	Typical Business-Planning Situations

	□ You think you have a good idea, but you’re not sure if you’re being overly optimistic.

	The process of putting together a business plan can be a powerful reality check. While crafting your plan, you’ll put your good idea to the test. Does your business proposition make sense? Are the assumptions you’re making, in fact, true? Does your strategy fit in with prevailing business conditions? Do you have the resources you need? Will you really be able to attract customers? Can you actually make a profit? Do you have contingency plans in place if things go wrong? What do critics of your new plan say? Are any of their concerns justified? How can you address their criticisms?

	□ You know you have a great idea. You’re just not sure how to turn it into a real business.

	Turning a great idea into a successful business is exactly what a business plan is all about. One key part of your plan is likely to be a business model, for example, which describes exactly how your business intends to take in and make money. (Planning a nonprofit? Your business model needs to describe where the money’s coming from and how you plan to allocate it.) Most business plans also include detailed goals and objectives, which together create a road map for exactly how to turn that great idea of yours into a growing business.

	□ You need to convince investors that your great idea can make them money.

	The only way to approach and convince investors is with a solid business plan. Sure, you can point to a time in the heady days of the Internet boom when investors may have written a check simply because an idea sounded good or the entrepreneurs were energetic and talked the talk. Today, most investors want to see a strong and convincing business plan — one that makes a persuasive case that your company can turn a profit. They will take an especially close look at your business model and your financials. And the same goes for lenders. A complete and convincing business plan can help you get the loans you need to get your business up and running.


	□ You’re having a tough time attracting talented people in a highly competitive labor market.

	A strong business plan can help. Prospective employees need to feel confident that they’re signing on with a company that knows what it stands for and what it needs to do to succeed. They also need to share in your vision and excitement. If your business plan points clearly toward strong goals and strategies, you’ll have a very good chance of enlisting the kind of skilled and enthusiastic people you’re looking for. If the plan also helps attract new hires with experience in a similar venture, all the better.

	□ You’re thinking of going into business for yourself, but you’re not sure where to start.

	Sole proprietors going into business on their own are often less likely than bigger companies to take the time to write a detailed business plan. But they really have as much or more to gain. Writing a business plan — particularly creating a detailed business model and strong set of goals and objectives —gives you a simple framework to think about where to begin and how to follow through. If you’re going into business on your own for the first time, a plan can help you side step problems and focus clearly on what you do best. Most important of all, a detailed and well-thought-out business plan gives you the confidence you need to go out and start your own business in the first place.

	□ Your company has hit a few big bumps in the road, and you’re struggling to get back on track.

	Part of the business-planning process involves an analysis of your business strengths and weaknesses as well as recognition of the opportunities and threats in your business environment. Establishing realistic goals and objectives as part of a coherent, overall plan that also includes risk assessments and a Plan B outline is especially important when your company is in trouble. An effective business plan ensures that business leaders and all employees are focused on the same goals when you most need them to be working in unison.

	□ You’ve had a few financial and personnel problems lately, and staff morale is low.

	A strong and inspiring business plan can bring your employees back together and boost morale. Two key elements in a good business plan — the mission statement and the vision statement — help make clear to employees not only what the company does, but why it’s in business and what it aims to become in the future. Many businesses use their mission and vision statements to inspire their people, boost productivity, and sharpen their competitive edge.

	□ We want to sell off part of the company so that we can focus on what we’re good at.

	Owners seeking a partner or buyer have two good reasons to write a business plan. One of the purposes of your plan is to get the part of the company you’re spinning off in shape and ready to sell — at the best price. The other purpose of your plan is to help you structure and set out goals, objectives, and strategies for the post-sale period. Whenever a company undergoes the kind of sweeping change involved with new ownership, it essentially becomes a transformed business. That’s why writing a new business plan in this situation is so important.

	□ We have the opportunity to grow our business, but we’re worried about growing too fast.

	Success can be a double-edged sword. It’s great to be on an upward sales and revenue trajectory, but the pressure to grow has also derailed many a company. Effective planning can help you reorganize your business, prioritize opportunities, and chart the best way to plan for and manage growth. A solid business plan also can help ensure that you have the necessary resources in place to support and power your growth.

	□ You’re thinking about introducing a new product or service, but you need some guidance.

	Introducing a new product or service — or entering a new market with a product or service you already have — is very much like starting a business. You need to think through all the same issues, from whom your customers and competitors are likely to be to avoiding threats and seizing market opportunities. The process of creating a business plan helps you develop a strategy for introducing your new product or service, and then ensures that it becomes a successful part of your established business offerings.


