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CHAPTER 1: YOU CAN DO THIS!

EXERCISE: WHAT IS IN YOUR WAY IS THE WAY

TOO BROAD SPECIFIC (AND SOLVABLE!)

If I start a business, I will never 
spend enough time with my kids. 

I am worried I will be so busy that I’ll need after-school care for my kids; I 
want to have afternoons and evenings with my family.

I am afraid I won’t be there for bedtime each night.

I am worried I won’t be able to volunteer in the classroom. 

CHAPTER 3: EVEN SUPERMOM NEEDS HELP

EXERCISE: DEFINE YOUR SUPPORT NETWORK

MY PERSONAL NETWORK 

What situation might  
I need help with? Who can help? Did I ask them and show 

gratitude?

If I have a meeting that runs late, I might 
not make it to school pickup on time. 

Tessa or Emily, if they are also 
at the bus stop.

My mom. 

Yes! 

MY BUSINESS NETWORK 

What situation might  
I need help with? Who can help? Did I ask them and show 

gratitude?

I’m having trouble pick ing a final logo 
from the selection the designer sent 
me. I really want to get this right, since 
my business has grown enough that I’m 
ready to purchase signage.

Cora fits the pro file of my target 
cust omer and works in marketing. 
I can ask her. 

Thomasina is a graphic designer. 
I can pick her brain over coffee.

Yes!

I keep running into an error in 
QuickBooks.

Delia is a bookkeeper. Yes! We are meeting on Wednesday. 
I’ll write a thank you note and bring 
some chocolates to go with it.
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CHAPTER 6: MAKE TIME TO PUT YOUR DREAMS FIRST

REAL TIME
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YOUR LIFE IN WEEKS

a. Age eighteen, started first “real” job as receptionist
b. Age twenty, married David
c. Age thirty-four, graduated from university
d. Age thirty-five, left North Carolina and corporate career as Vice President of Business Development to 

move to Missouri and start family
e. Age thirty-six, daughter Alaina born; active volunteer
f. Age forty, moved to North Central Arkansas; active volunteer and homeschool mom
g. Age forty-nine, began consulting to help a friend
h. Age fifty-one, founded bookskeep
i. Age fifty-five, published first book, Profit First for Ecommerce Sellers
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DIVIDING YOUR TIME

TIME BLOCKING
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CHAPTER 7: CONNECT THE MONEY DOTS  
TO SECURE YOUR DREAMS

PERSONAL FINANCES: STEPS 1 AND 2
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BUSINESS PLANNING WITH PROFIT FIRST: STEPS 3 AND 4

Sales Costs Operating Expenses

Sales price per unit: This is what 
your customer will pay you for 
one unit or product. Market 
research is the best source to 
understand pricing for your 
product. 

Cost of goods sold (COGS): This is the cost 
of the product that you pay to your supplier. 
If you are manufacturing, it’s the cost of each 
item used to make your product along with 
the cost of the labor to assemble it. It also 
includes packaging.

Include items such as 
insurance, software to  
r un your business , 
administrative labor, etc.

Unit sales per month: This is the 
number of sales you expect of the 
products during a typical month.

Cost of sales (COS): This is the cost of 
shipping and com missions for outside 
salespeople. 
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PROFIT FIRST MAGIC: STEP 5
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THE WHOLE KIT AND CABOODLE


