
Create Winning Proposals  

 

Create Winning Proposals & Develop An outline for your Business Plan  

A FREE business proposal example! Connect with investor's, outline your business, create what your 
brand will be and strategize how to make more sales.  

Creating and organizing your business plan can help with leading to potential investors and build 
partnerships and alliance with your business.  

Business Plan 

 
Mission Statement 

 
A clear statement of your company’s long-term mission.  

 
Try to use words that will help direct the growth of your company, but be as concise as possible.  

 
The Team 

 
List CEO and key management by name 

 
Include previous accomplishments to show these are people with a record of success 

 
Summarize number of years of experience in this field 

 
Market Summary 

 
Market: past, present, & future: 

 
Review those changes in market share, leadership, players, market shifts, costs, pricing, or competition 
that provide the opportunity for your company’s success. 

Opportunities 

 
Problems and opportunities: 
State consumer problems, and define nature of product/service opportunities created by those problems. 



 
Business Concept 

 
Summarize key technology, concept or strategy on which your business is based 

 
Competition 

 
Summarize competition 

 
Outline your company’s competitive advantage 

 
Goals & Objectives 

 
Five-year goals 

 
State specific measurable objectives  

 
State market share objectives 

 
State revenue/profitability objectives 

 
Financial Plan 

 
High-level financial plan that defines financial model, pricing assumptions, and reviews yearly expected 
sales and profits for the next three years. 

 
Use several slides to cover this material appropriately. 

Resource Requirements 

 
Technology requirements 

 
Personnel requirements 

 
Resource requirements 



 
Financial, distribution, promotion, etc. 

 
External requirements 

 
Products/services/technology required to be purchased outside company 

 
Risks & Rewards 

 
Risks 
Summarize risks of proposed project 

 
Addressing risk 
Summarize how risks will be addressed  

 
Rewards 
Estimate expected pay-off, particularly if seeking funding 

 
Key Issues 

 
Near term 
Isolate key decisions and issues that need immediate or near-term resolution 

Long term 
Isolate issues needing long-term resolution 

 
State consequences of decision postponement 

 
If you are seeking funding, state specifics 

If you are seeking funding for a business within 2 hours of the Toronto Area see  
Angel Group Investor Toronto  

If you are looking for investors in Western Canada fill out the Growth Analysis Form or for more 
assistance see below.  

For a more detailed business plan see one of our consultants at Growth Plan 



Business Plan Resources – The Small Business Plan 
Business Plan Resources – The Small Business Plan - Seven Critical Components 
By Peter McLean 

The effective and successful small business owner works to a well thought through small business plan. 
This plan outlines and documents the key business objectives, benchmarks and performance measures 
that must be met. 

A good small business plan is the result of having first conducted a thorough Strategy Formulation 
exercise. The ability to think strategically is one of the qualities of good leadership that all successful 
business owners and entrepreneurs should possess as part of their repertoire. 

Strategy Formulation is a fundamental process that identifies the critical areas to be addressed and sets 
the priorities for the business across an agreed strategy period. 

By focusing on the key areas that are identified as part of this process, the effective manager and 
business owner ensures laser-like focus in achieving results. 

The small business plan integrates and aligns all the business activities around these critical areas and 
ensures that all effort is targeted, contained and understood by everyone in the business. 

Having a plan is critical. It ensures that the right things get done, within the time frames allotted, and 
allows for the emergence of new initiatives when the plan is reviewed. 

This review period should be in keeping with the rates of change that the business encounters around the 
factors experienced in both its internal and external environments. 

Given that this is clearly understood, and that any gaps in capability have been identified, the small 
business plan is written with seven critical components in mind. 

1. Determine Where You Are Now 

This is simply a list that identifies and spells out where the business currently finds itself in relation to a 
particular critical issue. An example might be sales and marketing, for instance. The list, in bullet point 
form, spells out what is being done, at present, in relation to these activities. All critical issues facing the 
business should be analyzed, in turn. 

2. Project Where You Want to Be Across the Time Frame 

This is a second list that identifies where the business should be, in relation to the critical issue being 
addressed. Using the same example of sales and marketing as above, this list spells out what the “end 
picture” should look like in relation to these activities, across the business plan time frame. 

3. Objectives 

By analyzing the gaps between the two lists we have created, we are able to identify the main objectives 
that must be achieved to fulfill our vision across the agreed time frame. These gaps must be managed 
well as part of the business performance management process and the business development and risk 
management profile. 

4. Tasks 



Objectives must be broken down into a series of tasks and jobs that need to be completed to ensure that 
the given objective is met. These tasks must be specific, agreed, realistic, targeted and have 
accountabilities and responsibilities clearly assigned to them. 

Tasks should be made into “bite-sized” pieces. Once this is done and each task is completed, it will 
unerringly lead to the objective being achieved, and everyone can see how their particular task and its 
completion fit into the bigger strategic picture. 

5. Deadlines 

All of the tasks assigned must have strict deadlines that are agreed and adhered to by all people 
involved. Keeping each other accountable is an important dimension in pushing for high performance in 
the effective and successful small business. Interrelated tasks must be identified, and critical paths for 
their completion established. 

6. Accountabilities and Responsibilities 

All the tasks must be assigned to people who take responsibility for getting them completed within the 
agreed time frames. The successful small business has developed a culture where the taking of personal 
responsibility for an assigned task is simply a given. 

7. Reporting 

All of the objectives and tasks spelled out in a business plan will quite likely have glitches arise as part of 
the implementation of the plan. Part of a successful business plan roll-out includes keeping a regular, 
updating reporting mechanism in place, so that potential problems can be addressed and emerging 
opportunities can be exploited. Therefore, follow-up and reporting must be conducted on a regular basis 
to ensure the success of the plan. 

In Summary 

Small business plans are nothing more than ordered common sense. A plan makes sure that the right 
things get done, in the right way and in the right sequence. Effective small business owners have a 
business plan, and everyone in their business knows exactly the part they play in ensuring its success. 

Peter McLean is a highly experienced Coach, Senior Manager, Consultant, Business Owner and 
Company Director. He successfully coaches top Executives in some of Australia’s leading multi-national 
companies. One such Senior Executive recently won an International Award for Excellence within his 
particular field. In addition, Peter works extensively in the Public, Private, Commercial and Not-for-Profit 
sectors, delivering outstanding results for his clients. To learn more of how you can benefit from Peter’s 
experience, visit the Essential Business Coach web site! 

Article Source: http://EzineArticles.com/?expert=Peter_McLean 
http://EzineArticles.com/?Business-Plan-Resources---The-Small-Business-Plan---Seven-Critical-
Components&id=401069 

 
 


