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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 successtul small business.
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What is a Business Plan?@

Why do | 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!




Step One

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? - Food2 Wood? Metal?
Will you open a retail shop? - Craft? Clothing2 Books?
Will you provide a service? - Courier? Lawnmowing?

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?
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Step Two

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.

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 optimistice

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.

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.

. 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?




Step Three

. 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 Four

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).

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

With this information you can develop your marketing tactics

. How can | reach each of these target market segments for the
least possible cost?




Time to Re-evaluate
Your ldea

. 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?
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Step Five

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

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.

. 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!

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?
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