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	[bookmark: _Toc287535392][bookmark: _Toc287535890][bookmark: _Toc321050627]1. Executive summary 

[bookmark: _Toc444678521](Include your Business name, location, what product / service you sell, and the purpose of this plan. Highlight the key points, such as sales targets, profit targets and any unique selling points. You may find it easier to complete the rest of the plan and return to complete this summary later). 


[bookmark: _Toc444678522]     


	

	
	
	

	
	
	

	
	
	

	
	
	

	


	
	
	

	
	[bookmark: _Toc287535393][bookmark: _Toc287535891][bookmark: _Toc321050628]2. Business details

[bookmark: _Toc287535394]Company name:
       
	

	
	[bookmark: _Toc287535395]Address:
     
	

	
	[bookmark: _Toc287535396]Telephone number:
     
	

	
	[bookmark: _Toc287535397]Legal status:
[Will your business be a Limited Company/ Sole Trader / Partnership?]
     
	

	
	[bookmark: _Toc287535398]The business will…
(Provide a brief overview of what your business plans to do)
     
	

	

	
	
	
	
	
	

	
	[bookmark: _Toc287535399][bookmark: _Toc287535892][bookmark: _Toc321050629]3. Key personnel

[bookmark: _Toc287535400]Details of owner(s):
[bookmark: Text7]Name:      
	

	
	[bookmark: Text8]Position/main responsibilities:      
	

	
	[bookmark: Text9]Experience and knowledge of the industry:      
	

	
	
	

	
	[bookmark: Text10]Previous employment (last 2 years):      
	

	
	[bookmark: Text11]Key skills brought to the business:      
	

	
	[bookmark: Text12]Business experience and any training undertaken:      
	

	
	[bookmark: Text13]Academic/professional qualifications:      
	

	
	[bookmark: Text14]Most recent salary (gross) £      
	

	
	[bookmark: _Toc287535401]Other key personnel (including shareholders):
	

	
	[bookmark: Text15]Name:      
	

	
	[bookmark: Text16]Position/main responsibilities:      
	

	
	[bookmark: Text17]Experience and knowledge of the industry:      
	

	
	[bookmark: Text18]Previous employment (last 2 years):      
	

	
	[bookmark: Text19]Key skills brought to the business:      
	

	
	[bookmark: Text20]Business experience and any training undertaken:      
	

	
	[bookmark: Text21]Academic/professional qualifications:      
	

	
	[bookmark: Text22]Most recent salary (gross)£      
	



[bookmark: _Toc287535402][bookmark: _Toc287535893][bookmark: _Toc321050630]Vision
	
	
	

	
	[bookmark: _Toc287535403][bookmark: _Toc287535894][bookmark: _Toc321050631]4. The business idea
	

	
	[bookmark: _Toc287535404][Provide a detailed summary of your overall business idea. You can go into details about services / products in section 6.]
     












	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	[bookmark: _Toc287535405][bookmark: _Toc287535895][bookmark: _Toc321050632]5. Business goals
	

	
	[What do you plan to achieve within your first year of business? For example, achieve £10,000 sales, become the widest known brand in NI, achieve a customer base of 50 customers etc. )
	

	
	In year one the short term business goals are…


In 3-5 years’ time the medium to long term business goals are…








	

	
	
	

	
	
[bookmark: _Toc287535406][bookmark: _Toc287535896][bookmark: _Toc321050633]6. What the business does
[Detail each product / service alongside any features or benefits it might have. Note a feature is a factual statement about the product / service. A benefit is the customer demand that is satisfied by the product / service – the ‘what’s in it for the customer?’ question]
	

	
	
	

	
	
	

	
		Product/service
	Features
	Benefits

	·      
	·      
	·      

	·      
	·      
	·      

	·      
	·      
	·      

	·      
	·      
	·      

	·      
	·      
	·      

	·      
	·      
	·      

	·      
	·      
	·      














	
	
	

	
	[bookmark: _Toc287535407][bookmark: _Toc287535897]
[bookmark: _Toc321050634]7. My business is different because

(Detail your product/services’ unique selling points. What makes your business/ services different to competitors?) 
	

	
	     

	

	
	
	

	
	
	



	
	[bookmark: _Toc287535408][bookmark: _Toc287535898]8. Legal requirements (include any regulations or licences that might apply to your business)
The legal and insurance requirements that apply in my business include…
I will ensure that the business has x insurance / meets legal requirements by …
	

	
	
	





[bookmark: _Toc287535409][bookmark: _Toc287535899][bookmark: _Toc321050635]Marketing
	
	
	

	
	[bookmark: _Toc287535410][bookmark: _Toc287535900][bookmark: _Toc321050636]9. Market research
In order to ensure that your business / service meets the needs of your customers, you first need to identify who your customers are by conducting some research into your target market.
	

	
	[bookmark: _Toc287535411]Trends in the current market include…
-e.g. Size of market, number of potential customers, geographical sales etc
	

	
	This research / these statistics were highlighted by x report…
     
	

	
	[bookmark: _Toc287535413][bookmark: _Toc287535901][bookmark: _Toc321050637]10. Target customers
[bookmark: _Toc287535414]The customers I will be selling to are…
-e.g. businesses in NI, women between the ages of 18-65 etc
-split your customers into groups if you have more than one type of customer e.g. Business to Business customer, 
	

	
	[bookmark: _Toc287535415]Customer research has shown that our target customers want…
	

	
	     
	

	
	
	

	
	[bookmark: _Toc287535416]We know this because…
     
	

	
	[bookmark: _Toc287535417]Once you have identified your customers it is a great idea to group them by similarities they share, such as age, geographic location, gender or even income bracket.
 Number of customers you expect to win in each group and what they might pay:
	[bookmark: _Toc287535418]Group
	[bookmark: _Toc287535419]Number of customers
	[bookmark: _Toc287535420]Price they might pay per unit

	[bookmark: _Toc287535421]     
	[bookmark: _Toc287535422]     
	[bookmark: _Toc287535423][bookmark: Text61]£     

	[bookmark: _Toc287535424]     
	[bookmark: _Toc287535425]     
	[bookmark: _Toc287535426][bookmark: Text62]£     

	[bookmark: _Toc287535427]     
	[bookmark: _Toc287535428]     
	[bookmark: _Toc287535429][bookmark: Text63]£     

	[bookmark: _Toc287535430]     
	[bookmark: _Toc287535431]     
	[bookmark: _Toc287535432][bookmark: Text64]£     

	[bookmark: _Toc287535433]     
	[bookmark: _Toc287535434]     
	[bookmark: _Toc287535435][bookmark: Text65]£     

	[bookmark: _Toc287535436]     
	[bookmark: _Toc287535437]     
	[bookmark: _Toc287535438][bookmark: Text66]£     

	[bookmark: _Toc287535439]     
	[bookmark: _Toc287535440]     
	[bookmark: _Toc287535441][bookmark: Text67]£     



	

	
	
	



	
	
	

	
	[bookmark: _Toc287535442][bookmark: _Toc287535902][bookmark: _Toc321050638]11. Profiling competitors

	

	
		Competitor name
	Strengths
	Weaknesses

	     
	     
	     

	     
	     
	     

	     
	     
	     

	     
	     
	     

	     
	     
	     



[bookmark: _Toc287535443]







[How you are improving on their offer and/or price(s):]
	

	
	The service / products we are providing are better than that offered by direct competitors because…
	

	
	
	

	
	
	

	
	[bookmark: _Toc287535444][bookmark: _Toc287535903][bookmark: _Toc321050639]12. Managing market risks

[bookmark: _Toc287535445]Provide more detail on the risks you have identified:
     

	

	
	[bookmark: _Toc287535446][How will you minimise these risks from affecting your business plan, so that they become less of a threat:]
	

	
	1.      
	

	
	[bookmark: _Toc287535447][bookmark: _Toc287535904][bookmark: _Toc321050640]13. Pricing
	

	
	[bookmark: _Toc287535448][How are you calculating your prices? If you have a number of options, include them with details about how you work out your pricing:]
	

	
	     
	

	
	
	



	
	
	

	
	[bookmark: _Toc287535449]Competitor Price Comparison, how your prices compare with competitors:
	

	
	
	Product/service
	Your price(s)
	Range of competitor prices (per unit)

	     
	£     
	£     

	     
	£     
	£     

	     
	£     
	£     

	     
	£     
	£     

	     
	£     
	£     

	     
	£     
	£     

	     
	£     
	£     




	

	
	[bookmark: _Toc287535450][Reasons for the difference between your price(s) and your competitors’ price(s):]
We can offer a lower price than competitors because…
     
	

	
	
	



	
	
	

	
	[bookmark: _Toc287535451][bookmark: _Toc287535905][bookmark: _Toc321050641]14. Promotion and advertising

[bookmark: _Toc287535452][How and where will you promote your product/service?]
	

	
	
	

	
	·      








	

	
	
	

	
	
	



[bookmark: _Toc287535453][bookmark: _Toc287535906][bookmark: _Toc321050642]Running the business
	

	
	

	
	[bookmark: _Toc287535454][bookmark: _Toc287535907][bookmark: _Toc321050643]15. Staff
[Detail the staffing requirements you need for running the business] 


	

	
		Role
	Total cost
	Necessary experience
	Specialist skills and/or qualifications

	     
	[bookmark: Text89]£     
	     
	     

	     
	[bookmark: Text90]£     
	     
	     

	     
	[bookmark: Text91]£     
	     
	     

	     
	[bookmark: Text92]£     
	     
	     

	     
	[bookmark: Text118]£     
	     
	     

	



	
	
	



	




	
	[bookmark: _Toc287535455][bookmark: _Toc287535908]
[bookmark: _Toc321050644]16. Premises
[Detail the costs for premises now and in the future] 

	
	Cost £

	[bookmark: Text141]Premises required at start-up:      
	[bookmark: Text95]£     

	Premises required in the future (if different):      
(Next 5 years)
	[bookmark: Text96]£     














	

	
	[bookmark: _Toc287535456][bookmark: _Toc287535909]
[bookmark: _Toc321050645]17. Suppliers

[bookmark: _Toc287535457][If you will be reliant on suppliers, detail  your key suppliers and their credit terms]
	Supplier
	What you’ll buy from them
	Number of days’ credit

	     
	     

	     

	     
	     
	     

	     
	     
	     

	     
	     
	     

	     
	     
	     

	     
	     
	     

	     
	     
	     

	     
	     
	     



	

	
	
	

	
	
	




	
	
	

	
	[bookmark: _Toc287535458][bookmark: _Toc287535910][bookmark: _Toc321050646]18. Equipment
	

	
	
[If you need specific equipment within your business in order to operate, detail what you need, when it will be required and how you aim to fund it – this could be from a savings, a loan from family or friends, a bank loan or even equity finance.]
	Equipment 
	When
	How funded
	Cost £ per unit

	·      
	·      
	·      
	[bookmark: Text127]£     

	·      
	·      
	·      
	£     

	·      
	·      
	·      
	£     

	·      
	·      
	·      
	£     

	·      
	·      
	·      
	£     

	·      
	·      
	·      
	£     

	·      
	·      
	·      
	£     

	·      
	·      
	·      
	[bookmark: Text125]£     

	·      
	·      
	·      
	[bookmark: Text126]£     



	

	
	
	

	
	
	

	
	
	



[bookmark: _Toc287535460][bookmark: _Toc287535912][bookmark: _Toc321050647]Finance
 (This section of the template is for business planning purposes only. It provides evidence to support your businesses’ growth strategy). 
	
	
	

	
	[bookmark: _Toc287535461][bookmark: _Toc287535913][bookmark: _Toc321050648]19. Business start-up costs
	

	
	[bookmark: _Toc287535462]Work out how much money you need before you start trading
	 
	 
	

	IT and computers
	£0

	Telephones and broadband
	£0

	Equipment
	£0

	Stock
	£0

	Tools
	£0

	Vehicles
	£0

	Professional fees
	£0

	Insurance
	£0

	Rent/rent deposit
	£0

	Stationery
	£0

	Marketing
	£0

	Consumables
	£0

	Licences
	£0

	Training
	£0

	Association fees
	£0

	Wages/recruitment
	£0

	Security/health and safety equipment
	£0

	Market research costs
	£0

	Other (please specify)
	£0

	TOTAL  £
	0*



* Total from here should be used in section 21 Sourcing finance below
	

	
	
	

	

	
	

	
	
	


 
	
	
	

	
	[bookmark: _Toc287535463]Personal living budget
	

	
	Estimated annual personal expenditure 
(This helps you work out what it costs you to live each year, so that you know how much money your business needs to make to allow you to live. The table below allows you to plan a better business, and help raise finance if your plans show that your business will make enough money to survive). 
	Estimated expenditure
	£

	Mortgage and/or rent
	0

	Council tax
	0

	Utilities (gas, electricity, water etc)
	0

	Personal and property insurance
	0

	General housekeeping expenses (food etc)
	0

	Phone and internet
	0

	Car tax and insurance
	0

	Car running expenses
	0

	HP repayments
	0

	Hire charges
	0

	Subscriptions to journals, professional bodies, etc
	0

	Savings plans & pension contributions
	0

	Contingencies
	0

	Tax
	0

	National Insurance
	0

	Other: please specify
	0

	 
	0

	 
	Total personal expenditure
	0

	 
	 
	 

	Estimated personal income (after tax)
	 

	Income from family, partner (total)
	 
	0

	Other income (specify the source)
	0

	 
	Total personal income
	0

	 
	 
	 

	Total survival income required from the business (after tax)
	0

	 
	 
	 

	Current income
	£
	0






	

	
	
	

	
	
	

	
	
	

	
	
	



	
	
	

	
	[bookmark: _Toc287535464][bookmark: _Toc287535914][bookmark: _Toc321050649]20. Profit and loss forecast

	

	
		[bookmark: _MON_1356445438][bookmark: _MON_1356445601][bookmark: _MON_1357675765][bookmark: _MON_1357676147][bookmark: _MON_1359210388][bookmark: _MON_1359210759][bookmark: _MON_1359211285][bookmark: _MON_1359211412][bookmark: _MON_1359809472][bookmark: _MON_1359882771][bookmark: _MON_1359882935][bookmark: _MON_1359882992][bookmark: _MON_1359883019][bookmark: _MON_1360654278][bookmark: _MON_1360654302][bookmark: _MON_1360654951][bookmark: _MON_1360669645][bookmark: _MON_1360669703][bookmark: _MON_1360669807][bookmark: _MON_1360669826][bookmark: _MON_1360670736][bookmark: _MON_1360672134][bookmark: _MON_1361017749][bookmark: _MON_1361017768][bookmark: _MON_1361092433][bookmark: _MON_1363598240][bookmark: _MON_1363598256][bookmark: _MON_1363684482][bookmark: _MON_1363684547][bookmark: _MON_1363684568][bookmark: _MON_1356444218][bookmark: _MON_1356444258][bookmark: _MON_1356444324] 
	Year 1 (£)
	Year 2 (£)
	Year 3 (£)

	Total Expected sales
	
	
	 

	Less Variable costs
	
	
	 

	Gross Profit (sales less variable costs)
	
	
	

	Calculate your Gross Profit Margin % (gross profit divided by total sales x 100)
	
	
	

	Costs
	
	
	

	Salaries / wages (survival income + any staff)
	 
	 
	 

	Premises (include Rent / Rates)
	
	
	 

	Telephone & Internet
	
	
	 

	Printing, Post & Stationery
	
	
	 

	Advertising and promotion
	
	
	 

	Bank charges
	
	
	 

	Professional fees
	
	
	 

	Insurances
	
	
	 

	Bank / HP / Interest payable
	
	
	 

	Stock
	
	
	 

	Consumables
	
	
	 

	Equipment and Vehicle leasing
	
	
	 

	Depreciation
	
	
	 

	Other (Please specify)
	
	
	 

	Other
	
	
	 

	Other
	
	
	 

	 
	 
	 
	 

	Total Fixed Costs
	
	
	

	Net Profit (gross profit less fixed cost)
	
	
	

	Calculate your Net Profit Margin (net profit divided by Total Sales x 100)
	
	
	

	
	
	
	

	Calculate your Break Even
	Year 1 (£)
	Year 2 (£)
	Year 3 (£)



	

	
	
	

	

	
	

	
	
	

	
	
	




	
	[bookmark: _Toc287535465][bookmark: _Toc287535915][bookmark: _Toc321050650]21. Sourcing finance
	



	
	[bookmark: _Toc287535466]Your total borrowing requirement for the business
	 
	£

	Start-up costs
	0

	
	

	Personal start-up contributions
	0

	Other start-up contributions
	0

	Total required
	 

	The assets you have available as security 
	0




	



	
	[bookmark: _Toc287535467][bookmark: _Toc287535916][bookmark: _Toc321050651]22. Managing financial risks

[bookmark: _Toc444678549](Provide a brief discussion of business risks and challenges that may affect your finances. These include, sales which are less than forecasted or start-up finance takes three months longer to obtain)

[bookmark: _Toc287535468]The risks that you have identified for your financial forecast are:
	

	
	1.      











	

	
	[bookmark: _Toc287535469]How you will minimise their impact:
1.      








	

	
	
	




	[bookmark: _Toc287535917][bookmark: _Toc287535470][bookmark: _Toc321050652]23. Cash flow forecast  (6 Month Cashflow) 

		 
	Pre-startup
	Month 1
	Month 2
	Month 3
	Month 4
	Month 5
	Month 6

	1. CASH ON THE PREMISES (Beginning of month)
	 
	 -   
	 -   
	 -   
	 -   
	 -   
	 -   

	2. INCOME
	 
	 
	 
	 
	 
	 
	 

	(a) Cash sales
	 
	
	
	
	
	
	

	(b) Collections from credit accounts
	 
	
	
	
	
	
	

	(c) Loan or other cash injection
	 
	 
	 
	 
	 
	 
	 

	3. TOTAL CASH RECEIPTS [2a + 2b + 2c=3]
	 -   
	 -   
	 -   
	 -   
	 -   
	 -   
	 -   

	4. TOTAL CASH AVAILABLE (Before cash out) [1 + 3]
	 -   
	 -   
	 -   
	 -   
	 -   
	 -   
	 -   

	5. OUTGOINGS
	 
	 
	 
	 
	 
	 
	 

	(a) Purchases (merchandise)
	 
	
	
	
	
	
	

	(b) Gross wages (excludes withdrawals)
	 
	
	
	
	
	
	

	(c) Payroll expenses (taxes etc)
	 
	
	
	
	
	
	

	(d) Outside services
	 
	
	
	
	
	
	

	(e) Supplies (office and operating)
	 
	
	
	
	
	
	

	(f) Repairs and maintenance
	 
	
	
	
	
	
	

	(g) Advertising
	 
	
	
	
	
	
	

	(h) Travel expenses (including deliveries)
	 
	
	
	
	
	
	

	(i) Accounting and legal
	 
	
	
	
	
	
	

	(j) Rent
	 
	
	
	
	
	
	

	(k) Telephone
	 
	
	
	
	
	
	

	(l) Utilities
	 
	
	
	
	
	
	

	(m) Insurance
	 
	
	
	
	
	
	

	(n) Taxes (real estate etc)
	 
	
	
	
	
	
	

	(o) Interest
	 
	
	
	
	
	
	

	(p) Other expenses (specify each)
	 
	
	
	
	
	
	

	(q) Miscellaneous (unspecified)
	 
	
	
	
	
	
	

	(r) Subtotal
	 -   
	 -   
	 -   
	 -   
	 -   
	 -   
	 -   

	(s) Loan principal payment
	 
	
	
	
	
	
	

	(t) Capital purchases (specify)
	 
	
	
	
	
	
	

	(u) Other start-up costs
	 
	
	
	
	
	
	

	(v) Reserve and/or escrow (specify)
	 
	
	
	
	
	
	

	(w) Owner's withdrawal
	 
	 
	 
	 
	 
	 
	 

	6. TOTAL CASH PAID OUT [Total from 5a to 5w]
	 -   
	 -   
	 -   
	 -   
	 -   
	 -   
	 -   

	7. CASH POSITION (End of month)  [4 minus 6]
	 -   
	 -   
	 -   
	 -   
	 -   
	 -   
	 -   




	[bookmark: _MON_1359210541][bookmark: _MON_1359210628][bookmark: _MON_1359211449][bookmark: _MON_1359883300][bookmark: _MON_1360654336][bookmark: _MON_1360654421][bookmark: _MON_1360654694][bookmark: _MON_1360654807][bookmark: _MON_1360654832][bookmark: _MON_1360654889][bookmark: _MON_1360654920][bookmark: _MON_1360657838][bookmark: _MON_1360657871][bookmark: _MON_1360661380][bookmark: _MON_1360661467][bookmark: _MON_1360661873][bookmark: _MON_1360662743][bookmark: _MON_1360662773][bookmark: _MON_1360663044][bookmark: _MON_1360663105][bookmark: _MON_1360663130][bookmark: _MON_1360663156][bookmark: _MON_1360663227][bookmark: _MON_1360663260][bookmark: _MON_1360669868][bookmark: _MON_1360670623][bookmark: _MON_1360670662][bookmark: _MON_1360671336][bookmark: _MON_1360672200][bookmark: _MON_1360672454][bookmark: _MON_1361017821][bookmark: _MON_1361092800][bookmark: _MON_1363596608][bookmark: _MON_1363596877][bookmark: _MON_1363596918][bookmark: _MON_1363596931][bookmark: _MON_1363596949][bookmark: _MON_1363596980][bookmark: _MON_1363597548][bookmark: _MON_1363598874][bookmark: _MON_1364047378][bookmark: _MON_1359207878][bookmark: _MON_1359208752][bookmark: _MON_1359208776]



