Business Plan Template
Presented by:

Business name:
     
Owner(s) name:
     
Business address and postcode:
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Section One

Executive summary

1.1 Business summary:

What does your business do?
1.2 Business aims and objectives:

A business aim is the overall long-term target or goal of the business, whereas business objectives are the short-term steps a business needs to take to meet its overall aims.

     
1.3 Financial summary:

Summarise what finances you will need to get your business started and where you will source these funds

     
Introduction
1.4 Your business name:

     
1.5 Strapline:

     
1.6 Business Pitch:
What is your USP? Why should someone choose your business over another?

     
Section Two
Products and services

2.1 What are you going to sell?

Describe the basic product/service you are going to sell:

     
2.2 Describe the different types of product/service you are going to be selling:

     
2.3 If you are not going to sell all your products/services at the start of your business, explain why not and when you will start selling them:

     
2.4 Additional information:

     
Section Three
Market Analysis
3.1 Describe your typical customer:

Are they businesses or general public or both?

Where are they based?

Are there other demographic details linked to your customer?

     
3.2  What prompts your customers to buy your product/service?

     
3.3 What factors help your customers choose which business to buy from?

     
3.4 Have you sold products/services to customers already?

 FORMCHECKBOX 
 yes

 FORMCHECKBOX 
 no

If you answered “yes”, give details:

     
3.5 Have you got customers waiting to buy your product/service?

 FORMCHECKBOX 
 yes

 FORMCHECKBOX 
 no

If you answered “yes”, give details:

     
3.6 Additional information:

Section Four
Market research

Note down details of the findings of any research you have conducted that evidences need for your product or service in the marketplace.  Include the following:

4.1 Key findings from desk research:

     
Any desk based research you have done that demonstrates:
The size of your market, market trends, spending habits of customers, competitor analysis etc.

4.2 Key findings from field research – customer questionnaires:

     
If you have shared questionnaires with potential customers to check their thoughts on your intended business, note the findings.
4.3 Key findings from field research – test trading:

     
Have you tested the market by running a trading trial, selling some products or services?  What have you discovered?
4.4 Additional information:

     
Section Five
Marketing strategy
Use this section to describe how you are going to promote your business, for example social media, flyers, events, shop front, networking.

	What are you going to do? 
	
Why have you chosen this marketing method?
	How much will it cost? 

	     
	
	     

	
	
	

	
	
	

	
	
	

	
	
	

	TOTAL COST
	
	     


Section Six
Competitor analysis

Have a look at other businesses who offer similar products or services to you and make notes below.

6.1 Table of competitors

	Name, location

and business size 


	Product/service


	Price


	Strengths


	Weaknesses



	     

	     
	     
	     
	     

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	


6.2 SWOT analysis :
	Strengths

What experience are you bringing to the business?

Do you have equipment or other resources you can use?

What strengths can you draw from your personal network?

     
	Weaknesses

Are there gaps in your knowledge or are there resources you are lacking?


	Opportunities

Can you see potential opportunities that could help to build the business, but they are guaranteed, so not yet strengths?
     
	Threats

What could go wrong or threaten your business?  For example, if you are a sole trader, if you are ill, how will the business continue?
     


Section Seven
Operations and logistics
7.1 Production:

     
7.2 Delivery to customers:

     
7.3 Payment methods and terms:

     
7.4 Suppliers:

	Name and location of supplier

	Items required

and prices 


	Payment arrangements 


	Reasons for choosing supplier



	
	
	
	


7.5 Premises:

     
7.6 Equipment

	
	
	If being bought



	Item required 


	Already owned?

	New or second hand?

	Purchased from 


	Price



	
	
	
	
	


7.7 Transport:

     
7.8 Legal requirements:

     
7.9 Insurance requirements:

     
7.10 Management and staff:

     
7.11 Additional information:

     
Section Eight
Costs and pricing strategy
	
	Product/service name
	     

	A
	Number of units in calculation
	     

	B
	Product/service components

     
	Components cost
     

	C
	Total product/service cost
	     

	D
	Cost per unit
	     

	E
	Price per unit
	     

	F
	Profit margin (£)
	     

	G
	Profit margin (%)
	     

	H
	Mark up (%)
	     


Section Nine
Financial forecasts

9.1 Sales and costs forecast

	
	Month


	1


	2


	3


	4


	5


	6


	7


	8


	9


	10


	11


	12


	TotaL



	A


	Month name
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	

	
	Sales forecast


	
	
	
	
	
	
	
	
	
	
	
	
	

	B


	Product/service

     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     

	C


	Product/service

     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     

	
	Costs forecast


	
	
	
	
	
	
	
	
	
	
	
	
	

	D


	Product/service

     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     


	E


	Assumptions

(e.g. Seasonal trends)


	     


9.2 Personal survival budget

	Section 


	
	Monthly cost (£)



	A 

Estimated costs
	Mortgage/rent


	     

	
	Council tax
	     

	
	Gas, electricity and oil
	     

	
	Water rates
	     

	
	All personal and property insurances
	     

	
	Clothing
	     

	
	Food and housekeeping
	     

	
	Telephone
	     

	
	Hire charges (TV, DVD etc.)
	     

	
	Subscriptions (clubs, magazines etc.)
	     

	
	Entertainment (meals and drinks)
	     

	
	Car tax, insurance, service and maintenance
	     

	
	Children’s expenditure and presents
	     

	
	Credit card, loan and other personal debt repayments
	     

	
	National Insurance
	     

	
	Other
	     

	B 
	Total costs (£)
	     

	C 

Estimated income


	Income from family/partner
	     

	
	Part time job
	     

	
	Working tax credit
	     

	
	Child benefits
	     

	
	Other benefits
	     

	
	Other
	     

	D
	Total income (£)
	     

	E
	Total survival income required (£)
	     


Section Ten

Appendices 

Attach any additional information that gives a useful snapshot of your business, for example:

Cashflow Forecast

CV’s of company Directors

Examples of marketing

