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A funding-ready plan: the offer, the trade you actually chose, the money and the paperwork.
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Mutual Indemnification Requirements

Professional Liability (E&O) and General Liability Insurance Requirements
Warranty Disclaimers for Recommendations vs. Implementation
Intellectual property

Ownership of Existing Brewery IP (Client Assets)

Ownership of Developed Methodologies and Tools (Consultant IP)

Work Product Ownership (Deliverables) and Usage Rights Licensing

Confidentiality and Non-Disclosure Agreements (NDA) Integration
Pipeline and Business Development

Lead sources ranked by effort and yield

Low-Effort, High-Yield Sources

Medium-Effort, High-Potential Sources

High-Effort, Low-Yield Sources (and when to use them)
Referral network

Identifying Ideal Referral Partners

Developing the Formalized Referral Ask

Nurturing and Maintaining Referral Relationships

Outbound approach and message
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Pain Point Discovery and Qualification Questions
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Phase 3: Solution Design and Pilot Implementation
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Phase 4: Full Rollout and Optimization
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Contracts and terms

Drafting client service agreements and engagement letters
Creating vendor and independent contractor agreements
Establishing internal operational policies and procedures manual
First 90 days checklist

Finalizing operational readiness sign-off

Establishing payroll and HR compliance processes

Developing initial marketing and client onboarding workflows

20 of 26



Index

Advisory Service Tiers (Retainer vs. Project-Based)

Alternative Funding Sources (SBA Loans, Revenue-Based Financing)
Analyzing Material Cost Accrual for Inventory Audits

Artifacts from Discovery

Assessing Bench Capacity Constraints

Authority building

Bank account and bookkeeping

Break-even point

Breweries with Structural Ownership Disputes (Internal Conflict Focus)

Business structure

Calculating Optimal Billable Hours

Case Studies: Quantifying Savings (Inventory Reduction Examples)
Cash Flow Statement Summary (Year 1)

Cash-flow buffer and seasonality

Change Request Protocol (CR) and Impact Assessment Process
Choosing a legal entity type (LLC, Corporation, etc.)

Client communication rhythm

Client-Facing Validation Checkpoints

Competitive Landscape Vulnerabilities

Compliance with industry-specific regulatory bodies
Confidentiality and Non-Disclosure Agreements (NDA) Integration
Consultancy

Content Pillars for Supply Chain Optimization

Continuous Improvement Retainer (Long-Term Partnership)
Contracts and terms

Core Personnel Salaries & Benefits

Core Service Definition and Service Levels (SLAs)

Core Service Deliverables and Scope Boundaries

Cost of Inaction for Mid-Market Firms

Cost-Effectiveness and Immediate ROl Focus

Crafting the Value Proposition for Brewery Owners vs. Head Brewers
Creating vendor and independent contractor agreements
Customer Acquisition Cost (CAC) Analysis

Customer Lifetime Value (LTV) Calculation

Day Rates for On-Site Assessments

De-escalation Strategies and Corrective Actions

21 of 26

17
18
16
15
16
14
19
18
11
18
16
11
18
16
12
19
15
15

19
13
10
14
11
20
18
12

11
14
20
17
17
12
16



Deep Industry Empathy vs. Generic Consulting Models
Defining Service Capacity Units

Defining the Target Brewery Profile (2k-20k BBL)
Deliverables by phase

Delivery Method

Demonstrating Tangible ROI Through Case Studies
Determining Necessary Working Capital Reserves
Developing a Scalable Hiring Roadmap

Developing initial marketing and client onboarding workflows
Developing the Formalized Referral Ask

Directors and Officers (D&O) Insurance

Documentation for Execution

Drafting client service agreements and engagement letters
Drafting foundational internal agreements

Engagement phases

Establishing dedicated business bank accounts

Establishing internal operational policies and procedures manual

Establishing payroll and HR compliance processes
Establishing the Cadence

Expense Budget Allocation (Personnel vs. Marketing)
Finalized State Blueprints

Finalizing operational readiness sign-off

Financial Tracking Tools for Small Operations

First 90 days checklist

First-year forecast

Fixed monthly costs

Fixed-Price Project Model

Funding needed and sources

General business operating permits (Zoning, physical location)

Getting Legal

Governing Law and Dispute Resolution Mechanism (Mediation/Arbitration)

Handover and follow-on work

High-Effort, Low-Yield Sources (and when to use them)

Hybrid Model Selection Criteria (e.g., Low Maturity vs. High Complexity)

Ideal Client Profile (ICP) Definition
Identifying Ideal Referral Partners
Identifying Key Decision Makers (Owners & Head Brewers)

Identifying the Tipping Point for First Hires

22 of 26

11
16
10
15
14
14
17
17
20
13
19
15
20
19
14
19
20
20
15
18
15
20
16
20
18
18
11
18
19
18
12
15
13
12

13
10
17



Implementation/Onboarding Fees

Implementing Activity-Based Costing for Consulting

Implementing initial bookkeeping procedures and controls

Implementing Project Management Frameworks
Indicators of Stakeholder Misalignment

Industry Partnerships and Advisor Network
Information Asymmetry in Advisory Spend

Initial Deposit Structure (Retainer vs. Project Kick-off)
Initial Discovery & Scope Definition Workshop
Initial Technology Stack & Website Development
Insurance

Intellectual property

Internal Quality Gates

Inventory Bloat and Capital Drain

Key Partnership Dependencies

Knowledge Transfer Protocols

Late Payment Penalties and Dispute Resolution
Lead sources ranked by effort and yield

Legal and Incorporation Fees

Liability, indemnity and insurance

Licences and permits

Limitation of Liability Clauses (Caps on Damages)
Local municipal tax and operating permits
Low-Effort, High-Yield Sources

Macroeconomic Tailwinds Favoring Predictability
Managing Quality Control Across Third Parties
Market Adoption Metrics Required

Market Friction Points

Master services agreement

Measurable Outcomes and KPIs

Medium-Effort, High-Potential Sources

Meeting Structures and Agendas

Modeling Revenue Fluctuation Based on Brewery Cycles
Multi-Touch Sequence Development

Mutual Indemnification Requirements

Nurturing and Maintaining Referral Relationships
Obtaining federal Employer Identification Number (EIN)

Obtaining General Liability Insurance

23 of 26

17
16
19
16
16
11

12
12
17
19
13
15
10
10
15
12
13
17
13
19
13
19
13

16
10

12

13
15
17
14
13
13
19
19



Operational Bottlenecks Hindering Growth

Operational Bottlenecks in Growth Phases

Operational Efficiency and Scalability Proof Points

Operational Overhead (Software Subscriptions, Rent Allocation)
Outbound approach and message

Overly Large/Corporate Operations (The Unicorn/Mega-Brewery)
Ownership of Developed Methodologies and Tools (Consultant IP)
Ownership of Existing Brewery IP (Client Assets)

Pain Point Discovery and Qualification Questions

Pain Point Quantification for CFOs

Payment Schedule Options (Net 15, Net 30)

Payment terms and deposits

Phase 1: Discovery and Assessment

Phase 2: Process Mapping and Gap Analysis

Phase 3: Solution Design and Pilot Implementation

Phase 4: Full Rollout and Optimization

Phased Billing Milestones (Deliverable-Based Payments)
Pipeline and Business Development

Pipeline stages and conversion targets

Positioning and Offer

Post-Engagement Support Models

Pricing and Contracts

Pricing model

Pricing Model Structure and Tiers

Pricing Models: Project-Based vs. Retainer

Pricing Strategy Adjustments for Off-Peak Periods

Productized offers

Professional advisory licensing requirements (Industry-specific)
Professional Consultation (Accounting/Legal Setup)
Professional Errors and Omissions (E&O) Insurance
Professional Liability (E&O) and General Liability Insurance Requirements
Professional Services Retainers (Bookkeeping, CRM)

Project Retainer Rates (Minimum Commitment Tiers)

Proof and credibility

Proposal template

Proprietary Methodology Differentiation

Quality review

Quarterly Revenue Projections (Q1-Q4)

24 of 26

10

10
18
13
11
13
13
14

12
12
14
14
14
15
12
13
14
10
15
11
11

14
17
11
19
17
19
13
18
12
11
14
10
15
18



Rate card

Referral network

Registering the business name and DBA

Registration and tax identifiers

Regulatory/Market Shifts Creating Urgency

Reporting and Transparency Mechanisms

Required Client Count to Cover Fixed Costs

Resource Allocation and Capital Milestones

Revenue model

Revenue Needed Per Month to Sustain Operations
Running the Practice

Scope and change control

Scope Confirmation and Sign-off

Scope Creep Mitigation Strategies

Seed Funding Options (Angel Investors, VCs)
Selecting Inventory Management Software for Consulting Use
Sensitivity Analysis: Cost Increase Buffer

Service Delivery Cost Per Client (COGS)

Setting up accounting software and chart of accounts
Speaking Engagements and Local Industry Presence
Stage 1: Initial Contact to Discovery Call

Stage 2: Discovery Call to Formal Proposal

Stage 3: Proposal Acceptance to Project Kickoff
Standard Hourly Consulting Rates (By Expertise Level)
Start-up/Pre-Revenue Breweries (Lack of Process Maturity)
Startup costs

State-level business registration filings

Steadyline Advisory — Business Plan

Structure for Initial Diagnostic Assessment
Structuring Associate Agreements for Scale
Subcontractors and associates

Supply Chain Friction and Waste

Sustainability Planning

Tangible Outputs from Design

Team Expertise and Track Record Validation
Termination Clauses (For Cause vs. Convenience)
Testimonials Focusing on Time Saved and Stress Reduced

The 'Boutique Expertise' Advantage

25 of 26

12
13
19
19

15
18
10
17
18
16
12
15
12
18
16
18
18
19
14
14
14
14
12
11
17
19

14
16
16
10
15
15
10
12
11
11



The 'Clean Slate' Audit Package (Entry Point)

The 'Optimized Flow' Implementation Program (Core Offering)
The Business in One Page

The customer

The Money

The offer

The problem

The problem you solve

Tiered Pricing based on Annual Volume (2k-5k, 5k-10k, 10k-20k BBL)
Tiered Service Offering Presentation

Time & Materials (T&M) Model

Time and expense tracking

Tools and systems

Total Funding Requirement Calculation

Tracking Client Time vs. Internal Overhead

Transitioning from Solo Operator to Small Team

Understanding the Pain Points of the Mid-Sized Craft Brewery
Unit economics

Utilization target and capacity

Value-Added Product Sales (e.g., proprietary dashboards)
Value-Based Performance Model

Vetting and Onboarding Specialized Expertise

Warning Signs in Scope Creep

Warranty Disclaimers for Recommendations vs. Implementation
What a failing engagement looks like, and how to catch it early
What would have to be true

When to hire

Who you solve it for

Why now

Why us

Why you, and not the big firm

Work Breakdown Structure (WBS) Development for Inventory Cleanup
Work Product Ownership (Deliverables) and Usage Rights Licensing
Work you decline

Working Capital Buffer (Pre-launch)

26 of 26



