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Business Plan

This business plan is an opportunity to showcase a balanced overview of your business talking about what you have done and what you plan to do in the future.  It requires you to think through all aspects of your business, to demonstrate to the reader how everything flows. 

Completing a business plan should take some time if done properly so, build this into your plan to give you the best chance of success.  Naturally, some parts will be easier to complete than others, be honest, explain your thinking and practice, and use the guidance notes for each section to make completion easier.
 
This plan is not designed to trip you up and there are no trick questions. You want to showcase your business in an accurate way showing both the positive side of your plans and that you have considered the risks that could impact your business.  

Tips for completing this Business Plan Pack
The best business plans aren’t long and complex; they explain only the most important information – what you want to achieve, how you will get there, and the things you need to do along the way.
It’s best to tackle a business plan in small chunks and ask someone to proofread it before submission. 
The Business Plan divided into sections to help show your growth strategy and develop your business. 
Use the guidance document to help you complete the sections.  
Some of the sections of the business plan have tables to record the financial parts of your business. 
Please keep to the sections where possible to ensure a uniform structure.  
Use the appendix section for any other relevant information or to expand on lengthy areas that do not need to be in the main body of the plan.

Appendix items are optional but can add value to by providing extra information that is relevant but has not yet been explained. These can include the following:

Sales and marketing materials.
Financial reporting and projections if additional to the financials section.
Charts, spreadsheets, graphs, tables, and other visuals that complement the other sections of your plan.
Contracts and client agreements.
Leases, patent information, copyrights, and other licenses
Please consult the guidance notes for help in completing your business plan. 


Information

This section covers the basic information needed to assess your request.  

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

Business telephone number: 
     
Business email address: 

Business website address: 

Business social media account links: 
     
Have you started your business yet? 
 Yes
 No

If no – Have you tested the market to prove an opportunity exists?
 Yes
 No



1 - Your business and customers

Use this section to expand on your product and service offering and tell the reader who your ideal or typical customers are. This is your opportunity to expand on the information section.  

1.1 What are you going to sell?
 a product
 a service
 both

1.2 Describe the current and future product/service you are going to offer:
Click or tap here to enter text.


1.3 Expand on your business offering:
Click or tap here to enter text.


1.4 Are your customers:
 individuals
 businesses
 both

1.5 Describe your ideal customers:
Click or tap here to enter text.





1.6 What are your main sales platforms:
Click or tap here to enter text.



1.7 Additional information:
Click or tap here to enter text.






2 - Market research, competitors, and financials

The market research and competitors’ section outlines your understanding of your industry, the market you are operating in, your identified gap in the market, and your competition. This section helps to demonstrate that you've investigated and analysed the market, and you know who your clients and competitors are.  It shows you understand where your product or service fits in the marketplace. 

2.1 Market research:
Click or tap here to enter text.


2.2 Market size and growth potential:
Click or tap here to enter text.


2.3 Gap in the market:
Click or tap here to enter text.


2.4 Table of main competitors:
	Name, location
and business size 
	Product/service
	Strengths


	Weaknesses
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2.5 Forecast financials:
Please use the accompanying document to provide financial information for the next 12 months based on your assumptions. Please customise the form by changing the row labels or adding rows where required.




Appendix
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Guidance document Diagnostic business plan:

This guide will help ensure you provide all the relevant information to complete a plan that will enable the reader to fully understand your business and your growth plans. 

1 - Your business and customers.

The goal of this section is to say more about your business and paint an accurate portrait of your typical customer. The more specific and detailed you can be, the better you'll be able to tailor your business strategies to effectively target and serve their needs.



1.2 Describe the current and future product/service you are going to offer:

· What is your current offering? 

· Will this remain the same as you grow, or will you be offering something new?

· If you expand your offering, how do you plan to manage this?



1.3 Expand on your business offering:

· What features of your product or service are most important to your target market?

· How does your offer differ from others already in the market and where are you positioned in the market?  Do you plan to be at the upper end of the market, middle of the market or at the bottom of the market?

· How does your offer meet your customers' needs.

· What will your products and services cost?

· What value does your product offer to your clients and the local area? 



1.5 Describe your ideal customers:

Demographics – 

· Provide information on your ideal client including age, gender, location, income level, and occupation. 

Needs and Pain Points – 

· Explain the needs, challenges, and issues of your typical customer when considering a product or service in your sector.  

· Highlight how your products or services address these issues.

Behavioural Patterns - 

· Describe how often your clients will buy from you and how they prefer to do this e.g. one off or subscription. 

· This includes how often they make purchases, their preferred shopping channels, and any trends in their behaviour.

Buying Motivations – 

· Identify what motivates your ideal customer to make a purchase. Is it convenience, high quality, cost savings, status, or something else? 

· Understanding these motivations will help tailor your marketing and product strategies.

Communication Preferences – 

· Discuss how your typical customer prefers to receive information. 

· Do they rely on social media, email newsletters, traditional media, or word-of-mouth? 

· This information guides your communication strategies.



1.6 What are your main sales platforms:

· Please describe how you sell to your clients and where possible provide a breakdown of the income streams in percentage terms.





2 - Market research, competitors, and financials

Remember that the goal of the Market Research section is to demonstrate that you've done your homework and have a deep understanding of your industry, customers, and competition. This will help showcase to the reader that your business is well-positioned to succeed in a competitive market environment.



2.1 Market research: 

Market Needs – 

· Describe what the needs, problems, and challenges are that your target market faces. 

· Explain how your product or service addresses these issues and provides value. 



Competition Analysis – 

· Identify your main competitors, both direct and indirect (those who do what you do and those who could do it). 

· What are your competitors strengths, weaknesses, pricing strategies, and any other relevant factors. 

· Highlight what sets your business apart from the competition and what your competitive advantages are.



2.2 Market Size and Growth Potential:

Market Size – 

· Provide estimates of the size of your market and who the main suppliers or providers are within the sector you’re selling into.  

· What is the growth potential within the market, what growth do you want to achieve in the next year, and when you expect to achieve this.  



2.3 Gap in the market:

· There are many gaps in markets that exist but is there a business opportunity in the gap you have chosen?

· Explain what the gap is and how you plan to exploit this.

Target Market – 

· Explain why this target market is valuable and how your product or service meets their needs.



2.4 Competitor table 

· Please complete details of your main competitors.



2.5 Forecast financials:

· Use the enclosed form to predict to the best of your knowledge what you aim to achieve in the coming year.  

· Consider what would be the best case and worst case scenarios.  



· This forecast should reflect your expected growth over this time.

· Please make sure the information you provide is as accurate as possible.

· Use this section to provide any required information to support any exceptional items or growth.

· Enter your best guess and realistic figures including any grant funding or other funds that are being used to support the business. 

· Information provided should be realistic and if you need to add any further explanation, please do this within this section.    
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12 month forecast.xlsx
Year1



				Your co name here

				12 month forecast

				Enter the figures in the months since your last year end accounts have been completed.  Please aleter the month number to reflect the relevant month in the yer.    You can customize the form by changing the row labels or adding rows.

				Don't insert data into those cells containing a formula.

				Why not keep an extra copy of the template in case you inadvertently spoil a formula?









				Month:		1		2		3		4		5		6		7		8		9		10		11		12		Totals



				Income source																										 

				Cash sales				 		 		 		 				 		 		 		 		 		 		£0

				Collections from credit sales																										£0

				New equity inflow																										£0

				Loans received		 		 		 		 		 																£0

				Grant				 						 						 						 				£0

				Total income		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0



				Expenditure

																														£0

				Materials				 														 		 		 		 		£0

				Employee wages						 		 		 		 		 		 		 		 		 				£0

				Employee benefits																										£0

				Payroll taxes																										£0

				Rent																										£0

				Utilities																										£0

				Repairs and maintenance																										£0

				Insurance																										£0

				Travel																										£0

				Telephone																										£0

				Postage																										£0

				Office supplies																										£0

				Advertising																										£0

				Marketing/promotion																										£0

				Professional fees																										£0

				Training and development																										£0

				Bank charges																										£0

				Miscellaneous																										£0

				Owner's drawings																										£0

				Loan repayments				 		 		 		 		 		 		 		 		 		 		 		£0

								 						 						 						 				£0

				Capital purchases																										£0

				Other		 		 								 														£0

				Total expenses		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0



				Profit/Loss total		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0



















Date: &D		
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The Enterprise Team




