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e Income level
e Social class and occupation
e Education
e Other (specific to your industry)
e Other (specific to your industry)
For business customers, the demographic factors might be:
e Industry (or portion of an industry)
e Location

e Size of firm Sa\ e ‘C

e Quality, technology, and price prefe 16{6

e Other (specific to yo @X‘;\ ?)l
ﬁ@&@to yoé‘:aﬂ@ ’X—O

Competition

.

What products and companies will compete with you?
List your major competitors:
(Names and addresses)

Will they compete with you across the board, or just for certain products, certain
customers, or in certain locations?

Will you have important indirect competitors? (For example, video rental stores
compete with theaters, although they are different types of businesses.)

How will your products or services compare with the competition?

Use the Competitive Analysis table below to compare your company with your two
most important competitors. In the first column are key competitive factors. Since these
vary from one industry to another, you may want to customize the list of factors.
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In the column labeled Me, state how you honestly think you will stack up in customers'
minds. Then check whether you think this factor will be a strength or a weakness for
you. Sometimes it is hard to analyze our own weaknesses. Try to be very honest here.
Better yet, get some disinterested strangers to assess you. This can be a real eye-opener.
And remember that you cannot be all things to all people. In fact, trying to be causes
many business failures because efforts become scattered and diluted. You want an
honest assessment of your firm's strong and weak points.

Now analyze each major competitor. In a few words, state how you think they compare.

In the final column, estimate the importance of each competitive factor to the customer.
1 = critical; 5 = not very important.

Table 1: Competitive Analysis

Factor

Customer

AS)
Me Strength | Weakness | Competitor A \ eh@Q mportance to

N0

Price

N“ e&lo

W A
(e )
Quality P

Selection

Service

Reliability

Stability

Expertise

Company
Reputation

Location

Appearance
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VII. Management and Organization

Who will manage the business on a day-to-day basis? What experience does that person
bring to the business? What special or distinctive competencies? Is there a plan for
continuation of the business if this person is lost or incapacitated?

If you’ll have more than 10 employees, create an organizational chart showing the
management hierarchy and who is responsible for key functions.

Include position descriptions for key employees. If you are seeking loans or investors,
include resumes of owners and key employees.

Professional and Advisory Support

List the following: O UK
e Board of directors esa\e C

Management advisor { boar NO O.‘ ?)l

oraneW 5o ge 2

e Insurance agent

e Banker
e Consultant or consultants

e Mentors and key advisors
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IX. Startup Expenses and Capitalization

You will have many startup expenses before you even begin operating your business.
It's important to estimate these expenses accurately and then to plan where you will get

sufficient capital. This is a research project, and the more thorough your research
efforts, the less chance that you will leave out important expenses or underestimate
them.

Even with the best of research, however, opening a new business has a way of costing
more than you anticipate. There are two ways to make allowances for surprise
expenses. The first is to add a little “padding” to each item in the budget. The problem
with that approach, however, is that it destroys the accuracy of your carefully wrought
plan. The second approach is to add a separate line item, called contingencies, to
account for the unforeseeable. This is the approach we recommend. \4

Talk to others who have started similar businesses to get ;&9 how much to
allow for contingencies. If you cannot get gioE: ‘; we recommend a rule of

thumb that contingencies should e

erce OXc‘he total of all other start-
up expenses. 93

Explaj ﬁg\é and W t your forecasts of expenses. Give sources,
amou s, &nd terms of pro s. Also explain in detail how much will be

contributed by each investor and what percent ownership each will have.
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XI. Appendices

Include details and studies used in your business plan; for example:

e Brochures and advertising materials

e Industry studies

e Blueprints and plans

e Maps and photos of location

e Magazine or other articles

e Detailed lists of equipment owned or to be purchased

cO- uk

e Copies of leases and contracts

\e-
e Letters of support from future Cusﬂ tesa

e Any Ot};ei;aa \riq ﬁc@m\ PLET e@&m%}s in this plan
@:‘1@ stubs

List of assets available as collateral for a loan



