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INTRODUCTION

o start your own business is an important and difficult feature that requires

financial preparation, support from family, friends opinion etc... Thinking to

start a business means interference in the first degree of business plan-

ning. Basically, business planning is striving to convey the idea into reality.
Although no one and nothing can guarantee that the new business will be successful,
however, with prior preparation and planning can significantly improve the chances of
success.

The procedure for planning of the business or the business actually consists in
making a business plan. A business plan is a key tool in the hands of the owner in de-
termining the direction and business development. It reflects the practice, knowledge,
skills and abilities of the owner to create a new value, as well as ways to achieve the
objectives laid down in the exact time frame.

A business plan is required bothin large, and small enterprises, and it is required
of all companies regardless of their size or ownership structure. Any new business or
a business action brings risks and business plan helps risk to be perceive and reduced.
A business plan helps the owner again to check the feasibility of his idea to begin with
its implementation. In other words, business plan is representing owner business idea
in writing.

A business plan can be made by the owner of the enterprise, but often owners of
small businesses this operation entrusted to a more experienced expert or institution.
The analysis is important to evaluate if the business idea is viable, can survive and be
successfully developed.

@ How to make BUSINESS PLAN for starting a small business



The significance of the business plan is multiplied, because its helpsto the owner
of the company:

= To obtain a clear picture of possible risks in achieving its objectives —with the
drafting of a business plan in advance, the owner gets an opportunity to fore-
see possible problems that could be encountered and opportunity to plan how
to solve those issues;

= To self-present to the lenders or investors, if he needs to require additional
financial support for the realization of the business idea. The optimal solution
for every business owner is to prepare a business plan before starting to work,
and then to elaborate, review, supplement and improvethe plan, so that he can
be able, at any time to reflect the real state of the business.

The significance of the business plan is primarily reflected in the assessment of
the chances (opportunities) for success.

To assess the chances of success and to consider the need of amount of money
that will be enough to start and develop a business. For this purpose it is necessary to
accurately know your own financial ability and the potential,so to be able to measure,
to what extent you can take the risk of the new venture. Not one person is supposed to
open a business if it is not able to provide capital as needed. It is convenient to own the
property, so that you could facilitate the procedure for approving loans from financial
institutions, if necessary.

The chances for success also depends on market conditions. Therefore, to reduce
the risk of failure, it is necessary to assess the market, and then again to think about the
business. In fact, you should find out whether the market is in need of goods or services
which you plan to offer and whether is the extent of potential demand. You also need
to assess the barriers of market entry, or what conditions must be met to offer a new
product to consumers.

The chances of business success often depends on the knowledge, skills, experi-
ence and capabilities of the owner to produce or sell a particular product. The business
plan should show whether the ability of the owner of the company are sufficient to
realize the business idea, or to determine what knowledge or skills should be further
overcome to realize their business idea.
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PLANING PROCESS

usiness planning is a process, because it includes a follow-up activities by
applying the appropriate methodology of work that is accomplished in a
certain period with a certain dynamic.

Business plan document is the product of the process of business
planning. It should include the following elements:

= Time period for which the scheme is formed.

= To where do we want to get with that plan?

These are goals that should be achieved.

= How much money do we have, and how we are going to spend them?

= What we are going to do at that period?

The first two points are actually the most important for every process of business
planning.

That means that this process has a timeline to be addressed to and that there
are goals or descriptive elements about the position of the business after you pass that

time frame. The first step to get where we want be, is the process of planning, whose
product in fact is the business plan, but to get where we intend to be, it is necessary

PART 1
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to implement the plan. A second component in the process of planning is improving.
No one ever plans anythingto be worse. We believe that there is no man, not even an
entrepreneur who is planning to do something inferior, something that will not yield re-
sults, and something that will destroy him. So when you are in the process of business
planning always note the word of improvement or simply ask yourself the following
guestion: How can this be improved?

If at the beginning we said that the business plan document is a product of the
process of business planning, now we would like to extend this testimony listing actions
to implement in order to achieve goals. We do not say that any business plan is a prod-
uct of business planning because the business plan kept in the drawer is not a process
of business planning. It's the same as if you did not plan. That would be a lost of time!
But the business plan with activities in which you are bound to implement, and in the
specified period to perform the activities, than the business plan is a true product of the
process of business planning and the process can certainly be described as success-
ful. Maybe those activities do not reach the desired target destination, but the process
would qualify as a successful process. Why? Just because you were able to learn first
and most important lesson of entrepreneurship - to implement what you have planned,
even though there may be errors in the process of planning, because you cannot predict
with 100% certainty that you can reach your goal. Let's start from the opposite direc-
tion. You have made a plan, and you have activities put in that plan. What if you are not
performing these activities? Then you shall make a new plan with new or existing ac-
tivities, which again you are not implement. How will you know if your process of busi-
ness planning is good or bad, successful or unsuccessful? How will you know what you
need to improve the process of business planning? By no means! Only you know that
through the implementation of the plan and measuring the results of implementation,
which will continuously improve the process. Therefore, we believe that the process
which will lead to the desired goal can be characterized as a successful process.
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ERRORS WHICH COULD BE
MADE IN THE PROCESS
OF BUSINESS PLANNING

Error 1: Pursuing business plan to satisfy all sides

This error refers to when the entrepreneur’s business plan seeks to satisfy all
sides which are directly or indirectly associated with that business plan, such as the en-
trepreneur, financial institutions, employees, shareholders, potential customers, close
family members and others. However, the business plan, must be focused on a single
model of planning and its actual implementation. Satisfyingof all sides, should not be
a main goal of the process of planning. If you consider all these different entities in the
list, you will notice that some of them have conflicting goals, views and wishes. For
example, if the business plan refers to getting a loan from a bank, the bank’s interest
may be quite different from those of the entrepreneur or the buyer. The only interest of
the bank would be to ensure that the loan will be repaid within the specified period and
that the business will earn enough to repay the loan at that time. While the interest of
the entrepreneur is to innovate and create new products and / or services that will need
more money. Customers would like products and / or services that meet their needs or
solve their problems.

The attempt in this process to satisfy all parties can cost profoundly. So when we
are in the process of business planning, we should start from our ones business objec-
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tives to reach what we need to do, to achieve those goals. Because only by operational
functioning of the business and through the implementation of the business plan we
should impact above quoted entities, and those same entities than shall have an impact
on our business in the end. So after we define all the necessary actions, than we will
have to define the necessary relationships with these entities, nonethelessto satisfy
their interests, but to satisfy the needs of customers, and through them as an entrepre-
neursto achieve the goals ofour business.

Error 2: Boring Business Plan

Usually, the first few pages can tell whether the business plan is boring or not.
The cover page and summary of the business plan are the most important for the read-
er to decide whether to continue reading or not. But what it is important to emphasize
here is that the business plan or overall business planning process should encourage
action. Now, how can be something boring, and defocus attention on sleep if it does
really encourage action? Probably not! Therefore, the business plan does not need to
be boring, but simply full of action. So the conclusion is that the business plan must
obtain the necessary actions that will have to be implement. One of the main traits of an
entrepreneur is taking the action.

Error 3: Too optimistic projection of market size

100x Growth |
13 Years

This mistake will pull other mistakes in all other projections included in the pro-
cess of business planning. Therefore, this should be avoid. If wedo participate in the
e | | I process of business planning, we must be objective. The process of planning and de-
: ; s sign should be based on the facts, whether those facts are good or bad for us. To plan
something not with accordance of the facts, it like for example to start planning holiday
trip asto have 10,000 euros to spend, but actually to could afford only 1000 euros. For
each plan this way of forecastingwould be wrong, and of course unachievable and un-
necessary. Everyone would like to have 10,000 euros for holiday, as much as would like
to have market projected to millions of potential buyers. But in this way, entering a cycle
of false images, the most harm could have we, as the implementers of the business
plan. So if we are preparing this plan for our own business, avoiding the facts will harm
us the most. When we are involved in the process of business planning, we must reason
that we are not preparing that plan for some financial institution, or for an administra-
tive clerk in the big banks, or a state administration will decide on our business plan.
We should consider that plan as our tool. We are in the process of business planning
in order to ensure a better future for our self and through our business in the future.
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Error 4: Lack of confidence

Confidence is key to many entrepreneurial successes. If we have no confidence
that our goods and / or services can be sold, then we could not expect that potential
customers will have the confidence to buy exactly those same goods and / or services.
There is no need to be nervousand to underestimate. If we really have serious doubts
of the future success of the business, than we should stop the process of business
planning and return to the stage of defining the business idea and business model of
our business.

The confidence, it is always the good start in a business. First, the entrepreneur
needs to be confident in himself. Second, every employee should have confidence in LACK OF
himself for the work that he is performing, and the third, when there is individual self- CONFIDENCE
esteem than we could achieve organizational confidence. This confidence is encour- n

aged by the entrepreneur and by the employees to help each other in performance. In
the situation where an employee does not have enough confidence to carry out a task,
than the manager can take the role and to direct him and give him a quality guidelines
for meeting the task, and then confidence will be transferred to the employee.

The task of the entrepreneur who has the role of manager is always raises its
own self-esteem and self-confidence of their employees to be able to build a climate of
collegiality organizational which will affect achieving and building organizational and
individual self-esteem.

Error 5: Excessive use of technical words
In the writing of the business plan, we should not to use too many expert words, #@$0/0&!

or if we are already using them, than we should make an explanation of the terms. By
extensive use of expert words we are in the risk of not approving the funding for the
business.

For example, a computer industry entrepreneur could write a plan full with to him
well-known technical terms, but the financier who normally is economist could evalu-
ate thisbusiness plan as written in an unknown language, and not to approve any funds.
Having that in mind we should be aware that the people in our business surrounding in
through which shall implement a plan, does not have to know all mentioned technical
terms. So instead of professional terminology, we should translate business plan in
terminology used by the average person. If we however use exactly some terms, than
we should give an explanation of them or turn their explanations in the footnotes.
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Error 6: Lack of sufficient evidence

All facts and figures in the business plan should be drawn from the proven and
reliable sources of information and not from ordinary assumptions. We should not use
words as: how about, roughly, usually...

Certain elements of the business plan as market segmentation, design of market
size, growth in industry should bebased on statistics. Any statistical data in the plan
should be validated and reliable, and not for the others as much in the first for the
entrepreneur. Reliability through the use of proven information and data, could provide
confidence and improve the overall process of business planning.

Error 7: Presenting without feedback

Before, the presentation of the business planin to financial institutions and before
the presentation of a competition for a business plans, it would be wise to ask for opin-
ion in front of people who have experience and to ask them for well-meaning remarks,
which could avoid some errors. Also, it would be very convenient to find a member of
the business that should be a role in implementer in the future of the business plan and
simply to ask him for opinions, observations and recommendations.

Error 8: Consideration of too many prospects

The business plan should not be overload with too much of personal thoughts
and views for the future performance of the business.

We can always have different views on something. But only one is the rightone. So
we should select the right view of things and implement it that way in the business plan.
If we realizethat we have made a mistake it is never too late to fix the error.

Error 9: Underestimating competition

The worst thing that we could make in one business plan is ignoring of the com-
petition.

For any business ever, there always have been, and always shall be a competi-
tion. Absence of competition in the market, does not means that we shall be alone in
the market forever. So, we should be realistic and do not ignore the competition. Even
though, if we do have quite unique business idea, and if we could notfind any other
business classified in the category of competition, however, we shall certainly encoun-
ter many types of businesses on both side offering some pieces of our business idea.
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Therefore, in one case like this, we could classified the competition in the categories of:
Current partial competitors and Future potential competitors.General classification in
this format, could allow us, to penetrate into the brain of these competitors or potential
competitors and extract conclusions of their strength. Although now they may doesn't
seem much strong, they may become strong for one to two years and they could po-
tentially affect to the business in formation. These issues are important to be consider
in the business plan. In this way, we could be prepared for the competitors in this early
stage of business planning, and on the other hand to analyze the resistance to the
market for entry of new competitors.This perception should point us toconclude that
this business is not “protected” on the market that operates. Such attitude is important
because could provoke many activities in the business planning, that could gave us long
term and strategic preference.

Error 10: Plan your own business plan

We can have a business idea and we can start preparing a business plan, at once.
Maybe we could prepare perfect business plan. We could prepare it by regulations (and
even this manual). The plan couldbe awesome, with very good and a variety of color \
graphics, analysis, charts etc. Maybe we could be proud of ourselves for success in work USINES 9035
drafting such business plan. But, if we read it again, we could always find something i
to fix. So, the delivering of a unique and perfect business plan, should not be a goal for
itself. Sometimes we should stop dreaming and start the action. Spending a months on
something, that can be always improved it's not very clever. The business plan for the
business that does not ever begin it's not a perfect plan. One day we could realize that
weshould rip the plan, and start all over again. And that approach is completely wrong,
because we have already lost months. There are three hazards:

To plan a business plan for a business that never starts. The first sentence says
something inefficient and ineffective. Why do something twice to work. To plan, for to
plan! Planning as a verb is active for the preparation of further steps activities. And if
we plan on plan and plan again to plan and plan to plan ... Dangerous circle that never
ends.

Too much thinking, takes too much time. Planning requires thinking about what
we going to do tomorrow. If we are trapped in to thinking about tomorrow, than tomor-
row will come again and will shall still thinking about tomorrow. On the other hand, we
as entrepreneurs are those who shall say what will happen tomorrow. Tomorrow the
buyers shall happen, so the sooner we start to sell and interact with customers, the
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better we can predict the future. But not to predict the future anyhow, nonetheless for
the benefit of customers, and as a result of our business.

More planning, less realization. There is a threat, that if we lose too much time in
planning to reduce the time of realization. Someone can say, that if we better plan the
steps for realization we could save time on realization. But it is not simple as that. One
thing is certain, we can never be 100% sure of what the future will look like. But if the
business idea is really prized, too much time on planning, could be a waste time, be-
cause, someone else could have a similar idea, and he could run you.

Finally, a few recommendations instead of conclusions: In any case the busi-
ness plan is required because it is a unique tool. The business plan transforms
the potential energy of business idea into kinetic energy of the business. Business plan
depends on the purpose of the business.

In preparing the business plan we should avoid templates. No one can deliver
out a better plan, than an entrepreneur. We should be as specific as we can in the busi-
ness plan, so that we couldmake it easier to compare the results. The plan should be
simple and understandable primarily for an entrepreneur and his employees. Some-
times, the best is to simple use of MS Excel and MS Word and to prepare the plan,
because there is not a software that could completely replace the planning. As stated
above, the delivering of a business plan itis not a simple mathematical function. A busi-
ness plan may serve as a roadmap for our movement and our business.
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Planming must be realistic

SUCCESS

WHAT IT TAKES TO
DEVELOP A BUSINESS PLAN?

or preparation of the business plan does not require a lot of funds. After all,
a mass of businesses arising from the planswritten on a napkin on which
the entrepreneur under hyphens stated what to do in the future. These are
elements that should be considered in the preparation of the business plan:

Must have a business idea. What would we plan if you do not have a business idea
that we wouldlike to realize. Each business plan is business idea translate into concrete
steps that we can take through the prism of several different views as finance, engi-
neering, marketing...

Must be committed. Once we sit down to work on our plan, we must be dedicated
to our work. We should not forget that when we sit down to work, we should make the
basis for taking the right steps.

Must be realistic. Always, before start to work on a business plan, we have to imple-
ment the necessary analysis and research. All data that we have, should be classi-
fied according to the truthfulness and reliability of the source. If we do have an offi-
cial statistic on the amount of purchasing power of the population published by State
Statistical Office, that would bemore accurate and reliable, than the same information
obtained from a friend on coffee break.

We should have a need for success. Once again before we lose our time on prepa-
ration of business plan we must ask our self whether we have a real desire to get to the
top. If we really want to succeed, thanthat could be the main engine that shall move us

@ How to make BUSINESS PLAN for starting a small business
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towards the implementation of the business plan.

We have to have goals. Business plan could not be successful without clear objec-
tives.So,before we start writing the business plan,we should have good thinking about
our goals. Often at this stage it is good to think about the three kinds of objectives: our
personal objectives, goals of the customers andgoals of the business. The objectives
of the business should be a balance between our personal goals and objectives of the
customers. This should be the foundation of our business plan. For example, our goals
could be- to provide a better life for us and our family, while the objectives of our buyers
could be- their life to be better. So, the business should ensure that try the realization of
the objectives of buyers, to implement our personal goals.

Notebook and pen. As technical aids it is enough to have a paper and pen. We have
to note more information, opinions, insights...We should try different layouts, different
timetables and different formulas. Those numbers should be presented graphically, so
as easily, as possible to notice any trends and to predict of how the business will oper-
atein the future. As technical assistance for to complete the design of the business plan
itis necessary to have only two primary applications: application for processing the text
and theapplication for processing the tables.
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PART 1II

CONTENT
OF THE BUSINESS PLAN

onsidering the content of the business plan, it is important to emphasize,
that there is no single solution to what elements it should contain. Each en-
terprise or each idea recommends specific business plan that should con-
tain data concerning the specific venture. However, basically, and most any

business plan that is planned to start a new business contains the following sections:

1.

COVER PAGE OF THE BUSINESS PLAN

Logo of the business

Name of the business

Motto of the business

Title of the document and type of the business
Name, surname and contact details
CONTENTS

GENERAL DATA FOR THE ENTERPRISE

A brief overview of the history of the company
Mission

Vision

Goals and objectives

DESCRIPTION OF THE BUSINESS IDEA

5. PLAN OF PRODUCTION

@ How to make BUSINESS PLAN for starting a small business
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Description of the production process
Number of employees

. ORGANIZATION AND MANAGEMENT

Legal status of the company and the amount of the initial deposit
Description of the organizational structure of the enterprise
Property and Ownership Structure

Timetable of activities

MARKETING PLAN

Situation in the branch (activity) and market analysis
Target market (market segmentation)

Analysis of competition

Market share

Product Description

Prices and pricing strategy

Promotion

Channels of distribution

Predicting sales

Business Location

Online strategy

FINANCIAL PLAN

Plan the necessary funds for starting a business
Initial Balance Sheet

Projected Income Statement

Cash flow

. SWOT ANALYSIS
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1. COVER PAGE OF THE BUSINESS PLAN

When it comes to cover, the most important is that- the cover page is the first
page that meets the reader of the business plan. In such a case if the plan serves as
a means of getting funds this page can play an important role in deciding on further
reading the entire contents.

What should content the front page of the business plan? Cover page should have:
Logo of the business

Name of the business

Sloganof the business (motto),

The title of the document,

Type of business in few words

o o ks w

Name, surname and contact details of the developer of the business plan.

The name, logo and the mottoof the business are the three key elements that give
identity to any business, whether it refers to a new or existing business. While the type
of business in three words and the identity of the person who prepared the business
plan only provides added value in the eyes of the reader of the business plan.

1.1. Logo of the business

Business logo is a visual and graphic identity of the business. Along with the name
and slogan of the business, the logo will represent one of the three pillars of recogni-
tion of the business. Not necessarily even at this stage to have a logo, but the business
plan that you start writing will be more professional with their own logo. On the other
hand, the goal is even in this early stages still to have the vision for the graphic identity
for the business. The logo should be composed of image that illustratively represents
the type of business.

When it comes to picture it is nice to consider how it will show the usagethat
the business offers to consumers. This means that the image in the logo should draw
attention of the consumer. The image of the logo could contain the short name of the
business in order to build a recognizable brand of the business. But if it is not possible
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to put the whole name, than it would be convenient to put some initials that are associ-
ated with the name and type of the business. Developing the logo requires knowledge
of art and working with software for graphic design, and the other time for preparation.

The most important thing when choosing a logo is what we, as an entrepreneur-
swould like to be mirrored for our business. Logo for different eyes will be interpreted
differently. Never two different persons will have the same view of the significance of
one logo. Different creativity is stored in every human brain. Here are some recommen-
dations that could be important when we are creating the logo:

= Logo should be simple and everyone will notice it and remember it.
= Should be unique and tobuild a direct association with our business.
= Should be recognized so that could be easilyacknowledged by potential buyers.

= Should associate on the business, or rather to associate to the business prob-
lem that it solves.

= To look attractive.

1.2. Name of the business

Always, first we have the business idea, and then we are creating the business
plan. In the meantime probablyfew different names, went try our mind, but now it's
the time to officially decide which name will be the right one. Name of business should
convey ourfuture buyers for the expertise, value and uniqueness of the product or ser-
vice that we are offering. Good name should be revealingto our potential buyers so they
would immediately know to what concerns the business. Good name should be simple,
make it easy to remember and certainly easy to pronounce.

For the process of deciding on behalf of the name of the business, we should fol-
low these steps:

First step - Brainstorming of ideas for business name

The purpose of this step is to reach as many ideas as we can for the name.Simply
we should start with the decisionof what we would like to deliver with the name of the
business. On the white sheet of paper, we should:

= Write the ideas that are the basis of our product or service;
= Write the industries in which our business is based;

= Write some words that are related to our business (for example shop for cos-
metic products cosmetics, perfumes, makeup, etc.).
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= Than we should do a combination of all these words, ideas and industries based on phonetics
way of saying the most select few names.

Step Two - Check whether the name already exists

Is the name that we choose already exists? We should choose all availablesources to checksuch
type of information. One source could be the yellow pages (Golden Book), the other could be the of-
ficial web site of Public Revenue Agency —-that should have a base of all taxpayers, or maybe we could
contact the office of the Central Registry in our community, or just browse the Internet and etc.... Also
we could have a consultancy for selecting the right company names. For example as an accountant
could give us advice on financial operations, an identity consultant for new businesses could give us
useful advice for choosing the right name. If we are confused and cannot decide for a real name, than
we should not waste the time and to allow to someone else to carry it for us. With real name money
will return repeatedly.

1.3. Slogan of the business (motto)

If the logo represents the visual identity, the slogan will be the verbal identity of the business.
It's good to start out with a slogan that will represent our business identity. We should remember that
our business needsits own slogan that will represent the business in the advertising and promotional
programs. What we shall decide here in the early stage of business planning will largely be used in
later stages of our business.

A good slogan is one slogan that easily connects to the business and the one that can easily be
remembered by potential and current customers. A good slogan we can say that is the one slogan that
is not too long or complicated, but on the other hand communicates the benefits of our business, and
to whatwe will deliver to the customers.

The answers to the following questions could give us the opportunity to reach to the several dif-
ferent slogans for our business:

= |In which business are we?

= What is positive that we would like to highlight for our business?

= Why would the potential buyer choose our business rather than competition?

= What would cause a feeling of urgency among potential buyers?

= What would cause encourage prospective for buyers to make the decision to purchase?

Once that we get to the more combinations of different slogans, we should check the phonetics
and manner of pronouncing of themand then to select the best one. It would be useful to keep the pa-
per with other slogans, eventually we might to want to use them in other marketing purposes.

@ How to make BUSINESS PLAN for starting a small business
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1.4. Document title and type of the business

The title of the document (business plan), should be written in the middle of the front page of the
business plan and the name of the project. This central area of the top of the document will allow to
everyone who reads this document to fall into its eyes. The title of the document should be writtenwith
capital letters and in font size over 30, while the name of the project should be titled in a smaller font
from 12 to 20 (of our choice) and certainly centrally located.

1.5. Name and contact details

The author of a business plan, always should be noted on the first page of it, and especially if
heapplies for funds. The name should be written at the bottom of the first page, then one row below
the title of its author (for example graduate engineer or graduate economists ...) and one line bellow
the e-mail address. All this would be enough for achieving the contact if the need arise.

2. CONTENTS

The contents of the business plan helps the reader for easier reading, and to easier get along in-
the business plan. It is not always convenient to start reading the business plan from the beginning to
the end of the plan, sometimes we do not haveenough time, and the content would make us easier the
process of analyzing the business plan. There is no philosophy in terms of making the content of the
business plan. Simply we should type the title content and to leave a space for insert it. And at the end
when our business plan is ready, all headings and subheadings shall be defined as explained above.

3. GENERAL FOR THE ENTERPRISE

3.1. A brief overview of the history of the company

In this title weneed to define the position of our new business or if the business is the existing
onethan to define its position. In this chapter we should provide the basic features of business that
should pave the way for further preparation of the business plan. It is important to emphasize the
development path of the company and to emphasize the experience, dedication and perseverance in
the realization of business ideas in the past. Also in this section it is desirable to highlight the main
successes and achievements, and major interests and guidelines for business development.

This title may not be needed if the business plan is used only for internal purposes. But the rec-
ommendation is if the business plan serves to obtain funding from financial institutions or participate
in a business plan competition there is a title that will include more elements, a description of the
business for which the scheme.
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3.2. Mission

The mission is to define what the business wants to run for at least

in four categories: Customers, employees, owners and society. To put it ﬁ\; OUR MISSION

in the simple words the mission is the reason for being of the business.
It needs several seconds to respond to your business in less than 30
seconds on the following questions:

= To where the business is strive for?

= What would we want to accomplish with our business?
= What is our contribution?

= Why our business does exists?

For example, "xxxxx company exists to meet the needs of the buyers of textile products available
and to provide top quality products and method of sale that will cause a feeling of pleasure” (example
for shop for textiles).

We can use the following as a guideline to express our mission:

[Name of business] is there, because [a problem that solves business idea] to [target markets] and
will provide [products and / or services] using [the advantage of employees or business over the
competition] for [advantage that you will get the consumer].

3.3. Vision

The vision should be a glimpse into the future that will have to
answerthe question of how to look our business in the future, or how we
imagine our business after five or ten years of successful work.

So how our business will look like in the future?

Unlike the objectives, which are relate to the period of duration of
business plan writing, the vision should be a kind of long-term goal. The
vision should be represent as an imperative to continue and fight for what we want to achieve. In this
section we need in a few words to write the vision of our business.

For example: XXXX company will strive to become a leading company in the industry AAAA and
synonymous with top quality in production of the product BBBB.

3.4. Goals and objectives

This is a chapter of the business plan in which we should include all objectives that should be
pursued in the future. The goals should beclassified as short, medium and long term goals.

In the process of setting the goals we should follow a few recommendations:
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The goals should be measurable, and stated in: amounts, quantities, standardsetc... Speci-
fied in forms like this they could be analyzed, compared and controlled. For example, the company aim
is in the first year to produce 20,000 liters of red wine.

Goals should be a fixed with the period of accomplishment. When setting goals should
specify which is the period for its achievement, and it is essential to set a timetable of implementation.
For example, the company aim is to produce 20,000 liters of red wine in the first year of operation.

The objectives should be well defined. The goals should be set with defined activities, cer-
tain work procedures, certain organization of the work, coordination and so on. For example, the com-
pany aim is to sell 100 computers. To achieve the previousquoted goal we should take number of
activities as: to purchase computers at a lower price, to secure a supply of known supplier, to put the
computers in the warehouse and eventually to sell, and in the meantimeto provide delivery to the final
customer, the one that has offer the highest price.

The goals should be realistic. Setting of targets, always should start from their reality and
consistency. For example, if the company aim is to produce a spaceship by which we shall travel to
the sun, then this for certain would be an unrealistic goal, since there is no way to get there. But to say
that the company aim is to produce red wine in respect of production standards, then there is a real
possibility, because there are a number of conditions and ways to achieve that goal.

Goals should be attainable. The setting of targets should take into account the necessary
conditions, requirements and criteria that need to exist so they can be realized. For example, the com-
pany aim is to export red wine in Kuwait. This objective is not attainable, because religion, culture and
tradition does not permit to the residents of Kuwait to consume drinks with alcohol.

Itis good before defining goals to write the vision for the business, because the vision will define
the objectives as a means of realizing the vision. The best would be to focus on long-term goals as
something to be achieved in the future.

At the end of this chapter, we should list all the key elements that are important for success
of our business, and that will comply with the predefined objectives and mission of the business. We
should list all the possible elements that contribute to business success. Here actually, we shouldan-
swer the question of what our business should do, to meet the predefined business objectives.

4. DESCRIPTION OF THE BUSINESS IDEA

In this section of the business plan we should do a brief overview of what has contributed to
develop this business idea. What factors were decisive to choose the business that we would like to
do in the future.Here we could describe in few words: what was deficient in the existing supply in the
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market, or in the branch or activity where we would like to set the business, that has not previously
been served or sufficiently covered and manner. This applies whether wewould like to introduce a new,
previously unknown product, or to offer a product that already exists on the market, but it will make
the new, different or better way than existing companies. Here we should also describe the mannerin
which we intend to realize our business idea.

5. PLAN OF PRODUCTION

5.1. Description of the production process

This section should describe how we shalldevelop the goods and / or services that we intend
to offer in to the market. If our business idea applies to trade and if we expect to open a commercial
enterprise than we need to describe where weplan to acquire the commercial goods, to who we attend
to sell them and on what manner. If we attend to start a service business, than weneed to describe how
we intend to produce the service.For example by hiring professionals, by using specific tools for the
production of the service or by performing specific procedures etc. If we plan to start the manufactur-
ing company, than here we should explainall of the stages and procedures in the production process,
and a description of the necessary raw materials for production.

The description of the manufacturing process must include information on how we intent to flow
the production process of goods or services.

If the business is projected to produce a product that needs to get through the production pro-
cess, than in this chapter we must do the following issues:

= To indicate the schemes and drawings of the product;

= To perform the stages of production;

= To show the elements of the structure;

= To show the process of constructing a product;

= To explain the thermal, mechanical and chemical processes for obtaining the product;

= To specify the characteristics of raw materials to be used for the preparation of the product;
= To show the manner of storage of raw materials and storage of finished products;

= To describe the type of facilities in which we intent to place the manufacturing process;

= To describe the conditions necessary for development of production;

= To specify the types and use and the role of transport vehicles;

= To explain the control of the manufacturing process and control of finished products, etc.
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5.2. Number of employees

This segment of the business plan can come to the fore if the business idea applies to acompany
in which should work a certain number of employees. In such a case it is required to specify the num-
ber of employees would be hired, the level of education, their gender and age structure, and so on. Also
in this section we should highlight the need for hiring a skilled workforce that will need to respond to
the tasks of designated jobs under organizational structure.

If possible in this section we should specify the criteria and selection cycles for selection of nec-
essary staff.

6. ORGANIZATION AND MANAGEMENT

6.1. Legal status of the company and the amount of the initial deposit

ASLLVILETAR
AT AR R

In the subheading we should describe the legal form of the entity in which we attend to perform
the activity, and a legal entity form, which could be as a:

= Individual trader

= LLC (Limited Liability Company of one person)
= LLC(Limited Liability Company)

= Public trade company

= Joint Stock Company
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= Limited partnership
= Limited partnership by shares
= A subsidiary of a foreign entity or some other type.

It is necessary to adjust the amount of equity capital that will start the work on the company. As
a founding stake, besides cash can be considered and office equipment, raw materials, office appli-
ances, vehicles, furniture and so on.

6.2. Description of the organizational structure of the enterprise

Organizational structure and allocation of tasks and responsibilities is characteristic of enter-
prises that have more employees. In such a case it is necessary in this part to explain the distinction
between the activities of employees in order to show the achievement of efficient operation. The or-
ganizational structure should refer to setting the appropriate personnel job description and the tasks
which employees should carry out in order to confirm the commitment of the business and to maxi-
mize the beneficial effect of the work.

The description of the organization of the work is important for the process of planning of the
business in the direction to detect the possible delay, or avoid overlapping of operations among em-
ployees.

6.3. Property and Ownership Structure

The new company necessary for leading the business, may be owned by an individual or owned
by two and / or moreindividuals or legal entities. They would bethe founders (shareholders) in such-
company.

If the company had set up as a partnership, then in this part it is important to Include the follow-
ing elements:

= The names of the owners of the business that applies business plan.

= For each of the owners of the business target CV in terms of level of education and previous

experience.

= For each of the owners to specify the amount ofshare participating in business.

In case of cash capital it is important to specify the exact amount and in case of non-cash as-
sets it is important to specify the type of assets and the estimated value of invested asset. It does not
mean that everyone must contribute funds. For example, someone may participate with equipment or
software required for conducting business activities, or maybe with ideas. But it is at this stage these
non-cash assets should be transformed into a monetary amount.
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6.4. Timetable of activities

The realization of the business idea contains a time component -Schedule (timetable) of activi-
ties that the business owner needs time to provide, deploy and implement.

Time separation of the activities is important because there are many operations that should be

simultaneously or sequentially to perform, which are related to the starter of the business.

In order to avoid overlapping of responsibilities or overstocking about new business it is best to
make an organogram that will contain the activities, inserting their timetable of implementation and
connectivity. Thus provides a chronological overview of what necessary to be taken regarding new

business idea.

Example of a timetable of activities

MONTHS
No DESCRIPTION OF ACTIVITIES
4 5 6 7 8 9 10 11 12

1 |Develop a business idea X | X

2 | Data collection X [x |x

3 | Data analysis X |x o [x |x X |x |x

4 | Business Plan X (X [x |x

5 | Provision of funds X x o [x o |x

6 |Registration of company X

7 | Opening a bank account X

8 |Providing office space X X

9 | Adjusting the premises X X
10 |Filing an application for loan approval X X X X
11 | Market research procurement X [x x |[x |x
12 | Purchase of machines X X
13 | Purchase of equipment X X
14 | Purchase of vehicles X |x
15 | Purchase of raw materials X |x X X X |x
16 | Purchase of office supplies X X |x |x
17 | Announcing job advertisements X X
18 | Selection of staff X
19 | Marketing activities X X |x |x
20 | Probation work X X |x |x
21 |Sale X X X |x




7. MARKETING PLAN

7.1. Condition of the branch (activity) and market analysis
The economic activity of any country is divided into sectors and branches. Every business func-
tion exists and develops in a certain branch and activity.

According to a national nomenclatures of activities there are number of activities. Each activity is
divided into branches and subsequent ramifications. The activities has their own specifics that should
to be taken into account when designing business.

Starting the new business is always associated with the detection of defects or conditions in the
branches that should be fulfilled or meet. From this point of view, anyone who is planning the opera-
tion and development of business should first analyze the characteristics of the branch in which he
attend to open a business. Once we determine the branch and the industry in which we plan our busi-
ness to survive, we should make the collection and study of information related to branch from various
sources such as: State Statistical Office, browsing the Internet, encyclopedias, newspapers etc. Then
we should give a brief overview of the industry that should cover the following data:

= A brief history of the industry,
= Factors affecting the growth of the industry,
= (Government regulation of the industry and

= The leading businesses in the industry marked as potential competitors, customers and sup-
pliers.

The second part of the analysis of the industry should include (This information can be found by
the State Statistical Office, newspapers, internet, etc.):

= The size of the industry in amount

= Trends of sale in the previous years,

= Type of marketing strategies used in the industry,
= Management trends etc.

The third part of the analysis of the industry as an element of the business plan should include
specific assessments in the future. These are estimations which may be based on personal studies
of previous points on this field and this estimationscould come from research based on newspapers,
the Internet, magazines, etc. This subtitle analysis, should be seriousand not to exceed more than 2-3
pages. All data should be clear and with concise description of the results.

This subtitle will have to answer the following questions:

= In which industry the business is?

= What is the history of the industry?
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= What are the trends in the industry?

= What are buyers in the industry?

= What are competitors in the industry?

= What are the suppliers in the industry?

= What kind of products and services are offered in the industry?

For a good analysis of the market it is necessary to collect sufficient quality information to the
market in which we plan to work.

Data collection can be done in several ways. Basically the approach of the research should be
from the general to the specific. For example, we can start by calculating the sale or consumption per
capita in the area where we want to open a business. Then, following the principle of elimination of
categories of consumers and operators that could not be our customers, we could come to a realistic
figure for market size.

The market can be analyzed and quantified through other indicators, such as the size of the
average wage, the amount of money that a potential customer spends on the purchase of the same
or similar products, number of products used in a given time frame by consumer, etc.. These data can
be obtained from various sources, ranging from private research using questionnaires, interviews,
measurement, monitoring, through analysis of statistical data, analysis of relevant information and
data from newsletters, Internet and even the informal conversations of acquaintances and friends.

Market research refers to collecting data on potential buyers or users of the product. Market
research should reveal the consumers, their real desires and needs, the volume of consumption in
the market, trends etc.This analysis could revealwhat could be the most important to meet the needs
of customers,how we can be different from existing market entities and how we can use our personal
skills and abilities.

As a guide through this process we could follow the steps below and start collecting information
from:

= Statistics (SS0);

= Internet;

= Competition (What and how does);

= Types of products offered at present and their characteristics (photos, description ...)
= Consumers and their behavior on that market;

= Suppliers

= Industry newspapers;

= Questionnaires;
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= Through all areas of the market with similar businesses.

= To locate the businesses the industry using the Yellow pages and Internet.

= Talk to potential future customers as friends, relatives, neighbors;

= Talk to people who are already in the same business;

= Ask how often buy a product and / or service like yours, where buy, at what price and what

will come to mind as important information for you. Questionnaire and surveyed a number of
strangers to find patterns of buying and so on.

Once we collect all the necessary data and do analysis on all segments of the market we should
have a clearer picture of what are the chances of success of a business idea.

When developing this title we should be realistic and do objective analysis of the data. The analy-
sis is not only for business plan, but also because of the planning process. Until now we should have
products and / or services, and now also we should know the market. Further analysis should be
based on forecasting and sales and thus finance and marketing.

7.2. Target market (market segmentation)

Market segmentation and market share is important in planning the business, because much of
the overall marketing strategy should be based on this target market.

Target market is the main part of the market which should direct our interest in doing business.
To predict the market size with our potential customers it is necessary to make market segmentation,
or to divide the market into smaller parts based on certain characteristics or differences such as:

= Age (for example, target market segment will be 20 to 50 years)

= Gender for example, target market segment will be women)

= Geography (for example, target market segment will be Skopje)

= Income (for example, target market should be a customer withanaverage monthly income of
30,000)...

But even better is a combination of the above features, for example, target market shall men and
women from 20 to 50 years who have incomes above 30.000. In this statement we can add the need
could be met, or problem that could be solved through our business. This will largely help in creationof
marketing elements of the business plan and estimates of sales. Each estimate sales starts from the
selected target market and market segment as a number. On to this we should also add the need or
desire to resolve the problem of potential buyers, competition etc. In this way we can get to an esti-
mated figure in pieces.

For the analysis of market and industry we already have certain segments of the market in num-
bers. Here we should simply describe in which segment we should be part of the market specify the
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market segment. For example, our business will go to the market of female populationwhich is 30,000

potential users of the products with incomes above 30,000 per month (additional clarification of the
segment women), and that our products will solve these problems and they.

7.3. Analysis of competition

Every business faces competition and it is therefore necessary to analyze the competitive state
to the market. For this purpose we should first identify competitors and begin their analysis.

The analysis should give a reply to the following questions:

= Which are the main competitors?

= Which are the main competing products?

= What features has the competing products?

= What pricing strategy and price competitors use?
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= What are the conditions of sale that competitors offer to customers?

= What attracts customers to buy from competitors?

= How much income and profit approximate the competitors are effectuating?
= What kind of marketing activities are applied by the competitors?

= What kind ofdistributive network the competitorshas?

= What kind ofterms of payment are offered during the sales?

= What kind of promotional activities are used in the sales?

= What are the advantages of competitors in the terms of location?

= From where thecompetitors are supplying and under what conditions?

= What is the financial power of the competitors?

= How long do the competitors exist on the market and what is their experience in the business?
= What are the main advantages to competitors?

= What are the main shortcomings or weaknesses of the competitors?

The following table can serve as a comparison of the analysis of the products, prices, conditions,
actions, etc. to the competitors.

COMPETITOR ANALYSIS

Future Objectives Response
¥ How do our goals " % What will our competiters
com| do in the future?
g Current S“’ﬂtﬂg}‘ * Where do we have a
I:i: ) e compeiitive advantage?
a

3 i 1 ihi Y
ASEI.I]'I'I-I]'“{IHS How .'ui '.h“ 4.'.I1 ange our
relationship with our
tr Do we assume the future competition?
will be volatile?

Capabilities

2r What are my competitors’
strengihs and weaknesses?

How do our capabilitics
compare to our
competitors?
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Products Project | Sale prices start | Competitor 1 | Competitor 2 | Competitor 3 | Average price of competitors

7.4. Market share

The establishment of the company and starting of the business means taking a certain market space.
Market space means that you have obtained participation and market share.

Before starting with work, it would be best to determine the market share relative to competitors.This would
give us better position in the size of our impact on market conditions in the business in which we want to work. For
this purpose we can use the following scheme in which we aredefining our market share relative to competitors.

Guide for determining market share

. . . Product feat -
Number of competitors Size of the competitors o u‘.: . ed tfres com Market share (%)
petitive with our

10-15
10-15
30-50

No competitors 100
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7.5. Product description

In this part of the marketing plan should be given a short description of the product / goods or

services that should be offered to the market.
The description should include information on the following elements:
= Form and dimensions of the product
= Functionality of the product or its purpose;
= A description of the method of use;
= Quality
= Composition or content;
= Design
= Packaging and packaging

= Transport and etc.

The goal here is to reflect the needs of customers and usagesof the product /service, which

would allow potentially to generate a new ideas forcustomer requests.

7.6. Price and pricing strategy

The price and pricing strategy is an important segment of the marketing plan,
because the success of the business in the big extent depends on the fee. It is crucial at
what price and pricing strategy we should start the business. Often the owners of busi-
nesses stress the application of prices and pricing strategies and in that mode they are
seeking to attract the attention of the consumers.

The determination of the pricing strategy should take account of several factors
such as the type of product, the purpose of product, its quality, design, prices of com-
petitors, structure of potential users or consumers, the nature of the product or wheth-
eritis a product for wide consumption or luxury product and etc.

In the determination of the cost of the product could be used three methods: price
based on the costs made forthe production of the product, the price based on the supply
and demand on the market and the price based on the competitive prices.

1. The price formed on the basis of the costs incurred for production of the prod-
uct (price established under the principle of expenses). The formation of the
price on the principle of expenses, calculating the selling price that should
cover all the costs incurred for its production, along with a percentage of the
margin which is typical for branch or activity.
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Scheme for determining the selling price on the principle of expenses

No Types of costs Amount Total

Rent /

Insurance 45,000

Interest rates 60.000
1 | Fixed costs Salary of the Manager 360.000 510.000

Annual depreciation10% 30.000

Bank charges 5.000

The remaining fixed costs 10.000

Raw materials 500.000

Materials 50.000

Fuelcosts 200.000

Electricity costs 150.000

Water costs 10.000
2 | Variable costs Wages of workers 240.000 1.410.000

Transportation and maintenance 100.000

Cost of sales 50.000

Office costs 20.000

Marketing costs 40.000

The remaining variable costs 50.000
3 | Total costs 142 1.920.000
4 | Total cost of the product | 3/ total amount of products = 3/500 3.840
5 | Margin 61,5% 2.360
6 | Value sales excluding tax | 3 + 4 (percentage margin) x amount of products = 3.840 +2.360 x 500 =| 3.100.000
7 |Sale price excluding tax | 4 + 5 (percentage of margin) 6.200
8 | Rateof tax (VAT) VAT 18% 1.116
9 | Selling price with tax 7+8= 7.316

2. The cost to form on the basis of supply and demand it is actually price established on a mar-
ket basis. The determination of the price according to market principles should steer towards
respecting the fundamental market laws. This means that this price will on form the basis of
the size of the supply and the size of the demand.
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3. The price formed on the basis of competitive price, refers to
whether we decide that the overall price, should be:

= the same as the competitors price B i C 1_.1_.
e |
= the lower from the competitor’s price g% jul " ompe I lve
7 A Pricing!!

= the higher from the competitor’s price
In the practice, we can use other strategies for pricing, such as:
Promotional prices, or prices that are formed in order to attract the attention from the buyers;
Existing prices, or the prices taken from the existing businesses;
Leading prices, or prices for the products same as the major business in the branch etc.

Pricing strategy can be conceptualized based on the nature of the product. Namely, if we want
to offer to the consumer products with low quality, we can offer a lower price or in the opposite case,
if the product offers high quality luxury goods, then its price should be higher. However, in this section
of the business plan we should try to be objective in choosing a cost and pricing strategy and explain
why two things:

1. What was the main reason for choosing such a price and

2. Which are our expectations about the behavior of buyers from the selected price and pricing
strategy

7.7. Promotion

The promotion is mass communication of the company with customers in order to attract their
attention, make them consider, to express interest in purchasing and become buyers of the product

RROMOTIONS

In the introduction of the product in to the market it is necessary to take a series of promotional
activities that will familiarize potential customers for our presence as a company and the presence of
product that is offered. In this regard we can serve various forms of promotion, such as:
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= Economic propaganda;

= Sales promotion;

= Publicity or public relations and
= Personal selling

If we decide to economic propaganda then we should decideforwhich on the following activities,
we shall take:

= Media that we plan to use for promotion (radio, television, newspaper, etc.)?
= The message with what advertising content we plan to use?

If we decide to use the sales promotion, then you should describe what kind of activities we in-
tend to take, whether we use brochures, catalogs, manuals, promotional prices, premiums (buy one
take two), flyers, presentations, demonstrations, tastings, free sample posters, blinking ads, lottery,
discounts, stocks, coupons, discount cards, advertising boards, giving gratis product and others.

If we choose to use publicity or public relations to promote the business and the product offered,
then we should describe what activities we plan to take about building an image of our company. This
we could do by giving statements on certain conditions, social responsibility (for example care of the
green areas around the dealership), comments and views.

If our concept of work is focused on personal selling with direct communication, then we should
describe of how the personal contact with our potential buyer will contribute to convince him to buy
our product. For example, we should explain to the buyer the usages and characteristics of the prod-
ucts, prices, options, demonstrating the use etc. Once weawake desire for purchase of the productwe
should also specify of how we shall persuade the customer to make the final decision and to buy the
product. It is important not to allow the postponement of the decision with additionally offer of favor-
able payment terms, additional services, etc.

In practice it is best to use several different types of forms of promotion or combine promotional activities.

Finally we need to measure the effects of the promotion by monitoring the following data: visits or calls of the
customer before and after the promotion.

7.8. Channels of distribution

Distribution marks the movement of the product from the manufacturer or seller to the buyer.

It is necessary to describe all the actions, procedures and processes that should be undertake to deliver the
product to the buyer, meaning of how we plan to run the supply of the market.

We can use the following distribution channels:
= Direct sales
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= Sales mediation of retail
= Sales through gross market

If we decide to use the direct sales we should demonstrate the process of delivery of the product
through the following forms: private sale, sales through orders, sales via the Internet, sales through
the mail and so on.

Intermediariey
| [(ravel agents, )

If we choose to make the sales through the intercession of retail, then we should display the dis-
tribution process with the use the retail facilities of trade partners, such as supermarkets, department
stores, shopping malls and so on. In this section, it is desirable to stoop names of commercial retail
enterprises with which we intend to establish cooperation.

If we decide to make sales through wholesale, then we should describe the activities, processes
and procedures which we plan to take about supplying major retail distribution centers. And in this
case it is required to specify the firms with which we intend to establish business cooperation.

Depending on the needs of the customers and nature of the product we can apply the following
strategies of distribution:
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= [ntensive distribution;
= Selective distribution and
= Exclusive distribution.

The intensive distribution we should use it, in the case when we want our product to find many
outlets. Intensive distribution is used for products that has a short period of use and daily use (bakery
products, dairy products, etc.)...

Selective distribution may be appliedif the sale is running through several distributors for the
distribution of the product. This is done to reduce distribution costs, to simplify distribution or to use
the location and contacts of selected distributors.

Exclusive distribution is used if we want to run the sale with a limited number of firms that will
have exclusive right to distribute a product or brand. Exclusive distribution is used for the possibilities
offered from the exclusive intermediaries, such as specialized storage, services, skilled labor, major
markets and etc.

7.9. Predicting sales

This part of the marketing plan is necessary to show the expected values of the income from
sales for a certain period.

The following table can serve the dynamics of achieving sales of over one year.
PLANNED REVENUES FROM SALES

Months
() 7 8 10 11 12

7.10. Business Location

Location of business is where the enterprise does the activity. Analysis of the location should
include two segments, macro location and micro location.

The analysis of the macro location should be directed by following questions:

= (lose proximity to consumer centers;

= Proximity of distribution centers;

= Close proximity to sources of raw materials;

GUIDE @



= Concentration of population;

= Development of the road network;

= Development of other infrastructure, such as access to heating, electricity, water, gas, etc.
The analysis of micro location should be directed by the following questions:
= Close location and environment of the business object;

= Shop window and orientation of the input and output

= Equipment of office space

= Frequency of people and traffic;

= Size of business premises;

= Adequacy of the building to the nature of the business;

= Existence of warehouse premises;

= Light, noise in the business area;

= Humidity of the air, the level of dust and contamination;

= Availability of electricity, water, gas and sewerage and others.

How to Choose a Bustness Location

It is convenient in this section to consider and write all the advantages and weaknesses of the
location that we intend to use it. In the plan we could also estimateof how in the future we intend to
overcome those weaknesses. After all, in the process of planning it is normal to analyze and be objec-
tive about the real weaknesses and at the same time to look for possible solutions to overcome these
weaknesses with this business plan.
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7.11. Online Strategy
For business planning from crucial meaning isfor entrepreneur to plan an online presence and
online activities that should be conducted in the future.

Before we start creating online strategy as part of the process business plan we should answer
the following questions:

= What are doing the potential competitors in this field?

= What are the online activities of potential competitors?

= Where the mostly on the Internet are present my potential customers?
= What are searching the potential buyers on the Internet?

= How can my business be present in internet in a way better than competitors and recogniz-
able to potential buyers?

= Should we have static web presentation of products and / or services or dynamic and interac-
tive content with potential buyers?

= What shall be the purpose of online presence?

By a real neutral answering of these questions, we could already make online strategy that could
be a part of our business plan. For example, if we have a goal of strengthening our brand we could
strength our online presence.

Strategies for achieving this goal could be: an increase in attendance of the website, increase
interaction with visitors, strengthening the presence of social media...

For each strategy we should arise special tactics. For example, for strategy to increase visits to
the website:

= Constant updating of content of the site,
= SEO - Optimization for search engines

= Using PPC campaigns

= Promotion through social media...

Further, for each tactic we could specify the specific activities and re-

Y __sponsibilities of departments or individuals that should have to implement
_O_N!‘IN_lE STMTEGY " these activities. For example, for constantly updating the content of the site,
we could define the followingactivities: Monitoring the news industry, writ-

“'h\ \ ing informative content, publishing all content etc.
Sv»
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8. FINANCIAL PLAN

8.1. Plan of the necessary funds for starting a business

This section should state the basic data about the financing of the business idea, this means
that we should do previous calculations about the funds that arenecessaryfor the realization of the
business.

Here it is important to indicate the assumptions about the conditions in the financial sector which
would have an impact on the financing of the business in the future. They relate to:

= The movement of the interest rates of banks.

= Number of days necessary to refund installments and interest on the loans.

= The amounts of taxes.

= The possibilities for delayed payment to the suppliers for raw materials.

= The possibilitiesfor gaining loans for the company’s finances?

= What would be the most appropriate conditions for financing from other sources?

All these foreseen data should be used for the further analyzes which are necessary to comple-
tein this part of the business plan. So it is important forthese assumptions to be precise as possible as
could. We could find such informations on the Internet, from State Statistical Office, Central Registry,
banks and everything that we could find available.

At the beginning of the financial planning we should first appoint sources of funding, their struc-
turefrom the point of whether arefrom own and others sources, presented by size and type, than we
should continue with the scale of loans, grants, donations and other investments.

For example, for the opening of business XXXX it is required the following structure of funding
sources:
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No | SOURCES OF FUNDINGS | TYPE OF SOURCES AMOUNT TOTAL

Savings 1.000.000
Cash 150.000
Reserves /
1. Own sources Business buildings 2.000.000 3.250.000
Lands /
Grants - Donation 100.000
Equity /

Long term credit (creditfor buildings, machinery,

equipment, vehicles, etc.) OO

Short-term loan (raw materials, wages, fuel, etc.). |0.000

2. External sources Trade credit (purchased goods and services on 970.000
200.000
deferred payment)
Loans 50.000
Bonds /
Total own and external sources of funding 4.220.000

8.2. Initial Balance Sheet
Initial balance sheet should be done beforestartingthe business activities in order to get visu-
alization of the sources that we would haveon dispose for the realization of future business venture.

The initial balance sheet should give the answer to the question - Are this funds that we have
available sufficient forthe implementation of conceived business idea.

The structure of the balance sheet comprises assets and liabilities.

The assets includes all fixed and working capital with which the company may participate in the
activity.

Fixed assets includes: a). Intangible assets such as patents, licenses, concession rights and oth-

ers. b). Tangible assets, such as buildings, machinery, tools, transport vehicles, etc.., and c). Long-term
financial investments.

In the current assets, we have: cash, trade receivables, inventories, short-term financial invest-
ments.

Liabilities is consist of equity and liability.
The capital includes: own (equity) capital, retained incomes or losses and reserves.In the liabili-
ties we include short-term and long-term liabilities.
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Short-term liabilities are those obligations that the company should pay for up to one year. Such
obligations are short-term loans with interest, payment of payables for purchased raw materials,
energy and others.

Long-term liabilities are those obligations that the company has to meet for a period longer than
one year. Such payments are for long-term (investment) bank loans with interest, trade payables and
others.

The determination of the amount of capital is carried out when the amount of the assets will be
deducted the amount of total liabilities:
Assets - Liabilities = Capital
The amount of the capital should be part in the liabilities on the balance sheet. If the amount of
the assets is less than total liabilities, it means that the company does not own capital.

The amount of own (equity) capital it is calculating when the amount of capital does reduce with
the amount of funds that the company would decide to place on the reserve.
Capital — Reserve funds = Own (equity) capital
Data entry in the initial balance sheet should be objective and accurate. Some of the information-
swould be repeated in various tables for other needs, therefore weshould in each of them to display
the data in identical form.

Initial Balance Sheet

No. DESCRIPTION AMOUNT
ASSETS

| FIXED ASSETS
INTANGIBLE INVESTMENTS
Patents

Licenses

Concessions

Other rights

2. PROPERTY INVESTMENTS

~ T~ ~

Facilities

a. Shop /
b. Storehouse 500.000
c. Office space /
d. Manufacturing plant /
e. Workshop 1.500.000
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No. DESCRIPTION AMOUNT TOTAL

Machinery 600.000

Tools 60.000

Vehicles

Station wagons 300.000

Light vehicles 100.000

Equipment 100.000

Constructions /

Installations /

Plantations /

Herds /

Furniture 70.000

Office Equipment 50.000

3. FINANCIAL INVESTMENTS /

Total fixed assets 3.280.000
Il CURRENT ASSETS

Cash

a.cash 20.000

b. money on bank account 100.000

Customer claims / 120.000
Supplies /
a. suppliesof raw materials 800.000

b. suppliesof spare parts /

c. suppliesof fuel and oil 10.000

d. suppliesof finished products /

e. office supplies 10.000 820.000
Short-term investments / /
Total current assets 940.000
TOTAL ASSETS 4.220.000
LIABILITIES
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No. DESCRIPTION AMOUNT TOTAL

| CAPITAL
1. Own capital 500.000
Reserves 250.000
Retained earnings / loss / 750.000
[ OBLIGATIONS
1. SHORT-TERM LIABILITIES
1. Liabilities to short-term loans 120.000
2. Liabilities to suppliers 200.000
3. Obligations to the state /
4, Liabilities for wages to the employees 600.000
5. Other short term liabilities 50.000
2. LONG-TERM LIABILITIES /
1. Obligations for long-term loans 600.000
Liabilities to suppliers / 3.470.000
Other long-term liabilities /
TOTAL EQUITY AND LIABILITIES 4.220.000

8.3. Planned income statement

The planned income statement is a financial statement which presents to the founder of the
company whether his business idea is feasible. For this purpose it is necessary to estimate the total
revenues and expenditures, which would he have during the operation, and related to the period of
planning. If the difference between the two amounts is positive, then the business idea should make
profits. In another case, if the difference is negative, then the business idea probably would cause
loses.

The planned income statement should serve to get an idea of the viability of business idea, or is
there a possibility for profit.
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Planned income statement

No. | POSITION AMOUNT

REVENUE
2
4
EXPENSES
7

1

19. Net profit / loss after tax17-18 1.564.200

8.4. Cash Flow

During the operation companies are realizing different inflow and outflow of funds. Once the
flow is less, sometimes outflow of money is greater. For this inequality company should anticipate the
movement of money, to ensure regular operations. This forecast could be done by making a financial
report on cash flow.

Cash flow represents the movement of money through their inflow andoutflow and shows how
much the company is spending.

The analysis of cash flow means studying the cycle of inflow and outflow of cash in the business.
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The influx of cash into the business is accomplished through revenue from the
sale. Besides revenue from sales business can achieve cash flow and through the col-
lection of interest on loans, dividends, donations, grants, etc.

Outflow of funds may be for the procurement of raw materials in production ori-
ented business, purchase of products for retail businesses, payment of salaries, return
of loans, financing marketing and sales, fuel costs and maintenance and others.

Cash “Flows” Around a Business
.

Stocks
ordered from
supplier o

Produclloﬁ
Customers turns

pay for their stocks into
purchases products

Cash Flow
Cycle

G

Stock held
Products until a

sold to customer is

customers found
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Cash flow statement

Months

DESCRIPTION
SC 0 3 4

Cash flow

4 Jloan | 0000 | | | |
6 Totalcashinflow 1326000 1.021.000 755000 | 837.000 | 933.000 | 699.000 |

Outflow of cash

7 |purchaseof machinery, equipment, 500.000 | 500.000 | 300.000 | 200.000 | 500.000 | 200.000
raw materials

9 |fuelandmaintenance | 10000 | 10000 12000 | 13000 | 15000 15000
1 lbankcharges | 1000 1000 | 1000 | 1000

Planning cash flow starts with determining the opening balance of cash. Then we should determine
the amount of money realized through the sale of finished goods or services, loans and so on. These
two sizes are generating the total amount of cash. Then, we should determine the total outflow of
money that the company plans to wage in a given month. This difference is the cash balance as initially
enrolls in the next month.

If the company does not have cash then it is not able to provide ongoing operations in the next
period, i.e.shall not able to procure raw materials for production or product sales, or to pay salaries
to its employees, nor shall have the money to pay the installment for loans, norfinance the marketing

and so on.
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9. SWOT ANALYSIS

WOT (SWQT) analysis is a universal tool to discover strengths, weaknesses, opportuni-
ties and threats of a particular phenomenon, event, business, person, etc. The abbrevia-
tion SWOT is an acronym derived from the first letters of the words: Strengths - strengths
or advantages. Weaknesses - weaknesses or deficiencies. Opportunities - opportunities or
chances. Threats - threats or dangers...

The popularity of this analysis is the result of its simplicity, usefulness and practical application.
In this case the idea is for the owner to use the analysis to identify and indicate the strengths and
weaknesses of its own business or strengths and weaknesses of the business idea over competitors.

Strengths and weaknesses of the business arecoming from its internal environment. Advan-
tages of business may be technical equipment, experienced staff, location and so on. The downsides
may be a small sales area, low product quality, high cost and so on. The owner of the company with
additional effort and changes in the operation could improve the advantages or unbridge the disad-
vantages of the business.

Further the SWOT analysis, indicate the opportunities and threats that may affect the success
of the business. These opportunities and threats are coming from outside the company or its external
environment. As options can be considered: a government program to support small business, subsi-
dies, building a new neighborhood, reducing taxes and others. Threats can include: increased cost of
raw materials, increased interest on loans, lack of skilled labor and others.

The owner of the business cannot influence to their occurrence or modify. He can only endeavor
to timely recognize and take appropriate action. It is important that, if the opportunities arises, the
owner should endeavor to use it, and if any threats arise he should avoid or mitigate their impact.

SWOT analysis has a rather subjective approach, because in its use often the owner of business
overestimate or underestimate the advantages or disadvantages, opportunities and threats. For the
assessment process to be objective and realistic is recommended that the analysis should be made
also by another person and eventually both analyzes to compare.

SWOT analysis can be carried out via 4 steps:

= Undertake a review of internal and external environment.
= Analysis of internal and external factors

= Making SWOT matrix.

= Defining strategies.

Topics of internal and external elements should cover all important issues that could has an
impact on business performance. For each answer we should ask the question why. Why is something
strong or why something presents a weakness for the business? Why something is an opportunity or
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other maybe a threat? The things that we are analyzing, by answering the questions and defining the
weaknesses and strengths, we should mix them in some way and put them in the business plan. It is
enough that business plan to be contained with two subheadings of this Title: SWOT matrix and the
Strategies arising from SWOT analysis.

9.1 SWOT matrix

In the SWOT matrix we should place all items as shown in the picture whether the element is
strong or weak hand or opportunity or threat.

S (Strenghts) W (Weaknesses)

0 (Opportunities) T (Threaths)

9.2 Strategies

Once we have the SWOT matrix is necessary to select appropriate strategies. From the SWOT

matrix can extract 4 strategies:
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1. Powers opportunities strategies. These strategies should take advantage of opportunities that
fit the strengths of the business.

2. Weaknesses-Opportunities strategies. These strategies should enable to overcome the weak-
nesses of the business while taking advantage opportunities.

3. Powers -Threats strategies. These strategies should enable utilization strong sides, while
eliminating or reducing the threats.

4. Weaknesses -Threats strategies. These strategies should allow the elimination of weakness-
es and preventing external threats to reach precisely those weaknesses of the business.
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Conclusion

he successful implementation of the business plan is a measure of whether
that business plan is good or not. The indicators that clarify whether the
business plan is a “good” plan would be:

To comprehend the meaning of the business plan. The first factor for good
business plan is to grasp the meaning of it. If the entrepreneurs do not under-
stood the importance of a business plan than and the following factors would
not be so important.

. To start planning. Without starting with the process of planning we will have no

business plan so we cannotevaluate whether thebusiness plan is good or bad.

. Plan must have realistic predictions about the future. It is very bad when we

fail or overestimate the possibilities of business in the forecast. In such situ-
ations we need a business plan because it lies on realistic grounds. For ex-
ample, we can specify forecasts that sales will exceed 100%. But this is really
difficult. Much more realistic would be 10% or 20% and in some exceptional
cases up to 50% annually.

. Plan must be found on realistic analysis and research. Realistic business plan

bases the predictions on real analysis and market research. Such an analysis
will provide the real basis for predictions for the future.

. The business plan must cover the business needs. First and foremost for a

good business plan is to cover the business needs for the period concerns.
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Every business plan should starts with the needs that should to be realized in the period to
which it refers business plan. For example, increasing of the sales and revenue, increase of
the profits, organizational changes, new marketing strategies...

Responsibilities for implementation. The business plan covers all aspects areas of operations
of the business. It defines tasks for the upcoming period. If there is no clearly defined persons
for each element of the implementation of the business plan is unlikely these activities will be
realized. In such a way, an entrepreneur will just spend his potential business energyof mak-
ing business plan that doesn't implement. Then we do not need a business plan.

Define the control function for implementation. There will always be one or more implementa-
tors andone controller. Maybe it sounds bad, but the reality showsthat there must be control-
ler. If there is not a monitoringto the implementation and comparation of the results with the
planned there is a high probability that we will not get the results that we haveplanned.

8. Accurately defined communication between management and employees.

10.

1.

Each implementation of something that requires planning of proper communication. This
communication may be vertical from top (management) to down and from the bottom (em-
ployees) to the up and horizontal between employees of the same levels. No operation of
the business plan cannot be realized from an individual if the business has more than one
employees. Well-defined communication will allow not to appear certain misunderstandings
in implementation.

Specificity and clarity. If the business plan is not specific and clear it will lead to confusion and
problems of implementation. Specificity and clarity means that any action resulting from the
plan should be specific in terms of tasks, deadlines, dates, assumptions, necessary finance
... Everything that is able to be measured must be stated in measurable units as a number,
date, etc. We should have a clear picture in any time and to know what is achieved. Good plan
answers the following questions: What, Who, When and How.

Possibility of revision. Not always the plan could be implemented as anticipated. That requires
constant reviews of the plan. Market conditions can change unpredictably. If the business plan
is not revised according to the new conditions in the market cannot be viable, and that plan is
not a good plan. So itwould be better for the plan to be revised.

@ How to make BUSINESS PLAN for starting a small business

953



Literature

1. Zoran Zlatkovski, Slavica Velkova Innovation and Entrepreneurship, Skopje,
2012th

2. Slavica KV Zoran Z. Business and entrepreneurship, Skopje, 2012th
Radmila P. Dragan Y. Business Plan (guide) NCDIEL Skopje, 2012

4. Fiti T. Hadzi-Vasileva Markovska V. BejtmenM .: Entrepreneurship, Ss. Cyril and
Methodius, Faculty of Economics, Skopje, 2007

5. SuklevB .: Small Business Management, Faculty of Economics, Skopje, 2003

5 4 GUIDE @









