Unit 5 Developing a business proposal IN=
PO1.1 =

Objectives are statements of specific outcomes that
are to be achieved

Business Risk Financial Risk

@  Atarget market is made up of individuals with similar
characteristics and therefore similar attitudes and priorities Definition
@  These include:

Benefits looked for in a product

©  Importance of brand, prestige, reputation The inability of a company to The inability of a company to
— — The overall purpose of the ©  Ethical considerations generate enough revenue to cover generate enough cash flows to
p p o Basic or advanced functionality . .
business o Augmented features operating expenses. meet the debt commitments.
[-] Relative importance of aesthetics, function and cost
. . willingness to pay 2
—_—' The overall aspiration of the o Price of the product What s It All About
H (-} Sensitivity to changes in price
bUSIness o Method of payment e.g. lump sum, instalments . . .
Prefarred channel of distribution Business risk is operational Financial risk related to debt
Aims or goals General statements of what o Attitude to e-commerce : payments.
. . . [-] Importance of convenience as affected by life style
buSlneSS |ntend5 to aChleVe -] Where you live e.g. range of options available

o What Is the Duration?
Objective More precise & detailed

statements of the aims / goals * Target market — who is the product aimed at?

. Such a risk is prevalent as long as Financial risk is prevalent till the
* Businesses ( B2 B) the organisation operates. equity financing increases.

1. To make a
. * Consumers (B2C
8. To be profit or surplus ( ) Is It Avoidable?
socially . _
responsible 2. To increase Target ma.rkfat segments — what are the Financial risk can be avoided,
sales or market characteristics of the segment the products Business risk cannot be avoided. provided the firm does not take any
\ share are aimed at? debt.
7. To produce ey s s g
high quality * Low cost e AT @R SRR e BN LR, How to Handle It?
goods or services Business . Hich end 2 : 3
: Igh €n : : : S : —
Obi ec tiVCS ~ 3. To survive e . e 8 Business risk can be systematised Financial risk can be handled by
’ L m\en i HEET ende ¢ by reducing the cost of production reducing debt financing and
6. To develop @w@ e GE2) \ ) i . and operation. increasing equity financing.
the skills of the S, @ iy D e
workers v ¢ E By =i Wty 2 7
S A Tsproutde = @ G0t A (&'X‘Q e £ ' ‘ How To Measure It?
5. To help a service to i mkoﬂ \60( o = . -
- 4\5 b e v s Business risk can be measured by Fi ial risk b 2B
people or the the public ! — ! 5 ¥ the variability in EBIT (Earnings inancial risk can be measured by

the financial leverage multiplier.

environment

Before Interest and Taxes)
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Unit 5 Developing a business proposal =
The Physical Resources

P O 1 . 2 P hyS | Ca I ReSO urces * At the heart of an operations plan are the physical

resources required to establish your venture. While you are

= i all writing plans for different businesses there are many

David Johmson MEE . . .
common resources. You need to devise a detailed list of all
the resources required , which are properly costed and
supported by research. Include the list in the business plan
and place your research in another appendix.

* You only need to include in your list and research the costs
that are relevant to your business.

* NB: These are physical resources and not costs like
advertising,

Human Resources

3% What Does the Human Resources Depa,rtment Do

€508 e b e s 18 s o € e v s e Oversee compensation k\ /
| and benefits l.
Il % )

I
Ensure better =—»
company culture

Financial Resources

Ithy

8 B PR | 1

- e Inifinancial resources

Customer value proposition; a marketing %" .#%.570 "% ] = Py B

. Lo “-'“f"“ U-’.‘“ "R o Skl 5 aeite :,?'k"

statement that presents the customer with a o b -}'“?“ﬁ T
To®

promise of all the benefits they can expect
when buying a particular good or service
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POL.3 The Classical Modelof ; SWOT

Decision Making . ol g 1

L) a r
U nique 129 _aa Gk ..

S il Lal :
STREKWGTH WEAKHILS CPFGRTLUNITIES THRAEATE

L ] |. -. |.
e '“ 1T 20 o S s N ook soa 1 W oppaTuEE e ]
- 1 el | oo opees 1 po! (-7 1,
Obtain complete and

!t e e

perfect information. ...and end up

i S 1 » » L) r 1 [ ']
z\g::;cf,?,c:gugagna Eliminate decision that j oy g e I'l'l-\.nr L] 'l.lr: i :l1-'l| |r|d-:.| -Iﬁ‘:la 'l'..d 4 i '\-:l: .
hould s uncertainty. Evaluate serves the inter i ) ) = .FI mais Vhimt | ke b o Larger e Ly
managers should... everything rationally , T B0 BT B, BT ;
) PR TS ) Howd D 0 PR DY e o el

and logically...

\ i Nl oo o lede | ripngita imia o P L e
& - i in ey oo wwlrarea” | oppestyrean ! Sl
. i i
: : — iMindMap: PESTLE
Force Field Analysis analysis

Driving Forces Restraining Forces

Old
\_egislation

National Local
International Environmental L. © : -Poiitical
‘ . Relevant R
Relevant?
Step change Incremental change X
Occurs rapidly Change occurs over a \nflation
¢ Current
period of timea in it — : P | /Gremployment
incremental stages eV BN PESTLE ) B s ( £ conomic Tnterest Rates

é\‘Ychange Rates

Old

[ ]
New =N\ . \Q 3 Trends
Relevant 3| Technological Social K
i \ Fashion

Competitive advantage; feature of a business that allows it to
perform more successfully than others in the market.

Demographic




A business organisation is an

Unit 5 Developing a business proposal individual or group o people

that collaborate to achieve

POZ 1 5 certain commercial goals. Some
Tading mon | April | une | July | A : . . .
‘ e — e L L Lo LR & 117 business organisations are
Sas | 350 1280 | 2530 2870 | 3250 4250 | 15030 .
Toral cosh infiow & [ #s0| 1280 | 2555 2600 | 320 4250 | 35050 e pPiv— pr—— (T]T] formed to earn income for
Cash cutflows [Tty .
) kimes o0 | o | ol zo] [ 20l iem - \ e owners. Other business
Eroak-Even Analysis %'i‘"h 0 ool Mal Mol ol s [ﬁ)& m %ﬂu % isati lled fit
= 2 = L 2= ol A& — organisations, called non-prorits
Perdessinnal feas 50 0 ol 0] ol 2w| uw H - - ’ ’
A : { } - b= il .
;amng ;.:‘: ;;: ;;3{7:_;3 l;-:; :{7; ‘ 2;;; e Material Prekagirg tai iy Contrel Dhiributias are formed for pUblIC purposeS.
Tco;ahc:::o":::‘o;: B 3450 | 2320 | 2000 ] 2000 2139 | 2050 | 14529 These buSInesses often ralse
Netinfiow A B -2600 | -840 | 530] 10| s1431] 2200 | s01 “ .
. Coptal P N ) Y N money and utilise other
o Opwnieg baletce 0| 1400 S60 | 1090 | 1190 | 2301 .
: kst Zora Gross closing batance | 1000 | %60 | 1090 | 1150 | 2301 | 4501 | 4301 Bephe _— e resources to pFOVIde or su pport
5 Crushecospary . .
public programs
. http.//smallbusiness.chron.com/mea
Two Types of Market Research ning-business-organization-41925.html
UsITE BOLD
. Primary Secondary Format Of A Research Proposal

Provides results fically about your pany 1 lying results of pr

completed s(udles to your snuabon

Title

A background to the topic and a !
timeline of all recent developments.

Internal

stakeholders ——

EDEiE‘t"r in the field highlight key points Background
/F D ’ - esearch will investigate
_ ocus groups oL ovide evidence
Government VSUNM \_ 7 The Questions v
Vinterviews V¥roe or low cost S - =
X Cost of research X Results are not specific to your business Proposed methods with a men- E‘O
tion of the advantages and lim- I ]
Craditors itations of your approach Research Methods
-]

@ Detail a working plan of the

timeline and schedule of your
Working Plan & Schedul research

Shareholders https://www.entrepreneur.com/article/241080 _ @

this is replaced by a reference section

Customers

Bibliography
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PO2.2

7 Parts of a Marketing Plan

1. CEFINE WHAT YOUR BUSINESS DOES
MLAONA G STRINGTIME A WEANNCSSES

2. DESCRIBE YOUR PRODUCT OR SERVICE
PEY RENFITS ANG PACRLEM BENG S50 VED

3. DEFNE YOUR TARGET AUDIANGE

&, THE P'S OF YOUR PRODUCT OR SERVICE
PESTITEON PROMETION S LS AFRICE

5. WHATS YOUR OFFER OR MESSAGE

6. COMMUNICATION MEDIM ,J

7. __J

Trading Profit and Loss Account Format

Net sales

Met purchases A5 000
Beginning inventary 8,000
Endinginventory = 9,000
Cost of goods sald

Gross profit

Expenses

Other income

100,000 *+

45,000
35,000 W
ARD00
Prodit and loss
5,000

Met profit

12,000

An operations plan answers
the following questions:

recruiting \/

planning

Busi

ness Plans

hiring

human
resources

evaluation

‘compensation

N training

[

Financial Plan Example

2048 2008 01¢ 20114
Nsars 100K 500K ™
Ravenues
Net Revenue 0] $1.000] $5e00] 315000
Operatiag Cost
Research & Development $2.099 $2.500 $1.000 $4 000
Sakes & Varkeing $1.000 $2.000 $4.000 $7.000
General & Adminmtrative $1 000 $1,500 2 000 $3 000
Othet (Business Specife) 4
Total Cost 54.000] 56,000| $9000] 514000
MNet Income
| Net Income 154 0005 (34000 (34.000: $!.000
P und Raising
| Tetal irrvestment 4 000 { | $122001
R &E " i | - 3 wr isicaie | v i
(Kay [Fey {vialuea (Customer | (Cusbomer
Parirmai) fictivities) Praposiions) |Felaionships)  Segmeants)
r B i — 33
iKey [Channgls)
FRastunsas)
e 54 K . .
(Cost Structure) (Fevenue Streams) o

L - e e

4 b L




Essential Public Speaking Skills

Unit 5 Developing a business proposa
PO3.1 & PO3.2

COMMUNICATION STRATEGIES

Use both verbal and nonverbal strategies to effectively
communicate with your audience.

TYPES OF
COMMUNICATION

Verbal

Unleash the power of your voice
to effectively communicate.

Nonverbal

Leverage body language to
communicate beyond words.

Aspects of non-verbal communication
Thayse ceparits wary oonoss pulures, dwworenoss of fre pubiunal norms in
wour caret wil help veu sommunisste mors aflestvel;

Record yourself and ask a friend for
feedback. Incorporate these qualities:

Rehearse in a mirror or record yourself. Look
for these qualities in your body language:

Engaging Eye Contact

l,
éﬁ‘ Proper Loudness

e 8 0.8
an I 1

Eya fodtac GEsTures Parsonal spacs

&

Make your voice have appropriate power,
intensity and projection.

Good Voice Quality
Avoid being breathy, strident, harsh, or
nasally.

Avoid staring down your audience or
reading directly from your notes.

&5 G& Natural Gestures

Use supportive hand gestures but don't
force anything.

~

=1

-
S—

e
L] —

S AT Facial dRfreRaions

Physatal £ar

©  The guestions asked will be specific to your business proposal and funding provider

@ Examples may include:

Sk WEITTEN

* The questions asked will be specific to your business proposal
and funding provider

« Examples may include:

. Human resources

How many staff will you need?

What leadership skills do you have? What experience in
business?

How will you motivate employees?

Marketing

@  What is the size of your target market? )

a How will you differentiate your products from your competitors? .

-] How will you meet customer needs?

@ What is your sales forecast for year 17 What is this based on? How realistic is this? .

-] What marketing activities will you undertake? . Financial
Operations .

-] How will you maintain quality?

.
a How will you fulfil orders?
=] How much stock will you hold?
(=]

How will products be produced?

How will you use the finance if “I” invest?

Forecast revenue, costs, gross profit, operating profitin
year1

Projected profit going forwardyear2 and 5

—~
&3 Correct Pronunciation @ Facially Aware

Pay attention to your sound production,
rhythm and cadence.

Make natural and deliberate facial
expressions.

JMN\M Be Articulate f Purposeful Movement
Form dv_stmct sounds so every word is clear Be intentional with every move, shift, pace
and deliberate. and hair and clothing adjustments.

“& Sensible Rate ﬁ.‘f Professional Appearance

Align speed to the speeches purpose: fast if 5 .
exciting, slow for sad and =160 words/minute Be 1nsPec:(|on ready gnd representyour
organization appropriately.

if informative.

@ Be Expressive

Emphasize each phrase with the right pitch,
pace, pause and power.

Remember, the impression you make
on your audience is:

What you see or feel

% Dynamic Energy

Amplify and intensify points to show passion 55*

and compassion for the people it affects. What you hear

3a%l B Words
¥ i
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PO4.1

Business
Contingency Plan

Identifies the risk A
scenario

Key Steps in Business Impact Analysis

oUo =
Picka | 1 ‘ Setscope LT
beam and objectives

Strateqy

* Strategy is the infent

» Defermines what needs fo be dene and why

* Involves intentional and focused high-level
thinking that defines the direction to take

» Aligned with the goals, objectives

* Requires fecus en defining the future

* It is difficult to change, though entirely possible

* Needs outward perspective

* Typically formed by leaders within the organisation

* Primary focus is on effectiveness, doing the right
thing

e Difficult o measure and evaluate

* Strategic planning does not include execution details

Tactics

* Tactics is putting intent o actien

* Determines hew it must be done

¢ Involves concrete actions and steps to
implementation inline with the direction

* Aligned with the strateay

* Requires day-fo-day execution

It is very easy to change

* Needs inward view

« Typically defined and executed by managers

¢ Primary focus is en efficiency, doing it rigH with less
rescurces, time and money

* Easy te evaluate threugh well-defined metrics

* Tactical plans includes timelines and implementation

* Strategy is intangible

* Tactics are -longib!e

2 Qutlines the risk

)
Dooumient dmm  Gather -
l findings information
+ Kaks recoryrerdetora
— " Wi rooord

¢ Igority fop maka
¢ Fooum om cvilced opsm el
& Urcswmand proc seia s

probability

Fa
Explains how you're : o ¢ Ecoamnt polwris impec: L
prepared for the scenario B Pressit Mext steps | ﬁ | On this ship, our tactics are strategic. Arrr we clear?
fimdings to o Wiy gapa |
leadership — M plry s ke ot

& Details the strategic '

response if the incident =
occurs }

o Fasviaey [ILA = baae anraalhy

Prod | ctio
) 1. Production (weather, disease/pests, field loss, spoilage)

Price/

BUSINESS

Market 2. Price/Market (reduced premiums, high input prices, etc.)

Nt naency p l an 3. Casualty (fire, weather and theft)
~ B - &

Contingency Plans are ‘what if' scenarios based on

specific events, which establish the ‘play book’ to

follow should that event (and assumed impacts) come

to pass.

4. Technology (performance failure, obsolete machinery)
5. Relationship (landlord, lender, supplier and buyer)

6. Legal/Regulatory (non-compliance with regulations

contract rules or other laws)
7. Human (underperforming managers, injured employees)
jexo Relationship Technology
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PO4.2
@

Brard byalty Rrane Racogation

"-}\ Eumomer Snataction Sepatation 3 wrigy
Q hmyv«_... /._il:u'm&
="

Businoxs Dlyoctives

Sockd hawes

<
5 Verbel Share

Do: Make sure
your goal is
trackable.

Don't: Hide
behind
buzzwords like,
*brand
engagement,”
or, "social
influence.”

Do: Give
yourself a
deadline.

Don't: Keep

pushing
towards a goal
you might hit,
“some day.”

PRE

TALNE

©

Political  Economic Technology  Legal  Esviconment
- eCONEMC . < taEafcn
= stabeiry of Sl niemahany
qavessment yowh oA infusaces paliies requistizes
’ - wrgplaytaent datnduton - enplcymert and
- patential fitas -donsgraptic | hemgesin :
chaages 1o s itsence marmanen b “"M' restnchisrs
R3lslaticn Az s taIACO'OTy naesity < attitudes of
: pacy Heatyle reguiations COsSmTS
= giobal AR fattars - f2he up - health 3nd
itfleenie : rates LU
conlvience salety
© dreamstime.com 0187173892 © hewieich

You will need to consider possible modifications to your proposal in relation
to:

*  Marketing plan
* Operations plan
*  Human resources plan

Could they be made more convincing and ‘bullet proof’?

You will also need to address the financial Elan in as much as the proposed
changes to the above plans modify the cash flow forecast and projected
income statement

If you are suggesting additional funding, this must be supported by
evidence from funding providers




