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How to Write a Business Plan

Introduction

A business plan is crucial for setting up and growing your business. In this
resource, we provide a guide to help you structure your plan, with context
that explains why each section is important.

Executive Summary

The executive summary offers an overview of your business. It's often the
first section potential investors or partners read, so it needs to be clear and
concise. It should answer:

* What does your business do?
e What are your mission and vision?
e What are your business goals?

This section provides a quick snapshot of your entire business plan, allowing
readers to understand your purpose and objectives. Although it comes first,
it's best to write it last, after completing the rest of the plan, so you can
summarise your key points effectively.

Business Description

The business description outlines the problem you are solving and how your
product or service addresses that problem. This is your opportunity to
showcase why your business is important to your community or market.
Include:

e A description of your business idea and purpose.

e The target market (who you will serve).

e The value your business will bring (why people will choose you over
competitors).

This section sets the foundation for your business, showing the thought

behind your concept and how it fits into the broader market.
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Unique Selling Point

The Unique Selling Proposition (USP) explains what makes your business
different from competitors and why customers should choose you. This
section covers:

o Differentiation: What sets your product or service apart in the market?

¢ Value proposition: How do you deliver value to customers in a way no one
else does?

e Customer benefits: Why will customers prefer your business over others?

Identifying your USP helps establish a strong competitive edge and allows you
to craft messaging that attracts and retains your target audience.

Market Research

Market research demonstrates that you understand your industry, target
audience and competition. It's essential to make the case that there is demand
for your product or service.

¢ Market need: Explain the demand for your product/service.

e Competitor analysis: Describe competitors and how your business is
different.

e Target audience: Detail who will buy your product or service and why.

Conducting market research helps you avoid assumptions, understand the
needs of your customers and build strategies based on real data.

Marketing and Sales Strategy
This section outlines how you'll attract customers and generate revenue. It
includes:

¢ Pricing strategy: How will you price your products to make them attractive
yet profitable?

e Promotion: What methods (social media, partnerships, advertising) will you
use to reach customers?

e Sales channels: How will your product or service be delivered (in-store,
online, etc.)?
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strong marketing strategy ensures that you'll be able to reach your target
audience and stand out from the competition.

Operations Plan
Your operations plan explains the logistics of how your business will run.
Think about day-to-day activities that ensure everything works smoothly:

e Suppliers: Who will supply your materials or products?
e Production: How will you produce or deliver your product?
e Location and facilities: Where will your business operate?

A well-planned operations section reassures potential partners or investors
that you have a clear understanding of how to manage your business
practically.

SWOT Analysis

The SWOT analysis evaluates your business’s internal and external factors. It
includes:

e Strengths: What advantages do you have that give you an edge over
competitors?

e Weaknesses: What internal challenges might you need to address?

e Opportunities: What external factors can you leverage for growth?

e Threats: What risks could impact your business negatively?

A clear SWOT analysis helps you make informed decisions, identify areas for
improvement, and plan strategies to capitalize on strengths and opportunities
while addressing weaknesses and threats.

Financial Plan

The financial plan is often the most crucial part of a business plan for securing
funding. It should include:

e Start-up costs: Outline how much capital you'll need to get started.
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e Revenue model: Explain how your business will generate income.
e Profit and loss projections: Estimate your potential earnings and
expenses.

This section provides evidence that your business is financially viable and
shows how you plan to manage cash flow.

Impact and Sustainability

In many low and middle income countries, businesses that address social or
environmental challenges are especially valuable. In this section, discuss how
your business will make a positive impact:

e Community impact: Will your business provide jobs, empower women or
solve a local problem?

e Environmental sustainability: Are you using sustainable practices or
materials?

Highlighting the impact of your business can attract socially-conscious
investors and build customer loyalty.

Conclusion

A business plan is not only a roadmap for you but a tool to communicate the
value and potential of your business to others. Whether you're seeking
funding, forming partnerships, or just organising your thoughts, a clear,
detailed plan helps you stay focused on your goals and creates a solid
foundation for growth.

By following these steps and adapting the content to your specific situation,

you'll be equipped to build a business plan that resonates with your audience
and positions your venture for success.
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