
  

Course Outline and Checklist for Success! 

Module 1: Identifying Your Market 

This module addresses the first steps in understanding the market for your product or 
product line. The focus is on market research at various budgets, comparing market 
options, finding resources and supporters, and choosing market channels that fit your 
vision, goals and resources. 

At the end of this module you should: 
Know your market channel target for expansion 

o Have completed market research to assess price, competition, demand, 
resources needed for marketing to that channel 

o Be able to identify the following: 
• Target market 
• Knowledge available and needed 
• Existing and needed resources 
• Match to preferences 
• Next steps (including specific actions for team members to move forward) 

Module 2: Setting Prices for Your Market 

This module addresses the process of deciding on the price per unit for your 
product(s). The module explores different ways to calculate price, margin and the 
sensitivity of the models to changes (such as renting or buying equipment). 
 
At the end of this module, you should have: 
o a strategy to calculate prices on each of your products 
o clear knowledge of your costs of production 
o completed forms to calculate your prices 
o some knowledge of the key sensitivities of your model to crop failure, price 

changes of inputs and raw ingredients, etc. 
Module 3: Planning for Your Market 



This module addresses planning for your market, based on the information gathered 
when you applied the strategies for market research in module 1. This module 
addresses how to put the information together into a coherent plan with consideration 
of costs, prices, competition, and the particular attributes of your chosen market 
channels. 

By the end of this module you should have: 
 

o Review of competition (Module 1) 
o Price comparison (Module 2) 
o Set of key attributes of product(s) to differentiate your business 
o A set of clear and consistent marketing messages 
o Messages that are aligned with goals and values 
o Achievable action steps and time targets 

Module 4: Business Planning for Expansion 

This module is focused on updating an existing business plan or creating a new one for 
a transition to a new market. Scaling up and opening new markets creates changes in 
the business that may trigger new tax mechanisms, new certification requirements, 
create new risks to manage, open new possibilities for collaboration. During the 
transition, the financial management of a changing financial landscape is essential. 
New costs for start up (capitalization for new land, equipment, new operational costs 
for specific personnel needs, etc.) have to be assessed and monitored in cash flow 
spreadsheets to ensure a smooth and sustainable transition. 
 
By the end of this module you should have: 
o The basic material of a business plan, and completed spreadsheets for your 

budgets, and cash flow plan. 
o A draft list of measurements you can use to track key financial performance 

indicators as well as measures that fit your goals and values. 
o A basic timeline and action plan to build on. 

Module 5: Managing the Finances for Expansion 
 
This module continues from the previous one to focus on the development of the 
elements of a financial plan for expansion, including feasibility assessments of 
revenues and expenses for different scenarios, cash flow budgeting, and sensitivity 
analysis. These additional materials and plans will be included in your final business 
plan. 
 
By the end of this module you should have: 
o A clear financial plan for capitalizing your new business plans.  



o An effective list of benchmarks that to enable monitoring of performance 
(financial and other) drawn from your goals and values. 

o Clarity about the tax impact of your plan and the best strategies to meet 
those requirements. 

Module 6: Implementing Your Plan 
This module brings everything together to implement your plan. The focus is on 
communicating with buyers and launching the product. The materials in this final 
module are about getting the word out, understanding your buyers, and creating a 
realistic action plan to accompany your expanded market. 
 
At the end of this module you should have: 
o launched or prepared to launch your product 
o prepared an action plan for at least one year of development and marketing 
o celebrated your achievements! (Congratulations!) 


