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BUSINESS PLANNING FOR 
GROWTH 

About GetSet for Growth 

•  Specialist service offering marketing & finance expertise to help 
ambitious businesses overcome the two key barriers to growth: 

1. Finding customers 
2. Accessing finance 

•  Flexible range of support:  
workshops, masterclasses, 1:1 coaching 

Agenda 
•  Introductions 

•  What is a business plan and why have one? 

•  Executive Summary 

•  Your Products and Services 

•  Your Market Place and Competitors 

•  Your Marketing and Sales 

•  Your Personal profile and Team Skills 

•  Your Operations 

•  Your Policies 

•  Financial Forecasting 

•  Questions 

What is a Business Vision? 
•  A business plan is an essential roadmap for business 

success 

•  Living document generally projects 3-5 years ahead 

•  Outlines the route a company intends to take to sustain, 
measure and grow revenues and profit 

Why do you need one? Know your options 



4/29/16 

2 

What do you want to achieve? 

•  Personal and life goals 
•  Business goals 

What’s your exit strategy? 
 
Start at the end and work backwards... 

 
How and when do you want to leave your business? 
 
ü  Sell it? 
ü  Pass it to family? 
ü  Run for 5, 10 or 15 years and close? 

Exit Options 

•  Sale	
•  Succession	
•  Stop		
•  Float	

How	much	money	do	you	need/want?	
	

•  Timing?	
•  All	or	par5al?	
•  Long	term	income	

Growth strategy 
1.  Translate your strategy into financial goals and a plan 

 
2.  Determine how much growth you want, can cope with and 

need 
 

3.  Figure out where your value is coming from 

4.  Define the milestones on your road map 

Where will my business growth come from? 

Existing product New product 
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Market penetration 
Sell more products in existing markets 

 
Product development 

Sell new products into existing markets 
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Market development 

Sell existing products to new markets 

 
Diversification 

Sell new products within new markets 

Other growth models 

Franchising	 Licensing	(in	or	out)	

Collabora5on/
partnerships	

Mergers/acquisi5ons	

Bricks	and	mortar	 Online	

Agents/distributors	 Subscrip5ons	

Bait	and	hook	 Mul5level	marke5ng	
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Executive Summary 

•  Mission statement  
•  Company information  
•  Growth highlights 
•  Products/services  
•  Financial information 
•  Summary of future plans 
•  Lifecycle – start-up/existing? 

Company Information 

•  Products and Services  

•  Market Place & Competitors  

•  Marketing & Sales  

Marketplace & Competitors 

•  Who are your customers:  How do you know they will be 
interested in your products 

 
•  Who are your competitors? What is their market share and 

where do you fit 

Conduct	Market	Research	–	Data	is	King!	
	

Products and Services 

Marketing and Sales 

•  Communication - How will you reach your customers? 

•  Growth - Where is the growth going to come from? 

•  Sales - How you plan to actually sell your product? 

Review – SWOT analysis 
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Personal Profile and Team Skills 
http://www.youtube.com/watch?v=LS37SNYjg8w 

Operations 

Policies Cash Flow Forecasts & Financials 

Appendices Common Mistakes 
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Q&A  


