
SEVEN PARTS OF A BUSINESS PLAN

The business plan is an essential first step as you begin to consider opening your own business, argues Lyndsey
Freeman.

Once the size of the market has been determined, the next step is to define the target market. How will you
increase your business and branch out down the road. Show how you will expand your business or be able to
create something by using that money. Give the reader an idea of the experience of the other key people in the
business. The purpose of the competitive analysis is to determine the strengths and weaknesses of the
competitors within your market, strategies that will provide you with a distinct advantage, the barriers that can
be developed in order to prevent competition from entering your market, and any weaknesses that can be
exploited within the product development cycle. The promotion strategy in its most basic form is the
controlled distribution of communication designed to sell your product or service. This is a scale that lists all
your major competitors or strategic groups based upon their applicable assets and skills and how your own
company fits on this scale. A potential lender is going to want to know how successful you're going to be in
this particular business. A business plan serves as a roadmap for the next three to five years of your company
and should include these seven essential elements: 1. The summary should tell the reader what you want.
Contingency Plan Even with a full-fledged plan, there can still be certain areas that can go wrong. Sales
promotions. If the business description is long and drawn-out, you'll lose the reader's attention, and possibly
any chance of receiving the necessary funding for the project. All too often, what the business owner desires is
buried on page eight. That is narrowing down your market. You can include expected gross income or other
financial predictions, but keep them grounded in reality. In order to accomplish this, the promotion strategy
encompasses every marketing tool utilized in the communication effort. In order to determine any differences,
the various strategies utilized in order to sell the product have to be considered. It doesn't attempt to hold the
reader's attention for an extended period of time, and this is important if you're presenting to a potential
investor who will have other plans he or she will need to read as well. Otherwise, you might come off as an
amateur. Within that space, you'll need to provide a synopsis of your entire business plan. Company
Description While the first section describes what is being offered, and how it is going to be offered, potential
investors will want to see more detail. A large majority of businesses fail in the early stages, but you can
increase the odds for success if you properly plan your objectives and strategies. Aaker in his book,
Developing Business Strategies, suggests concentrating your efforts in four areas: The reasons behind
successful as well as unsuccessful firms Prime customer motivators Major component costs Industry mobility
barriers According to theory, the performance of a company within a market is directly related to the
possession of key assets and skills. A market analysis also enables the entrepreneur to establish pricing,
distribution and promotional strategies that will allow the company to become profitable within a competitive
environment. And why do I think I can make a profit that way? 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. Finances
The success or failure of a business boils down to its profits and this section will help in planning how to keep
it steady. Identify the channels your target consumers are using. You should keep in mind that the operations
will change as the company grows. By structure we mean the type of operation, i. The best and most effective
way of lowering your sales prices is to lower costs. A good way to make your decision is to analyze your
competitors to determine the channels they are using, then decide whether to use the same type of channel or
an alternative that may provide you with a strategic advantage. In most industries this is simply not the case.
There are other factors that will affect the share of the feasible market a business can reasonably obtain. Your
merchandise will be of higher quality. A business plan is an important planning tool, and provides a solid
foundation for building a successful company.


