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Success is achieved not by chance but by design and a laser-focused execution of your 
plans. Not much happens in life without a well thought out plan, as Benjamin Franklin 
sagely pointed out when he said, “If you fail to plan, you are planning to fail.”  

The goal of the framework below is to help you to 
clarify your goals and structure your activity with 
the necessary laser-like focus. You can apply this 
framework to most professional projects, including 
creating or improving a business. 

The aim here is to lay out a comprehensive 
roadmap, a document that you can regularly 
consult and update. By succeeding to plan, you 
plan to succeed. I strongly encourage you not to 
underestimate the amount of preparation it takes 
to boost your impact in your current job, to land a 
solid new job, or to reorganize your career goals. 
The purpose in setting objectives is to track your 
progress and refine your strategies based on the 
results you achieve. Create a personal business/job 
search plan just like you would create a formal 
business plan. In this case, you represent the 
product, the service, the organization, and its 
potential. Here is an example of an outline: 

A. J o b c h a n g e / c a r e e r o p p o r t u n i t y a n d 
professional project: Executive Summary 

B. Your Personal Vision Statement, reflecting your 
career and your values 

C. Your Personal Mission Statement, as the leader 
of your career 

D. The mission of your target position, its title, its 
salary, its impact, and its responsibility 

E. A description of the perfect company setup for 
you: its values, focus, activities, and location 

F. Description of the product: You – your value 
proposition, and what you bring to the table 

G. Description of the environment, as it relates to 
your target job 

H. Description of your market: your potential 
employers and/or future clients 

I. Your strengths, weaknesses, opportunities, and 
threats (SWOT) 

J. Your financials: the cost of your search or 
launch; your salary goals 

K. Your Team: your network, methodologies, 
timetable, reporting system, feedback system, 
your “investors” and stakeholders (including 
close friends and family), resources at large, 
etc. 

L. Your short-term (three months), mid-term (one 
year) and long-term objectives 

M. The strategies you will use to reach the above 
objectives 

N. The immediate action plan and your DMP 
system (Deliberate Morning Practice—your day-
by-day successes) 

O. Appendix  (for a job search): 
▪ CV, LinkedIn profile, photos, and references 
▪ Examples of cover letters 
▪ Examples of your elevator pitch—your 30-

second introduction 
▪ Examples of phone scripts  
▪ Personality assessments and psychological 

type, if available, etc. 
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Here are more points that can help boost your 
plan: 

▪ Establish a daily plan of action and debrief 
your progress daily 

▪ Network, network, network 
▪ Practice and rehearse as much as possible 
▪ Get on the phone! Get a solid list of prospect 

names and call them; the more you call, the 
more connections you make and the more 
leads you get 

▪ Attend relevant conferences and talk face to 
face with company officers and/or key 
prospects 

▪ Send your resume, brochure, or proposal only 
after conducting informational interviews and 
identifying the right person to contact  

▪ Find ways to stay motivated; the process will 
be demanding and hard on you. A coach helps 

you to keep a positive perspective on your new 
challenge and adopt the proper posture 

▪ If you are unemployed, set up office hours and 
work at your search just as you would a 
regular job 

▪ Update your plan once a week 
▪ Do not limit yourself to relying on posted jobs 

or contacting people via the Internet 
▪ Be humble; look for the little cracks and ways 

to get in. 
▪ A key point is to keep a winner’s attitude and 

maintain a focus on performance. It is not 
about working longer and harder; it is about 
becoming increasingly more efficient and 
proficient. Your best asset is a strong team 
and/or coach, both during your search and to 
accompany you in your journey. 

“If you fail to plan, you 
are planning to fail.” 
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