Business Plan 101

What is a business plan?

< Evaluates all the particulars of your business idea

« The process of writing the plan will help you learn how to
manage your own company while becoming an expert in your

industry and business

< It creates a framework for you to start and grow your business

Do | really need a business
plan?

* Yes, yes, and YES!

* Plots a course

* Feasibility Study

» Become a better decision maker
» Reality Check

* Implementation Plan

 Selling Tool

Key Points for a Good
Business Plan

« Keep the body of the plan brief

« Write for the average reader

« Clarify your assumptions

« Support your narrative and financial assertions with relevant
documentation

« Don't slam your competitors

« Prove your business case

« Eliminate inaccuracies and inconsistencies

« Don't make your reader go fishing for information




Components of a Business
Plan

» Company Profile

» Market Research

» Marketing Plan

» Operations

» Executive Summary

» Financial Projections — Start-Up Costs & Cash Flows

Company Profile

« A snapshot of your business and who is involved

« Goals and Objectives of the business

» Detailed description of the product or service
« Features and benefits of the product or service
« Completely, yet concisely, describe what you are selling and what makes it

unique

Market Research

Two types of market research:

* Secondary
« Newspapers, Magazines
« Internet
« Industry Canada (strategis.gc.ca)
« Statistics Canada (statcan.ca)

Market Research

Two types of market research:

* Primary

* Questionnaires/Surveys — telephone, email, mail, in-person
* Focus Groups
« Product or Service Sampling

« Survey Monkey - free online tool for creating surveys




Marketing Plan

Components of the Marketing Plan include:

« Industry & Market Analysis
* Target Market
« Competitive Analysis

« Marketing Mix — Promotion, Place, Price & Product

Industry & Market Analysis

« Analyze the environment in which your business will

compete

« Demonstrate that there is a market for your product and
that the market is large enough for your business to earn

a reasonable profit (now and in the future)

Target Market

« A group of potential customers that have both a need
and a willingness to pay for the business’

product/service
« Could be other businesses or consumers

« May have more than one target market (primary &

secondary)

Competitive Analysis

Thorough analysis of both direct and indirect competition

« Your analysis must identify both strengths and

weaknesses of your competition

« Conducting research on the competition
« What do you need to find out about the competition?
+ Why is it important?




Marketing Mix

Promotional Strategy

« Methods you choose to communicate to your target market
to obtain your sales projections

« Need a well-defined plan of action that includes the timing,
costs, and expected return of the chosen methods.

Place

« Comprehensive description of how and where you plan to
sell your product

« Must match your location and distribution strategy to the
buying pattern of your target market

Marketing Mix

Pricing

« From a marketing perspective — pricing is how you will
position yourself in the marketplace against your
competition

« Your customers must have a desire, willingness and ability
to pay for your product or service

Product

« What is it about your product or service that is unique?

« How will you market the product to capture your expected
market share?

Operations

As the name suggests, contains information about your

company such as:

Clear description of your product or service and how

you will deliver that product/service to your consumer

Fully describe your production process

What are the assets you require to run your business?

Suppliers

Bringing your product to market

Executive Summary

« Brief (one to two pages) summary of the main topics covered

within the business plan
« May be the most important section in the entire business plan.
« Include the following items:
Type of business

Type of business structure (sole proprietorship, partnership,
or corporation)
Management/Key employee background

Products or service offering and how they are unique
Target market and its size

Marketing strategy — how does it differ from the competition
Financing required and how it will be used




Financial Projections

Start-up costs template

« Breakdown of your total start-up costs, including what portion
of the start-up you will finance yourself, what you will be
using the CYBF funds for, and what you will be using other
loan funds for (if any)

Two years of monthly cash flow projections

* What is a cash flow? — the actual money that is collected
from sales, and the actual money that is paid out for
expenses on a monthly basis

« It helps to determine whether or not the business is viable

and if you will be able to draw funds from the business

For more information
please contact:

Rachel Rouhana
Business Manager, Alberta

Canadian Youth Business
Foundation

265-2923
rrouhana@cybf.ca
www.cybf.ca




