

Business Environment

A.1. General Business Details 
Business Name: 
Domain Name: 

Legal form of ownership: 
Sole proprietor, Partnership, Corporation, Limited liability corporation (LLC)?  Why have you selected this form?
Owners/Management Team: 
General Company Description:

What business will you be in? What will you do?
Product/Service Description:

Keep this brief.  Outline the main product(s) and/or service(s) that your business will offer.  What are the specifics of the items and why will these be successful in the market?
Company Goals and Objectives: 
Goals are destinations—where you want your business to be. Objectives are progress markers along the way to goal achievement. For example, a goal might be to have a healthy, successful company that is a leader in customer service and that has a loyal customer following. Objectives might be annual sales targets and some specific measures of customer satisfaction.
Business Philosophy: 
What is important to you in business?

To whom will you market your products? (State it briefly here—you will do a more thorough explanation in the Marketing Plan section).
Business Industry.  
Is it a growth industry? What changes do you foresee in the industry, short term and long term? How will your company be poised to take advantage of them?  Major demographic?  
Describe your most important company strengths and core competencies. What factors will make the company succeed? What do you think your major competitive strengths will be? 

What background experience, skills, and strengths do you personally bring to this new venture?
A.2 Industry Overview
Please select your business’ industry from the list below to create an industry overview.  

Manufacturing

· Planned production levels: 
· Anticipated levels of direct production costs and indirect (overhead) costs: —how do these compare to industry averages (if available)?

· Prices per product line:
· Gross profit margin, overall and for each product line:
· Production/capacity limits of planned physical plant:
· Production/capacity limits of equipment:
· Purchasing and inventory management procedures:
· New products under development or anticipated to come online after startup:
Or/ Service Businesses

· Service businesses sell intangible products. They are usually more flexible than other types of businesses, but they also have higher labor costs and generally very little in fixed assets.

· What are the key competitive factors in this industry?

· Your prices:
· Methods used to set prices:
· System of production management:

· Quality control procedures: Standard or accepted industry quality standards.

· How will you measure labor productivity?

· Percent of work subcontracted to other firms: Will you make a profit on subcontracting?

· Credit, payment, and collections policies and procedures:
· Strategy for keeping client base:
Or/ High Technology Companies

· Economic outlook for the industry:

· Will the company have information systems in place to manage rapidly changing prices, costs, and markets?

· Will you be on the cutting edge with your products and services?

The status of research and development: 

· And what is required to:

· Bring product/service to market?

· Keep the company competitive?

· How does the company:

· Protect intellectual property?

· Avoid technological obsolescence?

· Supply necessary capital?

· Retain key personnel?

High-tech companies sometimes have to operate for a long time without profits and sometimes even without sales. If this fits your situation, a banker probably will not want to lend to you. Venture capitalists may invest, but your story must be very good. You must do longer-term financial forecasts to show when profit take-off is expected to occur. And your assumptions must be well documented and well argued.

Or/ Retail Business

· Company image:

· Pricing:

· Explain markup policies.

· Prices should be profitable, competitive, and in accordance with company image.

· Inventory:

· Selection and price should be consistent with company image.

· Inventory level: Find industry average numbers for annual inventory turnover rate (available in RMA book). Multiply your initial inventory investment by the average turnover rate. The result should be at least equal to your projected first year's cost of goods sold. If it is not, you may not have enough budgeted for startup inventory.

· Customer service policies: These should be competitive and in accord with company image.

· Location: Does it give the exposure that you need? Is it convenient for customers? Is it consistent with company image?

· Promotion: Methods used and cost. Does it project a consistent company image?

· Credit: Do you extend credit to customers? If yes, do you really need to, and do you factor the cost into prices?

Enter Details here, such as the potential changes you see in your business.  How will you be prepared for the long term, short term industry alterations?  
A.3 HELP - Industry Statistics 

You must research the industry that your business is about to enter/or is currently in.  Below are a few links to this information.  

Be sure to site where you got your statistics somewhere in your Business Plan report.  

1) Industry Canada Small Business Profiles
 http://www.ic.gc.ca/sc_ecnmy/sio/homepage.html 

2) Industry Specific Websites
· Best for broad marketing needs.

a) Industry Statistics – Canadian Construction Association http://www.cca-acc.com/factsheet/factsheet.html 

b) Food Industry Statistics http://www.omafra.gov.on.ca/english/stats/food/index.html 

c) etc...

A.4 Management & Organization

In a paragraph: Who will manage the business on a day-to-day basis? 

What experience does that person bring to the business? 

What special or distinctive competencies? 

Is there a plan for continuation of the business if this person is lost or incapacitated?

If you’ll have more than 10 employees, create an organizational chart showing the management hierarchy and who is responsible for key functions.

Include position descriptions for key employees. If you are seeking loans or investors, include resumes of owners and key employees.
Professional and Advisory Support
List the following:
Board of directors

Management advisory board

Attorney

Accountant

Insurance agent

Banker

Consultant or consultants

Mentors and key advisors
Organization chart 

Add an organization chart if available.

A.5 Mission Statement

The Business’s Mission Statement is the guiding direction for the desired state of the business.  It is clear and concise statement, ideally one or two sentences long.  

	Important items for mission statement

	1.  Enter here i.e.: easy to use

	2.  Enter here i.e.: efficient

	3.  Enter here i.e.: cutting edge

	4.  Enter here 

	5.  Enter here

	6.  Enter here


Now, condense the items above into a short one to two sentence statement.  Make sure the message is unique to your business and inspiring to you and your stakeholders.  This statement will guide all future business decisions.     

A.6 Executive Summary 
Write/generate this section last.
We suggest that you make it two pages or fewer.

Include everything that you would cover in a five-minute interview.

Explain the fundamentals of the proposed business:  What will your product be? Who will your customers be? Who are the owners? What do you think the future holds for your business and your industry?

Make it enthusiastic, professional, complete, and concise.

If applying for a loan, state clearly how much you want, precisely how you are going to use it, and how the money will make your business more profitable, thereby ensuring repayment.

PAGE  
1
1 General Business Details

