
Presenter
Presentation Notes
There are a number of different business plan templates that one could use in preparing their business plan.  The one I recommend is LivePlan, a product of palo Alto Software.
Great for 3-5 year plans.
Online and it costs
$19.95/month (monthly subscription)
$139.95/year (annual subscription; effective monthly rate = $11.66)
60 day money back guarantee
Ties in with Quick Books, enabling you to integrate two years of historic data into financial analysis.
A number of other resources available; i.e., sample business plans.

I have a free workbook and templates that you can also use; modifying so it ties in with LivePlan.

	



Hello to you

BUSINESS PLANS

Presenter
Presentation Notes
Contact information of the last slide of this deck.



Business Plans
 EXECUTIVE SUMMARY
 Opportunity

 Problem
 Solution
 Target Market
 Competition
Why Us?

 Expectations
 Forecast
 Financial Highlights

Presenter
Presentation Notes
The Executive Summary should be longer than 2-3 pages.  It’s purpose is to summarize the key points of your business plan; justification not repeated in the Executive Summary; that is found in the main body of the business plan.

Your business plan should be no more than 20 pages in length, plus the appendices sections.

Tonight we are going to talk our way through each of the key topics of a business plan.



Business Plans
 OPPORTUNITY
 Problem and Solution

 Problem Worth Solving
 Our Solution

 Target Market

 Competition
 Current Alternatives
 Our Advantage

Presenter
Presentation Notes
A successful business is all about opportunity, and how you as the business owner create an enterprise that goes about meeting the demands of that opportunity.
We need to put to bed a couple of myths about market demand.  There is not a lot of new latent demand left in the pie.  The goal is not to compete within the current “stream of consciousness” regarding products and deliveries, but to offer a “better” solution to a problem; i.e., on a major scale, electric cars; or anj industry disruptor like Amazon; or the fact that independent bookstores are making a comeback by specializing in book types, and becoming known as experts in that particular field; or, having a referral network that gives you a competitive advantage. 
Your business will not have equal appeal to everybody.   Goal is to identify and drill down in understanding your target market.  Usually not one (1), but often no more than 3-5.  I WILL HAVE A LOT TO SAY ABOUT THIS DURING THE WORKSHOP SO PAY CLOSE ATTENTION YO THAT DISCUSSION.
Who are your top 3-5 competitors, and what are their strengths and weaknesses.
Where you want to end up is with a competitive advantage; some (or a combination of ) business characteristics that give you a leg up on your competition, and these advantages can’t be theoretical.  They have to have meaning to your target markets.
Without getting this part right, your business will always flounder.  The place you don’t want to be is competing on a commodity to commodity basis.




Business Plans
 EXECUTION
 Marketing and Sales

 Marketing Plan
 Sales Plan
 Customer Service Plan

 Operations
 Location and Facilities
 Staffing Plan
 Technology
 Equipment and Tools

Presenter
Presentation Notes
The most effective way for me to communicate marketing, sales and customer service to you is through a one-person play that I will present during our workshop.  I have workshop outlines for each of these topics and can provide them to you upon your request.
Location and facilities is a pretty straight forward issue – key in your business plan is to communicate where and why, and for you to determine the cot, at both an capital investment and operating expense level.
Staffing plan – what positions, how much pay and when will they be hired.  This is an operating expense issue.  Parenthetically, I have a number of resources that you can request regarding personnel management; i.e., employee handbooks, job description templates, etc.
Technology, equipment and tools – what is required, and how much will it cost.  If there are elements that will give you a competitive edge say so.



Business Plans
 EXECUTION (cont.)
 Milestones and Metrics

 Milestone Table
 Key Metrics
 Dashboard

Presenter
Presentation Notes
Every major step in opening and operating your business has milestones.  I think of milestones as,
What needs to be done, and in what sequence;
By who; 
And when?
       It’s good to have a physical resource where you will record this data, and updated as plans are implemented.  Illustrate to the business owners in attendance what    
       a resource could look like.
What are the key metrics that you want to track?  Write them down, and create a system for tracking.
Create a dashboard that includes,
Your business – What should you track to keep your eye on health and progress of your business?
Environment – What environment factors should you track?
You – Yes, you:  There needs to be metrics and dashboard features that are trackable regarding your personal life.  You know health and well being.



Business Plans
 COMPANY
 Overview

 Ownership and Structure
 Company History

 Team
 Management Team
 Advisors
 Board of Directors

Presenter
Presentation Notes
What is/will be your business ownership structure? 

What licenses and permits will you need?

If appropriate provide an overview of the history of your business.



Business Plans
 FINANCIAL PLAN
 Forecast

 Key Assumptions
 Revenue by Month
 Expenses by Month
 Net profit (Loss) by Year

 Financing
 Use of Funds
 Source of Funds

Presenter
Presentation Notes
Critical to your forecast is a solid and defendable assumption base.  Your critical projections (forecasts) will typically be,
Items sold
Clients attracted
Prices paid for products and/or services
Market capture rates
Revenue projections 
Operating expenses
Capital costs to get into business
Pivot planning and deflection points

We will talk about Financial Plan in this workshop, and I will show samples of profit and loss statements, balance sheets and cash flow statements.  How to prepare these projections will be covered to the extent that we have time.  Best approach is another workshop that covers projections. 



Business Plans
 FINANCIAL PLAN (cont.)
 Statements

 Pro Forma Profit and Loss
 Pro Forma Balance Sheet
 Pro Forma Cash Flow

 Appendices
 Profit and Loss Statement (with monthly detail)
 Balance Sheet (with monthly detail)
 Cash Flow (with monthly detail)

Presenter
Presentation Notes
1. See notes for previous slide.



Business Plans
 CONTACT INFORMATION

 Name – Warren Cooley

 Cell Phone – (805) 390-3985

 Email – warren@econdevconsult.com

 LinkedIn – www.linkedin/in/warrencooley

 Website – www.econdevconsult.com

Presenter
Presentation Notes
1. Here is contact information.

mailto:warren@econdevconsult.com
http://www.linkedin/in/warrencooley
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