
OUTLINE THE KEY COMPONENTS OF A BUSINESS PLAN

The following pages will describe in detail the seven essential sections of a business plan: what you should include,
what you shouldn't include, how to work the.

This includes: Advertising. Are there any recent acquisitions examples of larger companies buying up
companies similar to yours that could bolster the case for your own exit strategy? This analysis, in conjunction
with an examination of unsuccessful companies and the reasons behind their failure, should provide a good
idea of just what key assets and skills are needed to be successful within a given industry and market segment.
Market research and strategies Spell out your market analysis and describe your marketing strategy, including
sales forecasts, deadlines and milestones, advertising, public relations and how you stack up against your
competition. One of the best ways to distribute a product, manufacturer's reps, as they are known, are
salespeople who operate out of agencies that handle an assortment of complementary products and divide their
selling time among them. From whom? If you can build an engaging story around the problem that your
audience can relate to, it makes the payoff of your solution statement all the more powerful. To determine just
what constitutes a key asset or skill within an industry, David A. Doing so helps you refocus your productivity
on the most lucrative profit streams. Financials You'll have to provide complete financial information as part
of your business plan. A company's positioning strategy is affected by a number of variables that are closely
tied to the motivations and requirements of target customers within as well as the actions of primary
competitors. Base all of your observations on reliable data and be sure to footnote sources of information as
appropriate. Retail distributors. Your prices must reflect the dynamics of cost, demand, changes in the market
and response to your competition. Intellectual Property Do you have any patents for the technology or ideas
behind your company? Competitor C has the reputation for selling the best French fries in town; you're going
to sell the best Thousand Island dressing. The sales or revenue model charts the potential for the product, as
well as the business, over a set period of time. Channels Which channels will you use to acquire your
customers? Then, triple check. How will the products be distributed? Are there any additional revenue sources
that you expect to add down the line? Once the size of the market has been determined, the next step is to
define the target market. A good business plan is a blue print or a vision of the company. If you spend the
majority of your time on any one part of your business plan, take the time to really nail this part. Will you
introduce your product in certain key geographic locations? Once you've grouped your competitors, you can
start to analyze their strategies and identify the areas where they're most vulnerable. Projecting Market Share
Arriving at a projection of the market share for a business plan is very much a subjective estimate. Are they
concerned about environmental impact? It's often the most neglected element of the business plan, but it may
be the most important, because it tells investors why your business will be successful in very few words. The
founder can access cash by contributing his own money into the business, by securing a line of credit LOC at a
bank or applying for QuickBooks Capital. Have they received venture funding? Customer Acquisition Now
that we know who your customers are, the next question is â€” how do you plan on getting them?


