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Business Planning (11) 

 
 
Date:  7 February 2022 
CLA Briefing Note Reference: BN11-22 
 
 
In order to assist members during the agricultural transition, the CLA has produced a series of 
briefing notes on business planning. These provide information on what members need to 
consider when they are either developing their existing business or are considering a new 
business venture. 
 
 

A business plan template 
 
This template sets out the principal areas which need to be covered in a business plan. 
 
The cover page 
 
This should include: 
 

• the title of the business proposal; 

• the business name; 

• address including postcode; 

• email address; 

• website address; 

• the name of the business owner; 

• any other relevant contact information (such as home contact details). 
 
Section 1 – The executive summary 
 
When deciding whether to support a start-up, the bank or potential investor often makes 
provisional judgements based on the executive summary. The executive summary highlights the 
most important points and should summarise the following six areas: 
 

• the product or service and its advantages; 

• the market opportunity; 

• the management team; 

• the business track record to date and marketing scenario; 

• financial projections; 

• funding requirements and expected returns/projected growth margins. 
 
Section 2 – The business: the business idea 
 
Background 
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This should include: 
 

• the length of time taken to develop the business idea; 

• work carried out to date; 

• any related experience; 

• the proposed ownership structure of the business. 
 
The product or service 

 
Explain in plain English what the product or service is. Make it clear how: 
 

• the business idea will stand out as different from other products or services; 

• customers will gain through buying the product or service; 

• the business plan can be developed to meet customers’ changing needs in the future. 
 
Key features of the industry 
 
Explain any key features of the industry such as: 
 

• special regulations; 

• effective cartels; 

• major changes in technology. 
 
Section 3 – Markets and competitors 
 
Focus on the segments of the market the business will target, for example, local customers or a 
particular age group. 
 
Market segments 
 
This section should include: 
 

• size of each market segment/s; 

• important trends; 

• key characteristics of buyers in each segment (including age, sex and income); 

• actual customers and actual sales realised. 
 
Competitors 
 
This section should cover: 
 

• name, location and type of product or service, including price, of competitors; 

• strengths and weaknesses of competitors and their respective products. Explain why 
customers will desert the competition and buy from you instead; 

• how the business understands the reaction from competitors losing business and how 
the business will deal with increased competition. Explain what the unique selling point of 
the business is compared to other similar businesses. 
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SWOT analysis 

 
The SWOT analysis should focus on the strengths, weaknesses, opportunities and threats of the 
business. 
 
Section 4 – Marketing and sales 
 
Marketing 
 
This should include: 
 

• how the price, quality, response time and after sales performance compares with 
competitors; 

• what form of marketing will be undertaken and how each market segment will be 
targeted; 

• the total projected cost of the marketing strategy linking this to Section 7 on financial 
forecasts. 

 
Sales 
 
This section needs to cover: 
 

• how long each sale is likely to take. Note that many new businesses underestimate the 
time involved in winning new business. In year 1 it could take up to 80 percent of the time 
making contacts and selling; 

• how the business will be able to generate sales and retain repeat business; 

• how much volume there is in the market and how the business can grow. 
 
Section 5 – Management 
 
Management skills 
 
This section will need to: 
 

• define each management role and who fills it; 

• describe the background and experience of each team member; 

• show the strengths of the business and outline how the business will resolve any 
weaknesses, real or imagined; 

• clarify how management intends to cover the key areas of production, sales, marketing, 
finance and administration; 

• outline management information systems and procedures including accounts, sales, 
stock control and quality control; 

• show how many mentors or supporters the business proposal has or can generate. 
 
Commitment to running the business 
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Banks and other potential investors will need to be sure that those running the business are 
committed. Therefore, the business plan needs to show: 
 

• how much time and money each of the management team will contribute; 

• the level of salaries to be taken from the business. 
 
 

Section 6 – Operations and logistics 
 
Levels of production 
 
This should cover: 
 

• the proposed levels of production indicating the facilities the business requires to start 
production; 

• any potential limits to production capacity; 

• how and where products are going to be warehoused and for how long. 
 
Delivery to customers 
 
This section needs to outline how products are to be distributed to customers. 
 
Payment methods and terms 
 
This section should set out the payment terms for customers that ensure a regularised cash 
flow. 
 
Suppliers 
 
This needs to cover: 
 

• the main suppliers to be used; 

• the amount of items needed and the prices to be paid; 

• the credit arrangements proposed with suppliers ensuring that this fits in with the cash 
flow projections in Section 7 under financial forecasts. 

 
Premises 
 
Set out the advantages of the business location. 
 
Equipment 
 
This section should cover the types of equipment needed to start and maintain production, the 
costs involved, the payment and credit arrangements and the reason for choosing certain 
suppliers. 
 
Transport 
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This section needs to outline the types of transport required for distribution and the associated 
costs. 
 
Legal requirements 

 
Outline any legal requirements. 
 
Insurance requirements 
 
This section should set out a brief statement regarding insurance cover, ensuring that a 
summary insurance document is attached as an appendix to the business plan. 
 
Additional information 
 
Provide any additional information that supports the business plan. 
 
Section 7 – Financial forecasts 
 
Sales and costs forecasts 
 
A realistic sales forecast forms the basis of all the other figures in the business and needs to be 
broken down into various components, such as, different types of product or service or sales to 
different customers. 
 
It should also include any assumptions that take into account how the market operates, including 
prices, sales volume and timing. Small business advisers at banks can help in drafting the 
forecasts.  
 
Pricing and costs strategy 
 
The pricing and costs strategy needs to set out very clearly the projected costs of production, the 
anticipated income return and the projected profit margin both in currency and as a percentage 
of the overall cost base.  
 
Projected budget 
 
This needs to set out projected income and expenditure and needs to show how the new 
business can survive in the event of a restricted cash flow.  
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     Item    Monthly amount (£) 

Estimated income:   Income from family/partner 
     Part-time job 
     Working tax credit 
     Child benefit 
     Other benefit 
     Other 
 
Total income (£) 
 
Estimated expenditure:  Mortgage/rent 
     Council tax 
     Gas, electricity, oil 
     Water rates 
     All insurance costs 
     Clothing 
     Food and household costs 
     Telephone 
     Hire charges 
     Subscriptions 
     Children’s expenditure 
     Loan debts (including credit/debit cards) 
     Business salaries  
     National insurance 
     Other (eg broadband) 
 
Total expenditure  
 
Margin (£) of income over expenditure 
 
 
The projected budget forecast will give the bank or potential investor a better idea if loans will be 
required for the business to survive. 
 
Cash flow forecasts 
 
The business plan should set out the monthly cash flow of the business. It needs to set out the 
projected profit and loss of the business for the first three years of trading. This will show how 
the business is projected to grow and how action can be taken in the event of a downturn in the 
market. 
 
Section 8 - Financial requirements 
 
The cash flow forecast will show how much finance the business needs. The assessment of the 
risks will determine whether contingency funding is required. 
 
The level of finance/borrowing required 
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The business plan needs to say how much finance the business will need and in what form, 
whether as an overdraft or a loan. 
 
The intended use of finance/borrowing 

 
Outline how much will be needed for buying equipment and how much will be needed as 
working capital. In addition, confirm that the business will be able to afford the injection of 
capital. 
 
Section 9 - Assessing the risk: plan B 
 
It is important to look at the business plan and identify those areas where something could go 
wrong, for example, if the main supplier to the business closes down: 
 

• What would the business actually do if this happens? 
 
It is also necessary to consider a range of “what if” scenarios. For example, what happens to the 
cash flow if sales are 20 percent lower or 15 percent higher? If there are serious risks: 
 

• the business can arrange contingency funding to cover the finance it may need; or 

• it may be the case that the business venture is not viable. 
 
Section 10 – Appendices 
 
The appendices should include the following information: 
 

• a detailed list of the assumptions made; 

• detailed CVs of key staff; 

• insurance documentation; 

• market research data; 

• product literature or technical product specifications; 

• names of targeted customers. 
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For further information please contact:  
 
Charles Trotman 
Senior Business & Economics Adviser, Land 
Use 
CLA, 16 Belgrave Square 
London SW1X 8PQ 
 
Tel: 020 7235 0511 
Fax: 020 7235 4696 

Email: charles.trotman@cla.org.uk 
www.cla.org.uk 

 
 

 
 
 
Important Information. No responsibility for loss occasioned to any person acting or refraining from action in reliance on or as a 
result of the material included in or omitted from this publication can be or is accepted by the author(s), the CLA or its officers or 
trustees or employees or any other persons.  © Country Land & Business Association 2022.  All rights reserved.  No part of this 
publication may be reproduced or transmitted, in any form or by any means, electronic, mechanical, photocopying, recording or 
otherwise, or stored in any retrieval system of any nature without prior written permission of the copyright holder except as expressly 
permitted by law. 
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