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Agenda:

Ground Rules — Fire, Phones etc.
Confidentiality

Purpose of Today

Stage 1 - Who is the plan for?
Stage 2 - Personal Outcomes
Stage 3 - Pre-Planning

Stage 4 - The Plan ltself

Rules & Tips

Q&A

Wrap up




Structuring your Business Plan
9y =

Version 1.05

“OK you have your brilliant idea, you know your
market and how you are going to sell it but how do
you get that message across?”

&\N

o

-

You write a Business Plan!

your future
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Purpose of Workshop

What are the Judges and/or Investors wanting to do first?

Say NO!
So the purpose of the Workshop is to make sure they
NO to you...

« Everything thought through

« Every question answered

« No “chinks in your armour”

« Avoid the “Elephant Traps”

* Have a “Test Plan”

cannot say

your future
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Starti ng Stage 1 - Who is the plan for?

Who is the Audience?
e Internal only?

. Bank? *
.« SWIG?

e Springboard?

Starting
What is a Business Plan?

* An essential for any business that is starting up or wishing I

-

to grow — a Statement of Intent! + Angel Investors e.g. SWAIN, Horatio?
» Astrategic vision — Aims, Goals, Objectives - e« VC's? D
« Adocument to obtain capital and investment§<_ . .. » Competition Judges? \ PN
e Atool for measuring and improving performance e Grants?
* Abasis for sound decision making — What? Who? How? ‘ « So what are they looking for?
+ Away to motivate yourself and employees « Do your home work and find out!
* Aworking document + You may end up with more than one plan...

However remember that things change all the time... : : : :
Sun Tzu “If ignorant of both your enemy and yourself, you are certain to be in peril.”

your future “Black Swan Events” happen.” your future
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Starti ng Stage 1 - Who is the plan for?

VC'’s or Angel Investors

¢« How much? When? What for?

¢« How much do | get back?

« 8to 10 times their money back in 3-5 years...

¢ So business has to be really high growth & scalable
¢ “Hurt Money” — what are you risking?

Starti ng Stage 1 - Who is the plan for?

What do they want?

e Exercise *

< Divide into 3 groups and using post it notes write what

you think they are looking for + Enterprise Investment Scheme E.I.S.
e Group 1-VC's or Angels - » Brand Development not selling boxes -
« Group 2 — a bank or loan fund L PN + Good market research

« Intellectual Property

e Group 3 — The Judges : ) ) )
P 9 ¢ Well constructed financials with +/- scenarios

e Those at home choose one of the three « Proven or at least tested product

¢ Good Team & Management experience

¢ Have arealistic and achievable Exit Plan

One size does NOT fit all...

You are selling part of your business the moment yo u consider
this option!

your future your future




Starti ng Stage 1 - Who is the plan for?

Banks/Loan Funds

¢« How much?

*« When?

¢ Whatfor?

¢ How will you pay me back?

¢ Can you afford the interest and repayments?
¢ What security can you offer?

¢ Personal Guarantee or charge?

¢ Local/Regional Benefit? = JOBS

« Eligibility?

But you still own the business...

your future

The Judges?

«  Will use their business experience and skills.

« Select between 8 and 12 finalists.

¢ Will assess business ideas, strategies, clarity,
completeness and style of the business plan.

¢ Looking for innovative business concepts that
promise to develop into successful, sustainable and <~~~
profitable commercial organisations.

¢ Which will benefit local and regional economies i.e.
JOBS!

¢ So the plan may be superb but if the idea has no
merit then...

Winning is not everything! Simply by taking part yo u will move
your idea further forward and gain new knowledge an d skills.

your future
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Starti ng Stage 1 - Who is the plan for?
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Starti ng Stage 2 - Personal Outcomes Starti ng Stage 2 - Personal Outcomes

So we are creating a Route Map to the Future... Personal Outcomes
*  Where do you want to be in X years time?
A B e Can you define it in a sentence?
e What are you prepared to risk?
‘ * What happens if it all goes wrong?

e House, family, relationships?

«— - ——
e “Hurt Money”
W L PN

We know we are at A right now, but we need to know
where B is or at least where we would like it to be and how
we might get there...one way or the other!

e The business is there to fulfil your needs and dreams!
e So do you know what YOUR personal outcomes are?
Get professional advice!

your future

your future
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Starting Starting Stage 3 - Pre-Planning
Personal Outcomes ‘ ) Pre-Plan Overview
i _ | B « Vision/Mission
o v ‘ Business (or Core) Values *
st SRS U\ \ Elevator Pitch

Outside Help

* Research

e PE.S.T.L.E.

« SWOT e
« Environmental Sustainability

» Equality & Diversity

* TestPlan

» Project Plan & Use of Cards

your future What entrepeneurs should do  before writing a business plan

your future




Starting Stage 3 - Pre-Planning

Draw your business...

» Exercise
» Imagine what you business might look like in 3 or 5
years?
« Draw some pictures/sketches/diagrams -
e So you can see in your “mind’s eye” | SN

* 5 minutes to draw and 5 to discuss

your future
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Core Values
Strategy
~Leadership -

Infrastructure
Measurement, Control & Management

HR, Legal & Governance

Finance & Funding
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Starting Stage 3 - Pre-Planning

Business or Core Values

What do you stand for?

« Extraordinary Customer Service?

* Being different?

e Making a difference?

* Fairtrade?

e Sustainability or “Eco-Credentials™?
« Equality & Diversity?

e Community or Social Benefits?

* More...

your future

-

10



Starting Stage 3 - Pre-Planning

Elevator Pitch

1. Pain — what pain or problem are you trying to solve?
2. Premise —what do you actually do in plain language?
3. People —who is on your team and how good are

they?
4. Proof — why will someone buy from you and not your
competition?

5. Purpose — why are you doing it? (if not to make
money or a return for shareholders then do not
proceed down the VC route!)

your future
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Starting Stage 3 - Pre-Planning

Outside Help

e Accountants

* Solicitors

* Bank

* Friends

e Family

* Oxford Innovation!

your future
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Starting Stage 3 - Pre-Planning

Research

» Essentiall

e Market Size

e Market Need — Focus Groups/Interviews

« Competition

e Benchmarks

* Facts & Figures on anything relevant

* Record it, store it and index it!

e The backbone of the plan and the bulk of the appendices
and ‘Test Plan’

« Reference and cross reference

You do not know what you do not know — so find
your future Out'

What you do not know is more important that what yo u
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Starting Stage 3 - Pre-Planning

P.E.S.T.L.E.

* Political

* Economic

* Social

* Technical

e Legal

* Environmental

This is the context of your plan and the drivers behind it.
What is changing? What is going to change?

your future

12



Starting Stage 3 - Pre-Planning

SW.O.T.

your future
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Starting Stage 3 - Pre-Planning

Environmental Sustainability

How Sustainable is your business?

How much do you know about the Low Carbon
Economy?

Does it impact your business?

Environmental Policy 1ISO14001

Any regulations impacting what you do?

This is a requirement of any government funding and
contracts.

your future

13



Starting Stage 3 - Pre-Planning

Equality & Diversity

Do you have an Equality & Diversity Policy?
Investors in People?

Check the Legal Requirements

This is a requirement of any government funding and
contracts.

your future
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Starting Stage 3 - Pre-Planning

Test Plan could be called References or Data Validation
The Test Plan will enable you to answer the followi  ng key
guestions:

* How big is my market?

* What's my share?

*« How many am | going to sell and when?

* What is peak requirement?

» What resources do | need to deliver that?

* What does all this mean in terms of hard facts & fi  gures?

» Benchmarks

« Company Accounts

« Competitor Analysis

 Anything that you think you might get asked — “Show m el”

yourfuture Avoid the Elephant Traps...
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Starting

Stage 4 - The Plan Itself

Starting

Stage 4 - The Plan Itself
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Actual Plan Overview

Cover Page

Table of Contents
Executive Summary
Vision & Core Values
Business Description
Background

Market Need & Overall Potential Size
Competition

Your USP

10 Brand & Marketing
11 Business Model

12 Sales & Pricing

©CoO~NOOA~WNPE

Delivery or Operations
Measurement & Control
HR, Legal & Governance
People & Management
Intellectual Property
PESTLE or Context Analysis
SWOT Analysis

Risk Analysis

Product Development
Partners

Financials

Exit Route

“Catch 24” — there may be more or you might not need t hem all!

DRI We have tried to collate as many as practical...
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Starting 8 5 9 Starting % 01
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Starting

Background

Product Development

| Description

[ Market & Competition

{ Vision & Values

[ Sales & Marketing

Customer Journey | Team l Management
%
Trademarks Agreaments e G Firanciae
4 30 #
F’g‘eaprgsqs Books Web Links ;Aa’;i;?s Legislation ‘jggﬁam"é’ Statistics Bensglrgark

1/17/2011
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Starting lterative Process

your future

¢ Stage 1 - Who is the plan for?
¢ Stage 2 - Personal Outcomes
e Stage 3 - Pre-Planning

¢ Stage 4 - The Plan Itself

Extended Executive Summary
3 pages covering main points

That allows creation of multiple plans for

different audiences if needed

1/17/2011

Starti ng Stage 4 - The Plan Itself

Project Plan — use cards if you feel comfortable with this.

It is often useful to develop an outline Project Pl an
* When do | need to launch?

* What do | need to organise?

» Who is going to do what?

* What help do | need?

» What resources do | need?

* more...

your future

19



Starti ng Stage 4 - The Plan Itself

Rules & Tips 1

No Templates!
K.I.S.S. — no overcrowding

No jargon or technical language unless necessary then
explain it

Reading age of...

Pictures but not too many!

Diagrams but not too many!

Nothing over fancy
Bring it to life!
Don’t exaggerate...

your future
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Starti ng Stage 4 - The Plan Itself

Rules & Tips 2

Remember the Audience

Stick to the point

Keep it short — 20 pages or less + appendices
Use Appendices for detail & technical stuff

Try to give it a natural flow and rhythm

A story telling style is the most comfortable to read
Don’t jump around

Use headings and then stick to the subject matter
Don’t say anything you cannot substantiate

your future

20
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Starti ng Stage 4 - The Plan Itself

Rules & Tips 3

Starti ng Stage 4 - The Plan Itself

Final Tests

Keep the formatting sensible

Avoid small, closely packed fonts

Keep paragraphs short and succinct

Keep figures in spread sheet formats and summarise in
main document with detail in Appendices

Use “Summary Blocks”

Get a friend and/or outsider to read it

Someone NOT connected with the project

Reference and Cross Reference throughout

No Wikipedia Important!

It's YOUR plan so YOUR words and YOUR layout

your future

your future
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%V’l Q% Take Away List

AHigh Growth Business

Cornwalls Business
Plan Competition

This Presentation
It is YOU the judges will Cards as a Word Document
test and it is YOU they will SWIG/SWAIN Notes
“buy from” Reading List

It does not matter if you o o S S, S T TR e
YOUR PLAN NEEDS ol i

| s, [(m— (1?7 i . )
You will still benefit...

22
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Wrap Up

Q & A What went well?
Not so well?
Still puzzled by?

23
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“20 years from now you will be more
disappointed by the things that you
didn’t do than the ones you did do.

So throw off the bowlines.

Sail away from the safe harbour.
Catch the trade winds in your sails.
Explore. Dream. Discover.”

Mark Twain.

Thank you!

24



