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From Skill to Clients: A
90-Day Launch Planner for

Solo Service Business
Week-by-week milestones, revenue targets, and daily action

prompts sized for one person

For: First-time solopreneurs and freelancers aged 28-45 who have a marketable skill but
feel paralyzed by where to begin, fear wasting money on the wrong moves, and need a

structured sprint — not a vague business plan — to go from zero to paying clients
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Stop Planning, Start Sprinting
Ninety days is not a long time. It is, however, exactly long enough to go from "I have a skill people

will pay for" to "I have paying clients and a business that runs."

A traditional business plan asks you to predict the future — market size, five-year projections,

competitive analysis. That's useful if you're raising venture capital. You're not. You're one person

with a skill, a laptop, and a finite amount of time before doubt talks you out of this. What you need

is a sprint: a tight sequence of moves, in the right order, with clear markers that tell you whether

you're on track.

That's what this planner is.

The Trap Most First-Timers Fall Into

The single biggest mistake new solo service sellers make is perfecting instead of launching.

They spend weeks on a logo. They agonize over a business name. They rebuild their website

three times before anyone has visited it once. All of that activity feels productive. None of it is.

Your first client will not find you through a logo. They'll hire you because someone they trust said

you do good work — or because you asked them directly.

The planner you're holding is designed to interrupt that perfecting loop before it starts.

What "Done" Looks Like at Day 90

Be concrete with yourself right now. By Day 90, a successful sprint looks like this:

• 2–3 paying clients served or actively engaged

• $1,500–$5,000 in revenue collected (the range depends on your pricing; we'll set that in

Week One)

• A repeatable process for finding, proposing to, and onboarding new clients

That's it. Not a full-time income. Not a six-figure business. A real, proven track record — which is

worth more than any business plan ever written.

How This Planner Is Structured
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The 90 days break into three phases:

1. Foundation (Week 1) — Lock in four decisions before you touch outreach.

2. Outreach (Days 8–30) — Turn your existing contacts into discovery calls.

3. Momentum (Days 31–90) — Deliver, systematize, and fill your pipeline.

Each section gives you milestone targets, a weekly focus, and daily action prompts you can

complete in under an hour. Use the Command Center in Section 6 to track everything in one

place.

You Don't Need What You Think You Need

No LLC. No website. No logo. No business cards. You need a clear offer, a way for someone to

pay you, and the ability to do the work. Everything else comes after the first client.

Quick Self-Assessment — Answer These Three Before Moving On

Fill in each blank honestly:

• The specific skill I am selling is: ___________________________

• The type of person or business most likely to pay for it is: ___________________________

• I can dedicate approximately ___ hours per week to this sprint.

If you can answer all three, you're ready. Turn the page.
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Build Your Foundation in Week One
Week One is not about building a website, designing a logo, or deciding on a brand color palette.

It's about making four decisions that most people skip — and then paying for it later when they're

busy but broke.

Lock these in before you talk to a single potential client.

Decision 1: Your One Core Offer

You need one offer. Not a menu. One thing, clearly described, with a defined deliverable, a fixed

timeline, and a price attached.

Fill this in:

> I help [type of person] do [specific outcome] in [timeframe] for $[price].

Example: "I help independent therapists set up their client intake systems in two weeks for $800."

If your offer doesn't fit that sentence, it's not ready. Keep it simple enough that someone can

repeat it to a friend.

Decision 2: The Napkin Pricing Formula

Don't price by feel. Price by math.

• Write down your monthly income target (what you actually need, not a dream number).

• Divide that by the number of clients you could realistically serve per month (start with 2-3).

• That's your floor. Round up by 20% to account for unpaid admin time.

If you need $3,000/month and can handle 3 clients: $3,000 ÷ 3 = $1,000, plus 20% = $1,200 per
client. That's your starting price. You can always adjust after your first two projects.

Decision 3: Name Your Specific Client
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Write one sentence that describes exactly who you're trying to reach — not a demographic, a

person.

Weak: "Small business owners."

Strong: "Freelance graphic designers who just crossed $50K in revenue and are drowning in

admin."

Every piece of outreach, every conversation, every piece of content runs through this filter: Is this

for that person?

Decision 4: Pick One Channel

Choose the single channel where your target client already spends time and where you can show

up consistently. Email, LinkedIn, Instagram, or direct referrals — pick one and ignore the others

until Day 91.

Trying to be everywhere in Week One is how Week One turns into Week Eight with nothing to

show for it.

Bare-Minimum Infrastructure

Before any outreach, set up three things (total time: under two hours):

• Invoicing: A free tool like Wave or a simple PDF template works fine.

• Payment: Connect a payment method (Stripe, PayPal, or bank transfer — whatever your

clients will use).

• Contact method: A professional email address. That's it.

Your Day-by-Day Map for Days 1–7

1. Day 1 (45 min): Write your one core offer using the sentence template above.

2. Day 2 (30 min): Run the napkin pricing formula and write your price down somewhere visible.

3. Day 3 (30 min): Write your one-sentence client description.

4. Day 4 (20 min): Choose your one channel. Create or update your profile/presence there.
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5. Day 5 (90 min): Set up invoicing, payment, and a contact email.

6. Day 6 (45 min): Write a list of 20 people you already know who might be your target client or

know someone who is.

7. Day 7 (30 min): Review all four decisions. If they feel tight and clear, you're ready to start

outreach in Week Two.

Foundation done. Now you have something real to build on.
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30-Day Milestone: Land Your First
Conversation
Your Warm Network Is a Gold Mine You're Ignoring

Before you send a single cold email or post anything online, do this one exercise: open a blank

document and list 20 real people who already know your name and would take your call. Former

colleagues, past clients, neighbors who've asked for your advice, friends who know what you do

for work. Don't filter by whether they'd hire you — just list people who trust you.

This is your warm network audit, and it's the only list that matters in the first 30 days.

For each person, note one line: what they do, and whether they could be a client, refer a client, or

introduce you to someone who could. Twenty names. Three columns. Done in 20 minutes.

The Soft Announcement Message

Don't broadcast. Reach out one by one. Here's a word-for-word script you can adapt:

> "Hey [Name], I've been meaning to reach out. I recently went out on my own doing

[one-sentence description of what you do and who you help]. I'm in the early days and being very

intentional about who I work with. You came to mind either as someone who might find this useful

or who might know someone who would. Either way, no pressure at all — would it be okay if I sent

you a quick note about what I'm doing?"

This works because it's honest, it gives them an easy out, and it opens a door without kicking it

down. Send five of these per day, Monday through Friday, starting Day 2.

The 20-Minute Discovery Call

When someone says yes, here's your agenda:

1. Minutes 1-2: Thank them, set context — "I have 20 minutes blocked for us, here's what I'd love

to cover."

2. Minutes 3-10: Ask questions — "What does [the problem you solve] look like for you right

now?" and "What have you already tried?"
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3. Minutes 11-16: Reflect back what you heard and explain how you help — concretely.

4. Minutes 17-20: Ask directly — "Does this feel like a fit? I have a simple proposal I can send by

tomorrow."

Don't wing the closing. Say the words.

Handling the Three Objections You'll Definitely Hear

• "I'll think about it" — Ask: "Of course. What would need to be true for this to feel like an easy

yes?"

• Price pushback — Don't discount immediately. Ask: "Is it the number, or the timing?" Then

address the real issue.

• Silence after the call — Follow up once, three days later: "Just circling back — happy to

answer any questions before you decide."

Day 8–30 Weekly Milestone Tracker

| Week | Conversations Booked | Proposals Sent | Offers Made |

|------|---------------------|---------------|-------------|

| Week 2 | 3 | 1 | 0 |

| Week 3 | 5 | 2 | 1 |

| Week 4 | 7 | 3 | 1–2 |

Revenue Checkpoint: What Your Numbers Are Telling You

If you've had at least five conversations by Day 30 and no one has said yes, the problem is almost

never the market — it's usually your offer clarity or your ask. Go back and rewrite your

one-sentence description.

If you haven't booked five conversations, the volume of outreach is the issue. Double the daily

message count before changing anything else.

Hitting the target — even one paid client — confirms you have something real. That's your green

light for Month Two.
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60-Day Milestone: Deliver and Systematize
You've had a discovery call, sent a proposal, and landed a yes. This is the part where most

first-timers either over-deliver themselves into exhaustion or under-deliver and lose the testimonial

they desperately need. Neither has to happen.

Onboard Like You've Done This Before

Within 24 hours of a signed agreement, send your client a short welcome message that covers

exactly three things: what they can expect next, what you need from them to get started, and how

to reach you. That's it. No long PDFs, no brand decks. Clarity is professionalism.

Your onboarding checklist:

• Signed agreement or SOW in hand before any work starts

• Invoice sent (deposit collected if that's your model)

• Project start date, check-in date, and delivery date confirmed in writing

• Any assets, logins, or information you need — requested in one consolidated ask, not five

separate emails

• A single sentence confirming what "done" looks like

That last point prevents 80% of scope creep.

Protect Your Hours Before the Work Eats Them

As a solo operator, you don't have a team to absorb overruns — you have Tuesday night and your

nervous system. Block your calendar before the engagement starts.

A simple weekly structure that works:

1. Monday — review the week's deliverables, clear any client questions

2. Tuesday–Thursday — deep work blocks, client delivery only

3. Friday morning — admin, invoicing, updating your pipeline

4. Friday afternoon — off-limits for client work

This isn't a rigid rule. It's a default you return to when things get chaotic.
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Collect the Testimonial Mid-Project

Don't wait until the final invoice to ask for feedback. At the halfway point — or after the first clear

win — send this:

"Hey [Name], we're about halfway through and I want to make sure this is tracking well for you.

What's been most useful so far? Honest answer welcome."

When they respond positively, follow up: "Would you mind if I used something like that as a short

testimonial? Even a sentence or two helps." You'll get it while the enthusiasm is live, not when

they're mentally onto the next thing.

Document the One Thing You'll Do Again

Somewhere in weeks five or six, you'll do something that works — a process for delivering a draft,

a way you run a feedback call, a file structure that saves you time. Write it down in a single

document. Title it "How I do [X]." This is your first system. It doesn't have to be fancy. It just has to

exist.

The Referral Ask: Timing and Script

The best moment to ask for a referral is right after a client says something like "this is exactly what

I needed." That's your trigger. Use this:

"I'm really glad it's landing well. I'm taking on one or two more clients this quarter — if anyone in

your world comes to mind, I'd love an introduction."

No pressure. No ask for a five-star review. Just a natural handoff.

Days 31–60 Weekly Tracker

| Week | Key Deliverable | Revenue Received | Referral Asks Made |

|------|----------------|-----------------|--------------------|

| Week 5 | Client onboarded, first milestone delivered | $ | 0–1 |

| Week 6 | Mid-project check-in sent | $ | 1 |
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| Week 7 | Core deliverable complete or near | $ | 1–2 |

| Week 8 | Final delivery + testimonial collected | $ | 2 |

Fill in the revenue column with real numbers every Friday. Seeing actual dollars received — not

projected — keeps you grounded and motivated.
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90-Day Milestone: Fill Your Pipeline
You've delivered work. You've had conversations. You've built something real in 60 days. Now the

job changes. The first half of your sprint was about proving you could land and serve a client. The

second half is about making sure you're never staring at an empty calendar on Day 91.

Take the Pipeline Snapshot

Before you do any outreach, get a clear picture of where you actually stand. Fill this in right now:

• Active leads (people you've talked to in the last 30 days): ___

• Proposals out (sent, waiting on a decision): ___

• Follow-ups due this week (conversations that went quiet): ___

• Revenue projected in the next 30 days (confirmed + likely): $___

• Gap to your monthly target: $___

This number — the gap — is your action driver. Every outreach decision you make in Days 61–90

works backward from closing that gap.

Re-Engage the Quiet Ones

Some of your first-month contacts went silent. That's normal and it's not a rejection — it's timing.

Send a short, no-pressure check-in to anyone who showed interest but didn't move forward.

Something like:

"Hey [Name] — I wanted to circle back. I've been heads-down with a few projects and thought of

you. Is [the problem you discussed] still something you're working through? Happy to pick up the

conversation if the timing is better now."

Send five of these before you go after any new contact. Warm is always faster than cold.

Turn One-Time Clients Into Ongoing Work

About two weeks before a project wraps, have one short conversation. Ask: "What comes next for

you after this is done?" Let them answer. Then offer a clear, low-commitment next step — a

monthly retainer, a follow-on project, or even a single check-in call. You don't need a pitch. You
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need a question and a natural transition. Most clients who stay do so because someone asked.

Choose Your One Visibility Habit

Pick one outreach or content channel you can sustain beyond Day 90 — a weekly short-form post,

a monthly email to past contacts, or a standing habit of sending two personal messages per week.

One consistent action beats five sporadic ones. Commit to the habit that fits your actual schedule,

not the one that sounds most impressive.

Pricing Review Checkpoint

If you've delivered strong results and stayed busy, your Day 1 rate is probably too low. Raise it for

all new proposals starting in Month 4. You don't owe anyone an explanation — just set the new

number and hold it.

Days 61–90 Weekly Tracker

| Week | Pipeline Value | Revenue Closed | Key Action |

|------|---------------|---------------|------------|

| Week 9 | $___ | $___ | Re-engagement outreach |

| Week 10 | $___ | $___ | Retainer conversation |

| Week 11 | $___ | $___ | New proposals out |

| Week 12 | $___ | $___ | Set Q2 revenue goal |

By the end of Week 12, write your next-quarter revenue goal in one sentence: "In the next 90

days, I will earn $___ by serving ___ clients at $___ per engagement." That sentence is your Day

91 starting line.
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Your 90-Day Command Center
This is your working document. Print it, open it in a notes app, paste it into a spreadsheet —

whatever format you'll actually use. The goal is one place that holds your numbers, your weekly

focus, and your next action so you never wake up wondering what to do today.

Master Revenue Target Calculator

Fill in the blanks:

• My monthly income goal: $______

• My core service price: $______

• Clients needed per month to hit goal: $______ ÷ $______ = ______

• Discovery calls needed (assume 50% close rate): ______ × 2 = ______

• Outreach conversations needed to book those calls (assume 25% reply rate): ______ × 4 =
______

Now you have a number to work backward from. If your goal is $4,000/month and your service is

$1,000, you need 4 clients, roughly 8 discovery calls, and about 32 outreach conversations per

month. That's fewer than 2 per day. Doable.

Week-by-Week Milestone Grid

For each week, one primary goal and three daily actions. Here's the pattern — fill in the action

column as the sprint unfolds.

| Week | Primary Goal | Daily Action Focus |

|------|-------------|--------------------|

| 1 | Lock in your offer, price, and target client | Define, decide, document |

| 2 | Build your prospect list (25 names minimum) | Research, list-build, warm up |

| 3 | Send first 15 outreach messages | Write, send, log responses |

| 4 | Book and run 2+ discovery calls | Follow up, call, debrief |

| 5–6 | Close first client, begin delivery | Onboard, deliver, communicate |
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| 7–8 | Refine delivery, document your process | Systematize, ask for feedback |

| 9–10 | Request referrals, expand outreach | Visibility, referral asks, content |

| 11–12 | Fill pipeline with 3+ active prospects | Follow-up sequences, new outreach |

| 13 | Review, celebrate, plan Day 91+ | Audit, adjust, commit to next sprint |

Daily Action Prompt Bank

Pull one prompt each morning when you sit down to work.

Outreach prompts (use in Weeks 1–4 and 9–12):

1. Message one former colleague about what you're now offering — keep it to three sentences.

2. Find two people on your list who haven't replied. Send a one-line follow-up: "Just wanted to

bump this up — happy to keep it brief."

3. Leave a genuinely useful comment on a post from someone in your target market.

4. Draft your outreach message for tomorrow. Read it out loud. Cut anything that sounds like a

brochure.

5. Identify one person you've been avoiding contacting. Send the message before lunch.

Follow-up prompts:

6. Check every open conversation. Flag anyone who hasn't heard from you in 5+ days.

7. Send a resource — an article, a checklist, a short tip — to a prospect with no ask attached.

8. Reply to every message in your inbox before 10am.

Delivery prompts (use in Weeks 5–8):

9. Write down the one thing your current client needs most this week. Is your work addressing it?

10. Send a mid-project check-in: "How's this landing for you so far? Anything you'd like more or

less of?"

11. Document one step in your workflow you'd otherwise have to reinvent next time.

Visibility prompts:

12. Write a two-paragraph post about a mistake you made and what you learned.
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13. Share one result (anonymized if needed) your client is getting.

14. Answer one question in an online community where your clients spend time.

(Continue building your own bank from here — add any prompt that produces action for you.)

Weekly Review Ritual — Every Friday

Block 20 minutes. Answer these five questions in writing:

1. What was my one primary goal this week — and did I hit it? If not, why?

2. What number moved? (Outreach sent, calls booked, revenue closed.)

3. What did I avoid, and what's the cost of continuing to avoid it?

4. What's the single most important action for next week?

5. What do I need to stop doing to make room for it?

Don't skip this. The review is where the sprint compounds.

The 'Stuck' Decision Tree

If it's Day 30 and you have zero discovery calls booked:

• Is your outreach list smaller than 20 people? → Expand the list before changing the message.

• Have you sent fewer than 15 messages? → Volume is the problem, not the pitch.

• Have you sent 15+ with no replies? → Rewrite the subject line and opening sentence only.

Keep the ask identical.

• Are people opening but not responding? → Make the ask smaller. Instead of a call, ask one

question.

If it's Day 60 and you have no paying clients:

• Did you run discovery calls? If yes — did you make an offer on the call? (Most people don't.)

• Is your price a barrier? Consider a one-time, lower-stakes entry offer to build proof fast.

• Are you targeting people who can't actually afford you? Revisit your prospect list criteria.

• Have you asked for referrals from anyone who said no? A warm "Do you know someone this

might suit?" costs nothing.
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Blank Offer Sheet Template

One page. Fill it in during Week 1 and revisit it at Day 30 and Day 60.

Service name: ______________________________

Who it's for: ______________________________ (one sentence describing your ideal client)

The problem it solves: ______________________________

What's included:

• ______________________________

• ______________________________

• ______________________________

What's not included: ______________________________

Duration / timeline: ______________________________

Price: $______________________________ (flat fee or monthly retainer)

How to get started: ______________________________

Printable 90-Day Calendar Overview

Before the sprint starts, map these milestones on a physical or digital calendar:

• Day 1: Offer sheet complete, revenue target calculated

• Day 7: Prospect list at 25 names

• Day 14: First 15 outreach messages sent

• Day 21: First discovery call on the books

• Day 30: Check-in — calls booked, offer made, pipeline assessed

• Day 45: First client delivering or first paid project closed
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• Day 60: Check-in — delivery systematized, referral ask made

• Day 75: Pipeline has 3+ active warm prospects

• Day 90: Full review — revenue, lessons, Day 91 plan

Put these on actual dates. Milestones without dates are just wishes.


