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BUSINESS PLANS

EVERY NEW BUSINESS SHOULD HA VE A BUSINESS PLAN. IT IS THE KEY T O SUCCESS. IF YOU NEED FINANCE, NO B ANK MANA GER WILL LEND MONEY

WITHOUT A C ONSIDERED PLAN.

It is one o f the most importan t aspects o f starting a ne w business. Y our plan
should pr ovide a thor ough e xamination o fthe w ay in which the business will
commenc e and de velop. It should describe the business, pr  oduct or servic e,
mark et, mode o f oper ation, c apital r equir ements and pr ojected financial
results.

Why does a business need a plan ?

Preparing a business plan will helpy ou to se t clear objectiv es for your
business and clarify y our thinking. It will also help to se ttar gets for futur e

perf ormanc e and monitor financ es and pr ofitability . It should help to pr ovide

early w arning f or when y ou migh t need to r econsider the plan.

Alw ays bear in mind that an yone r eading the plan will need to understand
the essen tials o f your business quickly and easily

Contents
The business plan should ¢ over the f ollowing ar eas.

¥ Overview
An overvie w of your plans f or the business and ho w you pr opose to put
them in to action. This is the section most lik ely to be r ead by people
unfamiliar with y our business so try to av oid technic al jar gon.

¥ Descrip tion
A descrip tion o f the business, y our objectiv es for it and ho w you plan to
achie ve them. I nclude de tails o f the back ground to y our business f or
example ho w long y ou hav e been de veloping the business idea and the
work you hav e carried out to date.

¥ Personnel
Details o f the k ey personnel including y ourself and an y external
consultan ts. You should highligh t the skills and e xpertise that these people
hav e and outline ho w you intend to deal with an y weaknesses.

Product

Details o f your pr oduct or servic e and y our U nique Selling P oint. This is
exactly what its name suggests, some thing that the ¢ ompe tition does no t
off er. You should also outline y our pricing polic vy.

Mark eting

Details o f your tar get mark ets and y our mark eting plan. This may f orm the
basis f or a separ ate, mor e detailed, plan. Y ou should also include an
overview of your compe titors and y our likely mark et shar e toge ther with
details o f the po tential f or gr owth. This is usually a v ery importan tparto f
the plan as it giv es a good indic ation o f the lik ely chanc e of success.

Practic es

You will need to include in  formation on'y our pr oposed oper ating pr actic es
and pr oduction me thods as w ell as pr emises and equipmen t

requir ements.

Financial f orecasts

The plan should ¢ over your pr ojected financial perf ormanc e and the
assump tions made in 'y our pr ojections. This part o fthe plan ¢ onverts what
you hav e alr eady said about the business in  to numbers. It will include a
cash flo w forecast which sho ws how much mone y you expect to flo win
and out o fthe business as w ell as pr ofit and loss pr edictions and a

balanc e sheet. Detailed financial f orecasts will normally be included as an
appendix to the plan. A s financial advisers w e are particularly w ell plac ed
to help with this part o f the plan.

Financial r equir ements

The cash flow forecast r eferr ed to abo ve will sho w how much financ e your
business needs. The plan should state ho w much financ e you want and in
what f orm. You should also say what the financ e will be used f or and sho w
that y ou will hav e the r esour ces to mak e the nec essary r epaymen ts. You
may also giv e details o f any security y ou can offer.
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The futur e How w e can help

Putting toge ther a business planis o ften seen as a one-o ff e xercise We can look f orw ard with y ou to help y ou put toge thery our best possible
undertak en when a ne w business is starting up. plan f or the futur e.

However the plan should be updated onar  egular basis. It ¢ an then be used
as a tool against which perf ormanc e can be monitor ed and measur ed as
part o f the c orpor ate planning pr ocess. There is much merit in this as used
properly it k eeps the business f ocused on objectiv es and inspir es a discipline

FACTSHEETS

to achie ve them.

For information o fusers: This material is published f or the in formation o f clients. It pr ovides only an o vervie w of the r egulations in f orce at the date o f public ation, and no action should be tak en without ¢ onsulting the de tailed
legislation or seeking pr ofessional advic e. Therefore no responsibility f or loss oc casioned b y any person acting or r efr aining fr om action as ar esult o f the material c an be ac cepted b y the authors or the firm.
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