
Management Consulting 
Business Plan

Create Your Own

Start planning for success with our guided business 
plan template.

We’re taking the guesswork out of starting your own
consulting business with this detailed roadmap.
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Why You Need a Business Plan
What are your exceptional business skills? Are you seasoned in management, sales, or 
leadership? 

There are companies looking for your expertise right now. If you’re looking to break away from 
the grind of your career, you might have what it takes to start your own consulting practice. 
The big question now is...how? 

The first questions you should answer are: 
1. How will you get new leads and clients?
2. What process and materials will you use with your new clients to get them the results they desire?

At Trusted Advisors Network, we have experience helping professionals like yourself prepare 
to hit the ground running while starting your own business for the very first time. It all starts 
with a very thorough business plan that we will begin to tackle in this guided template. A 
business plan is important because it serves as a roadmap for your business. Sitting down and 
ironing out the details of your business also allows you to start managing potential obstacles 
and finding solutions to those issues before you start taking on clients. Consider this your 
opportunity to poke holes in your plan and generate strategies to take on inevitable 
challenges.

It’s important to be very honest and avoid embellishment; it’s embarrassingly obvious when a 
plan is not based in reality. Let’s get to it! We’ve provided instructions for each section of the 
business plan and areas where you can provide your information to make it easy.
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Executive Summary
Instructions

Think of the Executive Summary as your one-page pitch to your reader or someone whose 
feedback you value. It’s often suggested that you wait to fill this out until you’ve completed the 
rest of your plan since, as the name suggests, it’s a summary of everything that’s in your plan.

Here’s what to include in your Executive Summary:
• Brief overview of your business
• Description of the services you provide; the demographic of your target clientele and your

value proposition.
• The financial side of your business—how much money you have, need or expect to earn

Click the blue box below to add your text.

How do you feel about this section?
I feel great I’m not sure I need help
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Business Name

Mission Statement

Philosophy & Values

Goals

Company Description
Instructions

Use the blue boxes below to complete your Company Description. Brainstorm about the brand that 
will represent your business, the mission you live every day, the values you stand by, and who you 
plan on helping, and how you can help them. 

A Mission Statement should briefly explain the “why” of your company. In other words, explain the reason your 
company exists. It can be somewhat clever or a simple marketing tagline. For example, “Truly helps clients prosper 
and have fun doing it.”

What values do you believe are important for your business? These can be a list of traits you think define your 
company or simply aspirations you hold for the future.

Where do you see your business in one, three, five years? List out specific goals and milestones you see for your 
company at different stages. For example, you may have a target number of clients after 12 months.
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Target Client

Competitors & Industry

Company Structure

Briefly describe the type of client you’re targeting for your business. What does your ideal client value, what are their 
goals and what challenges do they face?

List out some of your competitors and also briefly explain how you plan to keep your business competitive. Describe 
your industry and how your company plans to remain relevant in the short and long term.

Is your business a sole proprietorship, LLC, corporation or other? Here you can briefly explain why you decided on that 
structure.

How do you feel about this section?
I feel great I’m not sure I need help
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Instructions

As part of your market research, we recommend using S.L.O.T. analysis to determine the internal 
strengths and limitations of your consulting business and the external opportunities and threats 
that your business may face.

Click the blue boxes below to add your text.

Strengths

Limitations

Opportunities

Threats

Strengths are defined as areas where your consulting practice excels. Strengths enable you to put your business foot 
forward and set you apart. What are your specific strengths?

Limitations are usually weak points in your consulting business. Limitations can be a deficiency of resources, skills, 
capabilities, inefficient processes, etc. Define your limitations.

Opportunities represent significant and favorable situations that can directly and positively impact your consulting 
business. What opportunities exist for your consulting business now?

Threats are the ticking time bombs ready to go off at any moment. Preventative measures must be taken to ensure 
success. Assess your threats.

S.L.O.T. Analysis

How do you feel about this section?
I feel great I’m not sure I need help
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Services Offered
Instructions

Consider your strengths and weaknesses from the previous section. Knowing what you do best, 
how can that be translated into a business offer? What challenges will you solve? How will you 
package your value proposition?

Click the blue boxes below to add your text.

Service(s) Offered

Unique/Proprietary Benefits

What are the challenges your business is solving? How does your service help your client and what resources 
(manpower, money, etc.) are you using to provide your service? Be as specific as possible here.

You’ll want to list out the benefits of choosing your service over another. Is there anything proprietary or unique about 
how you offer your service?

How do you feel about this section?
I feel great I’m not sure I need help
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Marketing Plan
Instructions

Before you start your business, it’s important to get a lay of the land to understand the industry to 
(1) better target your clients and (2) to also assess your competition.

Click the blue boxes below to add your text.

Market Research
As best you can, research your industry (by first-hand knowledge and/or online) to determine the following:
• Size of your industry and target market
• Health of industry—is it trending up or down?
• Appetite for your service—are there a growing number of potential clients? Or is the demand shrinking?

How do you feel about this section?
I feel great I’m not sure I need help
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Instructions

Before you launch your business, it’s important to understand what value you can bring to the 
market, and how you will find potential clients in your market. Consider who you can help the very 
most when you fill this out. Remember, it is recommended for most consultants to have more than 
one target market when first starting the business.

Click the boxes below to add your text.

Target Market

From what industry or industries does your ideal client come from?

What size (revenue or employees) is their company?

Where is their company located?

What specific challenges are they experiencing that you can help solve?

How do you feel about this section?
I feel great I’m not sure I need help
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Niche, Strategy & Budget

One-time Expenses

Annual Expenses Labor Expenses

Monthly Expenses

Marketing Strategy

Marketing Budget

Marketing Niche

Now that you know your market niche and your ideal client, what marketing strategies are you going to use to reach them? Think 
about what you will do on a daily basis to find your ideal client and attract them into your sales process. What specific strategies 
will you use: A website, speaking, social media, email, cold calling, networking, webinars, etc.?

Briefly describe how you plan to execute your marketing strategy and how much you plan to spend. Use the fields 
below to estimate the different types of expenses.

By now, with all the data you’ve entered up to this point, you should have a really clear picture of your place in your 
market—your niche. Use the box below to briefly put into words exactly whom you want to work with and help.

How do you feel about this section?
I feel great I’m not sure I need help
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Pricing
Instructions

Consider all of the details from the previous sections, and think about your pricing structure. 
Some businesses base their prices on value, but the most successful companies base their prices 
on RESULTS. Consider the value of the results you will help your clients achieve. If you can solve a 
$100K problem, then your pricing should reflect that accordingly. Lastly, what other strategies will 
you have in place to ensure your consulting business operates at a profit?

Click the blue box below to add your text.

How do you feel about this section?
I feel great I’m not sure I need help
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Operations
Instructions

Now it’s time to think about how your business will actually operate on a day-to-day basis. Putting 
an operations structure in place before starting your business can help identify any potential 
issues with your business structure.

Click the blue box below to add your text.

Location

Legal

Where will you primarily operate your business? Will it be remote? If not remote, list out the requirements for your 
business—cost of rent/lease, insurance, utilities and any other costly items.

What legal requirements do you need to begin your business? Think about any licenses, permits, insurance coverage, 
regulations, etc.

How do you feel about this section?
I feel great I’m not sure I need help



Page 13

How Will You Do It?
Instructions

As we wrap up, it’s time to start putting all the pieces together and really think about how you’re 
going to execute your consulting business plan. It’s important to be completely honest with 
yourself here and realize that, even if you don’t have all the answers, there are resources out there 
that can help you right now.

How do you feel about this section?
I feel great I’m not sure I need help

How exactly will you close potential leads?

What process (if any) will you have in place once you land a new client?

Will you produce your own training materials for clients?

How will you help your clients measure the results you achieve for them?
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Conclusion
Congratulations on making it this far! You should have a much clearer picture of what it takes 
to start your own consulting business. When you’re starting a business based on your expertise 
and not a product, it may be difficult to see the benefit of developing a solid business plan—we 
hope at this point you see the value in all this planning.

You spelled out everything you aspire your business to be and, more importantly, how you 
intend to set yourself apart. You’ve identified your ideal clients and brainstormed how you want 
to market to them.

After all of that, you determined your company’s pricing structure, confronted all the expenses 
and start-up costs, as well as laid out all of the operational needs of getting your business off 
the ground.

If you’re feeling a little overwhelmed, that’s okay! The main purpose of this template is to get 
you to think beyond just the service you provide and how you can fill in any of the gaps you’ve 
identified.

At Trusted Advisors Network, we have over 40 years of experience in the coaching and 
consulting industry and have helped professionals like you successfully launch their 
businesses. In fact, we’re currently using our time-tested processes to help over 225 
consultants and coaches leverage their expertise into thriving and sustainable businesses.

Need help completing your business plan?
Schedule a free session with one of our experts today!

SCHEDULE A FREE SESSION

info@startaconsultingbusiness.com • 484-507-9641

https://calendly.com/trustedadvisors/15min
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