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DO SMALL

BUSINESSES NEED
BUSINESS PLANS?
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“It's not enough to just show up. You
have o have a business plan.”™
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WHAT IS A BUSINESS
PLAN?
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WHO ARE WE DOING THE
BUSINESS PLAN FOR?
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A business plan Is any plan that works
for a business to look ahead, allocate
resources, focus on key points, and
prepare for problems and
opportunities.




Unfortunately, many people think of
business plans only for starting a new
business or applying for business loans.
But they are also vital for running a
business, whether or not the business
needs new loans or new investments.
Businesses need plans to optimize
growth and development according to
priorities




WHAT ARE THE KEY
ELEMENTS IN THE PLAN?




«Cash flow is both vital to a company
and hard to follow. Cash Is usually
misunderstood as profits, and they

are different. Profits don't guarantee
cash in the bank. Lots of profitable

companies go under because of

cash flow problems. It just isn't
Intuitive.




Implementation details are what make
things happen. Your brilliant strategies and
beautifully formatted planning documents
are just theory unless you assign
responsibilities, with dates and budgets,
follow up with those responsible, and track
results. Business plans are really about
getting results and improving your company




WHAT ARE THE AREAS TO BE
INCLUDED IN YOUR BUSINESS
PLAN?
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Executive Summary
Company Description
Product or Service

Market Analysis:

Strategy and Implementation

Web Plan Summary
Management Team

Financial Analysis




1.0 Executive Summary
1.1 Objectives
1.2 Mission

1.3 Keys to Success

2.0 Company Summary
2.1 Company Ownership

2.2 Company History (for ongoing companies) or
Start-up Plan (for new companies).

2.3 Company Locations and Facilities




3.0 Products and Services

3.1 Product and Service Description
3.2 Competitive Comparison

3.3 Sales Literature

3.4 Sourcing and Fulfilment

3.5 Technology

3.6 Future Products and Services

4.0 Market Analysis Summary
4.1 Market Segmentation
4.2 Target Market Segment Strategy
4.2.1 Market Needs
4.2.2 Market Trends
4.2.3 Market Growth
4.3 Industry Analysis
4.3.1 Industry Participants
4.3.2 Distribution Patterns
4.3.3 Competition and Buying Patterns
4.3.4 Main Competitors
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5.0 Strategy and Implementation Summary
5.1 Strategy Pyramids

5.2 Value Proposition

5.3 Competitive Edge
5.4 Marketing Strategy 5.4.1 Positioning Statements
5.4.2 Pricing Strategy
5.4.3 Promotion Strategy
5.4.4 Distribution Patterns
5.4.5 Marketing Programs
5.5 Sales Strategy 5.5.1 Sales Forecast
5.5.2 Sales Programs

5.6 Strategic Alliances

5.7 Milestones




6.0 Web Plan Summary
6.1 Website Marketing Strategy
6.2 Development Requirements
7.0 Management Summary
7.1 Organizational Structure
7.2 Management Team
7.3 Management Team Gaps
7.4 Personnel Plan
8.0 Financial Plan
8.1 Important Assumptions
8.2 Key Financial Indicators
8.3 Break-even Analysis
8.4 Projected Profit and Loss
8.5 Projected Cash Flow

8.6 Projected Balance Sheet

8.7 Business Ratios

8.8 Long-term Plan :
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COMMON BUSINESS PLAN
ERRORS
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*Putting it off.

«Cash flow casualness.
ldea inflation.

*Fear and dread.
*Spongy, vague goals.
*One size fits all.

Diluted priorities.

Hockey-stick shaped growth projections.




CRITICAL BUSINESS PLAN
FACTORS
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*Use a business plan to set concrete goals,
responsibilities, and deadlines to guide your
business.

*A good business plan assigns tasks to people or
departments and sets milestones and deadlines for
tracking implementation.

A practical business plan includes 10 parts
Implementation for every one part strategy.

*As part of the implementation of a business plan, it
should provide a forum for regular review and
course corrections.




CASH FLOW
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“MNa, don’t put the cheque in the post - I'll sand
someona round to pick it up.*”
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CAN WE DEFINE CASH FLOW?

CAN YOU BUY GROCERIES WITHOUT CASH?

OH - YOU ARE QUICK TO SAY - YOU USE YOUR
CREDIT CARD!

YOU HAVE TO PAY OFF YOUR CREDIT CARD - THAT
TAKES CASH

EVERYTHING YOU DO PERSONALLY AND IN
BUSINESS ENDS UP AT CASH!

CASH IS OUR COMMON METHOD OF VALUING OUR
SERVICES AND WHAT WE PAY FOR OTHER SERVICES
CASH FLOW IS YOUR ABIITY TO GENERATE CASH
WHEN YOU NEED IT TO PAY FOR ALL OF THE
SERVICES YOU REQUIRE
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WHY IS CASH FLOW IMPORTANT?

1. CASH IS THE GAS THAT ALLOWS YOUR
ECONOMIC ENGINE TO RUN

2. WHEN YOU RUN OUT OF CASH YOU RUN OUT
OF CAPABILITY TO RUN YOUR BUSINESS

3. RECENT EVENTS HAVE SHOWN THAT LARGE
BUSINESSES DIE BECAUSE OF A LACK OF CASH
OR ACCESS TO CREDIT (ANOTHER FORM OF
CASH)

4. ONAPERSONAL BASIS YOU CANNOT SURVIVE
WITHOUT HAVING ACCESS TO CASH
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HOW DO YOU GENERATE CASH FLOW?

1. YOU HAVE TO SELL EITHER APRODUCT ORA
SERVICE

2. YOU HAVE TO PRICE IT AT ALEVEL THAT
ENSURES YOU CREATE GROSS MARGIN (PRICE
LESS COST OF PRODUCT OR SERVICE)

3. GROSS MARGIN CREATES THE “SPACE’ TO PAY
THE EXPENSES OF THE BUSINESS INCLUDING
SALARIES, RENTS, ETC AND ALLOW FOR A
PROFIT TO BE MADE

4. SO TO SUMMARIZE:
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