
One on One Coachi Log and Outcomes Form

Meeting Date
Entrepreneur Name:
Business Coach Name:

contact Type- office visit site/Home visit_ Telephone_written
Meetin g s ta rt Tim e-lVrEtin g_ E n d rim e_] u iation of nn..iin r_

Technical Assistance Type Credit relatedI Access to Markets Cl Personal Credit
D Audits and Site Visits n Loan Apolication
D Business Plan Consulti n Business Site VisitI E-Commerce Assistance n Business Plan
D Financial Manasement O Outreach to lenders
0 General Business Advisin
I Information & Technol
I Legal & resulations Counselin

n Delinquencv Monitori
tr Other Credit related TA

[J Personal Develooment
I Product Development
[] Tax Assistance

E Notes From Meeting

O Success Anecdote (please desuibe below)

See Reverse Side to Report Business OutcomJ



RTC Business Development ourcome porm

fl New Business Started
o Start date (Date of first sale):

o Business Name:

o Businessproduct/service:

tr Job(s) Created FT: # pT: # Temp: #

D Business Expanded

fl Business Strengthened
(fangible completed proiects established or signfficantly enhanced with TAfrom RTC which

I " suslness strengthened (existing businesses only)- Check O.rtcomet
I f'::r:!le completed proiects established or signfficantly enhaiied with TAfrom RTC which

I ''ll directly contribute to the growth and long-term sustainability of i client,s business)
I

I g lg:llly Producvservice I q Business Registration/Licensing
| tr ldentifyTarget Market I n complete Brisiness plan

I 
= 

Identig'producrion/Delivery | - U1zMtMBCerrification
I tr Devetop Pricing Strategy I n Bookkeeping System

I 
= 

g*T,. Revenue Modei- | n rnventorf M;;;-"nt system
I D Decide Business Structure I n Business Bank,{ccount
l- I D ContactManagementsysrem
I D Financial planning I n Business Forms

I ! -Sl""--Yp 
Budget I O Domain Name Registrationq Monrhly Budget I n Set Up EmaitD Break-Even i n Businlss cardsn 12-Month Cash Flow Projections I n Develop Business Contractfl Historical Analysis & i o Marketing rvlateriarsRecommendations I Oescribetr Sales projection I 

-

I Personal Budget I n
D Develop credit Improvement plan I o website rxpand'edD Business Financing plan I o credit cardprocessing

D Markering I 3;::fl'#ffi'"*
O Competitive Analysis I n Develop LogoE Target Marker Segmentation & | n Identis Bus]ness Location
_ Analysis | tr Secure Business locationO Promotional Strategy I n Store Desig nlLayoutJ Sales Plan I n Time Manlgement plan
D Marketing plan 

I0 Pricing Strategy I n other:(describe below)
I

O Loan Packaging & Assistance 
I

O Complete Loan Application 
Ipackage 
IJ Secure Loan - Amt- 
i

will directly contribute to the growth and long+erm sustainability of a client,s business)

fl Business Planning
g lg:liiyjroalv.se.rvfce I q Business Registration/Licensingtr IdentifyTarget Market i n complete Business plan
tr ldentig' Producrion/Delivery I n UiitWWgCerrificationfl Develop Pricing Strategy I n Bookkeeping Systemn create Revenue Model I n Inventory Management systemD Decide Business Structure I o Business Bank Account

D Contact Management SystemDFinancialPlanning I nn"ri""r"eo#,

From-


