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ENTREPRENEURIAL spirit

ou’ve chosen a business
to add earned income to
your organization, and
you’ve studied the market
to be sure your idea is fea-
sible. Now it’s time to
write your business plan.

Here’s what every business plan should
include:

1. A cover page identifying the busi-

ness plan as the property of your

organization. This page includes your
name, address, phone number, and the
month and year that the plan is written or
revised. In one simple paragraph, tell
who the business plan belongs to and the
limitations on its distribution.

2. A table of contents.

3. A summary of the plan, including:
• a brief paragraph about your organiza-

tion
• a four-line description of the product

or service you plan to introduce
• a four-line description of the market
• a brief paragraph on production
• a paragraph on distribution, if needed
• a short paragraph on the financing

requirements.

4. A description of your organization

and your new business with descrip-
tions of:
• your organization

• your new product or service
• the target consumer
• the consumer’s need for the product or

service
• the sales strategy.

5. A description of the market for
your new product or service, including
information on the competition and
cost/price comparisons between competi-
tors and your organization.

6. A marketing plan that includes infor-
mation on:
• the markets
• customers
• competitors
• the macroenvironment
• demography
• economy
• technology
• government
• culture
• how each of these areas affects the

marketing and selling of your product
or service

• evaluation of potential pitfalls.

7. A financial plan, including:
• sources and applications of cash and

capital
• an equipment list
• a balance sheet
• break-even analysis
• cash flow estimates by month for the

first year and by quarter for the second
and third years, with notes of explana-
tion for each of the estimates

• projected income and expenses for the
first three years, with notes of explana-
tion

• historical financial reports for your
organization, such as balance sheets
and income statements for the past
three years

• a current audit report
• your annual report.

8. An appendix with:

• management resumes
• your organizational brochure and

newsletter
• other pertinent material about your

organization and its work
• letters of endorsement
• copies of signed contracts for business.

Once you’ve written and reviewed
your business plan, it’s time to adopt it.
The final step is to set up and run the
business. Only then can you hope to
achieve the social outcomes you desire,
as well as the new income streams so
important to your financial empower-
ment.

A new business is always a risk, but
a business plan reduces that risk. With a
solid business plan, you’ll be taking pru-

dent risks—not “leap-off-the-cliff” risks—
on behalf of the people you serve.

~HOW TO~

WRITE YOUR BUSINESS PLAN
Why do so many new businesses fail? Most notably, because they lack a good business plan.

Don’t let it happen to you!
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Remember, the biggest reason that
new businesses fail is because they lack a
well-written business plan. Don’t be like
the 90% of new businesses that fail in
their first 10 years. Make sure your busi-
ness plan takes into account all the
important variables listed here, and you’ll
be well on your way to succeeding in a
big way, the first time out. Good luck! ■
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ARE YOU SITTING ON A
GOLD MINE?

Fundraising Self-Assessment Guide
By Jill Muehrcke; softcover, 132 pp.

Does your organization need to “strike it rich?”

Here’s a book that will help you “unearth” assets right within
your own organization. It guides your team (staff, board 

members and other volunteers) through eight steps to assess those
assets and match them to proven fundraising strategies to build a
proper fundraising foundation. You’ll also discover the pros and
cons of 12 different fundraising methods and 20 related articles

from past issues of the Society’s journal, Nonprofit World.

Additional nuggets included are fundraising textbook and 
software resources, consulting assistance, a directory of federal

liaisons to the nonprofit sector, and a toll-free number for 
further help. The competition for donated dollars is steadily
increasing, so order your copy today. Stake a claim on your

organization’s hidden treasures and with this powerful tool —
DISCOVER YOUR GOLD MINE!

Are You Sitting On A Gold Mine? is $25 for Society members and $35 for 
nonmembers (plus $5 for shipping and handling). To purchase a copy, call 
the Society at 1-800-424-7367; send a fax to 608-274-9978 (credit cards

only); or mail a check to:
The Society For Nonprofit Organizations

6314 Odana Road, Suite 1, Dept. SO
Madison, WI 53719-1141


