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(Business Area)

The business plan should summarize the main points relating to the business area in concise bullet point or table format within the maximum page lengths indicated. Graphs/charts may be added to easily illustrate key points and data. If more detailed supporting documents are required they should be added as numbered appendices and be referred to in the main business plan. 

1. Executive Summary

Summarize business plan including summary financial data

The purpose of the executive summary is to consolidate the principal points of the business plan in one place. It must cover the information in the report in enough detail to reflect accurately its contents but concisely enough to permit executive management to digest the significance of the report without having to read it in full.

The executive summary should contain a comprehensive restatement of the business plan’s scope, methods, results, conclusions, findings, and recommendations.

2. Business Area

2.1 Scope

Provide a concise statement(s), which identifies the business plan’s scope. A scope statement can also indicate areas that are outside of the scope of the plan.

Advance technical problems will be outsource

Scope statement should address the following questions:

What product/services do I want to sell?

Which support activities do I want to perform in-house?

Which ones do I want to subcontract or outsource?

2.2 Objectives

One or more measurable conditions or benefits that the business area or group, which is sponsoring the plan, hopes to achieve if the business plan were to be successful.

2.3 Background Information

Describe relevant history and background information. The following should be considered:

Fundamental Assumptions

How are customers changing? Calling someone new. 

What are customers’ priorities?

What are the profit drivers for the business?

2.4 Product Concepts

The discussion should focus on concepts, the unique selling points of the proposed products and how they will advance the Business Plan rather than comprising a technical description. 

Differentiation/Strategic Control:

Why do my chosen customers buy from me?                   

What makes my product unique from my competitors?
What strategically do we provide our customer that they can’t get anywhere else? 

What strategic control points can counterbalance customer power? How do we protect our product from being duplicated by customers or competitors? 

E.g. brand, patent, copyright, 2-year product development lead, 20 percent cost advantage, control of distribution, control of supply, owning customer information flow, a unique organizational culture, value chain control.  Many laws protect customers against powerful suppliers, but no laws really protect suppliers against powerful customers. The job of a strategic control point is to redress that imbalance.

2.5 Sales & Marketing Concepts

The discussion should focus on concepts, the key marketing points/customer benefits from the proposed products that will allow market penetration and how they will advance the Business Plan

Value Capture:

Think explicitly about profitability. For example:

How do I recapture a portion of the value created for customers as profit? 

How will our organization make a profit?   

What is my profit model? E.g. Customer Solutions Profit, Product Pyramid Profit, Multicomponent Profit, etc… 

How do we make money? 

Customer Solution profit?

How does this concept fit in with current sales approach? 

3. Products and Market Analysis

3.1 Products

Describe features/technical details of the proposed products in the business area

For example describe:

     1.     What you are selling?

     2.     How your product or service will benefit the customer 

     3.     Which products/services are in demand; if there will be a steady flow of cash. 

4. What is different about the product or service your business is offering? 

5. Do we offer an existing product that meets any of these customer needs?

3.2 Market

Provide an examination and quantify the overall market for the proposed products

Customer Selection:

To which customers can we add real value? 

Which customers will allow us to profit? 
Which customers do we not want to serve? 

What is the workflow? (e.g. which market is this product targeted for, and why this product will appeal to that market)   

Are our markets growing? Steady? Declining?  

Is our market share growing? Steady? Declining? 

How is our market segmented?  

Are our markets large enough to expand? 
How will we attract, hold, increase our market share? 
What pricing strategy have we devised?  

3.3 Competitors

Identify and analyze competitors and their products

Questions like these can help identify and analyze:

Who are our five nearest direct competitors? 

Who are our indirect competitors?  
How are their businesses: Steady? Increasing? Decreasing

What have we learned from their operations?. 

What have we learned from their advertising? 

What are their strengths and weaknesses? 
How does their product or service differ from ours? 

3.4 Pricing/Marketing Methods

Explain how the business area is to effectively penetrate the market

What pricing strategies are we using, for example?

     *     Retail cost and pricing

     *     Competitive position

     *     Pricing below competition

     *     Pricing above competition

     *     Price lining

     *     Multiple pricing

     *     Service costs and pricing (for service businesses only) 

           - Service components

           - Material costs

           - Labor costs

           - Overhead costs

3.5 Competitive Advantages and Disadvantages

Explain the strengths and weaknesses of the proposed products and position in the market compared to competitors and their products

3.6 Short Term Opportunities for Growth

Include Strengths, Weakness, Opportunities and Threats impacting growth. 
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3.7 Long Term Opportunities for Growth

Explain the longer-term strategy and opportunities available in terms of expansion of the overall market and additional product enhancements or areas that could be developed and their impact on turnover growth and market share. 

Also include Strengths, Weakness, Opportunities and Threats impacting long-term growth. 

Additional questions we should consider are:

     *     How does our background/business experience help you in this business?

     *     What are our weaknesses and how can we compensate for them?

4. Financial Summary

The Business Plan should include all financial information necessary to make an informed decision on whether or not the expected Profit justifies the endeavor.  The first year should be budgeted by month with the following two years as annual estimates.

4.1
Planning, Development/Execution and Operating

You must include costs associated with the following three phases: Planning, Development/Execution and Operating.  Identify and quantify the resources required for your project.  Of these, the greatest consideration should be given to Staffing Requirements.

4.1.1
Staffing Requirements:

· New or leveraging current staff? 
· Who are your Project Champions (Executive Mgmt Rep and Project Manager)? 

· What are your other headcount requirements (by phase i.e. initiation, planning, executing controlling and closing)? 

· What background or skills are needed? 

· What resources are currently available? 
· If personnel will be shared/diverted from current responsibilities, what if any replacement costs will be incurred? 

· When will they need to be hired/re-assigned? 
· What salaries do you expect to pay? 

· Will you require outside consulting expertise?. 
· Will you require personnel resources from other functions (e.g. Sales & Marketing, IT, Accounting, etc) and if so, have you contacted their management so see if your needs can be accommodated within existing resources? 
· Will there be any extraordinary personnel costs (e.g. signing bonuses, relocation, recruiting or severance)? 



4.1.2
Other Costs:

· Capital Budget (Hardware & Software) 

· Equipment Leases 

· Other costs directly related to the project (e.g. Production Materials, extraordinary communication costs, duplication or distribution expense, occupancy incremental to existing facilities, etc)  

· Will there be related costs (e.g. Commission/Royalties, Advertising/Promotions)?

· A miscellaneous cost factor of 40% should be applied to Total Personnel Costs to accommodate all other costs (e.g. travel, fees, supplies, training, repairs & maintenance)

4.1.3
Revenue:

· When will you begin to generate revenue?

· What are your revenue projections by month for the first year and then annually for the next two years? Yes. 

4.2 Projected Trading Performance

Summarize the projected revenue, expenses and PBIT in the product area in the next three years with supporting commentary/analysis. All appendices should include profit and loss account, balance sheet and cash flow numbers.

5.0 Follow-up and Measurement 

Are there any milestones that can be used to measure standards?

E.g. Dates for:

· Planned expenses vs. Actual

· Planned revenue vs. Actual

· Cash forecasting vs. Actual

· Planned ROI vs. Actual

6.0 Appendices

Appendix number and description of any more detailed items appended to the business plan.

Strategic & Technical Assistant Resources
1
www.mystarllc.com
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