
Kia mārama 
pai koe ki tō 
whakaaro pakihi
Get clear on your business idea

Module 1
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He kai kei aku ringa
Nau mai whakatau 
mai ki a Pakihi Toi. 
Kua hangaia tēnei 
kōhi māu hei awhina 
ki te kawe i āu mahi 
auaha, kia tahuri 
hei pakihi. Me mahi i 
ia kaupapa hei 
whakatakoto i tō 
mahere mā ngā 
ngohe whai 
tikanga, e ārahi 
ana kia pūrangiaho 
ai āu tāwhai e whai 
ake ana.
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You want to start your 
own creative business? 
Wohoo, Karawhiua! 
It probably won’t be 
easy, but hey, nothing 
worthwhile ever is. 
It’s OK — deep breaths, hā ki roto, hā ki waho — Pakihi 
Toi is here for you and is designed to help prepare you 
to launch into your own creative business. By working 
through the mahi outlined in this course, you’ll carve the 
direction of your business and work out where you need 
to start. Stick at it, and by the end of this mahi, you’ll 
have an action plan right in the palm of your hand. 
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Me ruku ki roto 
i ō tātou 
pohewatanga o 
ngā āhuatanga 
e hiahia ana 
tātou ki te 
whakatutuki.  
Waiho i ngā 
ngoikoretanga 
hōhā ki te taha, 
tukuna koe kia 
moemoeā 
kōroto e pā ana 
ki tō tino pakihi. 
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Let’s dive right into our juicy imaginations of what we 
want to cultivate. Push pesky limitations to the side and 
let yourself dream deep about your ideal business. Take 
the time to visualize and capture what that looks like 
for you. Don’t shy away from thinking big and broad 
because we’re going for your ultimate ideal.

What’s your business 
whakaaro and wawata 
you want to achieve? 

Your dream jobSection 1.1

1.11.1
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We all have a unique tirohanga of what 
success looks like. Pinning this down gives 
you your huarahi to move toward, and the 
motivation of working for an exciting future.

Whakaarohia ngā tūmomo ekenga ō tō wawata. 
Here are some questions you can ask yourself to 
determine the direction you want to grow. 

In your ideal business:

•	What kind of projects are you heading? 
•	�What mahi are you making? 
•	�Who knows about you? 
•	�Who’s buying your mahi or services? 
•	What are people saying about your mahi? 
•	�Who are you working with? 
•	�Do you have a team? 
•	Where’s your workspace? 
•	Do you collaborate with others? 
•	Does your mahi take you travelling? 
•	How do you balance the demands  

of mahi and whānau? 
•	What’s your income? 
•	Who’s coming along on your  

journey of success? 
•	What does success look like for you?  

What does your ideal 
business look like?
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Visualise what your 
ideal business looks 
like in 10 years time. 
Write or draw this 
below. 
Also write or draw what 
this looks like 5 years and 
2 years. This will help you 
visualize what the journey 
might look like.

VisualisationExercise
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Your Business Values

As your business grows, your values will help you with 
the decisions you make, because they will align to the 
kaupapa you’ve set out for your business. They will 
guide you toward or away from certain projects and 
actions. You want to focus on projects or actions that 
are in line with your values. 

As an example, here are Creative Waikato’s values:
AUTHENTIC Keeping It Real.
ROCK SOLID No Matter What.
ENERGY Our Passion Fuels Us.
SMART Knowledge Talks, Wisdom Listens.
MANAAKITANGA We Embrace, Respect and Care.
BOLD & BRAVE Feel The Fear And Do It Anyway.

Section 1.2 

Values are the beliefs that 
underpin what you do and 
the way you go about things.
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Think about what 
values are most 
important to you.  
How do you want to treat 
yourself and other people? 
How do you want to 
approach your mahi?   
Think about what qualities 
you admire and aspire to. 
Brainstorm below, and then try 
to get your list down to no more 
than seven words. A short 
explanation for each word can 
help you get clear on what these 
words really mean to you. 

ValuesExercise
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Brainstorm
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1.

2.

3.

4.

5.

6.

7.

Final values and explanation

COPY THESE VALUES 
INTO YOUR BUSINESS 
PLAN BOOKLET
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Your point of difference? What are you offering? Section 1.3

One way to look at this is to answer the question:  
What need or demand is there and how does what you 
offer meet that need? Another way to get clear on this 
is to ask yourself: What can you do better than others 
and why do people want it?

What are your taonga or products and services? 
What are the benefits of these and who are they for? 
What is unique about what you will make or provide? 
How do you ‘stand out’ from similar services or 
products? Is it your unique style element? Or are you 
focused on a particular niche (a particular group or 
market)?

Whakaarohia ō rawa hei 
tāpaetanga. What you have 
to offer is often described in 
business-speak as your ‘point 
of difference’.

1.31.3
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Answer the 
following questions 
to start capturing 
your own point of 
difference. 

Point of differenceExercise

This exercise will help you get clear on your 
point of difference and then turn it into a single 
sentence. Here’s an example of what an artist 
might come up with:

MY PRODUCT  
Custom made whakairo based  
on what is special to the customer.

THE BENEFITS  
Bespoke, special, unique  
to each story.

TARGET MARKET  
My main rōpū are whānau Māori, and people  
who connect with toi whakairo and who want  
to record significant moments and stories.

UNIQUE  
Customer focused, high quality,  
not ‘off the shelf’.

MY POINT OF DIFFERENCE SENTENCE 
I create whānau memories through whakairo 
for people who want to capture unique stories.
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UNIQUE

THE BENEFITS 

TARGET MARKET

MY PRODUCT 

My point of difference

(What benefits do you provide? What problem are you solving?)

(Who do you do this for? Who is your target customer?  
What are they prepared to pay?)

(How you do this uniquely well? Why and how are you and  
your business different from people who do similar mahi?)

(What is your product, service, mahi or creation?)
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My point of difference: 

See if you can combine 
the essence of what you 
have written into one 
sentence. This sentence 
can be a powerful way 
to let people know why 
what you do is important.

COPY YOUR POINT OF 
DIFFERENCE SENTENCE INTO 
YOUR BUSINESS PLAN BOOKLET
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Doing is a powerful way to learn, so give yourself time 
to play and experiment. There’s the mahi you love 
making or doing, and there’s what people want, need 
and will pay for. You’re looking for points of connection 
between them.

The idea you have now may be different from what you 
end up building your business around. Your creative 
talent can manifest in many ways, so take your time 
with this!

For your business to flourish, 
you have to know there’s a 
need and a market for what 
you do. 

Market need and solutionSection 1.4 
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Find the market 
need and your 
solution.

Market NeedExercise 

Here’s an example of market  
need and a solution:

WHAT IS THE MARKET NEED  
THAT YOUR BUSINESS FULFILS? 
The special moments in life go by so fast and  
people don’t have a way to capture them that  
really speaks to them and their whānau.  

YOUR SOLUTION 
We listen carefully to people and their stories  
to create something truly special for them.  
We create unique whakairo that our customers  
will cherish, and hand down to their whānau.

COPY YOUR MARKET NEED 
AND SOLUTION INTO YOUR 
BUSINESS PLAN BOOKLET
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WHAT IS MY SOLUTION? 

WHAT IS THE MARKET NEED? 

Market Need

(What do people want? What is the gap I’m filling?) 

(What am I offering?) 



Ahakoa kei whea koe 
i runga i tō hīkoinga 
pakihi, e tino hiahia 
ana te tīma o 
Creative Waikato ki 
te rongo mai i ngā 
ringatoi kei tō mātou 
rohe. Kua utua 
mātou ki te awhi i 
ngā ringatoi, nō 
reira me whakapā 
mai ki a mātou.

hello@creativewaikato.co.nz | 0508 427 8927 | creativewaikato.co.nz
© 2019 Creative Waikato — All Rights Reserved

No matter where you’re at in your 
business journey, the team at Creative 
Waikato love hearing from artists in our 
region. We’re here to help, so please 
don’t be a stranger. 


