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	[bookmark: h.3dy6vkm]
	1 Executive summary (We suggest you complete this section after you have completed the other sections of the Business Plan).

     
	



	
	
	



	
	
	



	
	
	



	
	
	



	


	
	
	



	[bookmark: h.1t3h5sf]
	2 Business details

[bookmark: h.4d34og8]Company name:

     
	



	[bookmark: h.2s8eyo1]
	Address:

[bookmark: id.17dp8vu]     
	



	[bookmark: h.3rdcrjn]
	Telephone number:

[bookmark: id.26in1rg]     
	



	[bookmark: h.lnxbz9]
	Legal status:

     
	



	[bookmark: h.35nkun2]
	[bookmark: id.1ksv4uv]The business will: (Provide a brief description of what your business will do)

     
	



	



	
	
	
	
	
	



	[bookmark: h.44sinio]
	3 Key personnel

[bookmark: h.2jxsxqh]Details of owner(s):

[bookmark: id.z337ya]Name:      
	



	
	[bookmark: id.3j2qqm3]Position/main responsibilities:      
	



	
	[bookmark: id.1y810tw]Experience and knowledge of our industry:      
	



	
	
	



	
	[bookmark: id.4i7ojhp]Previous employment:      
	



	
	[bookmark: id.2xcytpi]Key skills brought to the business:      
	



	
	[bookmark: id.1ci93xb]Business experience and any training undertaken:      
	



	
	[bookmark: id.3whwml4]Academic/professional qualifications:      
	



	
	[bookmark: id.2bn6wsx]Most recent salary £      
	



	[bookmark: h.qsh70q]
	Other key personnel (including shareholders):
	



	
	[bookmark: id.3as4poj]Name:      
	



	
	[bookmark: id.1pxezwc]Position/main responsibilities:      
	



	
	[bookmark: id.49x2ik5]Experience and knowledge of our industry:      
	



	
	[bookmark: id.2p2csry]Previous employment:      
	



	
	[bookmark: id.147n2zr]Key skills brought to the business:      
	



	
	[bookmark: id.3o7alnk]Business experience and any training undertaken:      
	



	
	[bookmark: id.23ckvvd]Academic/professional qualifications:      
	



	
	[bookmark: id.ihv636]Most recent salary £      
	



	
	


[bookmark: h.32hioqz]
Vision
	
	
	



	[bookmark: h.1hmsyys]
	[bookmark: h.41mghml]4 The business idea
	



	
	Sum up your business idea:

     
























	



	
	
	



	
	
	



	
	
	



	
	
	



	
	
	



	[bookmark: h.2grqrue]
	5 Business goals
	



	
	1 What do you want to achieve in your first year of business? (for example,  turnover of £100,000 or trading at breakeven)
	



	
	·      




















	



	
	
	



	
	2 [bookmark: id.vx1227]Where do you see your business in 3-5 years’ time?

·      






















	



	
	
	



	
	
	



	
	



	
	
	



	[bookmark: h.3fwokq0]
	6 What the business does


	



	
	
	Product/service

	Features

	Benefits




	· [bookmark: id.1v1yuxt][bookmark: id.4f1mdlm]     

	· [bookmark: id.2u6wntf]     

	·      




	· [bookmark: id.19c6y18][bookmark: id.3tbugp1]     

	· [bookmark: id.28h4qwu]     

	·      




	· [bookmark: id.nmf14n][bookmark: id.37m2jsg]     

	· [bookmark: id.1mrcu09]     

	·      




	· [bookmark: id.46r0co2][bookmark: id.2lwamvv]     

	· [bookmark: id.111kx3o]     

	·      




	· [bookmark: id.3l18frh][bookmark: id.206ipza]     

	· [bookmark: id.4k668n3]     

	·      




	· [bookmark: id.2zbgiuw][bookmark: id.1egqt2p]     

	· [bookmark: id.3ygebqi]     

	·      




	· [bookmark: id.2dlolyb][bookmark: id.sqyw64]     

	· [bookmark: id.3cqmetx]     

	·      




	



	
	
	



	[bookmark: h.1rvwp1q]
	7 What makes the business different

Your product/service is unique or different compared with the competition because:
	



	[bookmark: id.4bvk7pj]
	·      
	



	
	
	



	
	
	



	[bookmark: h.2r0uhxc]
	8 Legal requirements (including regulations and licences particular to your business)

[bookmark: id.1664s55]The legal and insurance requirements that apply in your business are:

1      
	



	
	[bookmark: id.3q5sasy]You will meet your legal and insurance requirements by:

1      
	



	
	
	


[bookmark: h.25b2l0r]
Marketing
	
	
	



	[bookmark: h.kgcv8k]
	9 Market research
	



	[bookmark: h.34g0dwd]
	Trends in your chosen market are:

· [bookmark: id.1jlao46]     
	



	[bookmark: h.43ky6rz]
	How you know this:

· [bookmark: id.2iq8gzs]     
	



	[bookmark: h.xvir7l]
	10 Profiling customers

[bookmark: h.3hv69ve][bookmark: id.1x0gk37]The customer groups you will be selling to are:

1      
	



	[bookmark: h.4h042r0]
	[bookmark: id.2w5ecyt]Your customer research has shown what your customers want is:
	



	
	1      
	



	
	
	



	[bookmark: h.1baon6m]
	How you know this:

· [bookmark: id.3vac5uf]     
	



	[bookmark: h.2afmg28]
	[bookmark: h.pkwqa1]Number of customers you expect to win in each group and what they might pay:

	Group

	[bookmark: h.39kk8xu]Number of customers

	[bookmark: h.1opuj5n]Price they might pay per unit




	[bookmark: h.2nusc19][bookmark: id.48pi1tg][bookmark: id.1302m92]     

	[bookmark: h.3mzq4wv]     

	[bookmark: id.2250f4o]£     




	[bookmark: h.319y80a][bookmark: id.haapch][bookmark: id.1gf8i83]     

	[bookmark: h.40ew0vw]     

	[bookmark: id.2fk6b3p]£     




	[bookmark: h.3ep43zb][bookmark: id.upglbi][bookmark: id.1tuee74]     

	[bookmark: h.4du1wux]     

	[bookmark: id.2szc72q]£     




	[bookmark: h.3s49zyc][bookmark: id.184mhaj][bookmark: id.279ka65]     

	[bookmark: h.meukdy]     

	[bookmark: id.36ei31r]£     




	[bookmark: h.45jfvxd][bookmark: id.1ljsd9k][bookmark: id.2koq656]     

	[bookmark: h.zu0gcz]     

	[bookmark: id.3jtnz0s]£     




	[bookmark: h.4iylrwe][bookmark: id.1yyy98l][bookmark: id.2y3w247]     

	[bookmark: h.1d96cc0]     

	[bookmark: id.3x8tuzt]£     




	[bookmark: h.rjefff][bookmark: id.2ce457m][bookmark: id.3bj1y38]     

	[bookmark: h.1qoc8b1]     

	[bookmark: id.4anzqyu]£     




	



	
	
	



	
	
	



	[bookmark: h.2pta16n]
	11 Profiling competitors


	



	
	
	Competitor name

	Strengths

	Weaknesses




	·      

	·      

	·      




	·      

	·      

	·      




	·      

	·      

	·      




	· [bookmark: id.14ykbeg][bookmark: id.3oy7u29]     

	· [bookmark: id.243i4a2]     

	·      




	· [bookmark: id.j8sehv][bookmark: id.338fx5o]     

	· [bookmark: id.1idq7dh]     

	·      



[bookmark: h.42ddq1a]

How you can improve on their offer and/or price(s):
	



	
	·      
	



	
	
	



	
	
	



	[bookmark: h.2hio093]
	12 Managing market risks

[bookmark: h.wnyagw]Write down the risks you have identified:

1      


	



	[bookmark: h.3gnlt4p]
	[bookmark: id.1vsw3ci]How will you manage these risks so that they become less of a threat:
	



	
	1      
	



	[bookmark: h.4fsjm0b]
	13 Pricing
	



	[bookmark: h.2uxtw84]
	How you can calculate your prices:
	



	[bookmark: id.1a346fx]
	·      
	



	
	
	



	
	
	



	[bookmark: h.3u2rp3q]
	How your prices compare with the competition:
	



	
	

	Product/service

	Your price(s)

	Range of competitor prices (per unit)




	     

	£     

	£     




	     

	£     

	£     




	     

	£     

	£     




	     

	£     

	£     




	     

	£     

	£     




	     

	£     

	£     




	     

	£     

	£     






	



	[bookmark: h.2981zbj]
	[bookmark: id.odc9jc]Reasons for the difference between your price(s) and your competitors’ price(s):

·      
	



	
	
	



	
	
	



	[bookmark: h.38czs75]
	14 Promotion and advertising

[bookmark: h.1nia2ey]How and where will you promote your product/service?
	



	
	
	



	[bookmark: id.47hxl2r]
	·      
















	



	
	
	



	
	
	


[bookmark: h.2mn7vak]
Running the business
	


	
	



	[bookmark: h.11si5id]
	15 Staff




	



	
	
	Role

	Total cost

	Necessary experience

	Specialist skills and/or qualifications




	·      

	[bookmark: id.3ls5o66]£     

	·      

	·      




	·      

	[bookmark: id.20xfydz]£     

	·      

	·      




	·      

	[bookmark: id.4kx3h1s]£     

	·      

	·      




	· [bookmark: id.302dr9l]     

	[bookmark: id.1f7o1he][bookmark: id.3z7bk57]£     

	· [bookmark: id.2eclud0]     

	·      




	· [bookmark: id.thw4kt]     

	[bookmark: id.3dhjn8m][bookmark: id.1smtxgf]£     

	· [bookmark: id.4cmhg48]     

	·      




	



	[bookmark: h.2rrrqc1]
	16 Premises



	

	Cost £




	[bookmark: id.16x20ju]Premises required at start-up:      

	[bookmark: id.3qwpj7n]£     




	Premises required in the future (if different):      

	[bookmark: id.261ztfg]£     




	



	[bookmark: h.l7a3n9]
	17 Suppliers

[bookmark: h.356xmb2]Your key suppliers and their credit terms

	Supplier

	What you’ll buy from them

	Number of days’ credit




	· [bookmark: id.1kc7wiv]     

	·      



	·      




	· [bookmark: id.44bvf6o]     

	·      

	·      




	· [bookmark: id.2jh5peh][bookmark: id.ymfzma]     

	· [bookmark: id.3im3ia3]     

	·      




	· [bookmark: id.1xrdshw][bookmark: id.4hr1b5p]     

	· [bookmark: id.2wwbldi]     

	·      




	· [bookmark: id.1c1lvlb][bookmark: id.3w19e94]     

	· [bookmark: id.2b6jogx]     

	·      




	· [bookmark: id.qbtyoq]     

	·      

	·      




	· [bookmark: id.3abhhcj][bookmark: id.1pgrrkc]     

	· [bookmark: id.49gfa85]     

	·      




	· [bookmark: id.2olpkfy][bookmark: id.13qzunr]     

	· [bookmark: id.3nqndbk]     

	·      




	



	
	
	



	
	
	




	
	
	



	[bookmark: h.22vxnjd]
	18 Equipment
	



	
	



	Resource 

	When

	How funded

	Cost £ per unit




	·      

	·      

	·      

	[bookmark: id.i17xr6]£     




	·      

	·      

	·      

	£     




	·      

	·      

	·      

	£     




	·      

	·      

	·      

	£     




	· [bookmark: id.320vgez]     

	·      

	·      

	£     




	· [bookmark: id.1h65qms]     

	·      

	·      

	£     




	·      

	·      

	·      

	£     




	·      

	· [bookmark: id.415t9al]     

	·      

	[bookmark: id.2gb3jie]£     




	· [bookmark: id.vgdtq7][bookmark: id.3fg1ce0]     

	· [bookmark: id.1ulbmlt]     

	·      

	[bookmark: id.4ekz59m]£     




	



	
	
	



	
	
	



	
	[bookmark: h.2tq9fhf]

19 Managing operational risks



	Risk

	Solution




	[bookmark: id.18vjpp8]Staff

·      

	[bookmark: id.3sv78d1]

·      




	[bookmark: id.280hiku]Suppliers

·      

	[bookmark: id.n5rssn]

·      








	



	
	
	


[bookmark: h.375fbgg]
Finance (The financial section of the template is intended for business planning purposes only. If financial tables are to be used for any other purpose other than cash flow management, then we strongly recommend you consult an accountant or tax advisor)
Please double click in the table below to access the embedded Microsoft Excel sheets to input your figures, Microsoft Excel will automatically update the total for you. If you do not have access to Microsoft Excel you can use the link below this table and save the file onto your PC. You can then use Open Source Software such as Google Docs or OpenOffice to access the information by uploading the file into this software. Please note that all tables can be customised and additional rows and categories can be added.			
	
	
	



	[bookmark: h.1maplo9]
	20 Start-up costs
	



	[bookmark: h.46ad4c2]
	Calculate how much money you need before you start trading



[bookmark: id.2lfnejv]

                  * Total from here should be used in 22 Sourcing finance below
	



	
	
	



	


	
	



	
	
	



	
	
	


You can also download the start up costs table shown above in Microsoft Excel format (XLS, 47K). 
	
	
	



	[bookmark: h.10kxoro]
	Personal survival budget
	



	
	Estimated annual personal expenditure (this helps you work out the minimum amount you need to earn from your business in the first year and how much money you might need to borrow to start the business)

[bookmark: id.3kkl7fh]






	



	
	
	



	
	
	



	
	
	



	
	
	


You can also download the personal survival budget table shown above in Microsoft Excel format (XLS, 47K).
	
	
	



	[bookmark: h.1zpvhna]
	21 Profit and loss forecast


	



	
	[bookmark: id.4jpj0b3]
	



	
	
	



	


	
	



	
	
	



	
	
	



You can also download the profit and loss forecast table shown above in Microsoft Excel format (XLS, 52K).
	
	
	



	[bookmark: h.2yutaiw]
	22 Sourcing finance
	



	[bookmark: h.1e03kqp]
	Total borrowing requirement for the business

[bookmark: id.3xzr3ei]


	



	[bookmark: h.2d51dmb]
	[bookmark: h.sabnu4]23 Managing financial risks (such as, sales are less than forecasted or start-up finance takes three months longer to obtain)

The risks that you have identified for your financial forecast are:
	



	[bookmark: id.3c9z6hx]
	1      






















	



	[bookmark: h.1rf9gpq]
	How you will minimise their impact:

1 [bookmark: id.4bewzdj]     




















	



	
	
	


You can also download the sourcing finance table shown above in Microsoft Excel format (XLS, 49K).

	
	
	
	
	
	



	[bookmark: h.2qk79lc]
	24 Cash flow forecast (Click on the tabs within the Microsoft Excel sheet to view the second 6 months and summary) 


	



	
	[bookmark: id.15phjt5]
	







	




	
	



	
	
	



	
	
	
	
	
	


You can also download the cash flow forecast table shown above in Microsoft Excel format (XLS, 64K).
[bookmark: id.3pp52gy]For information around accessibility please click here. 
You are reminded that Businesslink.gov.uk’s Terms and Conditions apply to your use of this business plan template.				© Crown copyright 2011
