I.   Executive Summary 
A brief summary of the key points contained in the business plan.

a. Business Concept 

(Describe exactly what the idea is for your company by answering these questions:

· What will you sell?

· Who will buy what you are selling?

· What advantage will you have over your competitors?)

b. Vision Statement = Defines the way an organization or enterprise will look in the future. Vision is a long-term view, sometimes describing how the organization would like the world to be in which it operates.
 (Go to www.polyhigh.org for ideas)

c. Mission Statement = Defines the fundamental purpose of an organization or an enterprise, succinctly describing why it exists and what it does to achieve its Vision.
(Go to www.polyhigh.org and www.mission.statements.com for ideas)
III. Products and Services
This section highlights the description of the product and/or services you are presenting.
a. Description

1. New, Expanding, Stable, Declining

2. Immune, Sensitive, Seasonal, Resilient

b. Competition (who they are, the name of their products, the prices of their products)

c. Competitive Advantage

d. Type of Risk 

1. Pure 

2. Speculative

                e. Controlling the Risk

1. Risk Avoidance

2. Risk Reduction

3. Risk Transfer

4. Risk Assumption

     f. Unique Selling Proposition

IV. Market Analysis

This section should illustrate your knowledge about the particular industry your business is in. It should also present general highlights and conclusions of any marketing research data you have collected.

a. Niche Marketing

The Running Muffin Café will specifically target its heavy users who are health conscious men and women between the ages of 18 and 50 so that we can direct our marketing efforts more precisely.

b. Segmented Marketing

c. Competitive Intelligence

d. 80/20 Rule

e. Market Structures 

1. Perfect Competition

2. Monopolistic Competition

3. Monopoly

4. Oligopoly

f. Supply 

1. Diminishing Marginal Utility

2. Scarcity

3. Surplus

4. Shortage

5. Equilibrium

g. Demand 

1. Elastic

2. Inelastic

V.  Marketing Plan  

In this section, the first thing you want to do is define your marketing strategy including all of the techniques you will use for promotion, price, place, and production.
a. Promotion

1. Propaganda Techniques

· Sex Appeal 

· Snob Appeal 

· Appeal to Tradition 

· Appeal to Authority

· Outright Propaganda 

· Plain Folks 

· Something for Nothing or More for Less 

· Appeal to Excellence 

· Everyone Else Has One 

b. Price 

1. Impact of Price

2. Non-Price Factors

c. Place

1. Retail

a. Trade Area

b. Layout Planning

2. Service

3. Manufacturing

4. Wholesale

5. Distribution

6. E-Business

d.   Production             
                          1. Land

                           2. Labor

                                    a. Specialization

                          3. Entrepreneurship

                          4. Capital

VII.     Financial Plan 

Forecasts the financial details of your future business.
	NAME OF YOUR COMPANY, Inc.

	Projected Income Statement

	
	2012 
	2013
	2014

	Sales

	
	
	

	Cost of Goods Sold

	
	
	

	Gross Profit

	
	
	

	
	
	
	

	Salaries

	
	
	

	Advertising

	
	
	

	Rent

	
	
	

	Utilities

	
	
	

	Insurance

	
	
	

	Interest

	
	
	

	Total Operating Expenses

	
	
	

	Net Profit

	
	
	


� Sales= 2012 [Retail price of product x 1,500]; 2013 [Increase sales by 7.5%]; 2014 [Increase all sales by 12%]


� Cost of Goods Sold = Cost of Goods x # sold.


� Gross Profit = Sales – Cost of Goods Sold.


� Salaries = $50,000/year for each team member


� Advertising = 2012 [5% of Sales]; 2013 [4% of Sales]; 2014 [1.5% of Sales]. 


� Rent = 2012[1,000 sq/ft x $9.00/sq. ft. (per month)]; Increase by 6% every year. 





� Utilities = Flat rate of $1500/year.


� Insurance = Flat rate of $1850/ year


� Interest = Business Loan for $75,000 at 12.5% interest/year.





� Total Operating Expenses = Salaries + Advertising + Rent + Utilities + Insurance + Interest.


� Net Profit = Gross Profit – Total Operating Expenses.





