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Introduction:

The Business Plan course is a fundamental component of business, management,
and entrepreneurship education, as it provides students with the theoretical foundations
and practical tools necessary to transform business ideas into viable and sustainable
ventures. In an increasingly competitive and dynamic economic environment, the
ability to design, analyze, and communicate a coherent business plan has become an
essential skill for entrepreneurs, managers, and decision-makers.

A business plan serves as a comprehensive roadmap that outlines the objectives
of a business, the strategies for achieving those objectives, and the resources required
for implementation. It integrates key functional areas of business, including marketing,
operations, human resources, and finance, into a unified strategic document. Through
this integration, the business plan enables entrepreneurs to assess the feasibility of a
proposed venture, anticipate potential risks, and identify opportunities for growth and
value creation.

The Business Plan course emphasizes both conceptual understanding and applied
learning. Students are introduced to the principles of opportunity identification, market
analysis, competitive strategy, and organizational design, while also developing
competencies in financial forecasting, budgeting, and funding strategies. By engaging
in case studies, project-based learning, and real-world simulations, learners gain
practical experience in preparing professional business plans that meet the expectations
of investors, financial institutions, and other stakeholders.

Moreover, the course highlights the role of business planning in decision-making
and strategic management. A well-structured business plan not only facilitates access
to external financing but also serves as a management tool that guides operational
planning, performance evaluation, and long-term strategic direction. As such, the
course contributes to enhancing analytical thinking, problem-solving abilities, and
entrepreneurial mindset among students.

contents of the module :

This module was divided into educational units so that the student can understand it
easily and conveniently. The following is the systematic plan of the module:

1. Introduction to Business Plans: Definition, importance, and various types of
plans (Start-up, Expansion, and Investment).
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2. Idea vs. Opportunity: Differentiating the initial thought from a validated,
durable, and value-adding market opportunity.

3. Foundational Components: Developing the Executive Summary, Company
Description, and Strategic Vision.

4. Market and Competitive Analysis: Conducting systematic research to identify
target customers and establish a competitive advantage.

5. The Marketing Plan: Implementing the Marketing Mix (7Ps) to communicate
value and attract customers.

6. The Operational Plan: Managing infrastructure, location justification, material
requirements, and quality control.

7. Administrative and Organizational Plan: Designing the management structure,
personnel planning, and organizational culture.

8. The Financial Plan: Projecting sales revenues, expenses, breakeven analysis,
and understanding the "Five C's of Credit" for bank lending.

Learning Objectives

* Define the main components of a business plan and explain the purpose of
each section.

* Apply basic principles of organizational design and financial forecasting to
real entrepreneurial scenarios.

* Differentiate between raw ideas and proven opportunities ready for formal
planning.

* Master the four language skills (Speaking, Reading, Listening, and Writing)
necessary for professional communication with stakeholders.

Evaluation and Pedagogy

* Method: An attending written exam at the end of the semester, requiring a
score of at least 10 out of 20 to acquire the module.

* Pedagogical Approach: Based on three pillars—Knowledge (storing
concepts), Experience (applying knowledge to personal life), and Use of Knowledge
(applying concepts in professional life).
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* Learning Activities: Students must attend lectures via Moodle or Google
Meet, follow recorded classes on YouTube, and use supporting sources like
Investopedia and academic business texts.

In conclusion, the Business Plan course equips students with essential knowledge
and skills to design, evaluate, and implement business projects effectively. It plays a
critical role in preparing future entrepreneurs and business professionals to navigate
uncertainty, manage resources efficiently, and contribute to economic development and
innovation.
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Course overview

Introduction

Lesson 1: Introduction To A Business Plan

1. Definition and Concept of a Business Plan

2. Importance of a Business Plan

3. Types of Business Plans

4. The Role of Business Plans in Finance and Banking

5. Key Components of a Business Plan (Overview)

6. Glossary

Lesson 2: The Distinction Between a Business Plan & a Project Idee

1. The Business Idea (or Project Idea/Concept)
2. The Business Plan
3. Key Difterences: Idea/Opportunity vs. Business Plan

4. Glossary

Lesson 3: Business Plan Components & The Role of Each
Component

1. Foundational and Overview Components

2. Strategic and Market Components

3. Operational, Management, and Resource Components

4. Financial and Risk Components
5. Glossary

Lesson 4: Describing Venture & Idea
1. Defining the Idea, Opportunity, and Venture
2. Developing the Business Idea (Sources and Initial Screening)

3. Transforming the Idea into a Business Concept

4. The Role of Creativity and Innovation

5. Glossary

Lesson 5: Analyzing Market and Competition
1. Market Analysis and Opportunity Identification
2. The Role and Necessity of Competitive Analysis

3. Strategies for Gaining Competitive Advantage

4. Glossary
Lesson 6: The Marketing Plan
1. Introduction to Marketing and Sales
2. The Marketing Mix
3. The Marketing Plan in the Business Planning Process
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4. Glossary

Lesson 7: The Operational Plan

1. Components and Content of the Operational Plan

2. Managing the Enterprise Operationally

3. Glossary

Lesson 8: Administrative and Organizational Plan

1. Context within the Business Planning Process

2. Designing the Formal Organization and Personnel Planning

3. The Entrepreneur's Administrative and Managerial Functions

4. Building the Entrepreneurial Team and Organization Culture

5. Glossary

Lesson 9: The Financial Plan

1. Financial Planning Process and Scope

2. Components of the Financial Plan (Costs and Revenues)

3. Detailed Financial Reporting Requirements

4. Glossary
Lesson 10: Preparing The Business Plan

1. A Business Plan Example

2. Rewriting the Business Plan in English (group work)

Conclusion
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Lesson 1: Introduction to Business Plans

Lesson Objectives:
By the end of this lesson students will be able to:
* Define what a business plan is and explain its importance.
 Understand the purpose of business plans in financial and entrepreneurial contexts.
* Identify different types of business plans and their use cases.
* Recognize the key elements that make a business plan effective.

I. Comprehensive Definitions and Concepts

A business plan is much more than a simple document; it is a formal written
document that serves as a comprehensive description of a business's goals, the
strategic path chosen to achieve them, and the specific resources required for
successful implementation.

1. The Multi-Perspective Definition
To understand the business plan fully, it must be viewed through three distinct lenses:

« The Roadmap Perspective: It serves as a navigational guide for business
development, outlining the journey from a startup idea to a successful
enterprise.

o The Communication Tool: It is the primary vehicle for communicating the
venture's value to external stakeholders, including investors, commercial
banks, and partners.

o The Analytical Framework: It acts as a systematic method to clarify ideas,
assess the feasibility of a proposed project, and guide critical decision-making
processes.

2. Theoretical Underpinnings

In an academic context, the business plan is defined as a fundamental component of
entrepreneurship education . it provides the theoretical foundations and practical tools
necessary to transform raw business ideas into viable, sustainable ventures. It is a
unified strategic document that integrates key functional areas, including marketing,
operations, human resources, and finance.
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II. The Critical Importance of a Business Plan

The ability to design and analyze a coherent business plan is an essential skill for
modern entrepreneurs, managers, and decision-makers operating in competitive
economic environments.

1. Internal Strategic Importance

« Organizational Guidance: It guides entrepreneurs in organizing and
managing daily business activities, ensuring that the team remains focused on
long-term objectives.

o Feasibility Assessment: Through the planning process, entrepreneurs can
assess the viability of a proposed venture before committing significant
resources.

« Management & Control: It serves as a management tool that guides
operational planning and performance evaluation. It allows leaders to monitor
progress and identify when the business deviates from its intended path.

2. External and Financial Importance

+ Securing Funding: A well-structured plan 1s essential for obtaining financial
support from investors and banks.

« Risk Mitigation: It helps stakeholders identify potential risks and market
opportunities early in the process.

o Building Trust: It demonstrates to external parties that the entrepreneur has
the professional discipline and market research required to manage and scale a
venture.

I11. Essential Characteristics of an Effective Business Plan

For a business plan to be effective, it must possess specific qualities that make it
credible and actionable.

1. Integration and Cohesion

An effective plan does not treat departments in isolation. It integrates marketing,
operations, and finance into a unified strategy. For example, the Operational Plan
must be supported by the Financial Plan's budget , and the Marketing Plan must
align with the Sales Revenues projected in the financial forecasts.

2. Realism and Evidence-Based Projections
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A meticulous and realistic financial plan is necessary for success. Projections should
not be based on "dreams" but on systematic research, data, and facts. This includes:

o Detailed Market Analysis: Based on systematic research rather than
assumptions.

« Realistic Financial Forecasts: Typically covering the first three to five years
of operation.

3. Clarity and Scannability

Since investors and lenders have limited time, the plan must be clear and easy to
navigate. This is often achieved through:

o The Executive Summary: A concise one-to-two-page overview that highlights
the most important selling points.

o Structured Tables: Organizing data into tables to make it digestible for
stakeholders.

4. Flexibility (The "Living Document')

A business plan should be viewed as a living document rather than a static archive. It
must be updated regularly to reflect new market data, shifting priorities, and changes
in the economic environment.

IV. The Role in Finance and Banking

Specifically for students in the Finance of Banking & Insurance specialty, the
business plan is a technical requirement for several banking functions.

1. Creditworthiness Evaluation

Banks and financial institutions use the business plan to measure the risk,
profitability, and sustainability of a project. They specifically look for the "Five C’s
of Credit" within the plan:

« Capital: The stability of the business's capital base.

« Capacity: The ability to meet financial obligations and repay loans.
« Collateral: Assets pledged as security.

o Character: The owner's trustworthiness and competence.

« Conditions: External market and economic factors.
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2. Project Financing

The plan is essential for loan applications. It must include detailed Cash Flow
Statements to track the actual movement of money and Breakeven Analysis to show
when the business will become profitable.

V. Summary Comparison of Business Plan Types

The depth and characteristics of a plan often depend on its intended audience.

Type of Plan Primary Focus Use Case

Start-up Plan | Feasibility and market entry. Starting a new business.

Expansion Plan | Market and financial projections Growing an existing
for growth. business.

Investment Highlighting profitability and Attracting external

Plan returns. investors.

Operational Internal processes, logistics, and Managing internal daily

Plan HR. activities.
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VI. Glossary
Term Translation
Business Plan Jles ¥ Jakada
roadmap Gk ik A
investors CR il
decision-making DA pia
Start-up Plan fadl ddas
Expansion Plan dom i) ddadl)
Investment Plan d laiiny) ddadl)
Operations Plan dgle &) ddadl)

Entrepreneurship Y Jaa /Jlee V) 33l
Feasibility sl Al y
Stakeholders O satlusall faguY) Lala
Profitability daso i
Projection gl
loan Ua
sustainability dalaiay)
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Quiz of lesson 1
Part 1: True or False

1. A business plan is a formal written document that describes the goals of a business
and the strategy for achieving them.

. False

. True
2. The primary purpose of an Operational Plan is to attract external investors by

highlighting profitability.
. False
. True

3. The Executive Summary is typically the first key component listed in a business
plan overview.

. False
. True

4. A Start-up Plan is primarily used for feasibility and market entry when beginning a
new business.

. True

. False

5. Market Analysis and Marketing and Sales Strategy are two distinct but important
components of a business plan.

. True

. False

Part 2: Fill in the gaps:

Complete these sentences:

1. A business plan helps entrepreneurs identify and opportunities in the
market.

. A. competitors
. B. locations
. C. employees

. D. risks
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2. A(n) plan is specifically designed for growing existing businesses and
includes financial projections.

. A. Operational
. B.Start-up

. C.Expansion

. D.Investment

3. Banks and financial institutions evaluate business plans to measure the
profitability, and sustainability of a project.
. A. location

9

) B. history
. C. risk
. D. branding

4. A business plan serves as a communication tool for , banks, and
stakeholders.
. A. customers

. B. competitors
. C. investors
. D. suppliers

5. In finance, a business plan is essential for applications and project
financing.
. A. membership

. B. subscription
. C. loan

. D. employment
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Lesson 2: The Distinction Between Business Plan and Business Idea

Lesson objectives:
By the end of this lesson students will be able to:

- Define the terms "business idea," "business opportunity," and "business plan" within
the entrepreneurial context.

- Contrast the scope and level of detail required for a feasibility study (Opportunity
Assessment) versus a full business plan.

- Categorize specific business activities (e.g., creating 3-year financial projections,
defining a mission statement, or conducting a "Go/No-Go" feasibility test) into the
correct phase of the entrepreneurial process.

Introduction:

The distinction between a business plan and a project idea (or business
idea/opportunity) is fundamental in the entrepreneurial process, representing different
stages of development, levels of detail, and core purposes.

Business Plan vs. Business Idea/Opportunity

A business idea is the initial spark or thought about a possible course of action, while
the business plan is the final, highly detailed blueprint for implementing and
managing that idea after it has been rigorously tested and validated as an opportunity.

1. The Business Idea (or Project Idea/Concept)

A business idea is defined as a short and precise description of the basic operation of
an intended business. It is the first spark of entrepreneurship.

An idea must be developed into a business concept, which is the initial systematic
analysis of the idea. The idea/concept must further be validated as an opportunity: a
favorable set of circumstances that creates a need for a new product, service, or
business.

A critical difference exists here: an idea is not synonymous with an opportunity.

Feature |Business Idea/ Concept Opportunity

A possibility of occupying the market
with a specific innovative product that
satisfies a real need.

A thought, intention, scheme, or

Nature | ooestion. Tt is often highly fluid.

Validatio |Based on preliminary thinking about |Must be determined to be attractive,
n what the business will sell and whom |timely, durable/sustainable, and add
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it will sell to. value to customers.

To create a short, concise concept
Goal statement that clarifies the direction
of the proposed venture.

The conversion of a simple business idea into a successful business venture requires

To ensure that customers are willing to
pay for the product or service.

rigorous transformation, as the two are "worlds apart".

2. The Business Plan

The business plan is a formal, written document that describes in detail how the
entrepreneur proposes to implement and manage the business from the start-up phase
(Stage 1) through the success phase (Stage 3). It acts as a roadmap or blueprint for
starting and running the business.

The business plan takes the validated opportunity (or refined concept) and establishes
the functional requirements necessary for the venture's success. The plan must
describe all nine elements of a typical business model.

3. Key Differences: Idea/Opportunity vs. Business Plan

The fundamental difference lies in scope, timing, and objective.

o Difference in Timing within the Entrepreneurial Process
The relationship between the idea/opportunity and the business plan is sequential,
defining them as distinct phases in the systematic creation of a new venture.

- Phase 1: Identification and Evaluation of the Opportunity (The
Idea/Concept): This is the initial stage where the entrepreneur searches for and
evaluates opportunities, determines feasibility, and narrows the field to one best
idea. You cannot easily jump into planning until the opportunity has been
identified and validated.

- Phase 2: Development of the Business Plan (The Blueprint): This phase
immediately follows the decision to proceed (the Go/No-Go decision) based on
the feasibility study. It builds upon the initial analysis and converts the proven
concept into a detailed set of strategic and operational instructions.

* Difference in Scope and Detail
The difference is likened to the distinction between having a general concept for a
house and needing detailed blueprints before construction can begin.

- Project Idea (Scope): The idea focuses on the core offering, addressing the
market need, the product/service being sold, and the potential customer. The
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preceding feasibility study or Opportunity Assessment Plan is designed to be
relatively short and focuses only on the opportunity, not the entire venture.
- Business Plan (Scope): The plan is a comprehensive document outlining every

aspect required for implementation and operation. It is highly detailed and
often requires consultation with professionals. It includes:

* Strategic Direction: Vision, mission, values, and measurable goals.

* Market Research: Detailed market analysis, competitive analysis, and

marketing strategies.

* Operational Detail: How the business will be conducted (operations),

organization, and personnel structure.

* Financial Projections: Detailed financial forecasts (income statements,
balance sheets, cash flows) for three to five years, often including worst-

case and best-case scenarios.

- Difference in Objective and Audience

The objectives reflect the target audience and the required level of commitment.

Goal Business Idea / Opportunity Business Plan
Primary Tf) dc.at.ermme ! fthe idea has To define, justify, and guide implementation
. .. [|viability and if customers are
Objective | . .. . and long-term management.
willing to pay for it.
Used internally by the Used to communicate with external
External |entrepreneur or team to refine |stakeholders (bankers, lenders, suppliers) to
Use the concept prior to major demonstrate a solid plan worthy of support
resource commitment. and to seek loans or investment.
Internal |Clarifies the product/service PI’OVId?S a framework for resource and
financial controls and helps monitor
Use and market fit. : ;
progress post-implementation.
Conclusion:

In summary, the business idea is the raw potential, the validated opportunity is the
proven viability, and the business plan is the detailed roadmap designed to convert

that proven potential into a profitable reality.




Writing & Presenting Business Plan in English

4. Glossary:

Dr Latreche Mebarka Amat Allah

Term

Translation to arabic

Business Idea

£ 9 uall 3 S8

Initial Spark

Aoy bS8l Aty Ad g 50 )
(" - ) wJ J

Entrepreneurial Process

351 Wt g A Jalall) Bl Al
(Jusy!

Concept Statement

(E sl 2 gl il g iia g) (astlia (b

Preliminary Thinking (el sl
Business Opportunity St/ e dua B
Validation dadlall ¢ha 8al)
Feasibility Study 693l A 43
Market Need God) dala
Value Proposition / Add Value ddlzaal) dadl
Viability Sl Al
Business Plan Jles ¥ Jalaia
Blueprint / Roadmap G dda A / Auadl hhia
Strategic Direction () i) ol
Market Analysis o) Jalad
Financial Projections dtlal) culad gl
Implementation il
Operational Detail Al Zal) Jualdsl)
Stakeholders dalaall claal /¢y g afiaall /() gatlusal)
Venture 3k £ 9 e
Sequential PR IR

Go/No-Go Decision

i gil) g aal) ) B
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Quiz of lesson 2:
Part 1: Multiple Choice Questions
1. According to the lesson, what is considered the "first spark of entrepreneurship"?
. A) The Business Plan
. B) The Business Idea

. C) The Financial Projection
. D) The Go/No-Go decision

2. Which term describes a "favorable set of circumstances that creates a need for a
new product, service, or business"?

. B) Business Concept
) B) Strategic Direction
. C) Opportunity

. D) Operational Detail

3. When is the Business Plan typically developed in the systematic creation of a new
venture?

. A) Simultaneously with the initial idea

. B) Before the feasibility study

. C) Immediately following the decision to proceed (Go/No-Go)

. D) Only after the business has been running for three years

4. A Business Plan often includes detailed financial forecasts for how many years?
. A) 1 year

. B) 3 to 5 years

. C) 10 years

. D) 6 months

5. What is the primary external objective of a Business Plan?

A) To brainstorm new product features

B) To refine the concept for the entrepreneur

. C) To communicate with stakeholders (bankers, lenders) to seek support or
investment
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. D) To determine if customers are willing to pay for a product

Part 2: Short Answer Questions

6. Explain the "house" analogy used in the lesson to distinguish between a project
idea and a business plan.

7. How does the "Scope" of a project idea differ from the "Scope" of a business plan?

8. According to the lesson, what four criteria must be met for an idea to be validated
as an "opportunity"?
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Lesson 3: Business Plan Components & The Role of Each Component

Lesson Objectives:

By The end of this lesson students will be able to:

-Define the main components of a business plan.

-Explain the purpose and role of each component within a business plan

-Identify and classify the components of a business plan into strategic, operational,
financial, and risk related categories.

-Develop a simple business plan outline that integrates all key components
effectively.

Introduction:

A Business Plan is a foundational document essential for starting and running a
business, serving as a comprehensive roadmap or blueprint. It details how an
entrepreneur proposes to implement and manage a business from its initial start-up
phase through to success, typically forecasting three to five years of operation. The
time and effort spent on creating a formal plan is crucial, as inadequate planning is
cited as the number one reason new businesses fail.

A good business plan builds upon initial feasibility analyses and covers nine essential
elements of a typical business model, including the Customer Segments, Value

Proposition, Revenue Streams, Communication and Distribution Channels, Customer
Relationships, Key Resources, Key Activities, Partner Networks, and Cost Structure.

The structure and specific components of a business plan may vary based on the type
of business, but most include the following critical sections:

1. Foundational and Overview Components

Component |Role and Purpose

Cover Sheet [Presents the name of the project, address of the headquarters, and
and Table of names/addresses of the promoters. Role: Provides a professional first
Contents impression and easy navigation.

A concise overview, typically one to two pages, describing the most
important selling points of the business idea. It should briefly cover the
Executive company, financial figures, salient features, competitive advantages,
Summary market size, goals, objectives, and profitability estimates. Role: To
attract attention and sell the business idea, as this may be the only
part read by prospective lenders or investors.

Company Provides details about the business concept, including the industry, the
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Description |proposed products/services, legal form of the entity (e.g., sole
(The proprietorship, partnership, corporation), business hours, and location.
Business) Role: Clarifies the nature of the venture and its legal standing.

2. Strategic and Market Components

Component |Role and Purpose

Details the vision, mission, values, and strategies necessary to achieve
the business goals. It should include measurable and observable
strategic goals. Role: Provides a multi-year strategic direction and a
clear path toward short and long-term business goals.

Strategic Plan

A detailed description of the product or service, emphasizing key

The Product [features, product range, function, design, and most importantly, the
or Services competitive advantage it holds over similar or substitute offerings. It
(Value should also note any patents, trademarks, copyrights, franchises, or
Proposition) [licensing agreements. Role: Explains what value is offered to the
market and why customers should buy it.

Details the market environment based on systematic research. This
section includes target markets, specific customer demographics,
Market market characteristics (growth rates, change, entry barriers), total
Analysis demand, and the timing/length of the window of opportunity. Role:
Assesses the viability of sustained sales and justifies the existence of
customer demand.

Identifies current and potential competitors, outlining their strengths,
Competitive |weaknesses, and future intentions. Role: Explains how the proposed
Analysis business will successfully compete and gain a competitive advantage
(e.g., through price, quality, innovation, or exclusivity).

Explains the strategies for promoting and distributing the product or
Marketing service, including pricing strategies, communication channels, and sales
and Sales Plan [procedures. Role: Details how the business will announce its arrival and
attract/retain customers.

Provides an overview of the technology (hardware and software) that
will be used, if any, and anticipates how new technological
developments may affect the business. Role: Ensures that the business
is leveraging appropriate technology for management, sales, and
communication.

Impact of
Technology

3. Operational, Management, and Resource Components

Component Role and Purpose

Business Explains how the business will conduct its daily activities (key
Operations activities). Includes material requirements, plant location
(Operational Plan) [justification, inventory management, and quality control systems.
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Role: Focuses on efficiency and logistical strategy, detailing core
processes.

Ownership

Plan)

Management and

(Organizational

Outlines the management and decision-making structure, key
personnel, and major appointments. It details the experience,

and lenders that the business has competent and committed
leadership capable of executing the plan.

Organization and

employees, wage requirements, job descriptions, organizational
structure, and procedures for recruiting, selection, evaluation, and

Personnel training. Role: Defines the human capital needed to sustain the
venture.
Ke Identifies critical external partners, suppliers, and sources of
y outside funding. Role: Describes how the business leverages
Stakeholders/Part . . : :
ner Network relationships with others to make the model possible and fulfill

goals.

4. Financial and Risk Components

The financial section is considered by many experts to be the most important part of

the business plan, particularly when seeking outside funding.

Component Role and Purpose
Funding Details the specific capital needed for start-up and operations,
Requirement |repayment strategies, and how the cash will be utilized within the
(Capital and |enterprise. Role: Clearly states the immediate financial needs and
Usage) sources.

Projects the firm's sales revenues and expenses, often for three to
Financial five years. This includes: Projected Sales, Projected
Information |Income/Expenditure Statements, Projected Profit and Loss
(Financial Statements, and Cash Flow Statements. Role: Objectively
Plan) evaluates the prospects of the business, determines financing

needs, monitors progress, and convinces lenders of profitability.

Calculates the volume of sales necessary to cover all fixed and
Breakeven variable costs (the point where revenues equal costs). Role: Shows
Analysis the financial viability and required operational minimum before

profit generation begins.

Cost Structure

Details the operating costs and how they relate back to the various
components of the business model. Role: Helps management
understand which parts of the model incur the highest costs.

Critical Risks

Identifies tentative risks involved in the business. Role:
Demonstrates preparedness and allows investors to calculate the

education, and skills of the team members. Role: Assures investors

Provides details on human resource needs, including the number of
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risks involved from their perspective.

Provides details on how the organization would be dissolved or
Exit Strategy |sold (harvested) and the distribution of assets among stakeholders.
Role: Helps measure the risks involved in investing.

Includes all documents used to substantiate the business plan, such
as resumes, references, SWOT analysis, and copies of market
studies. Role: Backs up the information presented in the main
document.

Appendices

Conclusion:

In conclusion, understanding the components of a business plan and their respective
roles helps entrepreneurs develop a clear vision and structured approach toward
business success. A well-prepared plan not only attracts investors but also enhances
decision-making and risk management, ensuring long-term growth and stability.
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5. Glossary

Term Translation
Executive Summary st adla
Company Description A< 8l Cauag
Legal Form sl (<)
Table of Contents Gl giaal) Jgaa
Strategic Plan doail yiwY) ddasl)
Value Proposition Ao - yida
Competitive Advantage A8l 3 Sl
Market Analysis Gondl Julas
Target Market Cadgluall (§ gusl)
Marketing and Sales Plan Cilasall g (53 guaill Adad
Distribution Channels ol &l g
Business Operations / Operational Plan Aol ) dadl) /4y el cillaall
Quality Control Systems 3 sl )y ala
Organizational Plan daalanl) ddadl)
Key Personnel A Il S
Human Capital sl Jlall Gl
Financial Plan Al adasl)
Funding Requirement o sadll i
Revenue Streams Gl Y jabas

Cash Flow Statement

doaal) Coladndl) ol

Profit and Loss Statement (P&L)

B‘)w\j@)j‘ol:\e

Breakeven Analysis Jalal) ddads Jalas
Cost Structure Callsall (<
Critical Risks daall Hlalal
Exit Strategy z oA daail il
Appendices )
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Quiz of lesson 3

Part 1: True or False

1. Inadequate planning is cited as the primary reason why new businesses fail.
* True
* False

2. True or False: The Executive Summary should be a long, detailed section of at
least ten pages to ensure investors have all the information they need.

* True
« False

3. The "Financial Information" section typically projects sales and expenses for a
period of one year only.

e True

e False

Part 2: Multiple Choice

4. Which component is designed to calculate the exact volume of sales needed to
cover all fixed and variable costs?

* A) Cost Structure

* B) Breakeven Analysis

* C) Exit Strategy

* D) Funding Requirement

5. Which section of the business plan is considered the most important when an
entrepreneur is seeking outside funding?

* A) Appendices
* B) Impact of Technology
* () Financial section
* D) Cover Sheet
6. The "Value Proposition" is primarily detailed in which component?
* A) The Product or Services

* B) Management and Ownership
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* () Strategic Plan
* D) Market Analysis
Part 3: Short Answer & Fill in the Gaps

7. Fill in the gap: The provides a professional first impression and lists
the names and addresses of the promoters.

8. Short Answer: Briefly explain the role of the "Exit Strategy" as described in the
lesson.

9. Fill in the gap: A good business plan covers nine essential elements of a typical
business model, including customer segments and streams.
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Lesson 4: Describing Venture & Idea

Objectives of the lesson:
This lesson aims to help students to:
-explore the foundational stages of entrepreneurial activity,
-focus on defining and developing the core business idea,
-differentiate it from a true opportunity,
-structure it into a concrete business concept or project ready for formal planning.

Introduction:

This lesson explores the foundational stages of entrepreneurial activity, focusing on
defining and developing the core business idea, differentiating it from a true
opportunity, and structuring it into a concrete business concept or project ready for
formal planning.

1. Defining the Idea, Opportunity, and Venture
The path to a viable business project begins with a distinction between a raw idea and
a recognized opportunity.

e The Business Idea: An idea is simply a thought or suggestion about a possible
course of action or opinion about anything. Every business fundamentally
begins with an idea. A business idea is defined as a short and precise
description of the basic operation of an intended business.

e The Business Opportunity: An opportunity is a favorable set of
circumstances or a favorable time for doing something. Unlike a mere idea, a
business opportunity is a possibility of entering the market with a specific
innovative product that satisfies a real need for which customers are willing to
pay. A valid business opportunity must possess four essential qualities:

« It must be attractive.

« It must be timely.

« It must be durable or sustainable.

« It must add value to customers, anchored in products, services, or a
business.

o The Entrepreneurial Project or Venture: The project, or entrepreneurial
venture, is the focus for the entrepreneur's thinking, learning, and development.
The overall process of entrepreneurship—identifying opportunities and
creating organizations to pursue them—results in this entrepreneurial venture.
A new venture is fundamentally required to solve a problem and meet a
genuine need. Researchers have defined New Venture Ideas (NVIs) as
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"imagined future ventures"—evolving, changing, and usually implicit outlines
of a future venture that provide direction for creating new economic activities.

2. Developing the Business Idea (Sources and Initial Screening)
Developing a good idea involves seeking input and subjecting the initial thought to
crucial questions.

Sources of Business Ideas: New business ventures often arise from changes in the
industrial, social, or economic environments. Key sources include:

« External Causes: New business ventures can be spurred by advancing
technology and new knowledge, changes in perception (e.g., emphasis on
healthy living), economic change (e.g., energy crisis leading to alternative
energy ideas), or political change (e.g., new policies mandating professional
development).

» Problem-Solving: Opportunities frequently arise in the form of a problem
looking for a solution. Once an entrepreneur solves a recurring problem in
society, they are well on their way to creating a product, service, or business.

« Prior Experience: Individuals with prior work experience frequently perceive
ways to modify products or improve services, leading to new ventures. Prior
experience in a particular industry increases the chance of identifying an
opportunity.

« Personal Interest and Hobbies: What an individual is naturally good at, such
as baking or painting, can guide the type of business established, provided
there is a need for the product or service in the local economy.

Initial Idea Screening and Feasibility: Before proceeding, the idea must be
rigorously examined. It is critical to select an idea worthy of further detailed
investigation. This internal analysis should ensure the entrepreneur is aware of the
business environment they plan to enter.

Initial questions to consider include:

1. Is the idea new, or has it been tried before, and if so, why did it fail?

2. Is the idea feasible?

3. Who is the target customer?

4. Who are the competitors, and is the market saturated?

5. How can a better product or service be offered compared to competitors?

3. Transforming the Idea into a Business Concept
The business concept serves as the foundational, solid articulation of the proposed
venture, transforming a fluid idea into a shareable framework.
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The Business Concept Defined: A business concept describes:

The business the entrepreneur wishes to create.
The products and services intended for provision.
The market it serves.

The potential competition it faces.

Developing the concept is the first step in creating an effective business plan. It is
the initial analysis of the idea, exploring the potential to create a market with ongoing
and effective demand.

Key Components of the Project/Concept Description: Developing a concept
requires clarifying the business idea’s purpose and viewing the venture
imaginatively five years into the future, but basing this vision on research, data,
and facts, not just dreams.

A comprehensive business concept provides specific details, often summarized by the
Seven W’s (What, How, Who, Why, Where, When, How):

What is the product or service? This requires a description of what it actually
1s or does, possibly including technical descriptions or diagrams.

Value Proposition/Benefits: What benefits will the product or service bring to
the customer? Benefits sell the product by conveying emotional or practical
details, showing customers "what’s in it for them".

Differentiation: How is the product different from other existing offerings?
Customers and Market: Who will buy it, and Why will they buy it (e.g.,
price, convenience, perceived safety, or being better than available
alternatives)? The description must identify the market need the business will
fulfill.

Location: Where will it be sold, detailing the geographic location of the
business and its customers.

Timeline: When will it be ready to be sold (concept, start-up, initial operations
phase)?

Promotion: How will it be promoted and sold (e.g., online marketing)?

Beyond the core description, the concept development process should also define the
potential revenue streams and confirm that sufficient revenue potential exists to
ensure profitability over a specific time. Furthermore, the initial concept outline

should include the necessary key resources (people, equipment, inventory, space) and
the critical activities needed for launch, growth, and customer retention.
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4. The Role of Creativity and Innovation
Creativity and innovation are essential forces in shaping the project idea and ensuring

its novelty in the market.

Creativity is defined as the tendency or ability to generate or recognize ideas,
alternatives, or possibilities that may be useful in solving problems. It is a
process of assembling ideas by recombining elements already known but
incorrectly assumed to be unrelated.

Innovation is the implementation of a new idea at the individual, group, or
organizational level. It is a process of intentional change made to create value
by meeting opportunity and seeking advantage.

The key relationship is: Entrepreneurship = creativity + innovation.

Innovation in the context of the project idea can take several forms:

Invention: The creation of a new product, service, or process.

Extension: The expansion of an existing product, service, or process.
Duplication: The replication of an existing successful product, service, or
process.

Synthesis: The combination of existing concepts and factors into a new
formulation.

A newly developed product must specifically offer the customer an
advantage.

Conclusion

By understanding all previous elements, learners gain a structured understanding of
how to present a business idea effectively and communicate its purpose, direction,
and unique benefits.
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Quiz of lesson 4

Part 1: Multiple Choice

1. Which of the following best defines a "Business Opportunity" as distinct from a
mere idea?

* A) Any thought or suggestion about a possible course of action.

* B) A short and precise description of a business operation.

* () A favorable set of circumstances that satisfies a real market need.
* D) A dream of a future venture that provides personal direction.

2. Which quality 1s NOT one of the four essential characteristics of a valid business
opportunity?

* A) It must be attractive.

* B) It must be expensive to implement.
e C) It must be timely.

e D) It must add value to the customer.

3. If an entrepreneur notices a way to improve a service based on their previous job,
which source of business ideas are they utilizing?

* A) External Causes.
* B) Personal Interests and Hobbies.
* () Problem-Solving.
* D) Prior Experience.
4. What is the specific "formula" for entrepreneurship provided in the lesson?
* A) Entrepreneurship = Idea + Capital.
* B) Entrepreneurship = Creativity + Innovation.
* () Entrepreneurship = Marketing + Sales.

* D) Entrepreneurship = Invention + Duplication.

Part 2: Fill in the Gaps

5. Fill in the gap: The serves as the first step in creating an
effective business plan and transforms a fluid idea into a shareable framework.
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6. Fill in the gaps: To summarize a comprehensive business concept, entrepreneurs
often use the "Seven W's", which include: What, How, Who, Why, Where,
, and

7. Fill in the gap: While creativity is the ability to generate ideas, is the
actual implementation of those ideas to create value.

Part 3: Short Answer & Matching

8. Matching:
Match the form of innovation to its correct description.
 Invention:
* Extension:
e Synthesis:
* Duplication:
* Choices: * 1. Replication of an existing successful product.
2. Combination of existing concepts into a new formulation.
3. Expansion of an existing product or service.
4. Creation of a completely new product or process.
9. Short Answer:

List at least three initial screening questions an entrepreneur should ask to determine
if an idea is worthy of detailed investigation.
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Lesson 05 Analyzing Market and Competition

Lesson Objectives:

By the end of this lesson, students will be able to:

1. Explain the concept of market analysis and identify opportunities within a target
market.

2. Recognize the importance and necessity of competitive analysis in understanding
industry

dynamics.

3. Evaluate different strategies for gaining and sustaining competitive advantage.

4. Describe the components of the marketing mix (7Ps) and analyze their role in
shaping market

positioning.

5. Apply market and competitive analysis tools to assess real or hypothetical business
scenarios.

Introduction:

Analyzing the market and competition is a critical activity within the entrepreneurial
process, essential for evaluating the viability of a business opportunity and developing
a solid business plan. This rigorous evaluation process allows the entrepreneur to assess
whether the potential returns of a specific product or service justify the resources
required.

1. Market Analysis and Opportunity Identification

The market forms the foundation of any business idea. A market consists of all the
potential customers who share a need or want and are willing and able to engage in an
exchange to satisfy that need.

e The Purpose and Scope of Market Research

Market research is the systematic and objective process of gathering, analyzing, and
disseminating information to assist management in making decisions related to
identifying and solving market problems and opportunities.

Key objectives of market research include:

- Identifying Target Customers: Determining who will buy the product. No
product can be sold to everyone, so a clear customer profile is necessary.

- Assessing Demand: Determining how many customers are going to buy the
product and whether demand can sustain steady income.
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- Determining Price and Location: Finding the best price and optimal location
for selling the product.

- Uncovering Customer Needs: Discovering the wants and needs of customers,
which should drive the design and development of products and services.
Consumers are often the best source of ideas for a new venture.

e Evaluating the Business Opportunity

An opportunity is a favorable set of circumstances that creates a need for a new product,
service, or business. To be viable, a business opportunity must address a specific need
in the marketplace, and the potential market must be large enough to support
continuous growth and sustainability.

When identifying and evaluating an opportunity, the entrepreneur must answer
fundamental questions, including:

What market need does the product or service fill?

What is the size and length of the "window of opportunity"?

What competition exists in this market, and how big is their turnover?

Can prospective customers afford the product, and are they willing to pay for it?

2. The Role and Necessity of Competitive Analysis

Entrepreneurs should always assume that others are providing similar services or
products. If a potential business person sees an opportunity, it is almost guaranteed that
others have seen the same or similar opportunities. Even if competitors are currently
inactive in a specific market, they may quickly enter if profit opportunities present
themselves.

The goal of competitive analysis is to identify and expand upon a competitive
advantage. It is a critical component of the business plan, serving to gather data about
competitors from various sources.

e Key Benefits of Competitive Analysis

Competitive analysis is necessary because the entrepreneur might not otherwise know:

- Who is selling into the same market.

- Who offers similar products and services.

- What the average price is for the proposed offerings.

- What types of customer service and support are necessary to satisfy potential
customers.

- How competitors might respond to a new product or pricing strategy.
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e Assessing the Competition (Data Gathering)

To define competitors, entrepreneurs must look at the industry as a whole to determine
who else is serving their target market. Competition includes anything that could draw
customers away from the business.

Steps for assessing competition involve gathering data from sources like phone books,
web searches (Google), trade shows, public records, and by directly asking potential
customers who they currently use.

Entrepreneurs must investigate specific characteristics of their potential rivals:

- Market Focus: What business model do they use (retailer, wholesaler, etc.), and
what industry sector(s) do they sell into (e.g., K-12, university, health, tourist)?.

- Product/Service: How similar are their products/services to yours? Do they
develop their own products or resell others?.

- Pricing: What do they charge for products or services? Do they focus on price
or product?.

- Marketing and Support: How do they advertise and market to customers? Are
they a full-service company providing ongoing support?.

- Operational Scale: How many employees do they have and where are they
located?.

e Analyzing Results and Adjusting the Plan

The detailed competitor analysis dictates whether the initial business idea should be
modified. If analysis reveals that competitors already service the same target market or
provide the same products/services, the entrepreneur should consider:

- Changing the Target Market: Focusing on an underserviced segment.

- Modifying Offerings: Thinking about different products or services, or
substantially modifying proposed ones to make them unique.

- Adjusting Price Point: If matching the competitor's price is difficult, determine
if costs can be reduced to lower the price point.

3. Strategies for Gaining Competitive Advantage
A competitive advantage is the edge over rivals needed to secure customers. Since
every new business has potential competitors, gaining a competitive advantage is
crucial for success.

A competitive advantage can be established through differentiation and strategic
positioning. Strategies include:
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Strategy

Element
Differentiation/
Uniqueness

Niche/Focus
Strategy

Innovation

Price Point

Quality

Customer
Service

Exclusivity

Description

Ensuring the product or service stands out from competitors, making
customers value the unique quality.

Concentrating on a narrow market segment whose unique preferences are
known and serving that niche better than competitors.

Creating a product or idea that is entirely new, or finding a brand new use
for an existing product. This includes new ways of delivery or informing
the consumer.

Offering services or products that are cheaper than competitors. However,
attempting to enter a market based solely on low cost is challenging, as
large firms often enjoy advantages in lowering costs through economies of
scale.

Ensuring products are better made than competitors. Quality focuses on
exceeding customer expectations.

Providing supportive sales and timely customer service and support, which
is an area where small businesses often beat large rivals.

Having exclusive rights to products or services, often enforced through
patents, trademarks, or copyrights.

4. The Role of the Marketing Mix (7Ps)

Once the competitive advantage is defined, it becomes part of the marketing approach.
The marketing mix (Product, Price, Place, Promotion, People, Process, and Physical
Evidence) provides a framework to compartmentalize the business for improvement.
Entrepreneurs should focus on conveying the benefits the product provides, as

customers weigh these benefits before making a purchase.

Conclusion

In conclusion, this lesson provided a structured understanding of how to analyze
markets, assess competitors, and apply strategic tools such as competitive advantage
frameworks and the 7Ps marketing mix. Mastering these elements enables learners to
identify opportunities, make informed decisions, and strengthen a business’s position

within a competitive environment.
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Quiz of lesson 5
Part 1: Multiple Choice

1. What is the primary goal of conducting a competitive analysis?

e A) To find out where competitors are located.

* B) To identify and expand upon a competitive advantage.
e () To copy the pricing strategy of the largest firm.

* D) To determine the legal form of the competitor’s entity.

2. Which strategy involves concentrating on a narrow market segment and serving it
better than rivals?

* A) Innovation Strategy.
* B) Price Point Strategy.
e () Niche/Focus Strategy.
* D) Exclusivity Strategy.
3. According to the lesson, what is often the "best source of ideas" for a new venture?
* A) Public records.
* B) Phone books.
e (C) Consumers.
e D) Trade shows.
4. Which of the following is NOT one of the 7Ps of the marketing mix?
* A) Physical Evidence.
* B) Profitability.
e () Process.
e D) People.

Part 2: True or False

5. An entrepreneur should assume they are the only ones seeing a specific market
opportunity.

e True

e False
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6. Market research is defined as a systematic and objective process of gathering and
analyzing information to assist management decisions.

* True
« False

7. Entering a market based solely on having the lowest price is easy for small
businesses because they have low overhead costs.

* True

e False

Part 3: Fill in the Gaps

8. Fill in the gap: The refers to the size and
length of time a specific market opportunity is available for a new business to enter.

9. Fill in the gap: Having exclusive rights to products or services through patents,
trademarks, or copyrights is known as the strategy of

10. Fill in the gap: Competitive analysis allows entrepreneurs to understand how
rivals might respond to a new product or strategy.
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Lesson 6: The Marketing Plan
Lesson Objectives:

Upon completion of this lesson, students should be able to:
e Describe the definitions and core components of marketing and sales.
¢ Identify and apply the various elements of the marketing mix (the 7 Ps).
e Outline the process for developing and implementing a robust marketing plan
within a business venture.

I. Introduction

An effective marketing and sales plan is essential to the success of any new or
mature business. While the terms "marketing" and "sales" are often used
interchangeably, they are distinct yet complementary concepts that employ different
strategies.

1. Defining Marketing and Sales

Concept Definition/Focus

A management process responsible for identifying, anticipating, and
Marketing | satisfying customer requirements profitably. It involves everything
done to reach and persuade prospects, providing value to the customer.

The activity or business of selling products or services. It is the
Sales process of closing the sale and obtaining a signed agreement or
contract. Sales is the ultimate objective of every business.

The foundation of marketing is exchange, where one party provides something of
value to another party in return for something else of value, ultimately designed to
satisfy human needs. A marketing strategy that ignores the customer does not serve its
purpose, as customers buy the concept of what a product will do for them.

2. The Marketing Mix: The 7 Ps

A robust marketing strategy must be developed around a strong marketing mix. This
mix helps compartmentally break down a business into workable sections for overall
improvement. The widely accepted framework includes the 7 Ps:

e Product: This refers to the goods or services produced for sale, which should
relate to the needs and wants of the customers. Products offer actual benefits to
customers. Products can be classified as durable (lasting for some time, usually
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high-priced like a motor vehicle) or non-durable (used up in the short term, like
food or drinks).

Price: This represents the perceived value of the product. Pricing is the only
component of the marketing mix that produces revenue. The primary goal of
pricing is to ensure the business generates sufficient sales to achieve
profitability and sustainability.

Place (Distribution): This involves the methods of getting products or services
to customers, including the location or time where the product is sold. Choosing
appropriate communication and distribution channels is critical to maintaining a
competitive advantage and affects the business's bottom line.

Promotion: This involves communicating the product to potential customers.
The purpose of promotion is threefold: to inform customers about a product, to
persuade them to buy by building a positive attitude toward the business, and to
remind existing customers to support future sales.

People: This covers the employees and their requisite knowledge or training that
enables them to make and/or sell the product.

Physical Environment: This refers to the ambience or "feel" of the physical
interior where the product is sold.

Processes: These are the operational services and work processes that enable the
organization to run smoothly.

3. The Marketing Plan in the Business Planning Process

The marketing plan is a crucial functional plan drawn during the business planning
process. A typical business plan includes a Marketing and Sales plan with multi-year

sales projections.

A. Key Questions Addressed in the Marketing Plan The marketing plan is developed
based on the initial analysis of the business idea and feasibility study results. It needs
to address critical questions, sometimes summarized by the Seven W's, tailored to
market needs and sales strategy:

What goods or services will the business sell?

Who will buy it (the customer segment)?

Why will they buy it (the value proposition/benefits)?

Where will it be sold (geographic location and distribution channels)?
How will it be promoted and sold (marketing strategy)?

B. The Marketing and Sales Process Flow

The marketing plan implementation follows a sequential process:
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1. Market Research: This is the systematic and objective identification,
collection, analysis, and dissemination of information related to identifying and
solving marketing problems and opportunities. Research is key to reducing risk.
Customer needs must drive the types of products and services offered.

2. Pricing Decision: Determining the price point that offers a competitive edge.
Strategies vary, including price skimming (charging the highest price buyers will
pay) and penetration pricing (reducing prices to enter the market and increase
sales).

3. Customer Awareness and Education: Implementing the promotion strategies
defined in the marketing plan to raise customer awareness about the products
and services. Typical strategies include advertising, direct mail, presentations at
trade shows, information websites, and cold-calls.

4. The Sales Process: Once customers recognize a need, the sales process begins
with investigation (defining exactly what the customer needs) and negotiation
(cost, delivery times, and support).

5. Closing the Sale and Post-Sales Support: Finalizing the transaction. Post-sales
support is crucial for customer retention and may include technical support,
return desks, or feedback sheets/surveys.

C. Competitive Advantage A key part of the marketing plan is establishing a
competitive advantage, which is defined as the strongest links in the business relative
to the competition. This advantage can be achieved through superior service (which
builds loyalty and doesn't always cost money) or exclusivity (exclusive rights to
products/services, often via patents or trademarks). The goal of a competitive analysis
1s to transfer the weaknesses of competitors into potential strengths for your business.

I. The STP Framework: Segmentation, Targeting, and Positioning

While the marketing mix explains what you sell, the STP framework explains fo whom
you sell and #ow you are perceived.

1. Market Segmentation

Segmentation is the process of dividing a broad target market into smaller, manageable
groups of consumers who share similar characteristics.

o Demographic: Age, gender, income (crucial for banking products), and
education.

« Geographic: Local, national, or international reach.
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« Psychographic: Lifestyle, values, and personality (e.g., "The eco-conscious
investor").

« Behavioral: Spending habits, brand loyalty, and product usage rates.
2. Targeting Strategy
Once segments are identified, the entrepreneur must choose which to pursue.

o Undifferentiated (Mass) Marketing: Targeting the whole market with one
offer.

« Differentiated Marketing: Creating separate offers for different segments.

« Niche (Concentrated) Marketing: Focusing on a small, well-defined segment
to gain a competitive advantage.

3. Positioning and Perceptual Mapping

Positioning is how you want your product to be perceived in the customer’s mind
relative to competitors.

o Value Proposition: A clear statement of the unique benefits your product
provides.

« Competitive Positioning: Highlighting your "Strongest Links" to differentiate
from rivals.

I1. Digital Marketing Strategy in the Modern Era

In 2026, a marketing plan that ignores digital channels is incomplete. This section
details how to integrate technology into the promotional mix.

1. The Digital Marketing Funnel (AIDA Model)
A marketing plan must guide the customer through four stages:

o Awareness: Using SEO (Search Engine Optimization) and social media to
"inform" the customer.

o Interest: Providing valuable content (blogs, videos) to build a "positive
attitude".

« Desire: Using "Retargeting" ads to persuade the customer to buy.
« Action: Simplifying the "Sales Process" to close the sale.

2. Content Marketing and Social Media
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« Platform Selection: Choosing platforms (e.g., LinkedIn for B2B, Instagram for
B2C) based on the "Target Audience".

o Influencer Partnerships: Leveraging community leaders to build "Trust" and

"Credibility".

III. Marketing Metrics and Financial Performance

For Finance students, marketing must be justified through data. These metrics link
Lesson 6 directly to the Financial Plan in Lesson 9.

1. Key Performance Indicators (KPIs)

o Customer Acquisition Cost (CAC): The total cost spent on marketing to
acquire one new customer.

o Customer Lifetime Value (LTV): The total revenue a business can expect from
a single customer account throughout the business relationship.

« Return on Investment (ROI): Measuring the profitability of a specific
marketing campaign.

2. Tracking and Analytics

Entrepreneurs must use "Control Systems" to monitor the success of their marketing

efforts. This involves:

« Conversion Rates: The percentage of website visitors who make a purchase.

« Retention Rates: The ability to "Remind existing customers" to return.

IV. Practical Workshop: Designing the Marketing Strategy

MARKETING STRATEGIC ACTION FINANCIAL

PILLAR IMPACT

PRODUCT Define the "Core Benefits" and | Affects "Value
unique features. Perception".

PRICE Choose between "Price Skimming" | Determines "Sales
or "Penetration Pricing". Revenues".

PLACE Select "Distribution Channels" | Impacts "Operating
(Physical vs. Digital). Expenses".

PROMOTION Plan the "Promotion Strategy" | Determines the
across 12 months. "Marketing Budget".
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ENGLISH TERM ARABIC DEFINITION
TRANSLATION
SEGMENTATION | Gsud) apdis Dividing a market into distinct
groups of buyers.
POSITIONING Sl (B a8 gl The place a product occupies in
consumers' minds.
AIDA MODEL calda¥l  oldVl)  zigi | A framework for the customer
(Jend) dae ) journey.
CONVERSION Ja il Jana The ratio of visitors who take a
RATE desired action.
MARKET SHARE | 4 sl daal) The portion of a market
controlled by a company.
Conclusion

An effective marketing plan functions much like a navigational chart for a ship captain.
It maps out the known terrain (the market), charts the best course based on the ship's
capabilities (the 7 Ps), anticipates rough waters (the competition), and sets clear
destinations (sales targets and profitability), ensuring the vessel uses its limited fuel
(resources) efficiently to reach its goal.
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Quiz of lesson 6

Part 1: True or False

1. In the business context, "Marketing" and "Sales" are identical terms that describe
the same activity.

* True
e False

2. Pricing is the only element of the marketing mix that actually produces revenue for
the business.

e True
« False

3. A marketing strategy can still be effective even if it completely ignores the
customer's perspective.

* True

e False

Part 2: Multiple Choice

4. Which of the "7 Ps" refers specifically to the operational services and work
processes that allow an organization to run smoothly?

* A) People
* B) Processes
e () Physical Environment

e D) Product

5. What is the strategy of charging the highest price that buyers are willing to pay to
enter a market?

* A) Penetration pricing
* B) Competitive pricing
* C) Price skimming

e D) Value-based pricing

6. Which phase of the sales process involves defining exactly what the customer
needs and negotiating costs and delivery times?
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e A) Market Research
* B) Customer Awareness
* () Investigation and Negotiation
* D) Closing the Sale
Part 3: Fill in the Gaps

7. Fill in the gap: The foundation of marketing is , Where one party
provides something of value to another in return for something else of value.

8. Fill in the gaps: The purpose of promotion is threefold: to inform customers, to
persuade them to buy, and to existing customers to support future sales.

9. Fill in the gap: A competitive advantage is defined as the links in the
business relative to the competition.
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Lesson 7: The Operational Plan

Lesson objectives:

By the end of this lesson students will be able to:

-understand the role of the operational plan as a core component within the
comprehensive business plan.

-Identify the relationship between the operational plan and other functional plans
such as marketing, finance, and human resources.

-Analyze how the operational plan contributes to assessing the operational feasibility
of a business idea or proposed venture.

Introduction:

The operational plan is an essential component within the comprehensive business
plan, serving as a blueprint that details how the business will be implemented and
managed. Along with the marketing, finance, and human resource sections, the
operational plan constitutes one of the core functional plans drawn up for the proposed
venture.

The creation of the operational plan occurs during the business planning process,
specifically within the functional planning stage. Its ultimate purpose is to visualize the
business concept in terms of its operational feasibility and ensure that resources
allocated for production and operation are utilized in the best possible manner to make
the venture successful.

I. Components and Content of the Operational Plan

The operational plan provides detailed information on how the business will conduct
its activities.

1. Location and Infrastructure

A critical element of the operational plan is determining the plant location. The plan
must thoroughly explain the rationale for the chosen location, addressing factors such
as:

* Proximity to the market.

* Accessibility of suppliers.

* Availability of labor.

* The benefit of government subsidies or other specific advantages associated with
the particular location.

2. Production and Resource Management

The operational plan must include detailed strategies for managing the physical and
material requirements of the business:

* Material Requirements and Inventory Management: Detailed plans covering
material needs and inventory control must be drawn up.
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* Quality Control: Procedures for quality control are included to define the level
of quality assurance required for products or services.

* Cost and Intricacies: These detailed plans—including material requirements,
inventory management, and quality control—are drawn up to accurately identify
further costs and the overall intricacies of the business operation.

* Operational Budget: The budget for the operational plan must also be drawn
up and included in the overall financial projections.

3. Business Operations and Competitive Edge

Within the broader business plan, the section dedicated to "Business Operations"
should explain how the business will be conducted, specifically highlighting what
makes the operation better than the competition. The innovation process itself
contributes to operational changes, such as the introduction of a new method of
production or a new organization of industry.

4. Financial Links to Operations

Related financial documents support the feasibility of the proposed operations by
detailing resource costs:

e Capital Equipment List: This statement details the required operating
equipment and its corresponding dollar value.

* Breakeven Analysis: This calculation determines the volume of sales necessary
to cover all fixed and variable costs incurred during operations.

II. Managing the Enterprise Operationally

The planning of operations is closely linked to the subsequent management phase of
the entrepreneurial process, particularly after the necessary resources have been
acquired.

1. Implementation and Application

The broader innovation process relies on implementation (applying the resources to
accomplish the plans) and commercial application (the provision of value to
customers, rewards for employees, and satisfaction for stakeholders).

2. Ongoing Management and Control

Once the business is running, the entrepreneur must address and effectively manage
the operational problems of the growing enterprise. This responsibility involves:

* Management Structure: Implementing an appropriate management style and
organizational structure.

e Control System: Establishing a control system to monitor performance and
ensure objectives are being met. This continuous oversight helps the
entrepreneur track how well the business is progressing toward its goals.
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The ability of an organization to reorganize its activities, develop new products and
services, and adopt new technologies requires continuous focus on operational
adaptation to ensure continuous growth. The success of the entrepreneur during the
growth and transition stage depends on effectively managing these controllable factors.

conclusion:

If the overall business plan is the architectural schematic for a building, the operational
plan is the construction schedule and procurement list. It moves beyond the conceptual
design (the idea/business model) to specify the physical resources needed (materials
and machinery), where the construction site must be located, and the step-by-step
processes required to ensure the entire structure is built efficiently, safely, and ready
for use.
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Quiz of lesson 7:
Part 1: True or False

1. The operational plan is considered one of the core functional plans, alongside
marketing, finance, and human resources.

* True
« False

2. Determining the plant location is a minor detail that does not need to be addressed
in the formal operational plan.

e True
e False

3. The "Capital Equipment List" is a document that details the required operating
equipment and its corresponding dollar value.

* True
« False

4. Once a business begins operations, the entrepreneur no longer needs to worry
about control systems or monitoring performance.

e True
e False

Part 2: Multiple Choice

5. According to the lesson, when is the operational plan typically created?

* A) After the business has been running for a year.

. B) During the functional planning stage of the business planning process.
e C) Only if the entrepreneur is seeking a government subsidy.
* D) Before the business idea has even been conceived.

6. Which of the following is NOT listed as a factor to consider when justifying a
business location?

. A) Proximity to the market.
. B) Accessibility of suppliers.
. C) Availability of labor.
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e D) The aesthetic color of the building.

7. What is the primary purpose of a '"Breakeven Analysis'" in the context of
operations?

* A) To list all the names of the employees.

. B) To calculate the volume of sales necessary to cover all fixed and variable
costs.

e () To design the marketing logo.

* D) To determine the history of the industry.
Part 3: Fill in the Gaps

8. Fill in the gap: The ultimate purpose of the operational plan is to visualize the
business concept in terms of its operational

9. Fill in the gap: Procedures for are included in the plan to
define the level of assurance required for products or services.

10. Fill in the gap: The broader innovation process relies on (applying
resources to accomplish plans) and commercial application.
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Lesson 8: Administrative and Organizational Planning

Lesson objectives:
By the end of this lesson, learners should be able to:

1. Define the Administrative and Organisational Plan and explain its importance
within the BusinessPlan.

2. Identify the key components of the organisational structure and personnel
planning.

3. Explain the main managerial and administrative functions of the entrepreneur.

4. Analyse the role of organisational culture in supporting business operations.

5. Differentiate between delegation and employee empowerment within a managerial
context.

6. Describe the process of forming an entrepreneurial team and assigning roles.

7. Evaluate how planning, control, and reward systems contribute to organisational
effectiveness.

8. Apply basic principles of organizational design to real entrepreneurial scenarios.

Introduction:

The Administrative and Organisational Plan represents a fundamental component of
the overall Business Plan for any entrepreneurial venture. It outlines how the business
will be structured, managed, and operated from the start-up phase through stages of
growth. This plan defines the formal organizational structure, clarifies roles and
responsibilities, and establishes the decision-making framework needed to ensure
efficient operations. Additionally, it addresses human resource planning, managerial
functions, and the development of a strong organisational culture that supports the
enterprise’s strategic goals. By understanding these elements, learners gain a
comprehensive view of how successful ventures are built,managed, and sustained.

I. Context within the Business Planning Process

The Administrative and Organizational Plan forms a critical component of the
comprehensive Business Plan. This plan details how the entrepreneur proposes to
implement and manage the business from its initial start-up phase through periods of
growth.

A good business plan is vital and acts as a detailed set of blueprints to guide the
construction of the business, preventing the actual enterprise from deviating
significantly from the initial vision.
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Key organizational and managerial elements typically included in a typical business
plan outline are:

* The Management and Decision-Making Structure.

* The Business Organization and Major Appointments.

* A Human Resource Management Plan.

* Organization and Personnel.

* Business Operations (explaining how the business will be conducted).

* Organization Structure (a framework for resource and financial controls).

These details ensure the plan addresses the Key Resources, Key Activities, and
Partner Networks building blocks of the business model.

I1. Designing the Formal Organization and Personnel Planning

The purpose of designing the organization is to provide the organization's members
with a formal and explicit indication of what is expected of them.

1. Organizational Structure and Design: The legal form of the business (e.g., sole
proprietorship, partnership, corporation) must be included in the company description
section of the business plan.

The design of the initial organization is usually simple. At the outset, the
entrepreneur may perform all the functions alone, which is common in a start-up.
However, relying solely on one individual often poses a significant risk and is a
common reason for new venture failures.

As the workload increases, the organizational structure must expand to incorporate
additional employees with clearly defined roles. The organizational structure or chart
defines members' jobs and the communication and relationship among these jobs.

2. Personnel and Human Resources: The organizational plan must detail the
manpower plan needed to put life into the business. This involves planning for:

* The number of employees required.

* The payment structure (how much and how employees will be paid).

* The process for personnel recruiting, selection, evaluation, and training.
Effective interviewing and hiring procedures are essential to ensure new
employees can grow with the venture.

The entrepreneur must determine a set of guidelines, or selection criteria, for
choosing individuals for each position. Furthermore, training, both on and off the
job, must be specified.
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III. The Entrepreneur's Administrative and Managerial Functions

Management is defined by the activities and tasks a leader performs to ensure the
business operates effectively. When an organization is first created, the entrepreneur
is responsible for carrying out key administrative functions:

1. Executing Managerial Functions: This includes forming production plans,
arranging finance, purchasing raw material, providing production facilities,
organizing sales, and managing personnel.

2. The Role of Adaptor: The manager must adapt to changes in the environment
and continuously seek new ideas. When a new idea emerges, the manager
initiates its development or delegates the responsibility.

3. The Role of Allocator of Resources: The manager determines which parts of
the organization receive which resources, involving the delegation of budgets
and responsibilities. This process is complex, as one decision can significantly
impact others.

4. The Role of Negotiator: Negotiations concerning contracts, raw material
prices, and salaries are an integral part of the manager’s job, requiring the
entrepreneur’s appropriate authority.

5. Establishing Control: A control system must be established to quickly identify
and resolve any problem areas in the growing enterprise.

IV. Building the Entrepreneurial Team and Organization Culture

The management and ownership section of the business plan should outline the key
personnel, detailing their skills, education, and contributions to the company.
Investors place significant emphasis on the management team’s ability and
commitment, often demanding that they operate the business full-time at a modest
salary to demonstrate psychological commitment.

1. Key Team Functions and Delegation: The assembled team must achieve three
core functions:

* Execute the business plan.

* Identify fundamental changes in the business as they occur.

* Make necessary adjustments to the plan based on environmental and market
changes to maintain profitability.

The entrepreneur must delegate responsibility to foster a vibrant organizational
culture. Delegation (the transfer of a manager's decision-making authority for a
specific task to a subordinate) should allow employees to choose and implement how
a task will be done, thus creating a sense of growth and achievement.
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2. Organizational Culture: Beyond the formal structure, an informal structure,
known as the organization culture, evolves over time and must be addressed by the
entrepreneur. The culture is the blend of attitudes, behaviors, dress, and
communication styles that distinguishes one business from another.

The entrepreneur must consider the personality and character of each individual to
create a viable organizational culture. For instance, leaders should create a workplace
where employees are motivated and rewarded for good work. The desired culture
must align with the business strategy outlined in the business plan.

3. Employee Empowerment: As the business matures, the concept of employee
empowerment becomes crucial. Empowerment is the transfer of ongoing, job-related
authority and responsibility from management to workers. This process is distinct
from delegation (which is task-oriented) and is used to motivate employees, help
them develop self-worth, and allow them to operate autonomously, keeping the
business customer-driven and flexible.

4. Performance Monitoring and Rewards: The organizational design includes
planning, measurement, and evaluation schemes to ensure activities align with the
venture’s goals. Job evaluations are regularly performed to monitor the progress and
achievements of employees. Managers must also be responsible for administering
rewards in the form of promotions, bonuses, and praise.

Conclusion :

The Administrative and Organizational Plan provides the foundation for how an
entrepreneurial venture will function and grow. By establishing a clear structure,
defining responsibilities, and implementing appropriate management practices,
entrepreneurs ensure that their business operates efficiently and remains adaptable to
change. A well-designed organizational plan also fosters teamwork, promotes a healthy
culture, and supports long-term sustainability. Understanding these principles equips
learners with the practical skills needed to build and manage successful ventures in
dynamic business environments.
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Quiz of lesson 8
Part 1: True or False

1. True or False: Relying on a single individual to perform all functions in a start-up
is a common reason why new ventures fail.

2. True or False: The "Organizational Culture" is a formal document that strictly
dictates the legal form of the business.

3. True or False: Investors often look for a "psychological commitment" from the
management team, which might include working full-time for a modest salary
initially.

Part 2: Multiple Choice

4. Which managerial role involves determining which parts of the organization
receive specific budgets and responsibilities?

* A) The Role of Adaptor
* B) The Role of Negotiator
e (C) The Role of Allocator of Resources
e D) The Role of Personnel Recruiter
5. What is the primary difference between "Delegation" and "Empowerment"?
* A) Delegation is for managers, while empowerment is for owners.

* B) Delegation is task-oriented, while empowerment involves ongoing, job-
related authority.

e () Delegation costs money, while empowerment is free.
* D) There is no difference; the terms are interchangeable.

6. Which of the following is NOT one of the three core functions an entrepreneurial
team must achieve?

* A) Execute the business plan.
* B) Identify fundamental changes in the business.
* () Make necessary adjustments to maintain profitability.

* D) Create the original business idea from scratch.
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Part 3: Fill in the Gaps

7. Fill in the gap: The (or chart) defines members' jobs and
the communication and relationship among those jobs.

8. Fill in the gap: An informal structure known as is a blend
of attitudes, behaviors, dress, and communication styles that distinguishes one
business from another .

9. Fill in the gap: The manager acts as a(n) when they must adapt to
changes in the environment and continuously seek new ideas.
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Lesson 9: The Financial Plan

Lesson Objectives:

Upon completion of this lesson, students should be able to:

-Explain the critical role of a financial plan as a blueprint for business survival and
long-term success.

-Describe the three essential steps in the financial planning process: Projection,
Estimation, and Determination.

-Compare Debt Capital (loans) and Equity Capital (investors) in terms of ownership,
repayment, and risk.

I. Introduction and Context

The financial plan is a critical component of the overall business plan. It serves as a
comprehensive blueprint for how an entrepreneur intends to manage the financial
aspects of a venture, typically including detailed financial projections for the first
three to five years of operation.

A meticulous and realistic financial plan is necessary because identifying and
securing sufficient funds is essential to success, as many start-up businesses fail due
to being underfunded.

I1. Financial Planning Process and Scope

Financial planning involves projecting a firm's needs and determining suitable
methods for financing those needs.

Three Steps in Financial Planning (Nieman, Hough, & Nieuwenhuizen, 2003):

1. Projection: Project the firm’s anticipated sales revenues and expenses
throughout the planning period.

2. Estimation: Estimate the required investment levels in current and fixed assets
needed to support the projected sales.

3. Determination: Determine the firm's overall financing requirements during
the planning period.

Financial Requirements Assessment

When determining the firm's required cash flow, the entrepreneur must consider
several key criteria:

* Amount Required: Project the minimum necessary financial support until a
sustained revenue source is established.




Writing & Presenting Business Plan in English Dr Latreche Mebarka Amat Allah

* Speed and Cost: The timeframe in which the money is needed, as the cost of
obtaining funds usually increases if the money is required quickly.

 Risk: The inherent risk of the project, as external financiers may be hesitant to
lend money to high-risk business opportunities.

* Repayment: The anticipated length of time required for repaying any
borrowed funds.

ITI. Components of the Financial Plan (Costs and Revenues)

The financial plan must detail both the expenses (costs) the business will incur and
the revenues (income) it will generate or acquire.

A. Types of Expenses
The plan must account for three general categories of business expenses:

1. Start-Up Expenses: Costs incurred before the business begins operation, often
continuing until the break-even point is reached. Examples include initial
infrastructure procurement, marketing materials, legal and accounting fees,
business planning costs, and initial product production costs.

2. Operating Expenses: Ongoing, day-to-day costs to maintain regular business
operations. Examples include rent, utility bills, employee salaries, continuous
marketing expenses, and payments to suppliers.

3. Capital Expenses: Long-term, multi-year expenditures, typically managed
through a separate capital budget. Examples include the purchase of major
equipment, upgrading computer hardware, or building office/storage facilities.

B. Sources of Revenues
A business generates funds through three primary avenues:

1. Sales Revenues: Income generated directly from the consistent and growing
sale of goods and services.

2. Revenues Generated through Borrowing (Debt Capital): External financing
that must be repaid with interest. Sources include commercial banks, loans
from family or friends (secured by contract), or leveraging personal assets.

3. Revenues from Investors (Equity Capital): Funds obtained by selling a
portion of the company. This gives investors ownership and control based on
the equity percentage acquired. Sources include:

* Personal Savings: The owner's capital, which is considered risk capital.
* Partners and Friends/Relatives: Individuals investing for a share of
future profits.
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* Angel Investors & Venture Capitalists: Angel investors provide capital
in exchange for equity, while venture capitalists are high-risk investment
companies seeking significant returns and often a controlling interest in
early growth stages.

IV. Detailed Financial Reporting Requirements

A completed business plan must include detailed financial forecasts and reporting
methods. These outputs ensure financial performance is monitored:

* Cash Flow Statements: Track the actual movement of money, showing the
inflow of receipts and the outflow of expenditures over a specific period.

* Breakeven Analysis: Determines the sales volume at which total revenues
exactly equal total costs (fixed and variable).

* Income Statement (Statement of Financial Performance): Summarizes all
revenues and expenses over a defined period to calculate profit or loss.

* Balance Sheet: Reports the financial position of the firm at a fixed point in
time, detailing assets, liabilities, and net worth.

* Capital Equipment List: Details the required operating equipment and its
monetary value.

V. Financing Strategy: Obtaining Looans and Investment

When seeking external funds, the entrepreneur must align the risk profile of the
business with the expectations of the financier.

A. Bank Lending Decisions
Commercial banks rely on criteria, often referred to as the "five C’s of credit," to
evaluate the creditworthiness of a loan application:

1. Capital: The stability of the business's capital base.

2. Capacity: The ability of the firm to meet its regular financial obligations and
repay the loan principal and interest.

3. Collateral: Assets pledged by the owner as security for loan repayment.

4. Character: The evaluation of the owner's trustworthiness, honesty, and
competence.

5. Conditions: Factors external to the business, such as overall market growth
and the economy.

B. Risk and Investment
Because innovative entrepreneurial projects are inherently risky, lenders often require
the entrepreneur to accept some of the financial risk personally by investing their own
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assets. The longer it takes a business to repay investors, the more difficult it is to
secure funding.

Venture Capital firms look for companies with the potential for high growth. They
often act as active partners, providing crucial skills, expertise, and networks, rather
than acting merely as passive financiers.

Financial Modeling and Advanced Analysis
I. Understanding Financial Modeling

Financial modeling is the process of creating a mathematical representation of a
business's financial performance. While a financial plan projects the firm's needs , a
model allows the entrepreneur to test different assumptions and see their immediate
impact on the Income Statement and Balance Sheet.

Key Principles of a Professional Financial Model:

« Assumptions-Driven: Every figure should be linked to a core assumption
(e.g., unit price, market growth rate, or labor cost).

« Integrated Statements: A change in the Operating Expenses must
automatically update the Cash Flow Statement.

« Time Horizon: The model should cover a period of three to five years to
demonstrate long-term Sustainability.

II. Sensitivity Analysis: Preparing for Uncertainty

Sensitivity Analysis, also known as "What-If" Analysis, is used to identify Critical
Risks by testing how changes in one variable affect the overall Profitability.

Common Scenarios for Student Practice:

1. The Realistic Case: Based on standard market research and current economic
Conditions.

2. The Best Case (Optimistic): Assumes higher-than-expected Sales Revenues
and lower acquisition costs.

3. The Worst Case (Pessimistic): Assumes a 20% drop in demand or a sharp
increase in Operating Expenses like utility bills or supplier payments.
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Sensitivity Matrix Example:

Variable -10% Change +10% Change Impact on Net
Profit

Sales Volume | Profit decreases by X% Profit increases by Very High

Y%
Unit Price Margin narrows Margin expands High
significantly
Variable Margin improves Margin decreases Moderate

Costs

II1. Business Valuation Methods

When seeking Equity Capital from Venture Capitalists, the entrepreneur must
determine the "Value" of their company.

1. Discounted Cash Flow (DCF)

This method estimates the value of an investment based on its expected future cash
flows, adjusted for the "time value of money" using a Discount Rate.

PV = Z(cft/(l + )0

(Where PVis Present Value, CF is Cash Flow, r is the discount rate, and t is the time
period.)

2. Multiples Method

Valuing the startup by comparing it to similar firms in the same industry using
multiples of Sales Revenues or EBITDA.

3. Asset-Based Valuation

Calculating the Net Worth of the firm by subtracting total liabilities from the total
value of Current and Fixed Assets.

IV. Financial Lab: Templates for Students

These empty templates are designed for students to fill in during workshops to
practice their Estimation and Determination skills.



Writing & Presenting Business Plan in English Dr Latreche Mebarka Amat Allah

Template A: Start-up Expenses Estimation

Expense Category Estimated Cost Description

(%)
Legal & Accounting Permits, licenses, and contracts.
Fees
Capital Equipment Major machinery and hardware.
Initial Marketing Brochures, website, and launch

ads.

Inventory Initial stock of raw materials.
Total Start-up Costs 0.00 Must be funded before Day 1.

Template B: Three-Year Sales Projection

Year Expected Units Sold Price per Unit Total Revenue

Year 1

Year 2

Year 3

Template C: Simplified Cash Flow Monitor

Month | Cash Inflow (Receipts) | Cash Outflow (Expenses) Net Cash Flow

Month 1

Month 2

Month 3

Assignment for Students: Perform a Breakeven Analysis for your venture. Then,
conduct a sensitivity test: if your Variable Costs increase by 15%, how many extra
units must you sell to remain at the Breakeven Point?.

Conclusion:
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A strong financial plan acts as a detailed road map and a detailed budget acts as the
vehicle's maintenance log: both are essential to ensure the entrepreneurial journey
stays on course and reaches its intended destination without running out of resources.

Glossary:
Term Arabic Translation
Financial Plan adlal) ddadl)
Business Plan Jaall das
Financial Projections ALl Clad g3l
Start-up Business (U g 5 i
Underfunded Ja sl s
Sales Revenues Glaall Cilal )

Expenses / Costs

Gl ) iyl

Current Assets 4 glaia J gual
Fixed Assets A4 J pal
Financing Requirements Jasaill Slllaie
Cash Flow saall gaxil)
Break-even Point Jalatl) ddags
Start-Up Expenses Crenalil) Cadl&s
Operating Expenses Jaa il Calls
Capital Expenses Al I cadisal)
Debt Capital () Ll BY) Jle
Equity Capital (pes") ALl Jle Ll
Personal Savings dnad 3l ) Al
Angel Investors O3Sl (o g palitinal)

Venture Capitalists

Lﬁ)\.ﬁhﬁ\ JW U‘“b Olaal

Cash Flow Statements

gamill saxal) 23 68

Income Statement

Jaall a8
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Balance Sheet

4a saxd) 4l jaall

Net Worth

(55) el ila

Capital Equipment List

Aalland Hl Clanall daild

Creditworthiness Anlaiy) 3 laal)
Collateral (0 ) Slilall
Principal and Interest ) gl 5 adal) Jucal

English Term | Arabic Definition
Translation
Burn Rate 258l (3 )a Jaea The speed at which a startup spends its capital

before becoming profitable.

EBITDA )l Jd ~ LY A measure of a company's overall financial
il puzall performance.

Liquidity A gl The ability to quickly convert assets into cash

to meet obligations.

Overhead 4l Cadlsall Ongoing business expenses not directly

Costs attributed to creating a product.

Working Jalall Sl (el Current Assets minus current liabilities; used

Capital for day-to-day operations.
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Quiz of lesson 9
Part 1: True or False

1. Projection, Estimation, and Determination are the three formal steps in the
financial planning process.

* True
e False

2. "Start-Up Expenses" are only those costs incurred after the business has reached its
breakeven point.

e True
e False

3. Venture Capitalists are considered a source of "Equity Capital" because they
provide funds in exchange for a portion of company ownership.

* True

e False

Part 2: Multiple Choice

4. Which category of expenses involves long-term, multi-year expenditures such as
the purchase of major equipment or buildings?

* A) Operating Expenses
* B) Start-Up Expenses
* () Capital Expenses

* D) Debt Expenses

5. When a bank evaluates an owner's trustworthiness, honesty, and competence,
which of the "five C's of credit" are they assessing?

* A) Capacity
* B) Character
e () Capital

* D) Conditions
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6. Which financial report tracks the actual movement of receipts in and expenditures
out of the firm over a specific period?

* A) Balance Sheet

* B) Income Statement

* () Capital Equipment List
* D) Cash Flow Statement

Part 3: Fill in the Gaps & Short Answer

7. Fill in the gap: A(n) reports the financial position of a
firm at a fixed point in time, detailing its assets, liabilities, and net worth.

8. Short Answer: Briefly explain why the "Speed and Cost" of obtaining funds are
important criteria for an entrepreneur to consider.

9. Fill in the gap: The summarizes all revenues and
expenses over a defined period to calculate whether the business made a profit or a
loss.
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Lesson 10: A business plan template

Lesson objectives:

To help students build a comprehensive and professional business plan, we have
organized the standard sections into structured tables. This format ensures that
data is scannable and easy for stakeholders or investors to digest.

1. Executive Summary

The "Elevator Pitch" of your business.

Element Description
The Concept What does your business do? What is the core mission?
The Problem What specific pain point are you solving for your customers?

The Solution

How does your product/service solve that problem uniquely?

Target Market

Who are your primary customers?

Financial Goals

Key revenue targets and funding requirements for the next 1-3

years.

2. Company Overview

Legal and operational identity.
Category Details

Legal Name [Official Business Name]

Structure (e.g., LLC, Corporation, Sole Proprietorship)
Location Headquarters and physical or digital presence.
Mission The "Why" behind your business.

Statement




Writing & Presenting Business Plan in English Dr Latreche Mebarka Amat Allah

Vision Where you see the company in 5-10 years.
Statement

3. Market Analysis
Understanding the industry landscape

Market Metric Definition / Data
TAM Total Addressable Market: The total global demand for your
product.
SAM Serviceable Addressable Market: The portion of TAM you can

actually reach.

SOM Serviceable Obtainable Market: Your realistic target share in
the next 2 years.

Growth Rate Annual percentage growth of the industry (CAGR).
SWOT Analysis
Strengths (Internal) Weaknesses (Internal)

[e.g., Proprietary tech, low overhead] | [e.g., Limited brand awareness, small team]

Opportunities (External) Threats (External)
[e.g., Emerging markets, new [e.g., Economic downturn, aggressive
regulations] competitors]

4. Product or Service Offering

The "What" of your business.

Feature Customer Benefit
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[Core Feature A] [How it saves time/money for the user]

[Core Feature B] [The emotional or practical value provided]
Pricing Tier 1 [Standard price and what it includes]
Pricing Tier 2 [Premium price and additional perks]

5. Marketing & Sales Strategy
The "4 Ps" Framework.

Pillar Strategy
Product Quality, features, and branding details.
Price Competitive pricing, skimming, or penetration strategy.
Place Where customers buy (Website, Retail, App Store).
Promotion Advertising, SEO, Social Media, and PR activities.

6. Operational Plan

How the business functions daily.

Process Key Responsibility / Action

Production How the product is made or how the service is delivered.

Supply Chain Key vendors, partners, and logistics.
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Technology

Essential software and hardware required for operations.

Milestones

Q1: Launch MVP; Q2: Reach 1k Users; Q3: First Hires.

7. Management & Organization

The "Who" behind

the venture.

Name / Role Background & Expertise

CEO / Founder Industry experience and leadership history.

CTO / Tech Lead Technical skills and product development history.
Advisors Mentors or consultants providing strategic guidance.

8. Financial Projections

The most critical table for investors.

Financial Year Year 1 Year 2 Year 3

Total Revenue $0.00 $0.00 $0.00

Cost of Goods (COGS) (30.00) ($0.00) ($0.00)

Gross Margin % 00% 00% 00%

Operating Expenses ($0.00) ($0.00) ($0.00)

EBITDA $0.00 $0.00 $0.00
Pro Tip: To calculate your Break-Even Point (BEP) in units, use the following
formula:

Total Fixed Costs
BEP =

&
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Price per Unit - Variable Cost per Unit
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How to make a presentation for your business plan
The Pitch Deck and Oral Presentation
I. Introduction to the Pitch Deck

While the written business plan is a comprehensive roadmap , the Pitch Deck is a
visual and persuasive tool designed to spark interest and secure a follow-up meeting.
It is typically a 10-to-15-slide presentation that summarizes the most critical elements
of the venture.

Purpose of the Pitch:

« Persuasion: To convince investors or banks that the venture 1s viable and
worthy of support.

o+ Clarity: To simplify complex ideas into digestible, scannable data.

« Engagement: To build trust and demonstrate the entrepreneur's "Character"
and "Capacity".

I1. The "Elevator Pitch'": The Core Foundation

Before designing slides, the entrepreneur must master the Elevator Pitch. This is a
concise, 30-to-60-second summary of the business concept.

The "Elevator Pitch" Framework:
1. The Hook: Grab attention immediately.
2. The Problem: Define the specific pain point.
3. The Solution: How your product/service solves it uniquely.
4. Target Market: Who are the primary customers?.
5. The Ask: What do you need (funding, partnership)?.
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I1I. Slide-by-Slide Mastery

A professional pitch deck should be organized into structured tables or visual slides to
ensure stakeholders can digest the information quickly.

1. The Introduction (Slide 1)

« Objective: To establish the brand and the mission.

« Key Content: Company name, logo, and a one-sentence "Vision Statement".
2. The Problem Statement (Slide 2)

« Objective: To validate the "Market Need".

« Key Content: Real-world examples of the problem and data showing how
many people are affected.

3. The Solution / Value Proposition (Slide 3)
« Objective: To explain the "What" and the "Benefits".

« Key Content: A clear description of the product or service and why it is better
than current alternatives.

4. Market Opportunity (Slide 4)
« Objective: To show the scale of potential revenue.

« Key Content: TAM (Total Addressable Market), SAM (Serviceable
Addressable Market), and SOM (Serviceable Obtainable Market).

5. Competitive Advantage (Slide 5)
« Objective: To prove "Exclusivity" or "Differentiation".

« Key Content: A comparison table showing your strengths vs. competitors'
weaknesses.

6. The Business Model (Slide 6)
o Objective: To detail the "Revenue Streams".

« Key Content: How the business makes money (Pricing tiers, subscriptions,
unit sales).

7. Marketing and Sales Strategy (Slide 7)

o Objective: To explain customer acquisition.
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« Key Content: The "4 Ps" (Product, Price, Place, Promotion) or "7 Ps"
framework.

8. Operational Plan and Milestones (Slide 8)

« Objective: To show "Operational Feasibility" and progress.

« Key Content: Major accomplishments (e.g., MVP launch) and future goals.
9. The Management Team (Slide 9)

o Objective: To demonstrate "Character" and "Competence".

« Key Content: Profiles of key personnel and their relevant industry experience.
10. Financial Projections and The Ask (Slide 10)

« Objective: To prove "Profitability" and state the "Funding Requirement".

« Key Content: 3-year revenue and EBITDA forecasts, plus the specific amount
of capital needed.

IV. Language SKkills for Professional Presentation

Since this course aims to master the four language skills (Speaking, Reading,
Listening, and Writing), students must use specific professional vocabulary during
the pitch.

A. Useful Opening Phrases

"Good morning, everyone. Today, I am here to present a unique opportunity in
the [Industry Name] sector..."

"Imagine a world where [Problem] no longer exists. Our company, [Name], is
making that a reality..."

B. Transitioning Between Sections

« "Now that we’ve discussed the market gap, let’s look at our specific Value
Proposition...".

"Moving from strategy to implementation, here is our Operational Plan...".

C. Concluding and Call to Action

o "To summarize, we are seeking [ Amount] to reach our goal of [Milestone] by
Year 2...".
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« "Thank you for your time. I would now like to open the floor for any

questions."

V. Managing the Q&A Session (Listening & Speaking)

The Q&A session is where lenders evaluate the Five C’s of Credit. Students must
listen carefully to identify the underlying concern of the stakeholder.

Capacity "How will you ensure you Refer to your Cash Flow

can repay the loan?" Statements and Breakeven
Analysis.

Collateral "What assets do you have to  List your Fixed Assets and
secure this financing?" Capital Equipment.

Risk "What happens if a new Discuss your Critical Risks and
competitor enters the Mitigation Strategy.
market?"

VI. Glossary of Presentation Terms

Pitch Deck (<5 (e

g 5 riall
Call to c\ﬁ;\ NES 5 gcd
Action
Hook oLty dad Al g

Scalability e All ALl

Traction S=dl) aasll /s 3l

A visual presentation used to pitch a business.

A clear statement of what you want from the
audience.

An opening statement designed to capture
interest.

The ability of the business to grow its revenue
significantly.

Evidence that the business is gaining customers
Or users.
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Q&A LY 4l Auds The period following a presentation for
Session stakeholder inquiries.

Assignment for

Group Work: Using the Business Plan Example from Lesson 10, create a 10-slide
pitch deck in English. Prepare a 5-minute presentation focusing on your Value
Proposition and Financial Projections.
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An actual Business plan for bakery venture

[YOUR COMPANY LOGO]

© TouchBistro

Business Plan for [NAME OF BAKERY]

ADDRESS
PHONE NUMBER
WEBSITE
EMAIL
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Table of Contents

Here you’ll find the outline for each section of your bakery business plan. You can
adjust the table of contents as you customize each subsection of your business plan.

Executive Summary

Company Overview

Market Analysis

Business Offerings and Menu

Operations Plan

Marketing and PR Plan

Financial Analysis and Projections

Appendix
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Executive Summary

A bakery business plan should always start with an executive summary. This section
should summarize your main points, while also inviting the reader (often an investor)
to read the rest of your business plan.

This section should also highlight key elements that will be discussed throughout the
rest of your business plan, such as:

Business Overview

e Your bakery’s name, concept, and menu items: For example, “Baking Betty’s
Bakery is a small, local bakery in New York City that serves cakes, cookies,
breads, and pastries, as well as custom-made cupcakes and cakes for special
events.”

Your mission statement and guiding principles.

Your location and foot traffic: For example, explain if you are in a central
location, like if your bakery is located in a busy retail strip or mall. Or, whether
the location is easily accessible to the community members that you plan to

serve.

e Your bakery service type: Discuss how you will serve baked goods — whether
you will erve food directly to your guests’ tables at a sit-down bakery cafe, or
whether you will hand customers food from a bakery food truck.

e Your bakery’s ambiance: Describe the atmosphere of your bakery. For
example, “Our bakery is homey and comfortable, with couches and armchairs
that create a living room-like atmosphere. We also provide magazines, books,
and board games so guests will want to stay longer and order more food.”

e [nformation on the management team: Mention the team’s experience,
knowledge of the industry, and understanding of how to run the operational
side of the business. If your team has competed in or won any baking contests,
you can mention that too.

Success Factors

e Retail space: Make sure to mention if you are in a busy retail space. You can
highlight nearby shops, like grocery markets, restaurants, and shopping malls
that will bring foot traffic to your bakery.


https://www.touchbistro.com/blog/14-inspiring-restaurant-mission-statements-and-why-you-need-one/
https://www.touchbistro.com/blog/14-inspiring-restaurant-mission-statements-and-why-you-need-one/
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e Customer Service: Discuss how your customer service will make your bakery
stand out. How does your staff stay educated on the latest cake decorating
techniques? Is your staff attentive to your guests to help build a loyal customer
base?

e Your market position and competitive advantage: Think about what makes
your bakery stand out. For example, maybe you’re known for your special
butter tart recipe that’s been passed down in your family for generations,
adding a great personal story.

e Management experience: Emphasize the years of experience your management
team has working in the bakery industry. For example, “Our Founder has 20
years of experience running successful bakery businesses.”

Financial Highlights

e Your financial projections and break even point.
e What funds you need and how you plan to use them to achieve success.
e A summary of potential costs and the expected return on investments.

While it may be tempting to try to include a lot of information right off the bat, try to
keep this section to 200-600 words max.

Company Overview

This section is where you fully introduce your new business. The purpose of this
section is to provide your reader with a high-level overview of your bakery idea and
to answer key questions that investors may have, such as your business history,
service type, and ownership structure.

As you fill out each of the sections below, keep in mind that this section can easily
come across as a bit dry and mundane. Think about how you can make your business
idea stand out with passionate language and captivating details.

Concept

In this section, provide a high-level overview of the concept for your new bakery.
While you don’t need to go into too many specifics here, you may want to touch on:

e The defining theme for your bakery
e The drinks and food you plan to offer
e What price point you will serve

88
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Company History
In this section, you will provide a summary of your bakery’s history and why you
opened it in the first place. You should also include important details like:

e Your bakery’s legal structure: For example, you can operate as a sole
proprietorship, partnership, cooperative, limited liability company, C
Corporation, or S corporation.

e Founding team members: You can mention your team’s experience with baking
and how they have made a name for themselves by serving up delicious treats
over the years.

e Milestones to date: Write about any goals you’ve hit, such as creating a brand
image, starting your website, opening your first bakery location, or recruiting
key employees.

Service Type

Here you will explain what kind of bakery service type you will be using and why.
Every bakery business is different, but here are some of the most popular service
types to consider:

e Bakery cafe - A bakery cafe is a sit-down bakery with a dining area for guests
to enjoy their food. Opening a bakery cafe requires a back-of-house and front-
of-house space.

e Counter service bakery - A counter service bakery has a space for customers
to order products, but does not have a dining area, therefore it has lower
overhead costs.

e Specialty bakery - A specialty bakery focuses on making a small amount of
baked goods. An example is a shop that focuses on making wedding cakes and
cupcakes.

Market Analysis

This section is where you describe the specific location of your new bakery and the
current market conditions. In addition to general information about your target



https://www.touchbistro.com/blog/market-research-for-restaurants-101/
https://www.touchbistro.com/blog/market-research-for-restaurants-101/
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market, you want to explain your unique positioning in the market, the target
audience you’re hoping to appeal to, and how you’ll make your bakery stand out.

Location

Explain the location of your new bakery and why you chose that specific area. If you
have not yet chosen a location, describe the town or neighborhood you plan to do
business in. For example, mention if your bakery is near a major retail strip that is
known for its foot traffic. If your bakery is near a school or office building, you can
mention that too.

If you are one of many bakeries in a location, consider pointing out what makes you
different, such as your wide variety of specialty baked goods, or your welcoming
atmosphere with spacious tables, comfortable chairs, and lots of natural lighting.

Target Market

Describe your target market and your ideal customer profile. Include key information
such as market size, demographics, characteristics, and guest behaviors. If you
performed any market research before starting your bakery, make sure to include that
too. For example, if you found that there are a lot of weddings being booked in your
area, the sales potential for specializing in wedding cakes could be very promising.

Market Positioning & Strategy

Here you should describe how you’ll actually reach your target audience. Outline
how you’ll position your brand and how you’d like it to be perceived by customers.

Competitive Analysis

In this section, you want to explain the current competitive landscape, as well as your
own competitive advantage.

It’s more than likely that there are other bakeries in your area targeting the same
demographics, which means you’ll need to explain how you’ll stand out from the
competition. The best way to do this is to include a SWOT analysis for your bakery
that outlines your business’ strengths and weaknesses, as well as any external
opportunities and threats you’d face. This will help investors better understand the
specific aspects of your business that will give you a competitive advantage over
similar concepts in the area.

Here is a simple example of what your SWOT analysis could look like:
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Strengths:
A leadership team with a combined 35+ years of bakery experience.

Weaknesses:
The ramp-up time for new staff could set financial projections back.

Opportunities:

Our location is located in a college district, which would provide a steady flow of
foot traffic around breakfast and lunchtime.

Threats:

An established bakery that serves similar baked goods is located in close proximity,
which may take away some of our market share.

In your SWOT analysis, remember to not only identify weaknesses and threats, but
also how you can overcome them. You want to reassure investors that your business
will succeed despite the challenges you’ll face.
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Business Offerings and Menu

The Business Offerings and Menu section focuses on the type of baked goods you
will offer customers. Discuss every detail about what you plan to sell — whether that’s
fresh bread, cookies, cakes, or other baked goods. Make sure to provide an
explanation for why you sell these products, and how your delicious treats will bring
foot traffic to your bakery.

Remember to avoid industry jargon, buzzwords, or technical knowledge, so someone
unfamiliar with your bakery will get excited about your products.

Business Offerings

When you think about your business, what types of products will you be offering
your guests? Here are a few questions to help you answer this question:

Will you be reinventing recipes, or creating brand new products?

Will you include specialty items like nut-free or custom-made products?
Where will you source and buy your ingredients and equipment from?
How do your baked goods compare to others currently on the market?

Sample Menu

Here you’ll want to include a sample menu for your bakery, with separate menus for
drinks and other food (if applicable). This section should also include your strategy
for menu pricing, menu design, and menu engineering. Here are a few tips:

e Write about the type of baked goods that set you apart. For example, what if,
unlike your competitors, you sell gluten-free cupcakes? What if you’re the only
bakery on the block to offer key lime pie?

e Explain why you are serving certain baked goods to your target market. For
example, tell your reader that you offer a variety of cupcakes with mile-high
icing and a cherry on top because you cater to a younger customer base with a
sweet tooth. Alternatively, let your reader know if your customer base is more
health-conscious, and that’s why you have chosen to serve less indulgent items
like low-sugar chocolate chip cookies.


https://www.touchbistro.com/blog/restaurant-menu-pricing/
https://www.touchbistro.com/blog/restaurant-menu-pricing/
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e Think about where your food will be eaten — in-venue or off-premise. For
instance, if you’re running a bakery food truck, you might serve students on
lunch break, or employees on their way to work. If your customers are on the
move, you might consider items like pastries or other small items that can be

packaged easily.
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Operations Plan

In this section, you need to explain how your bakery will operate day-to-day once
you’re up and running. This section should touch on key aspects of your business
operations, including your staffing strategies, the technologies and equipment you
plan to use, labor and workflows, and your suppliers.

Staffing & Training

Staffing is a major hurdle for just about every bakery. This section should break down
your complete staffing strategy, including how you plan to recruit new staff and the
hiring criteria for each role. You should also include details about how many people
you expect to hire for each role and the approximate pay for each position. For
example, will you hire a head baker to lead your team? What about kitchen staft to do
food preparation, menu creation, and cleaning?

In addition to hiring, this section should also touch on day-to-day staff management,
including how you will handle scheduling, payroll, and labor reporting. If you are
hiring a manager to oversee payroll and human resources, be sure to mention this in
your Operations Plan.

You may also want to include details about staff training procedures and work safety
standards for your bakery.

Technology & Equipment

In this section, provide an overview of key technology you’ll use in your bakery,
inventory management software, online ordering system, and more. You should also
mention key pieces of specialized equipment you plan to use.

Here are some examples of what to include in this section:

e Equipment like mixers, an oven, a dough proofer, bakeware, or a bread slicer
e Specific arrangements like a baking prep table, counter space, or a display case
e Technology such as a bakery POS to process transactions


https://www.touchbistro.com/blog/the-ultimate-guide-to-restaurant-staffing/
https://www.touchbistro.com/blog/the-ultimate-guide-to-restaurant-staffing/
https://www.touchbistro.com/blog/restaurant-training-manual-template/
https://www.touchbistro.com/pos-solutions/bakery-pos/
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Kitchen Layout & Workflow
Here, you’ll want to provide an overview of your kitchen functions, such as your
food preparation workflow and full layout of your bakery. This can include your floor

plan of your bakery prep area or other visual aids, which you can include here and/or
attach in the appendix.

Remember to include retail functions in your workflow such as:

e Order fulfillment processes (for dine-in and pickup): This covers all of your
activities involved from the moment a baker receives an order until it is handed
out to customers.

e Customer service strategies: These are everyday practices for interacting with
customers, like welcoming diners when they walk in, using respectful
greetings, and listening intently to what the customer wants.

e Cleaning and maintenance practices: This is how you keep the bakery clean.
For example, by mentioning how you keep the counter organized and clutter-
free, and how often you clean your coffee machines/equipment.

Inventory & Suppliers

Related to your bakery layout are the operational processes you adhere to, such as
your drink/food cost control methods, and inventory suppliers. Provide an overview
of the type of vendors you’ll use and how you’ll manage inventory as well as
drink/food costs. If applicable, include the cost of using various food and drink
vendors.

To help you figure out what vendors and suppliers you use, first think of the
inventory items in your bakery. After all, each inventory item had to be sourced from
someone or somewhere:

e Products: You may have different types of products like breads, cookies,
cakes, pastries, teas and coffees, bottled water, or juices. In addition, you might
sell other items like souvenir mugs, thermos containers, or to-go chocolate bars
or candy.


https://www.touchbistro.com/blog/restaurant-cleaning-checklist/
https://www.touchbistro.com/blog/restaurant-inventory-management/
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e Equipment: To successfully run your bakery, you’ll need to source a variety of
equipment that should last for several years to come. For example, this may
include mixers, a dough proofer, bread slicers, or a doughnut cake fryer. If you
plan to put baked goods on display, then you will need shelving or display
cases. Additional equipment may include a stone deck or convection oven, and
refrigerators to keep eggs, milk, and cream cool. You will also need a bakery
POS as well as a cash drawer to keep track of sales and inventory.

e Additional supplies: Think of your supplies required to serve baked goods to
customers, such as plates, paper cups, and takeaway containers for carrying
multiple treats. In addition, you might need to source clear plastic cups for cold
drinks, lids, napkins, stirrers, straws, or even large containers for group orders.

Marketing and PR Plan

Your marketing plan section details the marketing strategy and tactics you’ll employ
to get the word out about your bakery. This section should go into detail about how
you plan to market your bakery, both before and after you open.

You’ll describe how you want to drive incoming traffic, in addition to what budget
you have in mind, and your expected return on investment. If you have a lot of
detailed information, you may want to create a separate marketing plan document.

New to bakery marketing? Download our Ultimate Guide to Restaurant Marketing
for some tips you can use.

Promotions Strategy
Your promotions strategy refers to the plan and tactics you will use to increase your
bakery product or service demand. It can include the following elements:

Public Relations

Whether you plan to hire a PR firm or do it yourself, here is where you should detail
the PR strategy for your bakery. Include any materials you may send to newspapers
and other relevant publications, such as a press release about your bakery opening or
VIP invites to the soft opening.


https://www.touchbistro.com/pos-solutions/bakery-pos/
https://www.touchbistro.com/pos-solutions/bakery-pos/
https://www.touchbistro.com/blog/restaurant-marketing/
https://www.touchbistro.com/blog/restaurant-marketing/
https://www.touchbistro.com/blog/restaurant-marketing-guide/
https://www.touchbistro.com/blog/restaurant-marketing-guide/
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Advertising

Here, highlight the different advertising channels you plan to use for your bakery.
This can include digital advertising channels such as email marketing and paid
search, as well as more traditional advertising tactics like flyers and radio ads.

Social Media

These days, nearly every bakery leverages social media for marketing. Explain how
you will use social media to reach your target audience, including which platforms
you’ll use (i.e. Facebook, Instagram, etc.), what kind of content you’ll share, and how
you’ll build a digital community around your bakery. For example, you can make
unique and fun posts about bakery specials, or tease the latest products that are
‘coming soon’.

Referrals

Mention whether you plan to spread the word by asking customers to leave a review.
If you’re baked goods speak for themselves, you will likely benefit from this
marketing tactic.

SEO Marketing

Do you have a search engine optimization (SEO) strategy in place? This means
organizing your website’s content by topics that will improve your search engine
results on websites like Google. Keeping your website up-to-date, accessible, and
user-friendly will also help improve your SEO.

Community Partnerships

No bakery business operates in a vacuum. Here you should explain any partnerships
with influencers or community organizations, in addition to charitable initiatives.

Free Samples

Mention if you will initially give free samples to people visiting your bakery for the
first time to let them taste the quality of your baked goods and learn more about what
you offer.


https://www.touchbistro.com/blog/6-easy-steps-to-use-email-marketing-for-your-restaurant/
https://www.touchbistro.com/blog/6-easy-steps-to-use-email-marketing-for-your-restaurant/
https://www.touchbistro.com/blog/show-up-in-restaurant-searches/
https://www.touchbistro.com/blog/show-up-in-restaurant-searches/
https://www.touchbistro.com/blog/show-up-in-restaurant-searches/
https://www.touchbistro.com/blog/best-restaurant-social-media-tips/
https://www.touchbistro.com/blog/best-restaurant-social-media-tips/
https://www.touchbistro.com/blog/how-to-give-back-to-the-community-as-a-restaurant/
https://www.touchbistro.com/blog/how-to-give-back-to-the-community-as-a-restaurant/
https://www.touchbistro.com/blog/how-to-give-back-to-the-community-as-a-restaurant/
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Product Strategy

This refers to what beverage and food products you will offer, and how you will stand
out from your competitors. For example, will you offer delicious pies, macaron
cookies, or cheesecakes?

Pricing Strategy

Here, you’ll discuss your average price point and how it compares to competitive
bakeries. For example, will you offer moderate pricing so that customers feel like
they’re getting great value when making a purchase at your bakery?

Location Strategy

For this section, explain how your location will impact your bakery’s success. For
example, will you use signage, and if so, where will it be placed to attract more
customers?
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Financial Analysis and Projections

Though your financial analysis is one of the last sections of your business plan, it’s
also one of the most important sections. In fact, many investors may skip straight to
this section to see a breakdown of your anticipated costs and projected revenue, as
well as how you plan to spend their investment.

This section needs to emphasize how your business will grow and be profitable in the
long term.

Before finalizing this section, triple-check your projections and consider hiring a
financial professional to make sure your numbers are sound.

Startup Costs

In this section, you’ll need to disclose how much money you’ll need to get your
business off the ground, including your biggest expenses.

Financing & Loans

Most bakery owners or managers require loans or other sources of funding to get up
and running. In this section, detail the types of financing or loans you require to fuel
your growth.

Investment Plan
Here, explain the initial investment you are hoping to receive and how you plan to
spend it during your first year in business.

Sales Forecast

Your sales forecast should highlight your projected weekly, monthly, and/or annual
first-year sales projections. To get this number, you may use different criteria, such as
capacity limits, table turn rates, delivery and/or takeout options, menu prices, and
more.
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Projected Profit & Loss Statement

Use a projected (or pro forma) P&L statement to show how much money you expect
to have made (or lost) by the end of your first year in business. This figure should be
based on your sales forecast, as well as your projected bakery costs.

Break-Even Analysis

A break-even calculation reveals the amount of revenue needed in order for your
bakery to make a profit. You can then compare this number to your sales forecast to
determine how long it will take for you to break even so you can let your investors
know when they can expect to start seeing an ROI. This takes into account your fixed
costs, like payroll, rent, utilities, and drink/food supplies.

Expected Cash Flow

Cash flow is the amount of cash that’s coming in, and going out of your business. For
a bakery, this figure will vary based on how often you expect to purchase inventory,
the size of your staff, your payroll schedule, and various other factors. In this section,
you want to detail your expected cash inflows and outflows for an upcoming period
(usually a year).

This section includes projected cash flow statements for all of your kitchen
equipment, machinery, labor, and supplies. Consider costs for maintaining your
bakery, paying employee wages, baking equipment, and ingredients. Since investors
want to know you can handle cash, try to be thorough with monthly projections to
prove that you will be able to avoid credit risk.


https://www.touchbistro.com/blog/pl-statement/
https://www.touchbistro.com/blog/pl-statement/
https://www.touchbistro.com/blog/break-even-formula/
https://www.touchbistro.com/blog/break-even-formula/
https://www.touchbistro.com/blog/cash-flow-management/
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Appendix

Last but not least is your appendix. While this section is optional, it’s a great place to
include charts, plans, graphics, pictures, or any other material investors may find
useful. In your appendix, you may want to include:

A sample menu
Floor plans for your bakery including your kitchen, storage space, seating area
for guests, display table, ordering counter, restrooms, office, and break room
for staff.
Additional financial charts and figures
Design mockups for your logo, branding, or storefront signage
Photos of plateware, flatware, and cutlery: Is there anything special about the
tableware you use to serve customers?

e Sample images of your color scheme, artwork, or decor: For example, do you
have small vases? Candles? Sculptures?

e Mockups of your staff uniform: Are you designing your staff uniform a certain
way to reflect your brand image?


https://www.touchbistro.com/blog/uk-restaurant-floor-plan-examples-and-tips/
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Conclusion:

In conclusion, a comprehensive business plan is far more than a collection of chapters;
it is the definitive roadmap that bridges the gap between a visionary idea and a
sustainable reality. While the financial section provides the necessary numerical
validation, the plan as a whole serves as a cohesive narrative that details how every
moving part of the venture—from marketing and operations to human resources and

risk management—will work in harmony to achieve a common goal.
The Synthesis of Vision and Execution

The true value of a business plan lies in its ability to force an entrepreneur to think
through the entire lifecycle of their project. It demands a deep understanding of the
market landscape, a clear articulation of the unique value proposition, and a logistical
strategy that ensures daily operations can meet long-term objectives. By documenting
these elements, the plan transforms abstract ambitions into a structured, actionable
strategy. It provides a benchmark for success, allowing the leadership to measure
progress, identify bottlenecks early, and pivot when the reality of the market deviates

from initial assumptions.
Building Credibility and Momentum

Beyond its internal utility, the business plan is a vital communication tool. It is the
primary document used to build trust with external stakeholders—be they commercial
banks, venture capitalists, or potential partners. A well-articulated plan demonstrates
that the entrepreneur possesses not just the passion to start, but the professional
discipline to manage and scale. It signals that the venture is grounded in market
research, supported by operational efficiency, and protected by a robust understanding

of competitive forces.
A Dynamic Blueprint for Growth

Ultimately, a business plan should be viewed as a living document rather than a static

archive. In an ever-evolving economic environment, the most successful leaders are
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those who return to their plan regularly, updating it to reflect new data and shifting
priorities. By maintaining this disciplined approach to planning, an entrepreneur
ensures that their business remains resilient, focused, and perpetually ready to seize the

next opportunity for growth.
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Manual Content

This manual is a collection of lectures for the "Writing and Presenting a Business Plan in
English" module, dedicated to 1st-year Master's students specializing in Finance of Banking &
Insurance . It aims to provide students with the theoretical foundations and practical tools
necessary to transform business ideas into viable and sustainable ventures, enabling them to
understand how to prepare and present professional business plans that meet the expectations of
financial institutions and investors .

The preparation of this manual achieved several objectives, summarized as follows:

1. Support the faculty library and address the shortage of specialized entrepreneurship and
project formulation references in English.

2. Introduce students to the components of a business plan and the fundamental difference
between a raw business idea and a true market opportunity.

3. Enable students to conduct rigorous market and competitive analysis and identify a
competitive advantage for the venture.

4. Understand the mechanisms of building a strategic marketing mix (7Ps) to ensure
products or services reach target customers.

5. Understand how to design operational and organizational structures that ensure the
efficient management of a startup.

6. Know the methods for preparing accurate financial projections, including cash flow
statements and breakeven analysis.

7. Comprehend banking criteria for creditworthiness evaluation (5 C’s of Credit) to ensure
project financing approval.

8. Develop students' skills in professional pitching and communication with stakeholders in
English.




