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It might be an old saying, but it’s most certainly a relevant one where businesses are
concerned - if you fail to plan, you should plan to fail!

Every business idea is just that, an idea, until it is backed up by a business plan. What you write down in your plan in

black and white is what will determine whether you have a viable commercial offering.

I shared some scary statistics in an , stating that 20 per cent of new businesses fail in their �rst

year. There might be lots of reasons for this, but in many cases, it can be put down to very basic failures in their

initial planning.

article about start-ups

If you’re serious about making a business work and succeed �nancially, putting some hours into preparing a robust

business plan BEFORE you launch is time very well spent.

We know how exciting it is when you’ve got that initial entrepreneurial spark of an idea. And we know how sure you

are that it will be a great success. And we know you just want to get going! But please, take a step back and consider

it carefully. Business planning needs serious thought as well as passion.

Believe me, we want nothing more than for your new business to �y. We’re not trying to put obstacles in your way.

What we are trying to do, is make you 100 per cent certain that you have your business model nailed and are

completely con�dent in how you can achieve those brilliant results you’ve been dreaming of.

We’ve seen hundreds of company business plans and are very often surprised at how light they are on detail. In

many, much of the information contained in them is conjecture or guesswork, and very little actual research, time

and work has gone into preparing them.

This is why we’ve put together our guide on what we feel are the ‘must dos’ when preparing a start-up business plan.

Follow these steps, one by one, and it will give you the con�dence you need to make an informed decision on

whether your business idea is worthy of investing more time, and potentially your hard-earned money in.

Head over heart!
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Do you know who your major competitors are, where they are based, what they offer and
how much they charge?

This is No. 1 for a reason!

If you don’t know who you’re up against, how do you know you have a viable business proposition? You really need

to know what THEY are doing before attempting to pit yourself against them.

1. Scope out the competition
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 Are you entering a heavily competitive market? Is there enough business for all

of you?

 How can you differentiate yourself? Why should people come to you, rather

than anyone else out there offering a similar product or service?

 Can you equal, or improve on, their service?

This should form the basis of your business plan and needs to stand up to scrutiny before you
invest a single penny. You need to be con�dent you can win business and make money.

 Google them. How easy are they to �nd online?

 Visit their website and rate it. What’s good and what’s bad about it?

 Order their brochure or price list.

 Sign up to their newsletter if they have one.

 Call them with a dummy enquiry and get a quote.

 Visit them and test their customer service if appropriate.

Once you’ve done your snooping, ask yourself these questions:

Make a list of businesses you consider to be your main competitors, and those you aspire to
be like. Do some snooping!

TO DO:

 How much can you charge, or what extras can you offer, to remain competitive?
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 The demographics of your local area and whether there is a genuine need for

your product or service.

 Whether you can afford the type of premises you need.

 Is it best placed for customers to �nd you, or for you to reach your customers? 

2. Think Location, Location, Location
Depending on your business, you could live or die by your premises or postcode. You need to
understand:
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There will be an initial level of investment to launch your venture, which needs to be factored in. But after that, what

regular expenditure or operating costs will you incur? 

What consumables will you need? 

What will your phone and other bills cost?

Next are some more  examples of operating costs you need to consider:

The most crucial issue you will have in running your business is cash �ow. You need to know you are bringing in

enough money to cover ALL of your costs. One of the major errors people starting out in business make, is not

calculating what those outgoing costs will be.

 If you need premises, research what’s available and how much this will cost.

Contact some local letting agents and ask for details of suitable commercial

premises. You will also need to factor in business rates and estimate a cost for

utilities. The letting agent may be able to help with this too.

 If you’re not going to use dedicated premises, think about where you will work.

3. Understand the costs

TO DO:

 Write down the pros and cons of your location.

Do you need to outsource services, like accountancy or admin? 
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 Rents and facilities

 Utilities: electricity, water, and heat

 Salaries, including your own!

 Supplies and equipment

 Fixtures: some of these might only be incurred once at the start of your

business but should be factored into year one, such as signage, furniture,

lighting, storage cabinets and materials for product display.

 Legal compliance

 Marketing and promotion
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TO DO:
Write down everything you might need to spend money on throughout the year in your business. Do this for Year 1,

Year 2 and Year 3. Don’t just focus on the big amounts, consider every expense, no matter how small.

Don’t worry if it looks like the costs are adding up at this stage. It is essential to include as much as you can. The

worst thing you can do is start a business without taking expenses into consideration. Although it might start to look

a bit scary, don’t be tempted to disregard something to try and cut costs on paper. The reason behind this is to know

that you can make it work in practice.

Knowing your numbers is key to success. If you don’t know what overheads you have to cover, you can’t work out

your pricing and pro�t requirements to cover them.

Once you have a list of potential costs, you need to gauge how costs might increase as your output increases.

Break your list of costs down into the following categories:

 Expenses that will remain the same, regardless of the scale or productivity of your business. Examples

might be of�ce or factory space, equipment costs, building security and insurance.

Fixed Costs –

 Expenses that change with the productivity of your company. As the name implies, variable cost

increases when production increases and reduces when a company's level of production dips. Variable costs include

costs of raw materials, electricity bills and other utilities.

Variable Costs   -

 Costs with elements of �xed and variable costs. A common example of semi-variable costs is

overtime wages. While the wages a company pays its regular staff is considered �xed cost, any payment for overtime

work is considered a variable cost, as it increases and decreases with the company's level of production.

Semi-Variable Costs –
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How much can you charge for each product or service, taking into account the prices of your competitors and

where you want to pitch yourself in your marketplace?

How many sales at this price do you need to cover your costs?

List all of your products and services.

What is the minimum number of customers/sales you need to ensure you cover your monthly costs?

4. Work out if you can make a pro�t

TO DO:

Put a realistic price you think you can charge against them.

Now you’ve got a clear idea of how much you need to bring in to cover costs, think about how much you need to

make to cover those and make a pro�t.

How much of your time, or that of your operational team, is required to deliver each product or service? Put a time

estimate next to each.

To work out your pricing you need to think about the following:

Work out how much you can practically deliver in:

 a day

 a week

 a month

Using your provisional price list, work out how much money this equates to.

This is assuming maximum capacity. What about if you had a slower day, week or month?
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Create some customer avatars for each of your products or services. Use this Customer Avatar Worksheet as a

starting point:

You need to get inside your potential customer’s head and know exactly what they want to have a good idea of how

you can effectively sell to them. To be able to do that you need to de�ne who they are, where they are, why they buy

things and what would make them contact you.

5. Know who your customers are, and where they
are coming from

TO DO:

Have you painted a picture of your ideal customer? This will be fundamental to how you market your product and

service.
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 What are their aspirations?

 Why do they engage in certain activities?

 What will be important to them in their purchasing decisions, such as

environmentally-friendly products?

Challenges and Pain Points:

 Will their decision be based on price, quality or something else?

 Who might have the �nal say on whether they purchase?

 Will timing play a part?

Build a few customer avatars to cover the different people that may want to buy from you for different reasons.

Most of it is self-explanatory, but it’s really important to consider your potential customers’:

Goals and Values:

 What challenges do they face in their personal and professional lives?

 What are their daily peeves?

 What would they love a solution to?

Circle of in�uence:

 Where do they get their information?

 What social platforms are they on?

 What magazines do they read?

 Do they listen to podcasts? Or the radio?

 Who in their life do they listen to?

Objections:
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Think about what in�uences your own buying decisions. Do you spend money on something without a reason? Or

are you trying to solve something with your purchase?  Most people buy things that will make their life easier or

better in some way. Even luxury buys have a purpose.

You need to decide how your product or service will do that for your customer and use this as your selling point.

Work out what it is that you are solving for your customer, or how your product will positively impact their lives.

TO DO:
List 10 things about your product or service that YOU think will help or bene�t your customers.

6. Sell solutions, not products!

www.getsmartaccountants.co.uk

https://www.getsmartaccountants.co.uk/


The Smart way to write a start-up
business plan

Now plan a market research survey, to see if your potential customers agree!

Surveys are a great way of gauging interest in your product or service and �nding out how much people would be

willing to pay for it. It’s also really easy to do with platforms like  out there offering some of its survey

features for free. 

SurveyMonkey

Survey hints and tips

When writing a survey:

 Think about what information will be most useful to you to �nd out and frame

your questions to gather this from respondents.

 Keep in mind who you want to respond and imagine you are asking the

questions directly to them.

 Don’t try and cram too much into one survey. Prioritise your questions.

 Keep it quick and simple. People won’t answer anything too arduous!

 Make sure what you are asking is really clear. Use simple language and keep

questions short and to the point.

 Don’t repeat yourself. Make sure each of your questions asks something

different – not just the same thing in a different way.

 Make it simple to answer, so people don’t need to think too deeply about it.

Multiple choice works much better than asking for a comment, for example.

 Offer an ‘Other, please specify’ box for alternative answers to those in your

multiple choice options.

 If a question might not apply, offer the option ‘does not apply’ as a choice, so it

doesn’t just get left empty.

 Don’t ask anything too personal! Keep it light, relevant and relaxed. No-one

wants to answer uncomfortable questions.
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So, start planning some marketing activities that you can do from day one of your business launching. Once you have

a list of possibilities, think about the following:

 Can you do this yourself or do you need to outsource services, maybe to a

graphic designer or content writer?

 Does it involve printing something or advertising?

 How much will it cost?

 How much time will it take?

TO DO:
Look back at your customer avatar worksheets and use them to help plan how you can promote to them.

Consider their  and list all the places they might come across your product or service.circle of in�uence

How can you promote to them in these places?

Look at their . What might make them engage with your brand?goals and values

Consider their  and the solutions you’re offering them with your product or service. How

can you communicate that to them effectively?

challenges and pain points

What about any potential ? How can you make your offering attractive enough to overcome these?objections

7. Plan a targeted marketing strategy
The answers to numbers 5 and 6, together with any data you gather from a marketing survey, will form the basis of

your marketing plan. This information you’ve put together outlines who and where your customers are, how you can

best get in front of them and how you should ‘sell’ your product to them.
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They can offer advice and training on how to run your bookkeeping effectively, saving you time and stress in keeping

on top of the �nances.

They can help you set up your company and record everything accurately for HMRC.

They WILL become an integral part of your success.       

TO DO:
 with Get Smart Accountants to help you �nalise your business plan.Book a Discovery Call

Call 01902 212937.

Before going any further, however, you need to run this information past an accountant.

Getting a good accountant on board at this early stage will help you foresee any issues you might not have thought

of. They can help you to structure your business to maximise tax ef�ciency and help you understand where you

might have under or overestimated income and expenditure.

If you’ve gone through each step thoroughly, you’ll have a good idea of whether you can make a pro�t with your

business venture.

8. Get a good accountant involved!
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Getting the right foundations in place will help your �nancial

operations run smoothly. Check out our services here!smartstart 

BOOK A DISCOVERY CALL!

        

https://getsmartaccountants.co.uk/smart-start/
https://app.designrr.io/projectHtml/529532?token=44ec96375e9ba263e81c800e992ce7a1&embed_fonts=
https://getsmartaccountants.co.uk/smart-start/
https://getsmartaccountants.co.uk/book-a-discovery-call/

