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Successful small to medium businesses are essential to securing
the future growth and prosperity of Northland.

This guide has been compiled by Enterprise Northland to
support your efforts to start a successful small business.
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What is a Business Plan?
Why do I Need one?

Starting a business without a Business Plan would be like deciding to drive in a  strange
city without a map. You would have little idea where you are going or how long it will
take.

This is what it would be like operating a business without the most important tool – a
plan.

The Business Plan is a set of realistic goals with procedures set out on how to achieve
these goals. By looking at individual goals and working on the plan to achieve them,
you are able to see any obstacles that the business may face. The end result is being
able to work smarter – not harder – to achieve these goals.

A Business Plan is an indepth analysis of your vision, mission and resources as well as
the environment you will operate in. A Business Plan should identify key strategies, which
must in turn be supported by appropriate actions or programs.

The key to a successful Business Plan is buy-in. Those responsible for implementing the
Business Plan should be responsible for its formulation. Outside experts can provide
invaluable input, however, their key role is to assist you in forming a plan, not writing
it.

Business Plans are not only for start-up enterprises. A Business Plan can prove invaluable
to an established business, provided it is reviewed and updated regularly ie: it remains
a living document!

Enterprise Northland
• Refers businesses to providers of advice, information and training to assist with 

business start-up, growth and development
• Delivers the Business Mentors N.Z. mentor programme that is available 

for businesses that have been operating for 12 months

113 Bank Street
PO Box 1762
Whangarei
Phone 09 438 5110
Fax 09 430 3008
Email: info@enterprisenorthland.co.nz
Website: www.enterprisenorthland.co.nz

Other websites that may be useful:
• BIZ: www.biz.org.nz
• NZ Customs Service: www.customs.govt.nz
• Tertiary Education Commission: www.tec.govt.nz
• Inland Revenue Department: www.ird.govt.nz
• Inventors Trust: www.inventors.co.nz
• Intellectual Property Office of New Zealand: www.iponz.govt.nz
• Department of Labour Employment Relations Service: www.ers.dol.govt.nz
• Statistics New Zealand: www.stats.govt.nz
• Business Mentors New Zealand: www.businessmentor.org.nz
• NorthTec: www.northtec.ac.nz
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Northland Business Development Trust
• Provides training for those in business or wishing to start a business.
• Clients may also attend seminars in marketing, cashflow planning and other relevant 

business training.

28 Rathbone Street
PO Box 1573
Whangarei
Phone: 09 438 1700
Fax: 09 438 1700
Email: nbdt@xtra.co.nz

Step One
Define Your Business Idea
Get your ideas out of your head and on to paper – you cannot see a bank manager,
investor or grant facilitator if the idea is in your head!

• Will you make a product? – Food? Wood? Metal?
• Will you open a retail shop? – Craft? Clothing? Books?
• Will you provide a service? – Courier? Lawnmowing?

Ask yourself…

• Is there a need for this new business?
• A good idea is not always good enough.
• Is there a gap in the market?
• Is there a strong public demand for your product or service?
• Can you create a strong public demand for your product or service?
• Is your idea revolutionary?

Te Puni Kokiri
Maori Business Facilitation Service

• A free business development service for Maori interested in starting up or wanting
to improve an existing business.

• It does not provide funding to individual small to medium business owners.

3rd Floor, 3-5 Hunt Street
Private Bag 9026
Whangarei
Phone: 09 430 3731
Fax: 09 430 3160
Website: www.tpk.govt.nz
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The following agencies and organisations provide advice on how to start, develop
or expand your business, or may be able to help you find out where you can
go for professional advice.

Business Services (Northland) Ltd
BizNorth
• Provides a limited number of placements on the business start-up programme delivered

by the Open Polytechnic of New Zealand, ie: a distance learning course.
• As soon as your business has started trading, we recommend you participate

in our Enterprise Training Programme, designed to help businesses grow by building
their management capabilities.

PO Box 221
Whangarei
Phone: 09 438 1394
Fax: 09 438 1394
Email: biznorth@businessservices.co.nz
Website: www.biznorth.co.nz

Northland Chamber of Commerce
• BIZ provides information, referrals and assistance to businesses and start-up 

businesses on both Government and private sector services including funding
• BIZ can help identify organisations, people, training programmes and resources 

to help grow businesses or simply make them better

3-5 Hunt Street
PO Box 1703
Whangarei
Phone: 09 438 4771
Fax: 09 438 4770
Email: info@northchamber.co.nz 
Website: www.northchamber.co.nz

Step Two
Take a Good Look at Yourself!
In many cases the success of a small business depends as much on the skills, initiative
and capacity for work of the owner as it does on the business itself and the economic
climate.

Ask yourself:

• Are you a self-starter?
• Are you independent?
• Do you like to work alone?
• Are you prepared to work long hours?
• Do you remain calm when things get tricky?
• Are you healthy?
• Can you accept responsibility?
• Are you able to make decisions?
• Can you handle constant interruptions?
• Are you optimistic?
• Are you able to support yourself financially until the business is 

making money?

If you have answered no to more than two of these questions, you should rethink very
seriously or consider getting a business partner whose strong points compensate for
your weaker traits.

You also need to consider:

Do you have family and whanau support? This support is critical to the success of a
small business.

• Your time and energy will need to be put into the business and 
taken away from the family.

• Family assets may be required as security for borrowing and your income 
may drop.

Do you have other support that is required?

• Are you confident enough to risk your own assets if required?
• Do you have previous experience within a related industry or 

activity which can improve your chances of success?
• Do you have the appropriate industry knowledge?
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Step Eight
The Bank
To assist you when approaching a bank for finance, you now have:

• Business Plan
• Cashflow and Budgets
• Accountants Appraisal

The bank will want to see your Business Plan.

For the bank to lend the business finance, it must feel comfortable that your business
will be able to make the required payments.

The bank will want to see the information contained in the Business Plan, such as:

• Cashflow Forecast
• Profit and Loss statement (if purchasing existing business)
• Your business competitors
• Your capital investment in the business
• Personal experience in this or related industries
• Staff employment

All this information is vital for the bank to assess the viability of the business.

Congratulations! You are now ready to
start your business!

Step Three
Research Your Competition

• Are there businesses doing something the same or even vaguely similar in
your area? In your city? In your region? In New Zealand?

• Is there room for another business entering the market?
• What does your competition charge?
• How many staff do they have?
• How do they package, present and market their product or service?
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Step Seven
The Accountant
Make an appointment with an accountant. When you meet with your accountant, take
in your Business Plan outline.

To appoint an accountant, phone three or four accountants and compare information.

To help you choose an accountant, you can ask the following:

• Do you have experience in my industry?
• Will you provide ongoing assistance when required?
• Do you have free 30 minute to one hour sessions when we first meet?
•  What do you charge per hour?

The accountant will discuss your plan and help you prepare and forecast your own cash
flow and budget.

The accountant will advise:

• How to set up your books
• The best option – sole trader, partnership or company
• How to manage GST, PAYE, FBT, ACC and Income Tax, OSH
• Whether your pricings and costings are correct
• How to approach your bank for finance
• Financial planning

Step Four
Research Your Potential Customers
Establish who your customers will be.
Don’t assume that everyone wants or needs what you are selling.

• Who are your customers?
• How many are there?
• What do they think of your product or service?
• Where do they live? A particular area of the city, district, region?
• What age group are they?
• What wealth bracket are they in (low, middle, high income)

If you are unsure, make a questionnaire with 4-5 questions and go out and survey
various groups in the community.

From the information above, create a customer profile (target market). You may have
several customer profiles (several target market segments).

Go out and survey customers in each target market, use a questionnaire:

• Do they want your product/service?
• Why?
• What are they prepared to pay?

With this information you can develop your marketing tactics

• How can I reach each of these target market segments for the 
least possible cost?
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Step Six
The Solicitor
If you are buying a business, see a solicitor with a copy of the formal sales agreement
before you buy – have the solicitor check it out to see if the terms are fair?

See the solicitor again after you have decided to purchase your business venture to
formalise how you will manage your own business.

To appoint a solicitor:

Phone two or three solicitors and compare information.
When choosing one, you can ask the following questions:

• Do you have experience in my industry?
• Will you provide ongoing assistance when required?
• What do you charge per hour?
• Do you have a free 30 minute to one hour session when we first meet?

You will need a solicitor:

• To check signing of any purchase agreements, contracts, leases, mortgages, 
franchise agreements, loans and guarantees.

• This is a very important step and can save a lot of money and concern at a
later date.

When you meet with a solicitor, take in your Business Plan outline.

Ask for a free initial session to discuss (not complete) the following:

• Business Structure eg: sole trader, partnership, company, trust
• Terms of Trade eg: payment terms, Court of Law
• Public Liability
• Contracts/Agreements/Distributors Agreements
• Leases

If you are purchasing a business, you must get a copy of the current owner’s books –
three years is optimal. From these figures, an analysis can be made for evaluating the
dollar value of the business.

Time to Re-evaluate
Your Idea

Ask yourself again -
“Is this business idea still a good idea?”

• Has your market research shown that there is a sufficient gap in the market for you to 
make a living?

• Has your market research shown that there is a large enough group of customers 
for your survival?

• How can you get a large enough group of customers to survive/thrive?

If you can answer yes to the above, proceed with developing
a Business Plan.
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Step Five
Time to Prepare Your Business Plan

In this folder is a guideline to placing your ideas down on paper and creating your
Business Plan.

The Business Plan can be used in a number of ways:

• To assess whether your new venture is viable
• To help raise funding
• As a guide for your planning process and business operation
• To help attract an investor
• To help with government grant applications

Completing  the plan in a comprehensive manner will take some time.

Some of the points covered in the plan include:

• What are the goals and aims of the business?
• What do you want to achieve over the next one to two years?
• Where are you going to obtain your materials or products? Do you have a 

regular supply?
• How are you going to manage your business? Do you need a partner?
• Where are your premises?
• Do you need staff, office equipment, stock, plant and machinery?
• How are you going to market your business?
• How are you going to finance your business? Do you need money from other 

people, banks?
• Do you have other income to live on until your business can support you?
• What is your estimated income and expenses – what is your estimated Break 

Even point?

Now That You Have Completed Your
Draft Business Plan…
Re-evaluate Your Idea Again!
Read your draft Business Plan. Ask yourself…

• Is this business still a good (great) idea?
• Is there a need for this new business?
• Does the Business Plan indicate that you have a feasible business venture?
• Can you make the income you require from this business venture?

If you can answer yes to these questions, continue
with the business planning process
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