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“I Have This Great Idea! Now What Should I Do…..?”
Presented by:

Native American Community Development Corporation
Native American Development Corporation

Sweetgrass Development

WHY A BUSINESS PLAN?

This is your working document; a map showing where you

are & where you want to go with your ideas. It should be

easily updated and changed as your business grows.

 Goals are established on paper – clear and concise

 Market research reveals projected profitability and sustainability

 Bankers require a plan in order to provide any funding

ELEMENTS OF A GOOD BUSINESS PLAN:

1. Introduction

2. Executive Summary

3. Market Analysis

4. Company Description

5. Organization & Management

6. Marketing & Sales Strategies

7. Product or Service

8. Personal Investment & Funding Need

9. Financial Information *

*Most important part of your plan
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PART 1 - INTRODUCTION:

 Provide your organization name, your name and title, contact information

and explain what your business does.

 Create an attractive cover page to grab the reader’s attention.

 Create a table of contents to make it easy to understand.

 Use page numbers and dividers to make navigating easy for the reader.

Depending on time and resources; your plan may just have a cover
with colorful image or it may be bound with high quality binder.

This will not make or break your plan, it merely needs to represent
the research you have done and potential business opportunity.

PART 1 – INTRODUCTION (Continued):
 Address the Problem and Solution

Problem: Describe the problem your product will resolve.
The goal is to get “buy in” to your product or service. A purchase is made ONLY when
a problem exists.

Example: There aren’t any raft rental companies or raft outfitting services on the east
side of Glacier National Park to serve visitors who are interested in floating nearby
rivers and back country lakes.

Solution: Explain how your product or service will help solve the problem.
Ensure that the audience clearly understands what you’re selling and the value
provided to them. Make your solution simple, direct and easy to understand.

Example: Backcountry Packraft Rentals is the only raft rental company on the east side
of Glacier National Park.

PART 2 - EXECUTIVE SUMMARY
Business Model: Explain how you make money; who pays you, your
distribution channels, and your gross margins. For established businesses, this
is your opportunity to highlight existing consumers of your goods or services.

Example: Backcountry Packraft Rentals is the number one recommended
rental company by the number one packraft company: Alpacka Rafts LLC.

Underlying Magic: Describe what makes your product or service unique.

Example: Backcountry Packraft Rentals makes it possible to fully experience
Glacier National Park via waterways in a do-it-yourself style!

Marketing & Sales: Explain how you’re going to reach your customers and ensure
that they keep coming back. Marketing needs to be strategic and cost effective.

Example: Google adwords, newspapers, social media, business cards placed in places
where customer base is high, business partnerships.
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PART 3 – MARKET ANALYSIS:
How large is the market you are entering? What does it

look like and what are the market trends? What need
does your product/service fill? What is your direct and
indirect competition for filling this need?

 Surveys
 Competition
 Research through other organizations - NACDC, NADC, Sweetgrass Development, SBDC
 Search Manufacturing and selling to manufacturing directories - direct/indirect competition
 Industry Associations/magazines/trade journals - identify members to give you assistance
 Keyword tools for online marketing
 Talking to similar business (generally not your direct competition)

Example: Backcountry Packraft Rentals operates in the Glacier National Park recreation market
but more specifically, tourists visiting Glacier National Park from ages 20-60, considered to be
outdoor enthusiasts who are interested in backpacking and rafting.

PART 3 – MARKET ANALYSIS (Continued):

 Industry risks

 Competitive analysis

 Strength assessment: Highlight your businesses strengths

1. Ability to satisfy customer needs and current upward economic conditions.

2. A large share of the market and the consumer awareness that comes with it.

3. A good track record and reputation.

4. Solid financial resources and the subsequent staying power.

5. Key personnel

PART 3 – MARKET ANALYSIS (Continued):

 Weakness Assessment: Areas that can be improved upon

1. High investment cost

2. Time it takes to set up your business and current downward economic

conditions

3. Changing technology

4. Lack of quality personnel

5. Customer resistance (previous long standing relationships,

brand loyalty)

6. Existing patents and trademarks that you can’t infringe

upon
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PART 4 – COMPANY DESCRIPTION:
 Describe how all of the different elements of your business fit together; include the

nature of your business, as well as what will make your business a success. Create a
mission statement, explaining the company’s purpose and guiding principles. When
drafting your mission statement, begin with your company’s goals and objectives.
Goals are where you want your business to be and objectives are measurable
progress markers.

Goal: Healthy, successful company, a leader in customer service with a
loyal customer following.
Objective: Measure customer satisfaction through feedback and tracking
repeat customers

 Describe your industry: Growth potential? Describe changes in the
industry, short and long term.

Example: Backcountry Packraft Rentals is the only pack raft
rental company located on the east side of Glacier National Park
with the potential to expand their service area by offering excellent
customer service and expertise to new and returning customers.

PART 5 – ORGANIZATION & MANAGEMENT:

This section should include your company's organizational structure, details about
the ownership of your company, profiles and qualifications of your management
team.

 Ownership Information including:
• Names of owners
• Percentage ownership
• Extent of involvement with the company

***Before creating your business, it is highly recommended that you discuss your
organization ownership with a trusted legal and/or financial advisor.

PART 5 – ORGANIZATION & MANAGEMENT (Continued):
 Forms of ownership

• Sole Ownership:. Income and losses are taxed on the individual’s personal
income tax return. This is the simplest business form.

• Partnership: A business or firm owned and run by two or more partners.
• Limited liability corporation: A corporate structure whereby the members of the

company cannot be held personally liable for the company’s debts or liabilities.
This form also limits the members’ legal liability.

 Management resumes including compensation basis and levels

 Board of Directors' Qualifications Summary, if needed

Example: The owner of Backcountry Packraft Rentals has influence in the outdoor world
and writing skills to promote his company.
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PART 6 – MARKETING & SALES STRATEGIES:
 How will I market my product?

 Where would my target market learn about my product and
then buy it? Where are they searching? How will they use it?

• Surveys
• Keyword tools for online marketing- how many are searching for

your product?
• Industry Associations/magazines

• Competition - observe your competition and ask them questions.
• Business owners similar to yours - might not have quantifiable data, but they

can give you good ideas.
• Search for data on your target market: by now you should have a pretty good

idea of your target market: Google “baby boomers rental recreational
equipment”
o US Census Bureau
o MT Site Selector
o Marketing Research Sites

PART 6 – MARKETING & SALES STRATEGIES (Continued):
 How does your product or service meet your target market’s needs in a way that is unique

from your competition? Why will your target market appreciate this difference? How can
you demonstrate the uniqueness of your product/service?
 You should have the data for this question at this point.

 If you had one sentence to describe your product or service to your target market, what would
you say? Keep in mind your audience and how your product/service fills their need or solves
their problem.
 Know your target market, thought processes and tendencies.

 What is the best price point or price system to sell your product?
 Target market demographics and information gathered from similar businesses

and competition.

 How can you structure your marketing so your customer is the hero?
 Know your target market, demographics and their buying attitudes,

trends (psychographics). Google search: “generation X psychographics”

PART 6 – MARKETING & SALES STRATEGIES (Continued):

Additional Articles/Resources on Market Research:
http://www.entrepreneur.com/article/217345
http://www.inc.com/guides/marketing/24018.html
https://library.hubspot.com/

Question for the road:
What future products/services could meet your customer needs better? What
improvements to your products could help meet customer needs better?
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PART 7 – PRODUCT OR SERVICE:
Describe in detail your service or product.

 Emphasizing the benefits to potential and current customers.

 Focus on the areas where you have a distinct advantage, specific
benefits.

 Identify the problem which your service or product provides a solution.
 This information was mentioned in Part 1 the introduction. Information

in this section should be more detailed.
Product or service life cycle
Copyright, patent, and relevant trade secret information
Legal agreements, nondisclosure or non-compete agreements for exit
Research and development activities – Yours and Industry
Example: Backcountry Packraft Rentals offer rental pack rafts and equipment to outdoor
enthusiasts, tourists and locals who wish to experience the rivers and waterways that Glacier
National Park has to offer. Pack rafts simplify the use of rafts as part of a backpacking trip.
They weigh eight pounds including paddles, lifejackets and pack down to the size of a two man
tent. Pack rafts are drastically cheaper than outfitter prices and can be shipped to any location.

PART 8 – PERSONAL INVESTMENT & FUNDING NEED:
 In this section, you will identify funds invested in the business.
 Identify exact amounts (no estimates) you will need to start and tie it specifically to

your Financial Plan (i.e., 24-month Cash Flow Budget).
 Include different funding/financing options, best and worst-case scenarios.

• In the financial section, you must be able to back up these options with
corresponding financial statements and projections.

 Make sure that you include any strategic information related to your business that
may have an impact on your financial situation in the future, such as:
 being acquired by another company/competitor
 the method with which you will service your debt
 whether or not you plan to sell your business in the future

Each of these are extremely important to a lender, since they will
directly impact your ability to repay your loan(s).

PART 9 – FINANCIAL INFORMATION:
(The most important part of your plan)

 Your projections should match your funding requests,

provide sufficient details and source of the information.

 Current Financial Data of the owners-personal financial

statements signed and dated in ink.

 Historical financial data (existing businesses) that covers 3 fiscal years

(include balance sheets, P&L statements, notes, source/use of cash and net worth)

 A list of debt owed to date, includes the creditors name, amount due, terms,

collateral, and current status

 24-month cash flow budget using a beginning and ending cash balance

 Reconciliation prepared under generally accepted accounting

principles (GAAP)

 Certification letter or review letter by a 3rd party financial advisor

indicating the information complies with GAAP
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PART 9 – FINANCIAL INFORMATION (Samples):
 Historical Financial Data – Backcountry Packraft Rentals LLC
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PART 9 – FINANCIAL INFORMATION (Samples):
 Projected Financial Data – Backcountry Packraft Rentals LLC
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ADDITIONAL RESOURCES

Initial Planning for start up:

 Thinking of Starting a Business? Check out SBA’s online trending:
http://www.sba.gov/tools/sba-learning-center/training/young-entrepreneaurs

 The Montana Department of Commerce and Montana’s SBDC website provides
information, templates and links: http://businessresources.mt.gov/SBDC

 The Montana SBDC also provides planning tools:
http://businessresources.mt.gov/programs/SBDC/resources/newtools

Websites to help you with your market research:

 http://ceic.mt.gov

 http://factfinder2.census.gov

 http://montanasiteselector.com

 http://careeronestop.com

ADDITIONAL RESOURCES (Continued)
 Have licensing questions? https://businessresources.mt.gov/programs/SBDC/resources/licensing

 The IRS assists you with your record keeping:
Starting a Business and Keeping Records at: http://www.irs.gov/pub/irs-pdf/p583.pdf

 Developing a Loan Package helps you with financial information to develop your loan request:
https://www.sba.gov/sba-learning-center/training/how-prepare-loan-package

 Small Business Development Center and is available for counseling session requests at:
http://mtsbdc.ecenterdirect.com/clientsignupfull.action?centerID=5

 Tools for Business Success: http://sweetgrass.toolsforbusiness.info/success-in-
montana/index2.cfm?cx=sweetgrass&CFID=60268538&CFTOKEN=7515f6487f093b26-
D67B9203-DBF7-E92F-77E60DF66A0B8359


