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WHAT IS THE SUBJECT



PLAN : To specify the activities to be carried 

out for certain job, and put them in order to 

be executed within given period of time



BUSINESS: To allocate resources to create 

new resources and profit to the owners, in 

short creating added value



BUSINESS PLAN : Method for running a 

specific activitiy over a specific future 

period.
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WHY BUSINESS PLAN



If ordinary day life activities are 

carried out according to a 

predetermined form or order, this 

creates neatness, spare time, 

foreseeable future to the people 

involved.



If you are planning your daily 

activities, why not planning of your 

business
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NOW HOW TO PROCEED - 1



Try to write down, how you are going to 

proceed to do any activity.  



In everyday life, you execute plans for 

various activities.  After you wake-up till to 

go to your office: washing-up, shaving, 

dressing, etc



You can not wash-up after you dress-up 

you keep an order of activities 

(uncouncously) in your daily life
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NOW HOW TO PROCEED - 2

If you are traveling between two points;



Which course should you follow



At what time you will depart



When you will arrive to destination



With what instrument you will travel



What will be the cost, etc.
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NOW HOW TO PROCEED - 3

If you are going to study some topics



You should allocate some time



You have to plan the breaks



What sort of consumption you will 

have



What will be the instruments to be 

employed, etc...



[image: image7.emf]9/26/2006 7

NOW HOW TO PROCEED - 4

If you are a business owner and want to:



expand, 



renovate, or 



buy new premises, 

you prepare a business-plan
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BUSINESS PLAN



A business plan usually reviews the current 

status of an organization and sets out an 

overall business strategy for say five years 

with a more detailed operational and 

financial plan for one year ahead.  



The strategy and plan will cover all areas of 

business.  



The most important issues vary from 

company to company, but in general the 

key focus is on management, product, 

marketing, finance and sales.
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MORE ABOUT BUSINESS PLAN



Business planning is like a journey.



The plan is your starting point.



It charts a route to your destination.



It identifies the major hazards that you should watch 

for along the way.



It gives you strategies for coping with squalls and 

obstacles.



It gives you landmarks to confirm your progress.



It helps you expect the unexpected.



With a good business plan, you know where you 

started, where you are going, and how to get there.
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KEY OBJECTIVES FOR YOUR PLAN

Business plans are used for many 

different purposes.  Essentially, it 

may be considered that they are:



a formal expression of the planning 

process;



a request for funding;



a framework for approval;



a tool for operational business 

management.
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Formal Documentation - 1



There can be huge difference between an 

undocumented and a documented plan.



The formal exercise of distilling plans on to 

paper helps highligt opportunities and risks 

and helps uncover inconsistencies.



Moreover, once formalized, the business 

plan provides a guide for operating and for 

reacting to real world events.



Writing a plan should never be a 

bureaucratic exercise-this helps no one.
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Formal Documentation - 2



But if as many people as reosonable 

possible can be involved in developing and 

reviewing the plan, the management team 

is more likely to end up with greater 

understanding of where it is going, with 

better shared vision and common sense of 

purpose.



Planning process is needed to have a 

process-time graph of the business, to be 

used by the staff.
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Funding - 1



There is always a funding motive lurking 

somewhere behind a plan.



The plan might be used to help raise 

venture capital for a new business, 

additionally equity funding for an existing 

business, loan capital for an ongoing 

enterprise, or even trade credit.



It might be intended to encourage joint 

venture participation with a business 

partner such as a supplier.



It might be drawn up to support merger 

and acquisition activity.
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Funding - 2



Alternatively, a plan might be used to justify 

allocating internal resources (probably retained 

earnings) to particular business activity – perhaps 

your pet project.



If funds are so allocated, there is an opportunity cost 

of not investing them elsewhere.



It might, for example, be financially prudent to cease 

operations and invest the capital in a bank deposit.



The plan helps identify if this is the case – and if so 

usually demostrates why there is a good reason for 

ignoring short-term financial loss in favour of long-

term gain or some other objective.
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Approvals 



A business plan has to be approved 

by the relevant body of the parties 

concerned.
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Operational Management



A plan provides framework for 

managing a business setting out a 

method for everything from the 

overall strategy right to the 

guidelines for day to day activities.
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HOW TO WRITE A WINNING 

BUSINESS PLAN

1. Define your business activities.

2. Define the current status of the business.

3. Define the external market, your competition and 

your market positioning.

4. Define your objectives for the period of the plan.

5. Develop a strategy for achieving the objectives.

6. Identify the risks and opportunities.

7. Develop a strategy for limiting risks and exploiting 

opportunities.

8. Refine the strategies into working plans.

9. Project costs and revenues and develop a financial 

plan.

10. Document it concisely. 
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Once you complie your Business Plan, 

There are two more steps to making 

it work:



Get it approved.



Use it.

We shall focus on the first ten steps 

to be followed for a successfull 

Business Plan
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Getting it on paper - 1



Having arrived at a plan, you then need to 

get it down on paper.



This is not really a small exercise, but it is 

easy if you approach it from the correct 

angle.



I hardly like to say this, but planning how 

to write the business plan is almost as 

important as how you planned the business 

in the first place.



In as few pages as possible, you have to 

crystallize years of experience and 

possibbly months of analyzing, strategizing 

and planning
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Getting it on paper - 2



In doing so, you will probably find that you need to 

resolve conflicts between the plan and its 

documentation.



Strategies that look good on a white board might not 

work when fully analyzed and documented.



In part, this is because the documenting and the 

planning are iterative.



Indeed, part of the plan can be written at the outset 

of the planning process.



For example, if you kick off the planning process by 

documenting the history and current status of the 

business, the market situation and your mission, then 

you will have a solid starting point – and a few 

chapters of the final business plan already in hand.
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What are the steps to document 

your plan

1. Begin with certain inevitable preliminaries (contents, 

contacts, definitions).

2. Provide an executive summary.

3. Set the scene by describing the business.

4. Review the market, your competition and your 

market positioning.

5. Explain your vision, mission and objectives.

6. Describe your strategy.

7. Explain your plans for developing your products 

and/or services.

8. Set out your financial projections.

9. Highlight the risks and opportunities (SWOT Analysis)

10. Reach a conclusion.
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

The detailing must characterize your

business. The above mentioned steps

importance may vary relatively.



You may support your conclusion that

you have put to your business plan 

by annexes.
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Five things that belong in annexes

1. Background material that informs your 

reader about specialist process or concepts 

that are critical to the plan and more than 

simple definition of terms.

2. Detailed product specifications.

3. Marketing brochures and leaflets.

4. Detailed financial analysis.

5. Full biographies (CVs or resumes) of senior 

executives. 


