Introduction to Business Planning

Introduction to Business Planning
Key concepts, steps, and tools for creating a solid business plan.

1. Why a Business Plan Matters

Benefit Description
Direction Provides a roadmap for growth and decision?making.
Funding Shows investors and lenders that the venture is viable.
Risk Management Identifies potential obstacles and mitigation strategies.

Performance Tracking Sets measurable targets to evaluate progress.

Communication Aligns the team, partners, and stakeholders around common goals.

2. Core Components of a Business Plan

_ Typical
Section What to Include
Length
» Business concept
Executive Summary ¢ Mission & vision 1?2 pages
« Highlights of the plan (market, financials, funding needs)
* Legal structure (LLC, corporation, etc.)
Company Overview e« Location & facilities 1 page
* History (if existing)
* Description of offerings
Products / Services  « Unique value proposition 1?2 pages

* Development stage & roadmap

» Target market definition
_ * Size & growth trends
Market Analysis 2?3 pages
» Customer personas

» Competitive landscape (SWOT)
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Section

Marketing & Sales

Strategy

Operations Plan

Management Team

Financial Plan

Appendices

Typical
What to Include
Length

* Positioning & branding

* Pricing model

* Distribution channels 2?73 pages
* Promotion tactics

 Sales process & forecast

» Key processes & workflow
* Supply chain & suppliers

) 1?2 pages
» Technology & equipment

« Staffing & organizational chart

* Bios of founders & key personnel
* Relevant experience & expertise 1 page
* Advisory board (if any)

* Revenue model
* Cost structure
* Projected income statement, cash flow, balance sheet (3
375 pages
?5 years)
» Break?even analysis

» Funding requirements & use of funds

» Supporting documents (market research, patents,
As needed
resumes, legal agreements)

3. Step?by?Step Planning Process

1. Define the Vision & Mission

o Vision: Where the business wants to be in the long term.

o Mission: The purpose and core values driving daily actions.

2. Conduct Market Research

o Use primary (surveys, interviews) and secondary (industry reports, databases)

sources.

o Validate demand, price sensitivity, and buying behavior.
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. ldentify the Target Customer

o Build personas (demographics, psychographics, pain points).
o Prioritize segments based on size and accessibility.

. Craft the Value Proposition

o Answer: Why will customers choose us over alternatives?
o Highlight unique features, benefits, and outcomes.

. Outline the Business Model

o Choose a model (e.g., subscription, freemium, marketplace).
o Map revenue streams and cost drivers.

. Develop the Marketing & Sales Plan

o Select channels (digital, retail, direct sales).
o Set SMART goals (Specific, Measurable, Achievable, Relevant, Time?bound).

. Plan Operations & Resources

o Diagram the supply chain, production steps, and technology stack.
o Estimate staffing needs and key hires.

. Build Financial Projections
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