Developing A Business Plan – Part 2
Intro:

Welcome to Developing a Business Plan Part 2, powered by Virtual Advisor.  To navigate through the workshop click on the Continue and Previous buttons.  To begin the workshop, click on the Continue button.

Section 10:

Understanding your competition’s strengths and weaknesses is critical for establishing your own competitive advantage.  Analyzing your competitors should be an ongoing practice.  Knowing your competition will allow you to be more motivated to succeed and efficient and effective in the marketplace.  If you find a competitor is struggling, you need to know why so you won’t make the same mistakes.  On the flip side, if your competitors are highly successful, you’ll want to identify why and then explain why there is room for yet another player in the market.  Specific areas to address in this section are:

Section 11:

Now that you’ve had an opportunity to really sell your idea and wow potential investors, the next question on their mind is how you will implement the idea and what resources and processes are necessary to get the product to market.  This section of the plan should describe the following requirements of your business.

Section 11 – click 1:

You’ll want to provide a rolled out strategy as to when these requirements need to be purchased and implemented.  Your financial should reflect your roll out plan.  In addition, describe the vendors you will need to build the business.  Do you have current relationships or do you need to establish new ones?  Who will you choose and why?  Now, let’s move on to the next section.

Section 12:

For most investors, the experience and quality of the management team is the most important aspect they evaluate when investing in a company.  Investors must feel competent that the management team has the ability to implement the plan.  If your team is lacking in the critical area, identify how you plan on compensating for the void.  Whether there is additional training required, or additional management staff needed show that you know that the problem exists and describe your planned solution.  When preparing this section of the business plan, you should address five areas.  Please click through the following pages for a discussion of each area before moving on to the next section.  
Section 13:

Success of a business can often be measured by it’s employees.  In fact, a staggering 70% of consumers will take their business elsewhere if they don’t receive prompt and courteous service.  Consider the following questions in completing this section of the plan.

Section 14:

At the heart of any business operation is the company’s financials.  One of the first steps to having a profitable business is to establish a financial management system which provides you with data in the following four areas:  Balance Sheet, Break Even Analysis, Income Statement and Cash Flow.  If you’re not a financial wizard, find someone who is…someone who can set up a system for you to track your cash flow, your revenues, your expenses.  It’s one of the most important things you can do for your business.

Section 15:

If the goal of your business plan is to obtain financing, you will be required to generate financial forecasts that demonstrate the need for funds and the future value of equity investment or debt repayments.  The forecasts that you generate should cover a 3-5 year period, broken down into monthly increments.  This allows for a realistic time frame during which goals can be established and attained without much speculation.  Projections and forecasts are an integral part of your financial portfolio.  Carefully and accurately state your assumptions and remember, honesty is the best policy.

Section 16:

Lastly, you need to include all documents that lend support to statements made in the body of your company’s business plan.  The following is a list of some items for your consideration.  Please be aware that this list is not complete and may vary depending upon the stage of development of your business.

Section 17:

Always remember that your business plan is only useful if you use it and update it frequently.  Ninety percent of new businesses fail in the first two years.  That failure is often attributed to a lack of planning.  So, remember, to enhance your success…use your plan.
