
BASIC ELEMENTS OF A SOUND BUSINESS PLAN

I'm surprised by the number of entrepreneurs I meet who don't have a business plan, or who have one that's terribly
outdated. Some people.

For instance, even though there may be a sizable number of premium pilsner drinkers to form the total feasible
market, you need to be able to reach them through your distribution network at a price point that's competitive,
and then you have to let them know it's available and where they can buy it. Current business position. Include
indirect competitors--those with similar capabilities that currently cater to a different market but could choose
to challenge you down the road. For example, can you bundle a few things together? Factors that support your
claims for success can be mentioned briefly; they will be detailed later. Include all products and services you
expect to offer, including pricing. The second method is to group competitors according to their various
competitive strategies so you understand what motivates them. Now is the time to take a step back and reflect.
Don't price against a competitive operation alone. You'll give a money-back guarantee. Base all of your
observations on reliable data and be sure to footnote sources of information as appropriate. Once you've
grouped your competitors, you can start to analyze their strategies and identify the areas where they're most
vulnerable. The most effective distribution channel is to sell directly to the end-user. Once you've answered
your strategic questions based on research of the market, you can then begin to develop your positioning
strategy and illustrate that in your business plan. Includes the advertising budget, creative message s , and at
least the first quarter's media schedule. All too often, what the business owner desires is buried on page eight.
You may decide to devote a separate section to employees, if you think they are key to your success. For
instance, Black Friday got its name because it kicks off the lucrative Christmas shopping season that moves
many retailers into full-year profitability. Highlights the important financial points of the business including
sales, profits, cash flows and return on investment. Think of this section as an extended elevator pitch that will
help readers understand the what and why of your business. The target market narrows down the total market
by concentrating on segmentation factors that will determine the total addressable market--the total number of
users within the sphere of the business's influence. Note that startup businesses face a special challenge when
drafting the business background of a business plan. You describe how the numbers match up and how they
will ultimately lead to a profit. Public relations. It should point out just exactly what will be sold, to whom and
why the business will hold a competitive advantage. Explaining why a particular decision was made goes a
long way in helping the reader understand your decision-making process. In order to determine any
differences, the various strategies utilized in order to sell the product have to be considered. If your plan isn't
too complicated, keep your business description short, describing the industry in one paragraph, the product in
another, and the business and its success factors in three or four paragraphs that will end the statement.
Organization and Management. Instead, concentrate solely on characteristics that are specific to your
particular business. When your product is sold to the OEM, it is incorporated into their finished product and it
is distributed to the end user. Don't be afraid to present yourself in the most favorable light that you can
honestly and objectively portray. Also, do a break-even analysis that shows how much revenue you need to
cover your initial investment. Again, highlight your value proposition. In the absence of an existing business,
the background will be evaluated in terms of what the business will do, not what it has done. For example,
your business will be better because you will supply a full line of products; competitor A doesn't have a full
line. In addition, it provides an indication of the growth potential within the industry, and this will allow you
to develop your own estimates for the future of your business. Used by companies that sell their product
through a variety of sources at differing prices based on demand. A complete account of the publicity strategy
including a list of media that will be approached as well as a schedule of planned events. You'll want to
answer questions like: How large is your target market? Company Description. If there are special
requirements for successful use or sale, these must be stated. This includes a description of collateral
marketing material as well as a schedule of planned promotional activities such as special sales, coupons,
contests and premium awards. While you may need to have a lengthy business description in some cases, it's
our opinion that a short statement conveys the required information in a much more effective manner. Even in
very small businesses and sole proprietorships, you should include a detailed description of who does what in
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your business and provide background information for key players.


