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We all know how important planning is, whether it's booking a holiday or building a 
business if you don’t plan, you run a high risk of wasting time and money, or worse. 
In an Article ‘Should entrepreneurs plan or just storm the castle’, which looked at 
the Business planning and performance of over 11k small businesses, it found that 
planning increased overall effectiveness. Planning can also help companies grow 
30% faster, and 71% of fast-growing companies have implemented plans.

TTo ensure your business starts off on the right foot and has every opportunity to 
succeed, you need to think about your own business plan. There are two distinct 
types of business plan, the one-page plan and the more comprehensive and 
in-depth business plan.

The one-page business plan is ideal for you to start brainstorming and getting ideas 
down on paper… the more information that you can pull together and understand, 
the less likely you are to stumble on your journey to success.

A gA great place to start your one-page business plan is to use a structured template, 
here’s a great example: https://leanstack.com/leancanvas  
The template, created by Ash Maurya, helps you to deconstruct your business idea 
into key assumptions.

The Lean Canvas may be all you need for your business, but just in case you’re 
looking for a little extra inspiration, here are a few key points that we’re going to take 
a quick look at:

Understanding your business plan...
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Company Overview 
Company Ownership and your Team
Understand your Customers
Knowledge of your Industry and Local Market
Marketing
Finances



Company Overview - creating your dream ...
Your company overview, or executive summary, should give the reader an insight 
into your business. You need to include information on your business as it is today, 
touching on your membership numbers, the services you offer, and an overview of 
you and your team. This is also a good place to show a snapshot overview of how 
your business has performed over the last few years.

The moThe more information you have the better you can plan, if you’re using 
spreadsheets, make sure they’re up-to-date and show all of your financial data, 
class numbers, memberships, and income. If you’re using GO Retrieve you can 
download this information via your Reports page. 

TTo complete your overview you need to outline your strategies, this should include 
the services you will be offering in the beginning and how these will change over the 
coming 12 months to three years. It’s also important to discuss any necessary 
expenditures that you are anticipating, for example, any building work, new 
equipment or staff.

Company Ownership and your Team
If If you’re looking to open a new studio, chances are you’ve already got a team in 
place. You need to highlight any partnerships, and/or share ownership, who is 
responsible for managing your business, and any additional management roles. 

Understand your Customers
Now Now your reader has an understanding of how your business is performing, and 
what you’re looking to achieve, it’s now time to talk about your ideal client, this is 
often referred to as Market Segmentation. As you already have a client base this 
should be pretty straight forward, think about your client's age, gender split i.e. 20% 
male, 80% female, living location, average income, social pattern, and 
health/lifestyle issues.
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Knowledge of your Industry and Local Market
It goes without sIt goes without saying that you need to have an understanding of your industry, but 
to run a successful business, you need to know your competition... where they’re 
located, what they offer, the equipment they use, their prices, opening times, their 
staff, customer type, and any incentives they may offer. Think about the type of 
customers you’re looking to attract vs. the customers your competitors are looking 
to attract (this is where owning your own niche market makes all the difference). 

Marketing
MarMarketing isn't just about advertising your services, it's about knowing your 
business inside out. To get a good understanding of your business and how you 
rate against the competition, you may want to think about doing a SWOT analysis. 

A SWOT analysis is when you take a look at your Strengths, Weaknesses, 
Opportunities, and Threats. This allows you to identify areas that you’re good at, 
areas that need a little extra work, areas you could incorporate into your business to 
add value, and areas you need to be aware of. 

YYour marketing section should also cover how you’re going to attract new 
customers. This could include how you’ll promote your business and your brand  
via social media, online advertising, website, branded Apps, word-of-mouth, referral 
program, campaigns, flyers, etc.

Think about wheThink about where you’re going to allocate your funds, organic posting on social 
media will only get you so far. Save money by using available marketing tools to 
target and market to the right audience. GO Retrieve can help you to market to 
people that have viewed your schedules but have not left their details, as well as 
people who are very similar to your existing customers. 
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Finances 
When moving into new premises you’re going to need to know your finances, you 
need to know your income, expenses, and projections (your anticipated earnings). 
Spend some time on this, as with opening any new business, there ‘s always a few 
unforeseen situations. To get you started you may want to think about:

  Legal expenses           Building work
    Equipment (New or Leased)    Software
  Marketing costs           Staff overheads
  Products               Operational costs 

Now Now you have an idea of your potential outgoings, it's time to think about your 
income. This is to reassure your investors, stakeholders and partners that you have 
a solid plan for your return on investment. Think about the number of classes you 
can provide, how many people can attend each class, any additional revenue from 
selling products, refreshment area, or your ability to hire out your studio rooms.

YYour income will also allow you to explore your financial projections for the next 
three years, this is an extremely important part of your business plan (just think The 
Apprentice or Dragons Den). Whilst the majority of your projections will be 
‘best guess’, you can draw on your own professional knowledge, past sales data, 
the competition, and any additional revenue you’re anticipating.

Your main income will be from the services you provide, so you need to think about 
client numbers, the cost of your services, and membership rates.

Memberships:Memberships: Creating a range of memberships will help you to keep your studio 
busy throughout the day, helping you to project your monthly income.

Pay-as-you-go: Allowing clients to purchase credits or class passes is a great way 
to charge a premium rate for your services. We would always recommend providing 
several pay-as-you-go options, allowing clients to purchase single and multiple 
classes with expiry dates.   
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A few things to keep in mind...
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Stop putting it off - whether you’re looking to open a studio or not, 
you should always have a plan in place. Your business plan is an 
ever-evolving document that will help you to reach your final goal.

Don’t dread the plan - creating your business plan isn’t rocket science, 
it doesn't have to be a novel, just start with a few bullet points. Jot 
your ideas down on paper and then expand, take a look at the Lean 
Canvas we mentioned earlier and get creative.

Being Being too vague - Leave out any meaningless dribble, such as ‘being 
the best’, as this is only hype and not factual. Remember to focus on 
key dates, management responsibilities, budgets, and milestones. 

PProjections - Be conservative with your projections, this allows you 
the ability to defend them. You’ll also find that when you first start 
out, your sales growth will be slow to start and then all of a sudden 
they’ll take off as soon as ‘something’ happens… that ‘something’ is 
an accumulation of all the efforts you have put into your business, the 
continuous marketing, outstanding service, and happy customers.

PPeople buy into people - Your business plan is a plan for you and your 
business to follow, it also serves as a document for potential 
investors to understand your business and its potential. But 
remember, you are the most important aspect of your business, and 
ultimately people will buy into you… so get out there and wow the 
socks off them!
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Wow your customers with your very own 
Custom Branded Mobile App by GO Retrieve, 
putting you and your brand in their hands. 

Available from the App Store and Google Play, 
let us use your logo, colours, and images to 
create your very own Custom Branded App.

To find out how GO Retrieve can help you to free your time, increase your bookings, and grow your business, call us on 01803 364040
or find out more about GO Retrieve by visiting www.goretrieve.com 

Brand IMPACT
You +

What our customers
are saying…

GO Retrieve
The Booking, Payment, Marketing, and Management solution for Fitness Professionals

Such an amazing company – has 
saved me so much stress and 
money and the support and 
professionalism is outstanding. 

5* company!
Faye Jones – Urban Studios 

Amazing company!! They have 
helped me so much and would 
highly recommend them.
Neil Aggett – Spinergy Group 

Cycling

Great booking and management 
system for my fitness studio. 
Saves me so much time and 

money.
Ross Miller – Diverse Fitness

I would 100% recommend these 
guys to organise your bookings! 
Without their help my life would still 

be over run and chaotic!
Sinead O’Meara – Sinead O’Meara 

Fitness


