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2009 2010 2011 2012 2013 2014



Sales (£000's) 600             630             662             700             800             900             



Gross Profit 222             233             252             273             320             369             



% Gross Profit 37.0% 37.0% 38.0% 39.0% 40.0% 41.0%



Net Profit 114 120 132 147 176 207
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Copyright Mike Warren – GreyMatter
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MISSION & OBJECTIVES

1.
The business of Acme Ltd - Its value.

2.
Potential new services

3.
Unique Features

4.
Background to sales situation

5.
Influencing factors outside the business

6.
Projected sales for the next 3 years

7.
Evidence of demand

MARKET SEGMENTATION

8.
Market segmentation

9.
Market trends

10.
Opportunity for growth

EXTERNAL & INTERNAL ANALYSIS
11.
Industry analysis

12.
Competitor analysis

13.
S.W.O.T. – Implications
MARKETING STRATEGY
14.
Target Markets

15.  
Market Position

16.
Marketing Strategy

PEOPLE
17.
Organisation Chart

18.
Experience and Skills of the team

19.
Opportunities for development of existing staff

20.
Incentive schemes

21.
External consultants



ACME LTD was incorporated in Wales in 1979. The company’s main business activity is precision engineering. The company has 13 employees based at the company’s premises in Cwmbran.
ACME LTD has achieved an excellent reputation as a high quality supplier of products and services in the engineering market. 
Services include........................................................................................which provide customers with the following benefits:
1.

2.

3.

This Business Plan has enabled ACME LTD to clearly see what business the company is in and where it is headed. In doing so, the company has pinpointed some significant new product and market opportunities which could increase sales quite substantially. The company no longer sees itself as simply in the precision jigs and fixtures business. 
It now sees itself in the business of ………….……………………………………………………………………….

………………………………………………………………………………………………………………………………..

e.g. "providing a complete range of engineering facilities". 
By defining the business in this way the company has identified possible new services such as 
(automotive, electronic and defence industries) and 
.................................................................................................................................................... 
ACME LTD sees new product opportunities that would fit well with its existing customer base. Instead of just jigs and fixtures, ACME LTD will look to supply its customers with a whole range of products and services.

ACME LTD's service is generally considered to be the best in the marketplace because of 
...................................... 
Reports from customers indicate that ACME LTD's …….(quality, performance / standards) are superior because of    …………….

whereas those of the competition tend to be

 ..............................................................................................................

Although sales have increased by 5% over the last 12 months, the company has not taken full advantage of its most profitable business opportunities. The company will, over the next period, adapt its products and selling efforts to growing its ideal customer segments. 
At the same time, we must note that the most significant factors
outside the business that have influenced sales are:

…………………………………..

…………………………………..

…………………………………. 
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It is anticipated that ACME LTD will achieve this increase in sales and profitability because:

The company has increased sales by 5 percent over the last 12 months and is geared for growth.

The company has an excellent reputation and good customer base which can be relied upon to place future orders.

Although we have a strong reputation in the market, the company has never targeted the ................ segments. These markets are increasing at a substantial growth rate. 
A competitive analysis of ACME LTD has shown that the company has substantial product benefits over the competition. It is estimated that ACME LTD can become a major player in these segments. The company will focus on these segments over the next 6 months.

The company will be placing more emphasis on customers that are growing and are prepared to pay higher prices.
xxxx percent of the current sales forecast has already been achieved with orders from existing customers. This is 
Y percent up on last year's figure.

TITLE


Write the name of your organisation and the duration of the planning period.





WHAT BUSINESS ARE YOU IN?





Provide a general outline of your business, sufficient for outsiders to fully understand what your business is all about.  Which industry is it in?  What is the major benefit, rather than product or service, which you provide to your customers?


(People don’t buy a washing machine – they buy a clean shirt!)





A 30 word description of your business:


e.g: 


Our mission is to enhance our customers' business by providing the very highest quality products and services possible. Our customer support strategy is based upon total, no-compromise customer satisfaction and we continually strive to offer a complete package of up-to-date value added solutions to meet our customers' needs. We value above all our long term customer relations.





WHAT ARE THE UNIQUE FEATURES OF YOUR BUSINESS'S PRODUCTS OR SERVICES?





Discuss product or service advantages that give you an edge in the market.  Is your product or service substantially better than your competitors?  Does it offer the best, the fastest, the most powerful, the cleanest or the most efficient solution?


















































WHAT WERE YOUR SALES LAST YEAR AND OVER THE LAST FEW YEARS? HOW WELL HAVE YOU PERFORMED?  IF YOU HAVE NOT PERFORMED TO BUDGET, INDICATE WHY NOT?





This provides a background to your sales situation and a lead-in to the future of the business.  For instance, you may include something like "Although our sales have increased by 5 percent over the last year’s sales, we have never really maximised our profitability.  This plan is being prepared to enable us to do so in the future."     





WHAT ARE YOUR PROJECTED SALES AND PROFITS FOR THE NEXT THREE YEARS?





This is the bottom line.  How much profit are you going to make? Insert graph here, illustrating your sales growth, as it would look very impressive.





WHAT PROOF CAN YOU PROVIDE THAT YOU WILL ACHIEVE THIS LEVEL OF SALES AND PROFIT?





Back up your forecasts with some form of evidence that there will be continuing demand for your goods or services.  Do you have any advance orders, existing customers that have promised to use your goods or services, market research surveys or sales experience in this industry that implies a natural growth in the market.  Do you have evidence of any external factors such as changes in legislation, competitor status or cultural influences that will lead to a demand for your products or services?
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