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South West Loan Funds (SWLF) Business Plan Guidelines

Your business plan should cover the main areas listed below.  Some areas will need more emphasis than others, depending on what your project involves.  Please include any other information you think is relevant.

Executive Summary
In brief, say who you are, what you do, how you do it and why there is a market for what you provide.  Give your current financial position and provide summarised financial forecasts.

Business description

Give a brief description and history of your business, including details of ownership / shareholdings and past sources of finance.

What makes your product or service better than your competitors? Describe the niche you aim to fill. What is your ‘unique selling point’?

Market analysis and strategy

Which specific markets are you aiming at?  Give your main customers, size of market, what you expect to charge, the quality and service you will provide and your major competitors.

Give your market share and sales forecasts over the next three years.  How will you price, promote and distribute your product?  Do you have definite orders or letters saying that people will buy your product?

Competition

Identify your main competitors, their size and market share, their strengths and weaknesses and how they might respond to your growth.

Management

In any business, management is its single most valuable asset. The Fund Managers of SWLF are looking for a balanced management team, which covers the core management competencies, although it is recognised that this may be just one or two individuals. Within your plan you should show the organisational structure of your business, including:

· The driving force behind the business – the entrepreneur / team leader / Managing Director / Chief Executive

· Who is responsible for producing or procuring the goods or service that you sell – the Production / Operations Director

· Who is responsible for selling what you produce or provide – the Sales / Marketing Director

· Who is responsible for the money and the systems – the Finance or Admin Director / the Company Secretary

· Non-Executive Directors, if any (or anyone else from whom you take strategic advice)

Again it is recognised that one person may have more than one role; please show this as it gives the Fund Manager a better insight into how the business is run. If there is a gap, show it and say how you intend to fill it.

Give details of the skills and background of key people, enclosing their CV.
Operational aspects
Describe how you will manufacture the product or provide the service.  Outline what your financial, managerial and quality control staff will do.  What staff will you need?  What stocks do you need?  Do you have any product costs?

Financial information

Give your forecasts for monthly cash flows, profit and loss accounts and balance sheets covering a period of three years.  What are the principle assumptions used in compiling the forecasts? 

If you are already trading, also include the last 3 years annual accounts and up-to-date management accounts.  Your forecasts must be easy to understand and to analyse, and you should assume that you will get the funding.  If you cannot draw up the forecasts, you should get help from your local Enterprise Agency, Business Link, Accountant or financial adviser.

The forecasts should be based on your aims and plans and you will be expected to take responsibility for them, even if they have been prepared by someone else on your behalf.

Risk evaluation

Say what the risks and threats to your business are and how you will tackle them. A conventional form is to show:


Strengths

Weaknesses


Opportunities

Threats

Consider preparing some sensitivity analyses – what happens, for example, if sales volume or price fall short by 10% or 20%; what happens if production is delayed by three months: what happens if production costs increase or your margins fall short. Conversely, what happens if sales exceed forecasts by 20% - how much more working capital will you need?

Don’t hide the downsides – show how you would deal with them.
Funding

Say how much money you will need for the project, how you will spend it, where you will get it from and on what terms.  Provide copies of any quotations/offer letters etc that you have received.

SWLF will not expect to provide all the funding required – you will be expected to fund part of it yourself and raise part of the funds from other sources - banks, hire purchase, grants, factoring/invoice discounting, etc.

SWLF is not trying to replace traditional, business backers such as the major banks etc.  The Fund’s role is to fill a gap that cannot be filled by other sources and to give help without which your project may not take place.  Tell us what your current bank facilities are.

Exit

Show your proposals for repaying any loan from SWLF and over what timescale.
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