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The Right Order

Choose Investor Focus

Market & Cost Study

Business Planning Process

Writing the Business Plan

Writing an Executive Summary










Tip: More important then everything else combined.

Banks do not expect developing companies to come with a
full team, BUT they do expect you to know who is missing
and how you will fill the gaps.

The Management 1

For example, build an organization chart showing what
you have and what you are missing




The Management 2

Tip: Ensure that the existing managers have the
experience to do the job assigned in the team

A sure way to ruin a good investment scenario is for the
founders to over-rate their capabilities. It looks much
better to show that you know your limitations.

For example, placing an production expert as the
Director in charge of expanding into the USA
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Tip: Carefully analyze existing products/market gaps

You must identify a real need in the market that can be
quantified and understood by the investors/banks.

Do not write broad descriptions, bring specific examples
and facts.

Identifying Needs

For example, describe an existing solution and why it
fails to answer the needs that your solution will answer.
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The Product

Tip: For every good idea that succeeded there
are a [,000 better ones that failed...

Entrepreneurs greatest mistake is to believe that if you
have a great product you have a great company. All the
evidence proves this wrong. The critical factor is great
management and a good product.

For example, look how many times new management
have turned a bad product/company in to a market






Tip: The 2nd largest cost of marketing is travel

Never under-estimate the time and cost of launching a new
product on to a foreign or remote market.

Evaluate carefully all the routes to a market and be
prepared to swap profitability for speed and penetration.

Marketing Strategy

For example, approaching a major distributor and
concluding a deal can take many months




Tip: Look at the real numbers of potential
sales, not the total market in Pounds

Banks much prefer to see a focus on a single niche market
that is understood in depth; than entrepreneurs that say
they are going to take on the world in week one, or even

Year 2.

For example: Focus on retailers in London in the
beginning.




Tip: NO competition - come on..., grow up !

Even if you just discovered fusion power, I promise the
competition is only; time away. The greater your success
and the better the idea, the larger the market,

the faster the competition will run after you.

Competitors

For example, ensure you describe the competition
properly and your competitive advantages
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Tio: A new sale is the start of a business
relationship

A new customer for a product is just the beginning of a
business relationship. You have opened the door, jumped
the barrier, now sink in the teeth with additional sales.

For example, a typical company can make make
10% of their revenues from support, training and
consulting, 20% from peripheral sales and the
remaining 70% from core products.
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