Future Companies Innovation Programs– Business Planning



Business Plan







(Write your business name)


(Write your name)














(Write today's date)














Section One: A general description of the nature of the company



General description of the company

What is the nature of the business the company you intend to establish will practice? What are the future aspirations?

A brief statement describing the reason for establishing the company.


Goods and services	
Explain in detail the goods or services classify the goods or the service from the consumer’s point of view by using the following table:
	Good or service
	Classification of the goods or service 1 to 10
	Comments

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	



Describe the most important characteristics of your goods and services (what will distinguish them from competitors), list them in order: from the highest to the least important.

	Goods or Service
	What will distinguish you from the competitor
	Comments

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	





What elements will give you competitive advantages? Give examples that include the level of quality.

1. ................................................ .................................................. ....................
    
     2. ................................................ .................................................. ......................

     3. ............................................... .................................................. ........................

What are the prices, costs, for your goods or services you are going to sell?
	The price of the goods or service
	Cost price
	Selling price

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	




What are the after-sales services that you will provide?

1. ................................................ .................................................. ............................


2. ................................................ .................................................. .............................


3. ................................................ .................................................. .............................






Legal status of the company's ownership 
Please select from the following:

1. Sole Proprietorship   2. Partnership    3. Establishment 4. Limited Liability Company



Why did you choose that legal status for your company?




Market and the Target Customers

Determine the characteristics of your target customers and the reasons for their desires or needs to buy your goods or services?

Determine the geographic distribution and other demographic characteristics of the target customers (age, gender, income level, social class, profession, education, etc.)


Pricing

Describe your pricing policy.

Is the pricing strategy consistent with the results of the competitor analysis study?
Compare your prices with the competitor’s prices. Are they higher, lower, or the same prices, and why?
What is the importance of prices as an element of competition?

Do target customers make purchase decisions often based on price?
What is the policy that you will follow regarding after-sales services and postpaid?









Section Two: Market Study



Market Research:

There are two types of market research: primary and secondary. In your marketing plan, be as specific as possible, include statistics, numbers, and sources. The marketing plan will be the basis for all important sales projects in the future.

Market Indicators:

What is the total size of the market in which you are located?
What percentage of the market are you targeting? (This point will be important if you intend to be an influential player in this market)

In one short sentence, define your position, your unique place in the market.
What barriers do you face when entering the market with your new idea?

Some of the traditional barriers include high capital and/or production and/or marketing expenditures, consumer acceptance and brand recognition, skills and training, shipping costs, etc.

How will you overcome these barriers?


How the following factors could affect your company:
· Change in technology
· Changes in government legislation
· Changes in the economy
· Changes in the industry

Advertising and promotion:

Describe your plans and budget for promotion and advertising.

How can you attract your customers and promote your goods and services properly?


Advertising: Which media will you use, why? For what period?

The Competition:

Make a list of your biggest competitors (names and addresses). How do you intend to compete with them?

What products or companies do your competitors offer in the market?

Are you facing effective indirect competition?


How the goods or services you provide can be compared with the competitors’?
Conduct an analysis of each real competitor in the field (in short, define your criteria for comparing with them)
In the last column, estimate the importance of each competitive element to the customer.1 = critical element, 5 = ineffective element
	Element
	My own business
	Power
	Weakness
	Competitor A
	Competitor B
	Importance to the customer

	Products
	
	
	
	
	
	

	The price
	
	
	
	
	
	

	The quality
	
	
	
	
	
	

	Alternatives
	
	
	
	
	
	

	Services
	
	
	
	
	
	

	Trust
	
	
	
	
	
	

	Stability
	
	
	
	
	
	

	Experience
	
	
	
	
	
	

	Company's Reputation
	
	
	
	
	
	

	The site
	
	
	
	
	
	

	The appearance
	
	
	
	
	
	

	Sales procedures
	
	
	
	
	
	

	Advertisements
	
	
	
	
	
	

	Image/brand
	
	
	
	
	
	




How do I plan to take advantage of competitors' weakness points?

List your competitors' weakness points, and how you can take advantage of them.


Section Three: Properties



The Proposed Site


What are the specifications you need on the site?


Is your site important to customers? If yes, please specify how it affects your business?

Is your site suitable in terms of providing waiting areas and internal spaces required for customers?


Is it important that your site be convenient and easy for transportation or equipment?


Section Four: Accounting and Cash Flow



Accounting
Cash Flow projections:

Are there unusual expenses, such as quarterly tax payments, maintenance, repairs, or seasonal inventory audits that need to be budgeted for?

Distribution Channels:

How do you sell your goods or services? Retail, wholesale, direct selling (mail order, online, catalogue) ...etc.

Credit Policies:

Are you planning to sell on deferred payment?
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