Planning the Future of Your Business

Having a plan for the future of your business will help you focus on the things that will make your business not just survive but thrive.
This document is designed to make you think about your business, where you want to be in the future and the things that will help you get there. It also helps you identify the challenges you may face as you grow your business.

Breaking the plan into specific sections lets you see where you are now, where you want to be, how you will get there and the resources (financial and human) you will need to make your dreams come true.

It will also make you think about the challenges you may face and while these may seem intimidating putting them in writing makes you face reality. Knowing about the challenges will help you manage them – don’t be an ostrich, attack your challenges head-on.

This document doesn’t give you answers, it is designed to make you think about your business and to put your ideals in writing in a way you can present your ideas to others – sell your dream.

Simply add your own words under each heading and sub-heading but don’t make it too long, be concise, be honest and tell your story in a way you and others understand what your business is about.

This is a business plan outline for a manufacturing business, but you can easily adapt it to other types of businesses, such as a service business.
BUSINESS PLAN
For

Your Company Name

SUMMARY

Business 

This business does what?  ………………….

Overview of proposal – Why I need a business plan

· Why the business is ‘different’ – success ingredient
· Purpose of the business plan 

(Funding application? Growth Plan? Crisis Management?)
· Amount of $ required and for what purpose (if applicable)
· Brief description of product or service and markets (highlight customer benefits)
· Return expected, when.
BACKGROUND

· When was the business set up:
· Highlight successes:
· Introduce the ‘project’(if applicable)

PRODUCT

· Describe main products – what is sold and for what purpose:
· Advantages of your product 
cheaper?


better quality?


unique features (what)?


benefits to customers


disadvantages?

· Current status – fully developed and being sold? Or still developing/ongoing etc.
· Future product plans:

· What is the profitability of each product?

MANAGEMENT

· Roles/experience/expertise/track record of owners:

· Long-term objectives:

· Will you need to employ staff?  When?

· Identify weaknesses in team and set out plans to rectify:

· Admit to previous mistakes/show how you have learnt from them.

MARKETS AND MARKETING

· Describe market generally and its future prospects (eg. size and anticipated growth).  Clearly define your niche in the market re product, territories, customers etc.  Justify why you are in that niche and indicate prospects for the niche compared with market generally.

Customers:
Who are they?


Why do they buy?


When do they buy?


Typical order size:


Do 80% of your sales come from 20% of your customers? 

What are their requirements?

Competition:
Who are they?

Where are they?

What size/what potential?

What’s their market share?

Why will you compete successfully against them?

What will be the likely response by competition to your plans

(be realistic)

Marketing:

What are your territorial objectives? - Top of SI/SI whole of 



NZ/export, etc

What is your pricing policy – cost or demand based? 
How do you expect prices to move in the future?  
Show how the pricing policy will allow penetration of the market, an increase in market share and a profit.

What are your support and after sales services and warranty arrangements?

What are your proposals for advertising and promotion?

Advertising:

Trade shows:

Promotional Literature” etc
Website

Social Media (Facebook etc)
What proportion of turnover does the cost represent?

How will you distribute your product?  
Eg: your own sales force (coverage, remuneration), Distributors (how selected, how remunerated), 
Retail (size location, staffing), 
Online?

delivery of goods (how effected, costs).

State of present order book and enquiries on hand.

(Idea under this Main heading is to show a market need for your product, show that you understand customers’ needs, and that your product meets those needs.)

MANUFACTURING

· Facilities available (property and plant)

· Production capacity
Now:

Future:

Steps to expand:

· Percentage yield and waste – what are factors affecting these percentages and how are they to be controlled/monitored?

· Security of raw material supply and alternative sources:

· Any production advantages you have over your competitors:

· Quality control measures:

· Costs at different volumes of production
FINANCIAL INFORMATION

Forecasts
Sales

Gross Profit margin

Net Profit Before Tax

Retained Earnings

Cash generated/used

Capital expenditure.

RISK FACTORS & REWARDS

· State the risks inherent in each part of the business plan and your opinion of the likelihood of them occurring.  Also show what steps you have taken or propose to take to minimise any impact these risks might have on the performance of your company

· Highlight the opportunities, including rewards.

ie  a SWOT analysis:

Strengths

Weaknesses

Opportunities

Threats

TIMESCALE

· Summarise company’s objectives and the effects of these where appropriate, eg an increase in production capacity may mean the need for more skilled workers.

· Timescale of major events and resources needed.

