Building Your Business Model

Mapping Out Your Plan
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What Is A Business Model?
Simplified Answer: How You Will Make Money

These are the questions you must answer when creating your
business model.
•

Who’s your target customer?

•

What customer problem or challenge do you solve?

•

What value do you deliver?

•

How will you reach, acquire, and keep customers?

•

How will you define and differentiate your offering?

•

How will you generate revenue?

•

What’s your cost structure?

Answering the above questions will give you a solid foundation in
building your business model. This is a vital component, skipping
these questions will lead to you spinning your wheels and not
achieving the results you desire.
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What Is A Profit Margin?
Profit margins are expressed as a percentage and, in effect, measure
how much out of every dollar of sales a company actually keeps in
earnings.
A 20% profit margin, then, means the company has a net income of
$0.20 for each dollar of total revenue earned.
For example, you sell a cell phone for $200 each. Each phone costs you
$150. First, find your gross profit, or the difference between the revenue
($200) and the cost ($150).
$200 – $150 = $50 gross profit
To find the margin, divide gross profit by the revenue.
$50 / $200 = 0.25 margin
To make the margin a percentage, multiply the result by 100.
0.25 X 100 = 25% margin
The margin is 25%. That means you keep 25% of your total revenue. You
spent the other 75% of your revenue on buying the cell phones.
The operating profit margin relates to the business owner, the company's ability to
turn a dollar of earnings into a dollar of profit after accounting for all the expenses
required to run the business.

michelecriley.com

Understanding Conversions In Your Business
Conversion Rates
Definition: The conversion rate is the percentage of users who take a desired
action.
Example: You have a coaching program that you’ve launched your revenue goal is
$5000. To reach this goal you have to get a certain amount of eye balls on your add
to bring in the conversions to meet your money goal.

Lets Do The Math
Coaching Program: $199
People that need to engage with your offer 2500
People that need to purchase coaching program: 26
199 x 26=5,174, between 25 to 26 people are needed to purchase your course to
meet your revenue goal.
You need to get your ad before 2,500 people to get a 1% conversion of 25 people
to purchase your product or service.
If you get a 2% conversion from your add being seen by 2,500 people then you get
a total of 50 people that brought your product or service at $199. putting you over
your revenue goal.
199 x 50= 9,950 at a 2% conversion of 50 people.
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Why My Offer Is Not Converting?
The reason why your add may not be getting conversions could be your
copy or lack of engagement.

Example
• Title of product or service
• Discount offer 20%
• Addressing pain points ( Thoughts & Mindsets)
• Limited Time Offer
• Call To Action ( Get Access)

Key Tips
The mistake new entrepreneurs make when creating offers, they don’t
allow the post to garner engagement before they convert it into an ad, this
is why your ads might not get any conversions.
This is a strategy that you implement when you have an upcoming product
or service. You get some buss around your posts that are all about the
product or service.

Strategy
Plan out your posts create 2 posts and change the copy for each one to see
which posts gets the most engagement. Each post should speak to the
following
1.

The prospect’s pain point

2. Your solution
3. The Call To Action
Keep it simple and straight to the point, your prospects don’t want to
spend a lot of time reading a long ad.

Speak Their Language
Don't use your industry’s language in your ad, use the language that your
prospects use. You want to draw your target customers by speaking their
language.

Photos/Video
Use high quality photos in your ads, make your videos relatable to their
pain points and keep the video short and to the point.

Call To Action
Make your call to action buttons noticeable on landing pages. add a pop of
color to the button to make it stand out against the copy.
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