

Business Plan

OWNER[S]
Your Business Name

City



Telephone

E-Mail

Table of Contents

1. Executive Summary……………………………………………………………...


2. Business Description……………………………………………………………..
3. Products and Services……………………………………………………………
4. Marketing Strategy………………………………………………………………


5. Economic Impact…………………………………………………………………
6. Management and Human Resource……………………………………………. 

7. Operational Plan…………………………………………………………………
8. Risk Mitigation Plan……………………………………………………………..
9. Financial Plan…………………………………………………………………….


10. Appendices……………………………………………………………………….. 

1. Executive Summary

Write your executive summary at last and make it at most one and half pages or less.

Include everything that you would cover in a five-minute interview.

A. Explain the fundamentals of the proposed business

B. Explain your product 

C. Explain your customers  

D. Explain number of owners(shareholders) 

E. Explain your business future and your industry

2. Business Description
A. Mission Statement
B. Company Goals and Objectives
C. Business Philosophy
D. Describe your industry
E. Describe your most important company strengths and core competencies
F. Legal form of ownership: Sole proprietor, Partnership, Corporation, Limited liability corporation (LLC)?  
3. Products and Services
A. Describe in depth your products or services

For each product or service:

•
Describe the most important features. What is special about it?

•
Describe the benefits. That is, what will the product do for the customer?

B. What factors will give you competitive advantages or disadvantages?
C. What are the pricing of your products or services?

4. Marketing strategy 

1.1. Market Analysis

· A marketing analysis is a study of the dynamism of the market. 
· What is the attractiveness of a special market in your specific industry? 
· What is business plan that presents information regarding the market in which you are operating in?
1.2. Customers

· Identify your targeted customers

· Their characteristics, and 

· Their geographic locations (demographics)

· Your channel of distribution: wholesalers, retailers and the middleman businesses to which you sell.
· You may have more than one customer group. Identify the most important groups.  Then, for each customer group, construct what is called a demographic profile: Age, Gender, Location, Income level, Social class and occupation, and Education

1.3. Competition and competitive advantage

      What products and companies will compete with you?

· List your major competitors: (Names and addresses)

· Will they compete with you across the board, or just for certain products, certain customers, or in certain locations?

· How will your products or services compare with the competition?

5. Economic Impact
Explain what economic growth and development impact do you expect from your business, particularly in creating employment opportunities for youth both male and female? 
6. Management and Human Resources
· Who will manage the business on a day-to-day basis? 

· What experience does that person bring to the business?
· What methods you will use to hire and motivate your staff
7. Operational Plan

· Explain the daily operation of the business, its location, equipment, people, processes, and surrounding environment.
· The operating plan is the section of your business plan where you dig into more of the nuts     and bolts of your business, areas like: production/manufacturing, inventory, and distribution.
· The point is that you need to think about the kinds of details you’ll be facing from the day you open the doors of your business.
8. Risk Mitigation Plan

· Risk mitigation plan is the process of developing options and actions to enhance opportunities and reduce threats about your business. 
· What Risk mitigation implementation plan that is you execute to mitigate risks. 

· A risk management plan can help minimize the impact of cash flow issues, damage to brand and other risks. 
· It will also help create a culture of sensible risk awareness and management in your business
· Explain how will you manage the critical risks/problems that could take place and affect your business adversely?
9. Financial Plan:
· The financial plan is part of a business plan includes various Financial statements that shows where your company currently stands and where it expects to be in the near future. This information helps you determine how much financing your business needs and helps outsiders determine whether lending you money or investing in your business is a wise use of their funds.

a) Buying a fixed asset
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b) Pre-operational Costs [These are costs which will be incurred before starting the business]
	
	Item
	Cost per item (USD)
	TOTAL
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	TOTAL [b] (USD)
	


c) Costs of running the business for at least one month
	
	Expenses
	TOTAL (USD)

	1. 
	e.g. Salary for employees 
	

	2. 
	Security
	

	3. 
	Transport
	

	4. 
	Rent - for business premises
	

	5. 
	Electricity/ Fuel / Firewood
	

	6. 
	Business promotion
	

	7. 
	Loan Repayment (where applicable)
	

	8. 
	Any other
	

	9. 
	
	

	TOTAL [c]
	

	TOTAL INVESTMENT REQUIRED [a+b+c]
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