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for Successful Business Planning in 30 Days

“The Ultimate Desk Reference: Whether you're looking
for investment dollars or creating a three-year plan, this
book is a must! Patsula has taken the daunting task of plan-
ning a business and turned it into a simple, yet effective
formula that works! Besides all the facts this book provides,
it did one more thing for me that no other book has—it
helped me gage my entrepreneurial skills and guided me
towards a more solid approach to running my business. If
you’re developing a business plan, or just interested in find-
ing out what it takes to be successful in an increasingly chal-
lenging market, I encourage you to pick up this book.”
— Daniel De Freitas, Vice President of Operations, RDI
Consulting, Ltd., May 2004.

“Work of Art: 1 enjoy reading books based upon business
like themes, and I must say that this is one that has com-
pletely stood out from the rest that I have read. I recently
started my own business after 20 years of experience, and 1
must say that this book covers not only all the basic meth-
ods to start a business, but also to make it shine amongst
the rest. It is practical and brilliant at the same time, and
very easy to follow for anyone who has the motivation to
start their own business. Pave your way to success and
climb to the top, using this book as an essential tool.”

— Michael K. Johnson, Amazon Review, Dec 2003

“Highly Recommended: Now in a newly updated and
expanded second edition by Peter J. Patsula is concise,
‘reader friendly,” and contains all the information needed
to create a comprehensive business plan for any type of
entrepreneurial activity with a 30 day time frame. There is
even a section showing how to create a mini-business ‘one
day’ plan in a single afternoon. Swuccessfisl Business Planning
in 30 Days offers more than 200 educational and motiva-
tional quotations and 33 specific tips for making a profit.
Enhanced with time-saving worksheets and checklists, and
a sample business plan prototype, Successfil Business Plan-
ning in 30 Days is highly recommended to anyone charged
with developing a company mission statement, marketing
strategy, or financial breakdown.”

— James A. Cox, Editor, Wisconsin Bookwatch, Feb 2003

“Jam-packed with information: Brimful with data and
stacks of worksheets, this is a good buy for anyone in need
of a business security blanket. For those who want the full
on approach, this is ic!”

— Phil Woolrich, Head of Business, United World Col-
lege South East Asia, Singapore, April, 2004

“Helpful Examples: I am currently writing our business
plan and am using your book. I have several other books,
but wasted my money on them. I find the examples help-
ful and the worksheets easy to use.”

— Donna Whyte-English, English Building Systems,
Sunderland, MA, May, 2004

“Essential Guide for Business Planning: If you are one of
the millions, who has contemplated starting your own
business or just curious: Do I really have a valid business
idea and will this idea fly? You at least owe it to yourself to
find out. By reading and following the outlines provided
in this guide, you will finally be able to answer that ques-
tion and many more. This is a must read for anyone be-
fore starting your own business. Successfiul Business Plan-
ning in 30 Days: A Step-by-Step Guide for Writing a
Business Plan and Starting Your Own Business—the title
says it all. Now, ask yourself. Can I really afford not to
read this Guide? Worst case scenario, you’ll have gained
knowledge of what it takes to be successful in business and
redirect your efforts.”

— Mike Milliken, Barnes & Noble Review, Oct 2001

“Business for Beginners: Some years ago my husband
and I started a small consumer electronics export business
in San Jose, California, “Silicon Valley”. If this book had
existed at the time, it would have saved us weeks, maybe
even months, of time that we spent gathering basic infor-
mation from a variety of sources. This book has all the ba-
sics, all in one place, with real-life examples and sugges-
tions in a usable and practical workbook format. This may
not be the only book you need to get started in business,
but it certainly should be the first book you get.”

— Farzana Hyland, San Jose, Amazon Review, Sept 2000
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