








You should write a business plan that will address the concerns of the constituencies that give the venture its financially viabilitiy-marketers, investors and manufacturers (producers).  


	





A good product or service is important, but it is only part of the challenge.  You can produce a perfect product or service, but it may not be marketable.  You must produce a product or service that will be fully marketable. 





LESSON 4  �How to Write a Winning Business Plan
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1. EMPHASIZE THE MARKET





The most important issue of a business plan is to read the market correctly.  Any market reading error may lead to catastrophy.Investors want to put their money into market-driven, rather than technology-driven, or service driven companies.  The potential of the product’s markets, sales and profit is far more important than its attractiveness or technical features.





Show that you have indeed discovered a sound market that needs your product or service.





 Find out the Market’s Interest


The business plan must reflect clear positive responses of customer prospects to the question “having heard our pitch, will you buy?”  Without them, an investment usually won’t be made.





 Show the User’s Benefit


A Business plan should have a chapter on the benefits that end users of the product or services will enjoy.





You must convincingly project the rate of acceptance for the product or service – and the rate at which it is likely to be sold.  From this marketing research data, you can begin assembling a credible sales plan and projecting your plant and staff needs.





Document Your Claims


Having established a market interest, you must use carefully analyzed data to support your assertions about the market and the growth rate of sales and profits.  Too often, executives think “if we’re smart, we’ll be able to get about 10% of the market” and “even if we only get 1% of such a huge market, we’ll be in good shape” this approach is


Unacceptable and generally wrong.





Cashing Out


 - When investors evalute a business plan, they consider not only whether to get in but also how and when to get out.


 - Investors want to know that entrepreneurs have thought about how to comply with this desire.  Do they expect to go public, sell the company, or buy the investors out in three to seven years? 





2. ADDRESS INVESTORS’ NEEDS





For new and growing private companies, investors may be professional venture capitalists and wealthy individuals. For corporate ventures, they are the corporation itself.  When a company offers shares to the public, individuals of all means become investors along with various institutions.





The Development Stage


- All investors wish to reduce their risk.  


 The status of the product and the management team are the factors affecting the risk.


 The shorter the development stage the better performance and yield of the project.  Therefore try to shorten the development period of the business that you are building.





 Making Sound Projections


Five-year forecasts of profitability help lay the groundwork for negotiating the amount investors will receive in return for their money.  Investors see such financial forecasts as yardsticks against which to judge future performance.





With fully developed products and proven management teams should yield between 35% and 40% on their investment, while those with incomplete products and management teams are expected to bring in 60% annual compounded returns.





The Price


One customary way is to calculate the company’s value on the basis of the results expected in the fifth year following investment.





3. MAKE IT HAPPEN, JUST DO IT ! 





 The Cover and The Title Page


The cover should bear the name of the company, communications address and the date that plan issued.





 Volume of The File


The business plan should not exceed 40 pages. Voluminious plan can lead the investors to loose their attention.  The supporting material can be given in another volume. 





 Appearance of The File 


The binding and printing must not be sloppy or look too lavish it should have neet appearence and sufficient strength to withstand the handling 


of a number of people.





Pack the Business Plan (for the potential investors)


The form and contents (substance) of a business plan is important


one thinks that good form reflects good content.








Market (sell) the Business Plan


Sourcess and formation of the capital


Sources of credits (loans)


Use marketing techniques to sell your business plan





Table of Contents


List of each sections of business plan to be given.  Pages must be numbered.





 The Executive Summary


This part must not exceed two pages.  Must have simple and clear language.  Must not have any grammar and typing errors.  It should cover company’s present status, product or services benefits to the customers, investors.  


It should briefly state financial forecasts, targets within half the economic life 


of the project.  Necessary capital and loans to realize it.  The weak and strong points of the business.
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