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	[bookmark: _Toc230018615]Background information

	Industry:


	Type of company:


	Address:


	Postal code:


	City or town: 


	The year the company was founded:


	Number of staff:


	Internet address:


	Business ID:


	Owners of the company and their percentages of ownership:





Introduction – Purpose of a business plan
Why should you draw up a business plan? A business plan is a practical description of the steps needed to turn your business idea into a profitable business. It helps you understand the market and your competitors and identify the competitive factors that will help you find customers. It is a necessary tool for applying for funding and for managing risks. The structure of the business plan follows the different stages of a design process. The plan should be reviewed regularly as the operations move forward and as the operating environment changes.
Success in business requires accurate information and good planning 
– Creating a business plan will help you succeed!

BUSINESS PLAN
[bookmark: _Toc230018616]Business idea
Briefly describe your business idea. Think about explaining to an outsider what kind of business you are setting up. What will the company sell, who is the customer and how are the sales made? If your company has separate business premises, where are they located? Write the text in the box below.
     
[bookmark: _Toc230018617]My competence
What skills, training and work experience do you have that you can use to help you become an entrepreneur? Explain, e.g. where you have studied and what degree you have. Give examples of jobs or roles through which you have gained experience that supports entrepreneurship. If your competence is based on hobbies or other talents, please also mention this. Do you have previous entrepreneurial experience, or have you completed entrepreneurship training? Write the text in the box below.
     
[bookmark: _Toc230018618]Strengths and weaknesses – SWOT analysis
Strengths (internal): What qualities and skills do you/your company have that are strengths for your business. 
     
Weaknesses (internal): What kind of skills or things should be developed or perhaps outsourced or gained through partnerships to improve competitiveness? E.g. resources, outdated technology, etc.
     
Opportunities (external): What opportunities does the changing market offer? E.g. new trends, growing demand.
     
Threats (external): What factors could jeopardise your business? E.g. competition, regulation, economic trends. How could you prepare for these threats?
     
[bookmark: _Toc230018619]Products and services
[bookmark: _Hlk26344032]Briefly list the main products and/or services (3–5) that you think will be your key sellers. Explain your pricing (hourly rate, unit price, contract price, etc.). What is your VAT percentage, and does the price you stated include VAT? Does the product generate direct costs, e.g. do you have to buy it from somewhere for per-item/per-service sales? Think about how your product or service will benefit your customer or what problem it will solve. Tell us what your competitive advantage is, i.e. why your customers would buy the product or service from you instead of your competitors.
Name of the product/service 1:
     
Description:
     
Price:
     
Competitive advantage:
     
Name of the product/service 2:
     
Description:
     
Price:
     
Competitive advantage:
     
Name of the product/service 3:
     
Description:
     
Price:
     
Competitive advantage:
     
Name of the product/service 4:
     
Description:
     
Price:
     
Competitive advantage:
     
Name of the product/service 5:
     
Description:
     
Price:
     
Competitive advantage:
     
[bookmark: _Toc230018620]Target group and customer acquisition
Succeeding in business requires identifying the right customer group and understanding the needs and desires of the customers. Who are your customers and why would they be interested in the product/service you offer? Is the product/service aimed at consumers (B2C) or businesses (B2B)? Describe your ideal customer, how would the buying process proceed and how do you acquire customers? 
Customers:
[bookmark: Teksti84]     
Describe your ideal customer:
[bookmark: Teksti83]     
Why would a customer buy your product or service? What benefits or added value will the customer receive? 
[bookmark: Teksti82]     
How can customers acquire your product/service? 
[bookmark: Teksti81]     

Customer acquisition 
Tell us how your company acquires new customers. Where will you find the customers/businesses in your target group (e.g. lists, registers)? Set out the concrete measures, objectives, channels, costs, metrics and monitoring over a certain period of time (e.g. calls, emails, social media posts, meetings per day/week/month). Also describe how you plan to manage customer data. For example, will you use a Customer Relationship Management (CRM) system and, if yes, how?
     
[bookmark: _Toc230018621]Marketing and sales plan

Assessing demand 
How have you researched or tested whether there is a demand for your product/service? If you have not yet assessed the demand, how are you planning to do this? 
     

Marketing plan
The marketing plan should be a realistic and easy-to-implement tool that includes practical measures, responsibilities, a timetable and costs. 
State what your marketing objectives are (e.g. meetings, website visits, new contacts, etc.). These objectives must be concrete, measurable and scheduled. What marketing tools or e.g. digital media channels are you planning to use? What kind of content will be posted to your different social media channels and/or published on your website? How often do you plan to publish per channel? Will you be responsible for marketing or do you plan to use external expertise? 
     

Sales plan
The sales plan explains how your business will deal with sales, answering questions such as: who will sell and to whom, where will customers be found and how will they be contacted. New customers are acquired in two ways: inbound sales involve creating useful content, for example for different social media channels, so that the customer contacts you, and outbound sales involve actively contacting the target group e.g. by phone calls or through messages. Explain what happens in practice at the different stages of the sales process (contacting, negotiations, offer, closing, follow-up) and set clear, measurable monthly targets for your sales activities. Learn about customer relationship management systems (e.g. HubSpot, Pipedrive, Lime CRM, Zoho CRM and Salesforce etc.) and explain how you could use them to improve your sales.
     
[bookmark: _Toc230018622]Operating environment and risk management
A company’s business environment consists of both internal factors (resources, staff) and external factors (markets, competitors, legislation). These factors affect the conditions and success of a business. Constant monitoring of the business environment is vital to maintain competitiveness.
Competitors. Who are the main competitors of your company (name your top competitors)?
[bookmark: Teksti94]     
Competitive situation. Tell us about the competitive situation of your business when starting and explain how you will stand out from your competitors.
[bookmark: Teksti95]     
Interest groups. What other actors are part of your business environment (partners, public authorities, subcontractors, etc.)? 
[bookmark: Teksti93]     
Risk management. What are the risks involved in your business? How could you manage them? 
[bookmark: Teksti96]     
[bookmark: _Toc230018623]Sustainable development and corporate responsibility
Sustainable development means development in which the environment, the economy and people’s well-being are in balance. The goal is to ensure good living conditions for present and future generations. Businesses also have a moral responsibility to act sustainably. Responsible business or corporate responsibility means that your company takes into account the environmental, economic and social impacts of its activities.
Responsible business practices can create new business opportunities, cost savings and competitive advantages, and can influence the availability of funding and its terms, for example. Genuinely responsible companies are valued.
Corporate responsibility requires planning, systematic monitoring, the evaluation of operations, continuous improvement and reporting. Consider how you take into account and implement the following areas of corporate responsibility in your company's practices and processes. 
i) Environmental responsibility (e.g. combating climate change, responsible use of natural resources, utilisation of recycling/circular economy, responsibility for the product’s or service’s environmental impacts over its entire life cycle, monitoring and reporting) 
     
ii) Social responsibility (e.g. staff training, safety and wellbeing at work, equality in the work environment, working conditions in supply chains, principle of non-discrimination, human rights issues such as child labour, monitoring and reporting) 
     
iii) Economic responsibility (e.g. profitability, competitiveness, prevention of corruption, producing wellbeing for stakeholders, transparency and compliance with regulatory requirements, monitoring and reporting) 
     

[bookmark: _Toc230018624]Leveraging artificial intelligence (AI) in business
How could you use AI in practice? 
     
[bookmark: _Toc230018625]Vision and growth plan
Describe the longer-term vision, i.e. the target state of your business. What do you want your business to look like to your customers in three to five years? 
Do you have growth plans? How can they be achieved in practice? What kind of indicators will you use to monitor your objectives (e.g. business profitability, customer numbers, customer satisfaction, etc.)? What is the future outlook for your sector? Are you planning to expand abroad? 
Vision and growth plan
[bookmark: Teksti97]     
Future prospects and internationalisation
[bookmark: Teksti98]     
 
[bookmark: _Toc230018626]Other aspects to consider:
Permits and notifications:
[bookmark: Teksti99]     
Insurance policies and contracts:
[bookmark: Teksti100]     
Intellectual property rights. Consider whether you need to take intellectual property rights into account in your marketing, for example. Or does your work generate intellectual property rights? If it does, how and under what conditions will they be assigned to others?
[bookmark: Teksti101]     
Entrepreneur’s support network. Do you have any mentors, other entrepreneurs, etc. in your immediate circle who could help you if you need it?
[bookmark: Teksti102]     
[bookmark: _Toc230018627]My business
What kind of business are you starting? What is its name and where does it come from? Have you already thought about the type of your company? What kind of domain will you reserve for your website? Do you need or have you found the business premises? Do you need to hire employees? Have you already reviewed your insurance needs and potential accountancy services?
Here, you can also consider and verbalise your early-stage financing needs, what equipment you may already have and what the main investment needs are to get started. You can also give your own estimate of how long it will take to achieve a profitable business.
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