OUTLINE FOR A BUSINESS PLAN

I. Executive Summary

The Executive Summary is probably the most important aspect of your plan. It should

communicate your company’s competence to be successful in a competitive market. It

summarizes the other sections in your plan and should be written last.

A. Company Description

In this section of your plan, the nature of your business and your competitive advantages should

be discussed.

1. Name and location

2. Company’s mission

3. Location and geological information

4. Products or services

5. Competitive advantage

B. Market Analysis

this section should reflect your knowledge of your industry. You should discuss the

characteristics of your target market as well as the size of your target market.

1. Size and growth trends

2. Economic seasonal technical factors which effect profitability

3. Target market

4. Competition

C. Marketing and Sales Activities

This section should contain a discussion of marketing and sales activities and hoe these activities

will help you meet the sales and profit levels in your financial statements. Marketing and sales

strategies should be conveyed, as well as the keys to success in your competitive environment.

1. Overall sales and marketing strategy

2. Advertising and promotional programs

3. Pricing policy

4. Other marketing tactics - joint ventures, strategic alliances, etc.

D. Products and Services

Describe in detail your products and services, product life cycle, proprietary information and

research and development procedures and capabilities. A list of suppliers should be included.
