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Management 428
Business Plan Guidelines

Due: November 30
· Required content

A) The product or service: What does your venture offer?

B) The nature of demand: What need or desire is addressed? How big is the target market? What share will you get? How much is the market expected to grow?

C) Competition: Who are the existing and potential competitors? What share of the market will they get?
D) Strategy: Why is now a good time to start this enterprise? What will be your sustainable competitive advantage? 
E) The management team: Who are they? How well can they execute the plan?

F) Operations plan: Where will you locate? How will you get the product or service to your customers? What resources (labor, capital, equipment, etc.) are required to do so? Regarding staffing:
1) What backgrounds are required?

2) How available is potential staff? 
G) Financials:

1) Income statements: years 1-3

2) Cash flow statements: years 1-3

Do these statements show that you will have enough cash to stay viable for at least three years?

3) Break even: An analysis showing how soon you expect to break even, and the required monthly revenue (and number of clients) to do so.
H) Basis: What are the underlying assumptions behind this plan? What are the primary risks and opportunities for the enterprise?
I) Executive summary: One to two pages that gives the highlights. Do this last, but put it first in the plan.
J) Sources: Which sources have you used to gather information? Make this the last page of the plan.
· Format

A) Feel free to use any format you wish.

B) If you need a guide, I suggest you follow the outline in Blue Book (pp. 137-147).

· Relationship to Opportunity Analysis
A) The opportunity analysis is the heart of the business plan. Executed properly, it can be inserted into the plan as is.

B) Grading impact. Your opportunity analysis grade is provisional (subject to change upward). Should you make improvements to this section of the plan, then the 15 percent grade for the Opportunity Analysis will rise accordingly.
· Key Dates: 

A) November 30: Submit two copies (one for the Bernstein Competition) of  a business plan of 10-15 double-spaced pages, a one- to two-page executive summary, plus supporting material (such as market share pie charts, survey results, competitive grids, financial statements, diagrams of products, maps of territories, and a list of sources used). 
B) November 30, December 2 and 7: 
1) Each individual makes a 3- to 5-minute presentation (teams: 3-5 minutes per person) to the class, convincing potential investors of the merits of your venture. Your grade for the project will be at least the grade for your written plan. Your project grade could be higher if your presentation and/or response to questions fills in gaps or substantially enhances what you submit.

2) Class members, as potential investors, will ask probing questions about the venture based on the concepts of the course. Class participation for these three classes counts twice those of other classes.
· Groups or individuals?

Projects submitted by groups of two or three will be graded using the same standards as solo projects. Projects submitted by groups of four are held to a higher standard.
· Differences between this project and an actual pitch for funding: 

A) Viability. You may go through the entire process of creating your business plan only to discover that your enterprise will make only a minimal return. That is OK for this project. The point is the analytical process, not the profitability of your proposed venture. I am not interested in unrealistically upbeat projections supported by sloppy work; I would prefer a less rosy but more realistic picture reflecting energetic and rigorous engagement of the issues involved.

B) Business form. Corporation? Partnership? S corporation? LLP? If you launch your own company, it will be important—from both a tax and a liability standpoint—to choose the proper form. For this project, however, that is not necessary.

