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List of Appendices

Tips

No mgor sectionwithin the body of your plan oud excesd 6-8 pages. Use appendices

to presat ddaled or eddtiond infometionwhichis summaized or rferenoad inthebody of the plan
Ths reduces the langh of the pan. It dso enhenoes reeddlllity and ensures that the reader does not
0dt sucked into excessve ddtal.. Suggedions for posshle appendices follow. Do not remove
this lig uniil you have finided drefting the plan

If te gpedos ae vay laghy, codde bndng tham ino a sgpaade vdume Ths
dodd meke te plan gopear les inimdding ad aedes the oppotunty to aradae
the planwith or without gppendices

If presnting the gopendices as a sgparate volume, be are to indude a cover pege(complemantingthet of
the mein dan) and a ddaled contents lig (number dl pegesin the appendices).

1. Reviewof Devlopment of Your Business
— Condder isng a drondagicd lig. Foous on highigisand importart events

2. SummarizedHistoric Financial Statements
— Tebuae hgh levd velues (revenues codt of sdes pre-tax prdfits fixed assts
auratases aurat lidhlitesetc.). Smmaize highigitsand eq@an ay
exogational evants Offer audited aooounts as atadhments or ssparde items

3. Detailed Description (Technical Specifications) of Product/Service (Range)
— Assne reeder hes o prior tednicd knoMedge Avad blinding with science and
minmize ue of tednicd temsfjargon. Offer tednicd wiite ups as a separate
document. If aosdudy necessary, induceagossary.

4. Market Review and Resultsof Market Research
— If you cannat conple this gopendix, you doud saiody recondder whether you
areready to write a buanessdan Indude tebles eqdaning 9z of marke,
ssgmentetion, growth pettems; distribution denndls priceloelity segments
customer categonies fuluretrends market arg'ssgmentation prgedions ec.
Smmaize your men firdings inthebody of the pan

5. Assessments of Competitors
— Who, what, where, how etc. Exdain how your produdts and sarvices compare
Howwaould yourate your busnesss srengths weeknessss, thredts and
gpportunities rdative to your mein competitors




6. Market Projections & Sales Forecadts
Use tables ard charts Clealy date dl key assumptions on market sze ad shares
vdumesad prices If youplanto save sevad markes you doud devate ssparate
stions to eech market and then produce asummary of the ovardl projedions It is
impartart thet you buld your sdes prgedions framthe ground Up by assessing
numbas of oulds cudomers contracts eic. and ther velue. Do not bese the
prgedions on Lpafidd market share assessments e.g. we will achieve sales of
$500,000 based on securing a 2% of the regional market which is projected by
researchers at reach $25 million. Bxdan the markkding srategies and pdans in detall
— gpecify resources required, costs etc. [danify any progoedive partnars and destribe
sdesmahods Insnde tans, you nead to cover the 4Ps — produdt, pricg, placead
promaiion Y ou dhoud fesd the restant detailed revenue and marketing cost
prgedions into your finendd prgedions

7. Detailsof Manufacturing/Operational Plans & Costs
Desribe processesioperdions in limited ddal. Disgrams or flow dharts may hdp
explaincomplexissues Indicate capitdl invetmant (and timing), describej usiify
(idly) thefundions of mgor itas and review ay capeaity- rdated issues Disouss
ources of metaidgupplies and ther costs Speafy projected maming levdsrates
dredfindiret operating codts and produdivity levds Disouss invertaries and
production cydes as wel asrdaed daming ad contrd sydems Evenif youarea
Fvice busness u=e this gapendix to destribe oparationd issues connected withthe
provigon of these savices, Suppart efc.

8. CVsaf Senior Managers
If your busnessiis aodantid, youme presat CV far abdanced and expaienced
merecATEt team If gaps edd, 3ypply job desiptions and exdan how they will be
filled Remamba the five fadtors which venture caaitdigs look far when meking an
invesmart — meregemant, meregamat, menegamant, merket and, firelly, product !!
Bear inmind thet meny busnessss try to fdlow this ssquence inreverse order 1!

9. Asumptionsfor Financial Projections
The asumptions oud be corgdat withand daived fromte eglier
siondgopadcessinthe pan Usetexdt bulldsto hidhigt key assumptions and
place the ddallsintedleswithin thisgppancix.




10. Financia Projections
Use tables Soning prgedtions far fird year (or longe) inconddarddle deal. You
shouldindude fuly- integyated P& Ls (income datemants), cash flow prgjedions ad
belance shedtshy month far the fird yeer. Presant less ddtaled quartaty & anud
prgedions for Lbssquat years The gpaning bdlance shedt ad fird year's
prgedions $oud cainddewith the firg yeer covered by your gan

vi



>> Enter Your Biz Name Here <<

U te tde bdow to lig bedc paticdas eout yor buEnes - contact details
regdday items mames of alisas pingpd finedes ec Modfy/ddge te rons as
gopropriste. Oncethe teble hes been completed, ddete unused rows

Legd name and Saus of husness:

Directord/partners/proprietor

Addes of rejdaed afice

Man tdgonone

Manfac

Man e-mdl

Website:

Name and address of parent company:

Blsnesincorporaionregisiraion dae

Busnessincorporaionregdraion numbe:

Busness tax réference nunba (s

Insat ay ainer regulaary/licanse itars hae

Insat any aher reguletary/licanse itars here

Man daehdoas

Stock market & symbol

Pofesod Advisas Give contact nemes (and positions),

ful addresses and other detalls for each
below

- Auditors

- Leod advisas

- Bankers

- Pdat (IPR) atomeys

- Frnendditax advisa's

- Arny othe key advisars

ot 2ov othgr ke itgns hae
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>> Enter Your Biz Name Here <<

Business Plan

1. Introduction

Y ou can defer wiiting this saction uritil the mein part of the dlan hesbeencompleted. Use
the blank spece bdow to idantify key peragrgohs Keep this sectionwithin three peges




2.  Summary

Do nd writt ths sedion uiil the man pat of you pan hes been firdizadl Us te bak
goace bdow to mgp ot a drudue far ths sdion ad to idaify key paegeas. Liit
this sscionto two or S0 pages

Once you have drdfted the mmay, remamber to update the pege numbasinthe Tede of Contents.




3. Mission, Strategies etc.

Fad a la o tme on this sxtion as it is the fouddion for the atire pdean Use te ab-
heedngs bdow to qude you onthe key isses  You may wish to mage o revove
these 3.b-hesdingswhen you have finded drting. Limit this sedtion to two or S0 pages

3.1. Vision
XXX
3.2. Mission
XXX
3.3. Values
XXX

3.4. Objectives

XXX

3.5. SWOTs

XXX

3.6. Strategies

XXX

3.7. Goals




4. Present Status

The sgpeted gb-hemdings bdow may mot  be fuy gopropriste for  a dat-yp -
modfy  and ddee them as goproprite Use the Hark oace bdow to mgp ot a drudure
far s sedion ad idatify key paagais. Codda paing ddaled nmdaid in an
gopadix and smmeiarg ithere

4.1. Background

XXX

4.2. Progress to Date

XXX

421  Sales& Marketing
XXX

422. Qperations

XXX

423. Einances




5. Product/Service Description

Use the blark spece bdow to mgp aut adrudure for this sedion and to identify key paragraphs. Consider
pladng detaled metaid inan gopendix ad smmaiang it here




6. Profile of Target Market(s)

Madfy or ddete sb-headings as appropriate. Use the blak space bdow to mgp aut a
dgudue for ts sadion ad to idelify key paaggohs Codde paing ddaled metaid
inan gopendix ad smmeizng it here

6.1. Market Analysis

XXX

6.2. Competition

6.3. Customers/Users

6.4. Market Size, Sales & Share Projections

XXX




7.  Marketing Strategies, Sales Plans &
Projections

Madfy or ddee sb-headings as appropriate. Use the blank space below to map out a
gructure for tis sedion ad to idetfy key paagghs Codde padng ddaled metaid
inan gopendix and mmaizing it here

et o5 & Sales bl

XXX

7.2. Sales Projections

XXX




8. Technology and R&D

Ddee tis sadion if ot rdevat. Us the bak gpece bdow to mgp out  a srudue
far this ssdion ad to idalfy key paaggis. Codde dadng ddaled mdaid in an
gapendx and ammeizng it here




9. Manufacturing/Operational Plans

Madfy the heeding above to reflett your busness s adivitieseg. ddetetreword Manufacturing.  Use
the Hlank goace bdow to mep aut a srudure for tis section and to identify key paragraphs.
Consde padng detaled materid inan appendix and summarizing it here.




10. Management & Administration

Madfy or ddete sub-headings as appropriate. Use the blank space below to mep out a
dructure for ths ssdion ad to idelfy key paayghs Codder paing ddaled meaid
inan gopendx and aMMeizng it here

10.1. Management

XXX

10.2. Administration

XX
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11. Financial Projections

Use the bark spece bdow to idantify key peragrgohns tebles and dratsfor each ab-heading. Place dll
Odaled tahles and andysesin gopendices ad aorfire the tedt inthis section to summarizing the key
asumptions and resuits

11.1. Key Assumptions

XXX

11.2. Income Statements

11.3. Cash Flow Projections

11.4. Projected Balance Sheets

11.5. Sensitivity Analysis

11.6. Ratio Analyses

11



12. Funding Requirements & Proposals

Use the Hank gpece bdow to mgp aut adrudure for thssadion and toidentify key paragraphs.
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13. Implementation

Use the Hlark space bdow to mgp aut a drudure for this sedion and to identify key paragraphs. Consider
pladng ddaled meteid inan gopendix and mmaizing here

13



14. Conclusion

Use te Hdak gece bdow to mgp ot a dudue for tis sxion ad to idatify key
paagghs Go back to te Summay sdion ad aly wite it when you ae fuly sidied
withdl the plarisdetal.
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Appendix - XX

>> Enter Title of Appendix Here <<

Use the above “Appadx’ dyle far each gopandx youindude withyour pan Replace XX with the appendix
numbe.

See the lid of gopendices towards the frart of the Template for Suggedions on possi bl e appendices. If the
gopendioss are hulky, conddar binding theminto a separate volume.

Heading indde an Appendix

Use the above “Appandx heeding’ yle to insat sub- heedings indgde an gopandix.

15



Business Plan Guide

Busness Fan Guide dats here It's ssttion heedings coindde with those usad inthe template near the front
of this documant.

1. Introduction

Inroduce (vay hidly) the etity - company, partnership, sole trader - to which the plan
rdas Do nd ammaiz te pan hee — wite the pais Lmmay in te med naEn
sion once the atire pan hes been firdizd For exarde you ooud sy somehing
dog the fdlowing linesto introduce your business

This business plan relates to Invisible Inc., which has been formed to

develop and produce electronic, virtual widgets for sale within home and

export markets. Having undertaken R&D over the past three years, the

company is now planning to commence trading in three months.

Bxdan the purposafressonof the plan (eg. guide menegamat, rase funds etc.). Explain who wrote the
planad when
Indicete the scope and genard Srudure of your plan by setting aut the ssquence and summaries of its main
stions as bule panislike

= Section 2 below contairs asummay of the plan

»  Sgdios 3 ad 4 review the beckground, the devdopmeant of the business
and itsaurat prooudt savicdifaings respadtivey.
= and soon.
Y oumay wishto date thet the planiis corfidentid etc. For example, indude paragygais like the following.
If necessaty, gt professondl advice on gopropriste wording or ather measures to maintain the confidentiality
of the at

16



“ This document is confidential and has been made available to the
individual to whomi it is addressed strictly on the understanding that
its contents will not be disclosed or discussed with any third parties
except for the individual's own professional advisers. Investment in
new and small businesses carries high risksas well as the possibility of
high rewards. It is highly speculative and potential investors should be
aware that no established market existsfor the trading of sharesin
private companies. Prospectiveinvestors are advised to verify all
material facts and to take advice from a professional adviser before
entering into any commitments. This plan isstrictly for information
only and does not constitute a prospectus nor an invitation to subscribe
for shares. Projectionsin the plan have been compiled by the
promoters for illustrative purposes and do not constitute profit
forecasts. The eventual outcome may be more or less favorable than
that portrayed.”

Give contact ddals (address, phone, fax and e- ) for the key person.

This entire section dhould nat exossd two peges If corfidantidity is aiticel, add a 'slot’ for numbering
oopies of the planonitsfrart. pege or cover ad menian a distribution register.

2. Summary

Write this summary when your planisat its very final draft stage.

Hit the highigisand key s3ues Avad detal — foous on mettars of drategic impartance to the businesss
If desred, aross referance the reeder to the sedions contaning ddalled text.  Address the needs and
interest of the reader — whet ifametion does the reeder want to get oriented or to become
interesed inthe busness Congder davisng digtly different summaries for different categories

of reeder.
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Congder dlacaing one paragrgph to summaize the contants of eech mein ssion. Miake use of bullet paints

ingeed of continuous floning text like
Keep the length of this section bdow three peges

Gwve ths ssion penty of thought and e as it isthe mogt impartant part

of theentire dan

Do nat indude any materid inths mmary whichis nat dso covered intre
body of the pan

Gwve ths ummay ad the drdt fird planto an honest, aiticd outSde to

review.
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3. Mission, Strategies etc.

Limit this saction to about two peges by foousng onmgor and long-tamissues Use
uoang, dfimnetive datements meking every noun, ediedive and varb impartant.

Thsis prabedly the mod impartart secioninthe entire planas it sets the diredtion, tone
and framework for the detal thet fdllows If the proposad draegies and thar rdiordle are
flawed then the whde diredtion of the lbusness may be wrang. To conple this sedion,
conddarableresearch nesds to have been completed particulaty on markets, comptition
ad ses potatid.

The 9.b-sdions bdow are presanted here far genard quidance anly. They could resit in
someundesrable dugication or ovalgoping of proposals and idess Acoordingly, you
mey prefer to ardgamee some of them (eg Vison& Misson or Vdues & Objedtives)
or even dgpenseatirdy with heedings and cover dl the rdevat mettarsina saies of
short peregraphs

3.1 Vision

BErvidgonwiet the busnesswill ook likein, sy, five yearstime Indicate itslikdy sze and

thenature, breadth and depth of its gparations etc. For example dat your visonwiththe
fdloMng "By 20xx, xxx will be engaged in xxx (activities). It will be selling xxx
(offerings) to a customer base comprising xxx. It expectsto have staff of xxx
mainly engaged in xxx (activities) and located at xxx. Sales could be xxx and net
income could reach xxx. A key feature of xxx will be itsemphasis on xxx to
maintain its competitive advantage. Andsoon ..... "

3.2 Mission

Inone short paragrgoh, destribe the oantrd purposes and adivities (“missan’) of the
planned busness For exanrple

"Newco designs, develops, manufactures and markets xxx products/services
for sale on the basis of xxx features to meet the xxx needs of xxx customer
groups via xxx distribution channels in xxx geographic areas. It intends to
expand/devel op new/additional products/markets/channels by means of xxx

19



3.3 Values

Dexibe the busnesss vdues and the ehica sandards it will goply indedings with stakehol ders,
customers, suppliers etc. A fev sntences or bulld pantsshaudauffice

3.4 Objectives

What are the promaters undatying long- teem agjedtives? Get rid? Bulld abig business?  Support
local community”? Develop neturd resources? Cregie ther pension?

3.5 SWOTs

Wha are the businesss real SWOTSs (Stragihs, Weaknesses, Threats and Opportunities)?
SNOTs are mationed here to prompt your srategic thinking onintlamdl and external issuesas
indicated inthe teble bdow. Be vary honest about any mgiar weaknesses and threats and

expan how youwill repond to them

It mey nt be gopropide to st ot the SNVOTs 0 eqidly in the fird vadon o
youur pan They ae mationad hae to hdigt te impotance of addesng them
withn the gan. Y our plan shaulct

Internal Externd
.. buld on sregis .. eqdat opportunities
.. resolve weaknesses .. avoid threats

One goproachwaud be add a dosing sub-sadtionto this mein ssdionto save as a wrap-up statement
(or an overdl assessment) that describes how the proposed strategies/plans will:

huild on the business key drengths (neme tham),
resdve itsintemd wesknessss (nare the arees),
fuly eqdatt its extemd oppartunities (idanify them)
ad axad mgar edard thregts (eqdan how).

Altaretivdy, anitandong these lines could be induded as part of the ovardl 14. Conclusion towards
the back of the plan

20



3.6 Strategies

Use bullesto higHigt up to ten (or s0) key draegies (adions, programs, prgjects operating methods etc.)
inrdationto mgor fudiord areas - markets, sales, products/services, technology, finance,
meregamat, gparaions ec. Be areyou arepresenting realistic, medium- term strategies and

not ort-temtadics

3.7 Goals
Smmaize the pime godlstargess - far sdes profits endoymeant, market shares etc.

21



4. Present Status
Use ths sstionto snmaize achievemanis and paformence (firendd, sdles tedicd etc.) to date.

4.1 Background

Review the higary of the business (or the aigirs of the ideaif a Sat-up). For a tart-up, this section
oould be covered inore-two peges Allow Up to five or 0 pages for an establi shed businesssand
rdecgte odaled maeid to gopendioes

Sat by inroduang the promoterghaerehddars inthe busness and then describewheat thebusiness does
NOW.

Bxdanin broad tams how busness evdved intams of produdtdsavices customers/markets, funding,
menegarat, R&D c.

Use gopendices or foonotes to dsoussissues evats elc. ingredler ddtal without disrupting the flow of
the mein ted?.

4.2 Progress to Date

Bxdan the devdlopmat of the businessto its presant datus from sdesmarkeling, operational and
firendd perspectives.

421 Sales & Marketing

Use simde tables to hdp summaize sdles gomth, augomer/produdt ssgmantation, market shares, key
product volumes, prices achieved etc.

22



Here's a simple tahe $oning hidaic des

Table X- Sales Analysis (2004-2007)

v | s [ T
Product AA 200 259 302 350
Product BB 280 270 290 300
Product CC 0 89 158 230
Total 480 618 750 880
Growthrate (p.a.) Na +29% +21% +17%

* First six months are actuals. Estimates used for last six months.

Tip: This sheded teble looks vary sviat bt it may nat phatocopy well. Try printing it and then make a
photocopy of a photocopy. See any problems?

Also, dats can be vay dfedive & smmaizing data

Sales Analysis — 2004 - 2007 ($000)

2001 2002 2003 2004

900 -

800 1

700 1

600 - [ Product AA
500 1 Product BB
400 7 Product CC
300 - O Total

200 1

100 1

2 Footnotes can be used to explain or describe specific matters as they arisein the text without
distracting fromthe main flow.
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Indicate the aurat order book invdug\vdume terms or rddive to cgpeaty, and give an indication of the
immedicte outlook.

Méke refearence to the generd econamic dimete and the parformence of competitars during the review
period.

Desibe key evatsinrdaionto makeing, sdles ddribuion, promation, sdes management, agencies/
patnersad so on Rut dl deals inan gopendix.

4.2.2 Operations

Review the opardions of the busnessin tamms of adiviiesand invesmart.

Indude a shart dsoussonand hight levd tebles covaing empdoymant, auput levds capacity growth and
uilizaionetc.

Desribe key R&D, product and capitd invesmants and review devdlgomentsin management and
g/dars

423 Finances

Present a high-level snopss of higaricd finendd pafomence covaing inoome statements, balance
shedsec. Agan uevay shrde tales or datsad presat the details in appendices or acccompany-
ing audited aooounts Indicate and exdan key evarts.

Gwve infomaionabout Serehddings ad any gpiions oudtianding — lig harehdders dividend policies, etc.
Use an gopendix to cover the ddall.

Review the budget and year- to- date pafamence for curat year and ammaize theseina simpl e table.
Indicate the expected out- tumfar the curent year and highight key assumptions.

24



5. Product/Service Description
Keegp desiptions of difeings (products andlor savices) rdaively shart and aorfine them to broad groups.

Bxdan briefly whet they do and who will use them Indicate advantageshandfits they of fer or the needsthey
medt. Avad gdiing ino tednicd tams and ddals — put thsinappendices.  Summarize any product
test results and product approvas (secured/needed).

Introcuce compdling produdis'sarvices and eqdain whet mekes yours pedd.  Append any brochures or
price ligsto the plan (s an amex).

Two or three peges doud aufficefor this sadion. Try to add afew piduresto the ted and, if practicable,
indude a samde product or modk- Yo withthe plan. Consder augmenting this section with a good-
quelity video or computar- basad dide presantation.

6. Profile of Target Market(s)

Inthis sedtion, indicete market 926, ssgmants trends, competiion and usar/outomer profiles. This section
nexds real research. Allow about 3-6 pegesfar thisvay important section. Itisvery possible

thet detaled market research (fidd o desk) ad analysis might need to be done before this section
can be properly prepared. If research reportsare availablerefereto themin detail in appendices
or inducethemas annexes.

Thsisavay difficit sstionto prepere epaddly for dart-ups or edablished busnesses diversifying in new

(to them) markets These diffiautieswill be compounded, due to an absence of any reliable data or evidence
of likdy demend, for businessss entaing compl etely new markets or launching radically new offerings.
Nonghdess this ssttioniscritical as it underpins the business plan and demonstrates that the
promaters have dore their homework and know their marketplaces (at least as well as the
incumbat payas o other new entrants).  If this section is unclear, vague or superficia, it begs
the quedionasto whether there might be any real, sustainable demand for the proposed offerings.
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6.1 Market Analysis

Deribe the markets where the business operates andlor dlans to enter. Bxdan how they haveevalved and how
they are ssgmented

Segmentation of Markets

[ Excluded Segment
Not Served Segment
[ Served - High Price
[ Served - Low Price

Indcate how makdas ad sgrmats wil edve fo a leet te life of yor pan Use
dnmde tdles ad duats to illudrade key pans ad to dil down ino the gopropriate
odal. Raceddaled andyses in an gopandix.

Hereis an exarde of asmye tadle prgeding the sze of key ssgmeniswithin an overdl markets:

Segments 2004 2005 2006 2007
Segment A
Segment B
Segment C
Segment D

Higligt the ssgmants you are tagaing. Bxdan the dhannds of digribuionand promotional methods
used, ard indicate typicd promationd expanditure levds

Disouss product and tedndagy trends Review any reguldory redridions on trade:
Indicate the likdy impect of any possible dengesin antidpeted econamic conditions

Bxqdan why the proposad target markets are <o dredtive to your business
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6.2 Competition

Infroduce e mEN compditars (o nea-compditas f a nev makd aed ad pdile
them — hdglgt thar eduion sde ad aivies Ases tar SVOTs Hae ddaled
infamationinappendices.

Show how ther market sheres have evalved and indicate thar curent danding inthe market.

6.3 Customers/Users

Syt podbde adomadusas besad on tar demoggohicdhesdks Reviewv  tar
bwing hebts and ocondder the impedt of broad economic isses on te frequecy ad
levds of thar purdnesing

Rdile odomasusas ad eq@an hovivy they wil by yor poduddsavios in
pefeance to thoe of oompditos Disus picg  quity, promaoiond,  ddribuion
channd issues etc. and how your dffeings will be postioned

Quaify the rumbe of pogpedive adomasusas ad asses  tar  likdy

cosumptionpurchase rates (eg anountiyear, amount/purdnese, purdheseslyear and so on) for your
difeings and the compstition.

6.4 Market Size, Sales & Share Projections

Us dnpe tddes to show how makd dzs sgmats ad daes ae likdy to nove
in the fuue dta yor etrylgomh Indude hdtlevd <es pgetios far yor
busressinthesetables.

Avad garadized daamantslike “we amto adieve &b of the xx marke withn threeyears'.  Instead
build up your prgedions fram sound arelyss and detalled assumptions about sales volumes to be
achievad & audomar/outiet levds By way of acondusian, you could explain that these projections,
if redlized, coud resit in gpedified market sheres

Congder providing dtemdtive prgjedions basad on "bet” and “wordt” case soanaios which might reflect
dtardive assessments of futre economic and compditive conditions.
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7. Marketing Strategies, Sales Plans &

Projections

Ths ssttionfdlowson fram 6. Profiles of Target Markets and presents your proposed
makeing draeyes and odaled sdes pas and prgedions Devote Up to three-Sx

pages for ths sedion.

Insmde tams you nead to cover the 4Ps - product, price, place and promotion - ad
complleddalled revenue and makeing cogt prgedions for indusanintie 11. Fnendd
Prgedions.

7.1 Marketing Strategies & Sales Plans

How will your busness market its produdtdsavices and l themto cusomas? Whet are the
make enry/devdopmat draeges?

Indicate pars ad forecagt cogts far marketing, sdling, promation, advatisng, represntation, etc.

How will your produdts be presented to cuomers? Disouss peckaging, physcd distribution,
sales support and product support and forecast the related costs.

Bxdan pidng pdidesand aredit tams (be redidid). What dsoountswill goply and to whom?
Wl there be bad debits or retums and whet provisons $oud be made?

Whet will be the end- user prices? Assess the competitiveness of your busness offerings in terms
of price, queity, festures eic. & the levd of ses outles or ed-users.

How will you ded with the competitors? How will they respond? Whet are yaur contingency
pans inthe evat of lestargets nat bang fuly redized?

7.2 Sales Projections

Basad onthe market prgiedions in the previous sadion and markeling Srategiesdescribed above,

Set out ddailed ses (vdumes and prices) prgedtions for your vaious segments and products/
FVvices Theee prgedions Soud be mathly (for at leest one year ahead especially if the business
isseesord) and ather quartaly (much better) or avud thereafter.
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Use smde tables and grgphs to presant key data Indude ddalls ingppendioes

Quarter Ends in Year to Jan 2006 Annual
Sales 1Qr 2Qr 3Qr 4Qr Total
$000 $000 $000 $000 $000

Product Group:

- Groupl 305.0 3300 370.0 4300 1,435.0
- Group2 160.9 2313 308.3 3417 1,042.2
- Group3 79.3 114.0 151.9 168.3 5135
- Group4 285.0 320.0 345.0 380.0 1,330.0
Total sales 80.2 995.3 1175.2 13200 4320.7
% Quarterly changes NA 199 18.1 123

Review the markeing and sdes pas and ask whether youwill redlidticelly achieve the prgedted sdeslevds
and market shares. If indoubt, develop and present altaretive scenarios.
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8. Technology and R&D

If R&D isrdevat to your busness destribe progressto date, plans resources and highlight any techno-
logicd advances or achievemats

Introduce the key techndogy trendsdevd goments within your indudry or product area and explain how
you areresponding to tha?

What tedicd expatise hes been aoouired by the busness or is nesded inthe future?  What are the

qudlificationstedkgrounds of technicd &ff and extard advisas or collaborators? What vacancies/
nesds will aisein the futre and how will they be filled?

Smmaize eddingidanned petents and desribe the ovnadhip datus of dl inledud property rights
(induding trademarks, copyrights etc).

Smmaiz R&D eqadiue to dae ad aify fuue eqadtue pas  Idafy
miledones o gadfic prgeds to be ocompded Whae agoropide povide shat
eoonamic judificaions for major projects.

Keep tedmicd ddals to the minmumand eqdain unusLd tamns as soon as used. Use simple drawings
or flow dagrams to hdp destribe any complexissues

About two peges oud auffice Rut ddaled duff inan gopendix.
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9. Manufacturing/Operational Plans

Cove dl agpedts of ddribuion, savice provison, support andlor menufaduinggpadioswithinthis
stion Ardyze and project overheed expenses Depanding on the nature and scale of your
busness sLb- sdions could be usad to herde key topics This section may need two-five pages.

Irdicate locetions and mein fadlities Destribe pant/affioefedlities capedity & ulization (past, present
and fuure). Soadfy invesmantsto date and fuiLre plans Didinguish between mandatory and
dsdionary epandture and provide judificaions (n terms of RO, payback periods, etc.)
where appropriate. Include or append maps, charts, pictures, etc.

Highigt mgar demats of oparations Use snde degrars to illudrate processes or compl ex
rdaiondhips
Indicate organization srudiure, humen resources (heed counts grades ills traning, etc.), product

oodings quelity conird, produdtion sysams maintenaence, cudomer support, etc. Use simple
teblesto summaize and place ddtal ingppendioss

Quarter Ends in Year to Jan 2006
Functions 1st 2nd 3rd 4th
Nos Nos Nos Nos
Direct labor:

- Groupl 12 15 18 21
- Group2 11 13 14 16
- Group3 5 10 10 10
- Group4 10 13 16 19
Total direct labor 38 51 58 66
Indirect labor 10 10 10 10
Supervisory daff 5 5 5 5
Sales 5 5 5 5
Clerical 10 10 10 10
Management 10 10 10 10
Research & development 5 5 5 5
Total headcount 83 96 103 111
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Briefly destribe sydams far product aoding, quelity contrdl, produdtion menegamant, meintenance, austomer
uppart éc. Use simde tablesto smmaize ad place any important details in an appendix.

If gppropriate, goaaify unt cods far key inpuis such as labar, payrdl, power, communications, environ-
matd savicss ec. and forecast how these migt move inthe future due to inflation, currency rates,
etc. Where rdevat, forecast consumptionulilizaionratesfor key itemsand usethesetoprgect their totd aosis eg,

heedoourtmultiplied by labor cost rate equals total labor cost.

|dentify key sarvices, metaids or goods to be purchesad. Indicate prices taxes/duties, purchasing
arangemants sodk- hdding pdidesand aedit tams Disouss likely future price trends.

Opening Quarter Ends in Year to Jan 2006
Inventories Levels 1st 2nd 3rd 4th
$000 $000 $000 $000 $000
Finished goods 125.0 165.6 1954 2253 244.8
Materials/goods 120.0 120.0 120.0 120.0 120.0
Total inventory 245.0 285.6 315.4 345.3 364.8

Bxdan trangport/didribution arangemants ad rdated codts For overheeds, induce detailed schedules
in an gppandx and smmaize thamhere

Syt ods & vaidde sm-vaidde ad  fixed Indcae  oodings  for key
poduddsavicss ad aify indvidd gos mags (se  tdble below).  Discuss
breakeven points at corporate, opaaing unt ad product leds.

Quarterly Averages for Year to Jan 2006 Annual
Product Groups 1st 2nd 3rd 4th Averages
%Sales %Sales %Sales %Sales %Sales|
Groupl 3.3 3.0 395 36.4 373
Group2 46.2 405 395 387 405
Group3 425 37.3 36.4 35.6 373
Group4 35.2 31.3 30.8 30.7 31.8
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Total Gross Gross
Year to end Jan 2006 Sales Margin Margin
$000 $000 % Sales
Product Group:
- Groupl 1,435.0 593.3 41.3
- Group?2 1,042.2 369.8 35.5
- Group3 5135 177.3 34.5
- Group4 1,330.0 653.7 492
Total 4,320.7 1,794.1 41.5
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10. Management & Administration
Allow two- three peges far this sedion.

10.1 Management
Introduce the menegemant teemand thar rdles Indude shart prdfiles bt rdeggte detals to an appendix.

Use asmde agarizationdhat to illuarae the drudure (if avalede uilize the Microsoft Organization
Chating uility withWord — select Insert | Object.... | Create New | MS Organization Chart).

NewCo
John Doe
CEO
[
I I |
John Smith Sean Citizen Anne Other
Financial Director OperationsDirector Marketing & Sales Directar
(To be recruit

Indicate any gaps ad eqdan messresto recruit. If necessary, present job specsin an appendix.

Smmaize manegamat remunaaionand key dausssinerpoymat contracts Indudes profilesfor non-
exenuive dretors (exiding/propossd).

10.2 Administration

Indicate locations and fadliies  Destribe admindraive arangaments

Bxdan key oparationd, aooounting and rdated menegamat sysams Speafy communications and I T
gydams Desibe devdgomat das ad cods

Indicate mein components of overheed cods and presant hight levd prgjections (if not already covered in
the previaus mein sedtion).
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Quartersin Year to Jan 2006 Annual
Cost_Analysis 1st 2nd 3rd 4h Total
$000 $000 $000 $000 $000
Materials/packaging/goods 299.5 333.8 411.5 453.9 1,498.6
Direct labor 108.3 140.4 170.3 202.9 621.9
Other direct 76.2 97.7 107.8 124.4 406.1
Total Cost of sales 484.0 5719 689.6 781.1 2,526.6
Overhead expenses:
Operational (indirect) 88.5 88.5 88.5 88.5 354.0
Selling & freight 89.3 9.1 99.8 102.3 385.3
Management/admin staf f 150.0 150.0 150.0 150.0 600.0
Research & development 63.0 63.0 63.0 63.0 252.0
Administration 21.0 21.0 21.0 21.0 108.0
Occupancy/general 435 435 435 435 1740
Total overhead expenses 461.3 466.1 471.8 474.3 1,873.3
Total direct costs & expenses 945.3 1037.9 1161.3 1255.4 4,399.9

Chats canbe muchessier to fdlow thentables

Any Corp Inc Fig. 3 - Cost/Expense Analysis
Operating lease
160 payments
Depreciation
140 ‘ [[1Bad debts
\
120 A [ Occupancy/gener
al
100 A [JAdministration
80 EIResearch &
development
60 [CIManagement/ad
min staff
[Selling & freight
40 A . 2
[®] Operational
20 A (indirect) exs
ElCost of sales
0 -
Feb Mar Apr May Jn Jd  Aug Sep Oct Nov Dec Jan
12 months commencing in Feb 2005
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11. Financial Projections

Presat key finendd projedions eg. P& Ls (inoome datemants), cadhflows belance sheets and key ratios.
If breskevenis expected to ooour within a yeer, meke the projections on a monthly basis for the first
year and use quataly theredter. Othawisg, show monthly projections until the year in which
breskeven (for profiteility and cashflow is anticipated.

It is essntid thet @l the finendd detements be fully integrated and linked

The devdopmeant of anintegyated, eror-free, spreadsheet- based firendd paner isavery difficult and
time- corsuming task even for exparienced accountants and spreadsheet users. Y ou don't want to
gand sveard days devdgping a computer modd whenyou arereally interested in planning a business.

Keep ths sscionwithin four-eght peges by ensuning thet anly high-levd finrendd projections areincluded
insummay tbles Flace dl ddalled schedules ingopendices.

Hnenad prgjedions mud nat be prepared inisdaionfromtre rest of thedan. For example, the results
of market research doud flow into your sdes prgedtions which should generate your revenue fore-
cads Under no draumgianoss doud you do the detailed financial projections and then write a
pantoaut By dl means, do some high level financial planning at an early stage to get afee
for the basic figures and sensitivities but don't let the plan become a financially-driven
documant without any drong market bess

11.1 Key Assumptions

Use ths ssttionto review and pull together the key assumplions to be usad inthefinancial projections.
Rdae your asumptions far sles codts, heed court etc. to the detailed plans/schedules outlined in
preosding sectiors.

Also, oeafy the assumptions usad for caoital expenditure, extamd funding and warking capital. For example,
the teble on the fdlowing pege ummaizssthe fird year's planned capitd expenditures:
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Quartersin Year to Jan 2006

Annual

Capital Expenditure st 2nd 3rd 4h Total
$000 $000 $000 $000 $000
Land, buildings & improvements 150.0 150.0
Plant, equipment & machinery 150.0 150.0
Automobiles, vehicles etc. 500 50.0
Total capital expenditure 300.0 50.0 350.0

The fdloning tedle indicates the divarsty of assumption variables thet mey nesd to be
considered in order to produce projected P& L s, cashflows and baance sheetsfor a

business.

SHesvdumes

SHling prices

SHling & digribuion cogts
Tax rates for inpuis
Ressarch & devdopmat
Interest rates

Tax rates for sales
Manegamat/admindration
Chenges inloansidelt

Bad delt provisas
Gagd ovaheads
Operating leases & HP
Targe finided docks
Dgxeqaionraes
Current year
debtors/creditors
Opaning balance et

Fixed asst vdues
Inanghle asts

Materid cods
Acoumulated dgredidion
Prgpeymantsacauds
Mataid WIP invataies
Capitd expadture
Saeises

Direct heed court leds
Cqiitd & revaLe gats
Dividads

Wege rates

Fixed asset digposas
Corporationtax

Other direct costs
Finence lesses

Presing of gpening belances
Operationa overheads
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11.2 Income Statements

Introduce the projected income datements (prdfit & loss acoounts) wieng ashort paragraph (or bullet
pants) to higligt the key expected autcomesfor sdesand inoome. Use simple tables to summarize

the key figuresand place dl ddialed ardlysesin appendices.  As shown below, simple tables and
chats can show trendsard pettans vay clearly.

Years to end Jan 04-05 05-06 06-07 07-08 08-09 09-10
Act/Fst Proj Proj Proj Proj Proj

$000 $000 $000 $000 $000 $000

Sales 1,900 4,321 5,242 6,295 7,239 7,963
Cost of sales 1,350 2,527 3,014 3,577 4,126 4,380
Gross margin 550 1,794 2,228 2,718 3,113 3,583
Total operating expenses 1,090 2,049 2,216 2,493 2,743 2,999
Income from operations (540) (254) 12 225 370 585
Other income, interest expense etc.  (35) (18) 121 88 175 129
Net income before taxes (575) (272) 133 313 545 714
Taxes 9 25 44 57
Net income (575) (272) 124 288 501 657
Dividends declared 125 150 140
Transferred to reserves (575) (272) 124 163 K 517

Any Company Inc Fig. 15 - Sales & Income

v Sales
1,600 L
1,400 /
1,200 / —— e
1,000 / margin
800 /
600 / -~ — e & - |ncome
400 v — from
- - operations
200 p— I —
==X == | : || === et
= )
200 - income
before
Years commencing Feb taxes
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11.3 Cash Flow Projections

It is usLd to gve montly cash flow prgjedions for the firdt yeer, or longer, dgpending on theimportanceof

cadhflow and the time nesoied for the busness to become cagflow positive. Many readers of your

dan — bankers veniure cpitdids and other invesiars — will pay far more attention to your cashflow
prgedions thento the income datlements  They will seek to establish that the business will not
run ot of cash before it reachesprofitability - more businesses fail for lack of cash than for

want of profit.

Any Corp Inc Fig. 5 - Cashflow
300
200 B B B
100 | DNethfl
cashflow
0 ||_ T T T ||_| T T | ||_| 1
(100) Al F ar r \ n | g QOct Nov jﬂ_[
— [CINet cash
(200) A — 1 — balance
(300) (deficit)
(400) L]
(500)
12 months commencing in Feb 2005
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Lessddalled prgedions (quartaly or anud) mey sufficefor subssquat years as per the specimen table
bdow.

Years to end Jan 05-06 06-07 07-08 08-09 09-10
Proj Proj Proj Proj Proj
$000 $000 $000 $000 $000
Net cashiiows fromx
Operations @21 20 269 565 831
Investing activities (320) (200) (55) (379) (325)
Financing activities 755 210 {40 o) (50)
Increase (decr) cash 14 200 74 115 356

Usetedt ad hulesto hdhigt and eqan ay key vduesor smmaize the trends shown in tables or
charts.

Any Corp Inc Fig. 16 - Cashflow
700
600 ~
500 -
400 ~ | CONet
300 L cashflow
200 | 1 B
L L || EONetcash

- — = e

0 ' ' ' ' ' ' (deficit)
10
(20

Years commencing Feb

11.4 Projected Balance Sheets

When pesting proected bdance sheds you will nesd to indude an gpaing  bdance
det which hes been bessd on adted figres (for led yer) o edimeted data (for
arrat yea). If yor buEnes is a pure dart-up, its goenng bdance et may contan
o vaues

The projected balance shests M lirk into the prgjected inoome datemants and cashflow projections.
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Years to end Jan 04-05 05-06 06-07 07-09 08-09 09-10
Act/Est Proj Proj Proj Proj Proj
$000 $000 $000 $000 $000 $000
ASSETS
Current assets:
Cash 10 104 178 293 650
Other 605 984 1150 1341 1548 1,696
Total Current Assets 615 984 1,254 1,519 1,841 2,346
Fixed & intang assets 720 1,042 1,185 1,551 1,763 1,899
Total assets 1335 2027 2440 3070 2604 4245
LIABILITIES
Current liabilities:
Short-term loans/credit 120 96
Other 545 _651 954 _1433 15471 _1.603
Total Current Liabilities 665 748 954 1,433 1,547 1,603
Total longterm liabilities 125 681 564 552 621 689
Total owners' equity 545 598 922 1,085 1,436 1,953
Total liahilities 1,335 2,027 2,440 3,070 3,604 4,245

11.5 Sensitivity Analysis

Presat the key reauts of a What-if andlyds basad on "bett” ad "wordt" case scenarios. As ageneral
quide be comsavative evenwhen presanting the "bet” case

When daming soenarics; take aooount of possible prgject dat-up ddays sdes volume shortfalls, lower
priceleds ad higher cods For example whet wauld be the financial outcome (or additional funding

requirement) if salesvolumesand pricesare both 90% of targetsbut direct and overhead
oossareeech NP6 planed?
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SENSITIVITY ANAI YSIS FACTORS REPORT

: Ec Nar Apr My Jun Ml Ag Sen od Ny
9% Incr(+) or decr (-) sales volumes >
%Incr(+) or decr () seling prices >>
% Incr(+) or decr (-) matligoods costs ->>
lnal)o degr () wead e 2>
Quarters for Three/Five* Years: 10tr 20t 30tr  40tr  10tr  20tr  30tr  40tr  10tr  20tr  30tr  40tr

% Incr(+) or decr (-) sales volumes >
%Incr(+) or decr (-) seling prices >>
%Incr(+) or decr (-) matligoods costs ->>
Shlncr() o decr () oerheadexs  ->>

Indicate bregkeven paints and explore the conssquences of inoemanting vdumes, prices

and costs (e.g. by 10%, 15%, 20% etc.). Only present hightlevd smmaies— rdegge
the ddtalled cdadations to gapendices or réain them as warking pepers
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11.6 Ratio Analyses

Highigt the key ratios and trends over time Compare prgjected finendd ratios with industry normsand
juify any sgnficat devisions

Years to end Jan 05-06 06-07 07-08 08-09 09-10
Proj Proj Proj Proj Proj
Gross margin (% sales) 415 42.5 43.2 43.0 45.0
Net income before taxes (% sales) 6.3 2.5 5.0 75 9.0
Sales as % breakeven 88 101 109 113 120
Net income before taxes/total assets (%) 55 10.2 15.1 16.8
Salesftotal assets (times) 21 2.1 21 2.0 19
Net debt as percent
owners' equity (Max=200%) 150 81 67 46 18
Net assets per share ($) 0.97 1.39 1.63 2.16 2.9
Earnings per share ($) 0.49 0.19 0.43 0.75 0.9
Dividend per share ($) 0.19 0.23 0.21
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12. Funding Requirements & Proposals

Look tofud the "mod likdy' case, or even"ware” casg, rathe thenfor the "best” case asrevealed by
sstivity andlyss

Smmaiz ad thuae fudng  reuremets Indcae paved  usss possble
oucss ad fors (equty, loens gats aedt ec) ad lkdy tems Sadfy ad
dooumat ay fuding commitmants sscured.

To guceinvestars you may wishto spedfy the likdy range of equity dake indicate possible exit routes
(IPO, trade sale, buy-back etc.); possble board representation; and make a stab at the
projected retums on thar invedmant.

If presenting funding proposals, bear inmind the golden rie — He who has the gold makes all the rules.
If veluing the business be redligic and base it on mare then ane method of valuation, e.g., net asset
values pricdeamings ratios caatdizationrevenue ratio, industry yardsticks and so on.  Take
aooount of market condiions and “'gaing retes”.

Y ou may wishto withhdd detalled funding proposals and tams until you have met possible investors or
lendersface-to-faoe and have heard ther initid reections

This section need not exceed a page or so.
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13. Implementation

Thsisaaiticdly impartart sedtion — use it to trandate dl your proposds into deer, realistic and implement-
ddepas

HidHigt the mgiar dedison paints time scales milestones and adtions repuired by management and others
to progress the pan. BExdain contingency dans to cover shortfalls.

Be redidtic about the likdy rate of progress and meke provisonfor dippages. Summarize the key elements
inaGant chat or table

Useamadmum of three pages for this ssdion
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14. Conclusion

Use ths ssttionto wrgp Up your danad to leave the reeder withawamand postive view of the business
ad itsplas

Review what the business expects to adhieve: Indicate why it will sucosed and why it should be supported
by invesars etc. Be vay pastive and corfidant to encourage favorable reactions.  Confine this section
to afew caully-drafted paragigohs ad wite it once the plan is almost compl ete.

Tip: Gat someore to reed a near-fird drit planto chedk thet it mekes good busness sense, reads well and is
dea. Idedly, thet "someone’ $oud be a detached, indgoendat person involved in business with experi-
ence of your indudry andlor busnessdaming Hopefully, they will be able to see "wood from the
trees’ better thenyou can Donit beresentful of any criticism - - use it to improve the next draft. If

your danisleghy o important, anidpetesevad drts
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