitment)

name 

problem it solves 

TOP TIER 
Product or Service

DEFINING YOUR SERVICES
Defining what services or products you offer, and how you are going to make money, is the key to actually selling and making 
money. Use this worksheet to define one premier offering, 3 offerings, or a 3 tiered system for your services.

(service name) is for people who (problem it solves) so they can (results they will get).  By (process) 
we can (results). In (time commitment) we can ( solve problem). Let’s work together by (next steps).
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service includes 

putting it together

cost 

results they will get 

how it works (process, next steps, or time commitment)

name 

problem it solves 

SECONDARY 
Product or Service

(service name) is for people who (problem it solves) so they can (results they will get).  By (process) 
we can (results). In (time commitment) we can ( solve problem). Let’s work together by (next steps).
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ALSOS AND OTHERS - additional products or services that you offer that support your main products/services.

service includes 

putting it together

cost 

results they will get 

how it works (process, next steps, or time commitment)

name 

problem it solves 

SECONDARY 
Product or Service

(service name) is for people who (problem it solves) so they can (results they will get).  By (process) 
we can (results). In (time commitment) we can ( solve problem). Let’s work together by (next steps).
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top tier service name 

secondary service name 

secondary service name 

WRITE OUT YOUR SERVICES
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COMMUNICATION - How do you communicate with your clients from the start of a sale to the finish? Be clear in 
how you communicate, because you never want them to wonder what happens next. That’s just enough time for
their fears to set in and possibly cause them to back out of the purchase. 

Do you email, Skype or text them? 

What are your office hours? 

How soon should they expect a response from you?

How does working with you begin and what can they expect? Do you have a welcome packet, an email with
 information, or intake form?

NURTURING YOUR CUSTOMERS 
It’s important that we communicate with our clients and customers in way that they feel valued before and after the sale. 
This is how you turn prospects into paying clients, get repeat customers, and grow your business with referrals. Touchpoints 
are the ways in which to you come in contact with your customers. This includes social media, newsletters, onboarding,
offboarding, and working together. You want every experience to be on brand by reflecting your values in the way you 
want to make people feel. 

How do you want people to feel when they work with you?
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How can you take away any fears and answer question for people who inquire about your services?

How can you make a new client feel excited about working with you and set the stage for a great 
working relationship?

GRATITUDE - Did you know 80% of your business comes from the customers you already have? It’s important to not let 

them forget you by continuing to offer them value and appreciation. This can be through content in your newsletter.  You can 

send discount codes, thank you cards, or Christmas cards. What ways can you continue to serve your customers?

How can you nurture the people on you e-mail list? 

How can you improve your process and communication with clients while you are working together?

How can you thank people for their business?
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Explaining to your client exactly what it looks like to work together relieves some of their fears about hiring someone and 
makes it easier for them to buy. It shows your expertise and how you are different from other people in your field. It also 
makes it easier for you to have a system that works so you can just implement it rather than constantly reinventing the wheel. 
This will save you time and build your confidence. 

If you make products, talking about your process gives people a better understand of the value of what you do and what 
makes your product unique. Letting people in behind the scenes makes them feel a part of the process while learning more 
about you. They become invested in your brand and ready to buy.

step 1

step 2

step 3

step 4

Map out your process for onboarding clients.

DEFINING YOUR PROCESS 
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Map out your process for working with clients or making your product.

step 1

step 2

step 3

step 4

step 5
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Having the right tools to run your business can make a huge difference in having systems that run smoothly and save 
you time. You don’t have to have every piece of software or app  in the beginning but you can start with an entry level 
service or provider and move up, or change providers your needs change. Below are my recommended basics to get 
your business up and running.

FINDING THE RIGHT TOOLS 

Website : You have to have a website and if your needs are simple a what you see is what you get platform like Squarespace 
or Shopify for e-commerce is a great place to start. You can try to DIY or find a designer to help you make a template your 
own.

Email Provider : You will want to have an email address that is something@yourcompanyname.com. You can actually have 
this with Google’s Gmail so you use the power of Gmail with you own something@yourcompanyname.com email address. 
Your website provider can also set up your email for you. 

Email Marketing System : This is what you will use to start your email list so you can stay connected with clients and 
potential clients. Mailchimp is a great place to start to get robust features at an affordable price. 

Book Keeping : You need a system to send invoices and track expenses. You could make invoices and track them in a Google 
Sheet, but investing here is a  place where you will get your money back. The time it takes to track and create invoices, 
missing an invoice or expense, and getting all of your information to your account for tax time, makes getting a good system 
for bookkeeping really important. Try a few free trials and find what’s right for you.

Storage and file transfer: This a part of having work system that works. Try Google Drive or Dropbox for storing your work 
(never have to worry about losing anything or using up your computer memory) and transferring files to and from clients. 

Project Management: This can be as simple as having an app like todoist so you can task out projects and set reminders for 
yourself along with a Google calendar, or having a more detailed  system that can work with clients and teams like Asana.

My Tip: I like to keep a list or then programs I am using, what I am spending and when they expire. This helps me evaluate 
my monthly cost of doing business and it’s a reference if I want to cancel or try something new.

Wish ListChosen Programs                                                 Cost
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Wish List

WEB DESIGN

Wordpress
Squarespace
Shopify - https://www.shopify.com/?ref=tipsy-studio
Showit

E-MAIL MARKETING

Convert Kit
Mail Chimp

PHOTO EDITING

Photoshop
Lightroom
VSCO
Color Story
Retouch

SOCIAL MEDIA & AUTOMATION

Planoly
Hootsuite
Buffer
linktr.ee

BOOKKEEPING

QuickBooks
Freshbooks
Wave
Pancake

SCHEDULING

Acuity
Square
Calendly
Satori App

PROJECT MANAGEMENT

16 hats
Asana
Trello
Honeybook

TIME MANAGEMENT

Timely
Todoist app
Pomodoro method apps

BUSINESS TOOLS

Google docs
Boomerang
Dropbox

STOCK PHOTOGRAPHY

Creative Market

HOSTING
Siteground

BUDGETING

YNAB

MInt

ELECTRONIC SIGNING

HelloSign
SignNow

FONTS

Myfonts

Creative Market

PRINTING

Vista Print

MOO - https://www.moo.com/share/y8598g

MARKETING TOOLS

Click Funnels
Lead Pages

DESIGN TOOLS

Adobe
Canva

These are some of the resources that I have used and like. I am an affiliate of some of these and they are noted 
with a link. 
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