	Checklist Of Common Business Plan Audiences

	
□ Yourself and those individuals in your close circle
Message: To focus and gain support for your efforts, establish your goals, chart your course, anticipate problems, reduce distractions, build on strengths, and stay on track to success. 

	
□ Your Board of Directors or advisors 
Message: To share growth plans and how you can achieve them.

	
□ Investors and lenders
Message: To provide proof of good long-term financial prospects, positive and growing revenue and profit projections, and strong strategies and financial management. For investors, also to convince that your business is postured for strong and rapid growth.

	
□ Senior management team
Message: To present growth plans and how each manager’s area contributes to success.

	
□ Current employees
Message: To present a business overview with emphasis on growth plans and how team members can participate and benefit from business changes, growth, and profitability.

	
□ New hires
Message: To present a business overview with emphasis on brand and business culture, growth plans, and how team members can participate and benefit from business changes, growth, and profitability.

	
□ Independent contractors
Message: To present a business overview with emphasis on brand and business culture, quality, growth plans, and how remote team members collaborate and contribute.

	
□ Vendors and suppliers
Message: To present a business overview that describes what your company is and does, its distinctions and value proposition, and how its capabilities, operations, and finances posture it as a strong business partner in business alliances.

	
□ Customers or clients
Message: To present a business overview that describes what your company is and does, its distinctions and value proposition, and how its capabilities, operations, and finances posture it for long-term strength.

	
□ Donors (for nonprofits)
Message: To present the organization’s goals, operations, the importance of its work, the extent of its volunteer and client network, and how it uses funds and ensures financial accountability, 

	
□ Distributors
Message: To present a business overview with emphasis on brand strength, product lines, competitive advantage, market area, growth plans, and financial strength.

	
□ Regulators
Message: To present a business overview with emphasis on operational, financial, and legal issues.

	
□ Advocacy groups
Message: To share key strategies for addressing the interests or requirements of each group and how your business has the operational and financial strength to succeed.

	
□ Others____________________________________


