Business Idea Readiness Checklist

Are you truly ready to start, pivot or build?

This checklist draws on business analysis frameworks, management accounting principles, and the strategic
foundations in The Ultimate Business Startup Guide by Alexandra Egan. Work through every section honestly. Score
yourself 1 point for each item you can confidently check off. Your total score at the end will tell you exactly where you
stand.

1. Purpose and why

I:l | can clearly state WHY this business exists beyond making money
Linked to your personal values and long-term motivation. The fuel that keeps you going.

I:l I know what problem or need this business solves specifically
A real, validated problem for a real, identifiable group of people.

I:l I understand how business success will change my life and family
Vision clarity. The personal stake that drives commitment.

2. Mindset and self-awareness

I:l I have examined my beliefs and attitudes about business and sales
Fixed beliefs create fixed results. Awareness is the first step to change.

I:l I know how | manage myself when things go wrong (above/below the line thinking)
Accountability mindset: do you own your outcomes or blame circumstances?

I:l I have identified what | need to start doing, stop doing and keep doing
A practical gap analysis of your own behaviours and habits.

3. Vision and market position

I:l I have a clear, written vision for what my business looks like in 12 months
Strategy starts with the end in mind. Vague vision produces vague results.

I:l I know how much revenue the business needs to generate to fund my lifestyle
Management accounting foundation: your personal break-even point.

I:l I have considered my exit strategy (date, price, buyer)
Business valuation thinking. Building an asset, not just a job.

I:l My vision is credible, memorable and aligned with my positioning
Brand and market differentiation. Does it pass the 30-second test?

4. Ideal client clarity

I:l | can describe my ideal client in specific detail (demographics, behaviour, income)
Market segmentation. The more specific, the more powerful your marketing.

I:l | know what pain, frustration or problem keeps them up at night
Voice of the customer analysis. Essential before product or service design.

I:l I know what they have already tried that has not worked
Competitive landscape insight and positioning opportunity.

I:l I understand their decision-making process before they buy
Buyer behaviour analysis: awareness, consideration, purchase, post-purchase.

5. Product and service viability

I:l My product or service is designed around my client's needs, not my own preferences
Customer-centric design principle. A critical business analysis discipline.



I:l | have researched 3 to 5 competitors and understand the existing market
SWOT and competitive analysis: know the landscape before you enter it.

I:l I have considered how to price and whether the product can be scaled or bundled
Revenue model thinking: unit economics, margin and scalability.

I:l I have validated my idea with real people, not just assumed demand exists
Market validation. The step most founders skip and later regret.

6. Goals and planning

I have set SMART goals with both short-term (1 to 3 months) and long-term targets
SMART framework: Specific, Measurable, Achievable, Relevant, Time-bound.

I:l I have a 90-day action plan broken into monthly commitments
Operational planning discipline. Quarterly cycles drive accountability.

I:l I know my key milestones and how | will measure progress
KPI thinking: leading and lagging indicators for business performance.

7. Financial foundations

I:l | have estimated my startup costs and know how much | need to launch
Capital requirements and cash flow planning. Know your numbers before you spend.

I:l I have modelled a basic break-even analysis for my pricing
Management accounting essential: at what volume do you cover your costs?

I:l | understand the difference between revenue, profit and cash flow
Financial literacy baseline. The gap that kills most early-stage businesses.

8. Marketing and sales readiness

I:l I know which marketing channels best reach my ideal client
Marketing mix analysis: right message, right channel, right time.

I:l I have a clear elevator pitch that | can deliver in 30 seconds
Value proposition articulation. The foundation of all sales conversations.

I:l I understand that marketing generates leads but sales converts them
Pipeline thinking: lead generation is not the same as revenue.

Your score
Total items checked: / 20
I N
0to8 Early stage. Idea not yet ready. Start with a free checklist debrief and book a Business Clarity Review with Alexandra.
9to 14 Developing. Some foundations in place. Work through The Ultimate Business Startup Guide section by section.
15to0 19 Nearly there. Strong base forming. Book a Business Clarity Review to sharpen your strategy before you invest.
20 Ready to build. Clarity achieved. Move into execution: business plan, marketing strategy and launch.

Ready for the next step?
Book a Business Clarity Review | Enquire about a workshop
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