
LIST THE MAJOR COMPONENTS OF A BUSINESS PLAN

What are the key components of a business plan? Every business has its own goals and organizational structure, but a
good business plan will.

If you only want to work a set number of hours per week, you must identify the products and services that
deliver the returns you need to make that a reality. Put a timeline together and set a launch date. You may want
to emphasize any unique features or variations from concepts that can typically be found in the industry.
Compile an appendix for official documents Finally, assemble a well-organized appendix for anything and
everything 1 investors will need to conduct due diligence and 2 you or your employees will need easy access
to moving forward: Deeds, local permits, and legal documents Business registries and professional licenses
Patents and intellectual properties State and federal identification numbers or codes Key customer contracts
and purchase orders As you include documents in the appendix, create a miniature table of contents and
footnotes throughout the rest of the plan linking to or calling attention to them. COGS Cost of goods sold,
otherwise known as COGS, refers to the business expenses associated with selling your product or service,
including any materials and labor costs that went into producing your product. It's based on not only an
analysis of the market but on highly targeted and competitive distribution, pricing and promotional strategies.
Though pricing strategy and computations can be complex, the basic rules of pricing are straightforward: All
prices must cover costs. Not exactly. It shows in detail, the long term plans of your company by considering
its future profits and growth. This is very important. That being said, you can still give your readers a clear
idea of how your product or service works by explaining it through the lens of how it relates to the problems
that your customers face without giving up your secret sauce. Press Mentions Has your company been featured
by any media outlets? If you sell products, describe your manufacturing process, availability of materials, how
you handle inventory and fulfillment, and other operational details. The industry sales scenarios should be
based on leading indicators of industry sales, which will most likely include industry sales, industry segment
sales, demographic data and historical precedence. Just explain the factors you think will make it successful,
like the following: it's a well-organized business, it will have state-of-the-art equipment, its location is
exceptional, the market is ready for it, and it's a dynamite product at a fair price. Share to facebook Share to
twitter Share to linkedin Business plans are critical to the success of any new venture. Customer Acquisition
Now that we know who your customers are, the next question is â€” how do you plan on getting them?
Include a tree-chart of responsibilities, and include the resume or history of key players. The most effective
distribution channel is to sell directly to the end-user. Below are three ways to reignite your plan: Refocus
When you wrote your original business plan, you likely identified your specific business and personal goals.
Now you must be a classic capitalist and ask yourself, "How can I turn a buck? Most business plans will
project revenue for up to three years, although five-year projections are becoming increasingly popular among
lenders. Financial features. Detail whether the business is a sole proprietorship, partnership or corporation,
who its principals are, and what they will bring to the business. Therefore, an analysis of strong performers
should reveal the causes behind such a successful track record. Most importantly, the executive summary
overviews how the principal business employees or founders, known as the management team, are equipped to
run the business and what experience or industry knowledge they bring to the table. I will share that with you.
Well, you are going to find out in this article. There are essentially two ways you can identify competitors.
Includes the advertising budget, creative message s , and at least the first quarter's media schedule. It should
merely point out exactly how you want your product perceived by both customers and the competition. How
effectively you can achieve your distribution, pricing and promotional goals determines the extent to which
you will be able to garner market share.


