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Business Plan Template
Startup


[bookmark: _Toc173146332][bookmark: _Toc176873822][bookmark: _Toc181778852]Introduction
Tips for using this template:
· This template is versatile and intended to accommodate a wide range of business models
· Since businesses vary significantly in their ideas, types, and industries, we suggest customizing the plan by adding or removing sections as needed to fit your specific situation
· Don’t feel like you must answer every question if it doesn’t apply to your business
· Please contact a WESK Business Advisor if you are experiencing accessibility issues while working with the business plan guide 

Considerations when using artificial intelligence (AI):
· We do not recommend utilizing AI for generating content for your business plan due to its potential for errors, inaccuracies, and its infancy
· AI should not replace your original ideas and plans in each section, nor would it effectively convey your business strategies
· While AI can be used for revising or rephrasing, it's crucial to be mindful that using AI may compromise the confidentiality of your business idea
· If you choose to use AI, we advise doing so sparingly and considering alternative approaches altogether


[bookmark: _Toc173146333][bookmark: _Toc176873823][bookmark: _Toc181778853]Checklist
These items may be required if you apply for WESK financing. Please talk to your business advisor for more information.
☐  Two years of financial projections using the WESK cashflow template
☐  Quotes 
☐  Business registration
☐  Resume for each owner
☐  Partnership agreement (if applicable)
☐  Service contracts (if applicable)
☐  Signed copy of lease agreement or “intent” to lease (if applicable)


[bookmark: _Toc13562809][bookmark: _Toc105579968]Executive Summary
This section is written last and only two pages or less in length, it summarizes your business plan, and the reader should have a clear understanding of your business.
· Describe your products and/or services 

· Who are your customers?

· What makes your business unique in comparison to competitors? 

· What do you think the future holds for your business and industry?

· [bookmark: _Hlk114654114]Summarize your marketing plan and strategy

· List all owners and their relevant backgrounds

· How many staff will you hire for the first year? Will you hire more staff in the second year?

· What are the projected start-up costs? 

· If applying for a loan, clearly state how much you are requesting for financing 

· What would the financing be used for?

· The names of the financial institutions you are working with 

· Your personal owner’s contribution amount

· What are your sales and profit projections in year 1? 

· How much of an increase in sales and profit do you expect in year 2?

· [bookmark: _Hlk121312052]Summarize your risk management plan

· If the business is unable to pay the loan payments (due to illness, injury, pandemic, low sales, etc.), how do you propose to make payments? 






	

[bookmark: _Toc105579969]Business Description
· What will your business name be?

· Describe your business

· What is the legal and business structure (sole proprietorship, partnership, corporation, etc.)?

· Is it a home-based business or does it have a commercial location? 

· What is the physical address of the business?

· When and why was your business formed?

· What is the anticipated project start date? 

Vision, Mission, Values
Vision statement: is the big picture goal of what your business will be in the future. It’s something you are always moving towards but may not accomplish. It is about your business’ growth and potential. The vision statement is a short and concise sentence you could use to achieve the life/business you desire.

· Where are we going?
· What do we envision 5 years from now?
· What do we want to become?
· How do we define success?
· How big do we want to grow?
· What is your vision for the future of your business?

Mission statement: is what your business is doing today to move towards the vision and serve your customers day-to-day. It is usually developed from the customer’s perspective. The mission statement indicates what the business is committed to and answers the fundamental questions below.
· Who are we?The vision and mission statements will drive your business goals and objectives

· What do we do?
· Where do we do it?
· Why do we do it?
· How do we achieve it?
· Who do we do it for?

· What is your mission? 

Values: are a set of guiding principles that support your vision and mission. Usually, the number of business values is limited from 3 to 7. The values define your culture, beliefs, and inform your actions.
· What excites us?
· What do we believe in?
· What guides us?
· What words are meaningful?

· What are your core values? 

	[bookmark: _Hlk172896516]Example

Our Vision
To close the gender entrepreneurship gap in Saskatchewan.

Our Mission
Empowering women entrepreneurs in Saskatchewan to start, grow, and scale businesses to drive economic growth.

Our Values
Collaborative – We embrace the power of community by providing you opportunities for connection.
Equity – We recognize where each client is at and provide tailored supports.
Bold – Our relentless pursuit of achieving our goal is fueled by heart and courage.




Market Research
Primary research: is conducted on your own from direct sources, such as focus groups, interviews with potential customers, observations of the competition, and surveys. 
Secondary research: is data that has already been collected by other sources such as Industry Canada. Some examples could include neighbourhood profiles, industry reports, competitor and supplier lists, and census expenditures data, etc. 
North American Industry Classification System (NAICS): is how the government classifies all businesses into categories. You may search Industry Canada’s website for NAICS codes specifically for your business which enables you to find research.
Since the marketing plan will be the basis of the sales projections, it is good to indicate sources of research and include statistics, numbers, and factual data

Business Environment
Industry Description
· Describe your industry 

· Is the industry growing or is there increased demand?IBISWorld Reports can help with this research and are available through SK Startup Institute


· What are the industry trends?

· What changes do you see coming in the short and long term?

· How will your business be successful as the industry changes? 

· Describe the local market where you are selling

· What is the business environment like?

· How will the industry and local market impact your business?
Industry Governance
· What certifications do you require?

· What specific industry laws or regulations do you need to follow?

· Are there any applicable industry associations?
Keys to Success
· What does the industry indicate are the keys to success?

· What are the key things that, if you do them well, will ensure your business success?These are the key factors that must be in place for your business to succeed




Competitors
Direct competitors: offer the exact same products and services as your business. 
Indirect competitors: offer slightly different products and services that fulfill similar needs or would be a substitute.
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· Who are your competitors
2
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	[bookmark: _Hlk172540860]
	Your Business
	Competitor 1
	Competitor 2
	Competitor 3
	Competitor 4

	Business name
	
	
	
	
	

	Location
	
	
	
	
	

	Products or services
	
	
	
	
	

	Price
	
	
	
	
	

	Strengths and weaknesses
	
	
	
	
	

	Reputation
	
	
	
	
	

	Target market
	
	
	
	
	

	Marketing
	
	
	
	
	

	Sales
	
	
	
	
	

	Other notes
	
	
	
	
	


· 

Target Market 
Market segments: are broad groups of potential customers defined by certain variables:
· Geographics: locations, region, country, population, climate, boundaries.
· Demographics: age, gender, ethnicity, career, income, social groups, family, education, business size, industry.
· Psychographics: lifestyle, personality, communication preferences, values, attitudes, opinions, challenges, hobbies, interests.
· Behavioural: brand loyalty, sought benefits, user status, usage rates, occasion, readiness to buy, purchase triggers, buying habits.
Target market: The market segments you’ll target with the intention of promoting your product or service specifically to these groups.
· Who will want or need your product? 
· Who is most likely to buy your product? 
· What segments are the largest or most attractive?

· Who is your target market?

· Create specific customer personas who fit within your target market
	Example

For a baby book retail product business, some customer personas include:


	
	Customer Persona 1
Parent/Guardian 
	Customer Persona 2
Grandparents
	Customer Persona 3
Baby Shower Participant

	Geographics 
	Saskatoon and Regina, Canada
	Australia, International
	Saskatoon and Regina, Canada

	Demographics
	Ages 25-45
Married or single
Bachelor’s degree or trade certification
	Rural residence
Large retirement savings
2 children and 6 grandkids
	Speaks Mandarin and English
Friend of the family 
Recent newcomer

	Psychographics 
	Likes to travel
Dance community member
Enjoys Instagram
	Strong family value
Not afraid to speak their mind
Live at the beach
	Loves to fix vehicles and machines
Likes being in nature
Listens to podcasts

	Behavioural 
	Wants to be ready for baby when it comes
	Only buys gifts through Amazon due location
	Looks for things that are thoughtful and useful

	Best communication channel
	Social media, event sponsorship, tourism 
	Word-of-mouth, older adult community paper
	Podcast ads, newcomer organizations

	Key messages that resonate
	“Create unforgettable memories and prepare for your parenting journey with confidence!”
	"Give your grandkids the gift of family memories that will last a lifetime!”
	“A thoughtful gift for a new beginning: This baby book is more than just a story; it's a way to help loved ones capture their journey and keep memories that matter.”

	Opportunities provided or challenges solved 
	Desire for readiness
Aesthetic and social Appeal
	Social influence
Financial stability
	Appreciation for practical
Build connections




	Variables
	Customer Persona 1
	Customer Persona 2
	Customer Persona 3
	Customer Persona 4

	[bookmark: _Hlk180136069]Geographics 
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	Behavioural 
	
	
	
	

	Best communication channel
	
	
	
	

	Key messages that resonate
	
	
	
	

	Opportunities provided or challenges solved
	
	
	
	



Marketing Strategy
Marketing Mix
Products and Services
· Describe your products or services 

· How does it meet your customers’ needs and wants? 
Pricing
· Please describe selling directly to retail customers

· Please describe selling wholesale products to businesses

· How much does it cost to make and provide the products or services? 

· For products, how much should you sell it for to recover costs?

· How does the price compare with your competitors?

· How much would people pay for this?

· What prices are you charging for your products or services?  For example, the way you choose to balance the cost, quality, and timing of each product or service impacts the pricing as per diagram


Done Quickly


Done Quickly + High Quality
= High Cost
Done Quickly + Low Cost 
= Low Quality


Low Cost + High Quality 
= Done Slowly

Low Cost
High Quality




Place
· What is your location?

· Why did you choose it?

· Where are you selling your products and services? 

· Are you selling online? 

· Do you have a physical store, shop, or office?

· Will your products and services be for sale in another person’s location?
PromotionA business could demonstrate social responsibility and support for various causes through:

Sustainable practices
Advocacy
Community engagement
Health and wellness initiatives
Fair labour practices
Diversity and inclusion
Ethical sourcing
Philanthropy
Transparency
Education and training
Research
Create innovations


· Is it a priority for you to establish a presence in your community or strengthen community ties?

· Can you afford social responsibility initiatives?

· What can you do to develop a positive reputation?

· How would you like your business to contribute positively to society?

· Do you have social responsibility practices or strategies in mind?

· What ideal outcome are you trying to achieve? 

· What are the risks of participation?

Marketing ActivitiesDirect sales: in-person or online sales a business makes directly to end customer without anything in the middle of the transaction which may involve personal selling or location.

Indirect sales: selling products and services through collaborative partners, intermediaries, and resellers.

Steps in a customer's buying journey:
1. Realizing a need: the customer notices they need or want something, like when you realize your shoes are worn out.
2. Researching: they start looking for information about what they want to buy, like asking friends or searching online for the best shoes.
3. Comparing options: they compare different products or brands to see which one is the best fit for them.
4. Deciding to buy: after thinking it over, they pick the product they like the most and decide to buy it.
5. Making the purchase: they go to the store or online to buy the product.
6. Post-purchase: after buying, they think about whether they’re happy with what they got and might tell others about it or buy from the same place again.

Steps in a sales cycle:
1. Finding customers: looking for people who might want to buy the product.
2. Reaching out: contacting them to tell them about the product.
3. Checking interest: seeing if they are interested and can afford it.
4. Explaining: showing how the product can help them.
5. Answering questions: helping them understand and feel good about buying.
6. Making the sale: getting them to agree to buy the product.
7. Staying in touch: checking in after the sale to make sure they are happy and to build a good relationship.

· Describe your customers buying journey

· How will you manage the sales cycle?

· Will you have seasonal sales?

· What are the sales trends in your industry?

· Describe your busy and slow times throughout the day, month, or year 

· How will you manage your slower months?

Marketing activity options:

Grand opening
Press release
Workshops
Personal selling
Community associations
Networking
Tradeshows
Events
Customer loyalty programs
Discounts
After-sale services
Social responsibility
Gifting
Signage
Billboard
Decals
Direct mail
Print ads
Leisure guides
Radio ads
TV ads
Social media ads
Google ads
Third party platforms 
(e.g. Etsy, Faire, Psychology Today, Amazon) 
Business cards
Website 
Facebook
LinkedIn
Twitter
Instagram
Pinterest
Blog
Content creation
SEO
Email marketing
Influencer
Collaborations


· How can you be in the places where your ideal customers are and interact with them?




	What marketing activities are you planning to do?

	How much does it cost?
	Where do you purchase this?
	When are you doing it?
	How frequent would you do it?
	What is the time commitment?
	How to measure if successful?

	

	$
	
	
	
	
	

	

	$
	
	
	
	
	

	

	$
	
	
	
	
	

	

	$
	
	
	
	
	

	

	$
	
	
	
	
	

	

	$
	
	
	
	
	

	

	$
	
	
	
	
	

	

	$
	
	
	
	
	

	

	$
	
	
	
	
	

	

	$
	
	
	
	
	




[bookmark: _Toc105579970]Positioning 

Positioning: identifies ways in which your business differs, how the brand wants to be seen, where your business is situated in the market, and how you stand out to your customers. It is is how a brand wants to be perceived in the minds of customers compared to competitors. It's about creating a unique place in the market. For example, a business might position itself as the fastest or most luxurious. 

· Are there any niche opportunities?
· What are the gaps in the market for your business?
· What makes your product or service unique? 

· What is your biggest advantage?

· How is your business different from your competitors?

· How might your business position itself?
Brand Identity
Brand identity: is the complete set of associations you have when you hear and see the product, service, and business name. It is the visual representation and elements of your brand, and the collection of all visual and verbal elements that represent the brand, like its logo, colors, tagline, and tone of voice. It's how the brand shows itself to the world.
· When someone sees or hears your business name, what do you want them to think of?

· Do you have brand tone, colours, font, logo, tagline, images, and messaging?

Operations Plan
Systems and Processes

Hours of Operation
· What hours are your competitors open for and reasons behind it?

· What are the hours of operation for your business? 

· How will the seasonality of the business affect monthly sales?
Capacity
· What is your maximum capacity in terms of physical space, schedule, etc.? 

· How many products can you produce in a day?

· How many hours of a service could you provide in one day?

· How many potential customers could you sell to per day?

· And is this number realistic given the time and space constraints?
Bookkeeping, Taxes, Financial Statements
Bookkeepers: takes all your business’ day-to-day financial transactions or data, classifies it, and puts it into a software system such as QuickBooks.
Accountants: are trained professionals who produce financial statements from the classified data from a bookkeeper, can file tax returns, and can examine the details to advise.
· Describe your bookkeeping and accounting plans for your business

· Who will be submitting the taxes collected and tax returns?

· What bookkeeping software will you be using?

· How will you invest in bookkeeping and accounting professionals to assist you?

· Do you have a dedicated business bank account and credit card?
Registration, Protection, Legal
· Describe the business registrations, licenses, and permits needed 

· Does the business require agreements or contracts? If so, please describe the types

· Describe any zoning or building code requirements 

· What special health, workplace, and environmental regulations must your business comply with? 

· Does the business require any trademarks, copyrights, or patents? If so, are they pending, existing, or purchased?

· What type of insurance coverage will you need?
Property 

Facility 
· Is your business location owned or leased? 

· Do you have an offer to lease or purchase?

· Include draft or accepted lease or purchase agreements in appendix

· Is the offer subject to any conditions you need to meet? What are these?

· Has the agreement been reviewed by a lawyer?

· Will renovations or leasehold improvements be required? If yes, what will the cost be? 

· Is a building being constructed?

· Include any building diagram or blueprints in appendix

· What will the total cost of construction, purchase, or lease be?

· Provide cost estimate quotes in appendix 
Equipment
· What equipment do you already own or have already purchased for business, including prices? 

· What equipment will you need to operate?
Suppliers
· Do you have suppliers?

· Who are your suppliers? 

· Do you have more than one supplier option for critical items as a backup?

· Describe any expected shortages or delivery problems

· How long will it take to get supplies once ordered and shipped?
Inventory Management
Inventory: business owned materials and products available for sale
· Would you have inventory to manage?

· How much inventory will you always keep in stock?

· Where will you store your inventory?

· How long does it take you to sell the inventory? 

· How long would it take you to use your inventory up?

· Do you need to purchase in bulk?

· Does your inventory expire?

· What will you do with old inventory you need to offload?

Human Resources
Ownership and Management 
· Who are the business owners?

· What is the percentage of ownership?

· Include owner resumes in the appendix 

· What are the owners’ backgrounds?Recommend using an engagement letter when you are securing professional services


· What will the owners’ roles be in the business?
[bookmark: _Toc181778875]Professional and Advisory Supports
	
	Organization and/or Name
	Contact Information

	Bank
	
	

	Legal
	
	

	Accounting
	
	

	Bookkeeping
	
	

	Insurance
	
	

	Board of directors
	
	

	Consulting
	
	

	Advising
	
	

	Mentors
	
	



Employees and Contractors
· Are you able to take on all the functions and roles in the business? 

· Will you contract some work out?

· Are you going to hire employees?

· Will you pay yourself a salary? 
	Position Title

	Hourly wage or salary range 
	Hours per month
	Type (part-time, full-time, casual, temporary, permanent, contractor)
	Number of positions
	Employees determined

	

	$
	
	
	
	

	

	$
	
	
	
	

	

	$
	
	
	
	

	

	$
	
	
	
	

	

	$
	
	
	
	

	

	$
	
	
	
	

	

	$
	
	
	
	

	

	$
	
	
	
	

	

	$
	
	
	
	

	

	$
	
	
	
	



· Provide a brief description of the job duties and responsibilities for each position  

· Who will each position report to?Employer obligations can be found under the Saskatchewan Labour Standards Act


· Will you need to train them before they start working?

· Will you have a staffing coverage schedule?

[bookmark: _Toc443476998]PayrollIf the business requires employees, then payroll must be completed

· If you are hiring employees, how will you set up payroll?

· Have you contacted WCB and CRA?

· How will you submit CPP, EI, and WCB contributions?

· How will the payroll function be managed? Recommend utilizing Canada Revenue Agency’s online payroll calculator




Risk Management
Types of risks:
· Technology
· Key person
· Environmental
· Legal
· Political
· Social
· Economic

· List all the worst-case scenarios that could happen 

· How would you handle each scenario?

· If you are unable to operate your business daily, what is your backup plan? 

· Based on scenarios, how would you continue to make loan payments?
SWOT Analysis
SWOT analysis: identifies the internal strengths and weaknesses of your business and then the external opportunities and threats.
	SWOT Analysis

	Internal to the business
(e.g. finance, cashflow, operations, management, marketing, brand, customer service, and human resources)
	Strengths
· What do you do well?
· What resources do you have?
· What expertise or certifications do you have?
· Do you have any intellectual property or assets?
· Who else is supporting your business to succeed (professional expert, advisor, staff, etc.)?
· What makes you stand out?
· What advantages do you have?
· Do you have processes and procedures already in place?
· Do you have customer acceptance?
· What areas of business do you excel at?
· Have you already started making some sales?
· Are you or your business well known?
· What are the strengths of your business?












	Weaknesses
· What can be improved?
· Do you have limited resources?
· Are you lacking expertise, certifications, or support?
· In what areas are your competitors better?
· Are you missing business strategies or equipment?
· What impacts your sales negatively?
· Are you relying on a select few customers, suppliers, staff?
· Does it cost you more to operate than your competitors?
· Do you have issues getting the business name out there?
· Is there brand recognition?
· What are the shortcomings of your business? 
· What would others say are your weaknesses? 








	External to the business
(e.g. competition, barriers to entry, politics, economic, social, technology, environmental, and legal)
	Opportunities 
· What do customers need?
· What new product or service could be offered?
· What is the competition not offering that you could? 
· What are your competitor’s vulnerable areas?
· What are some applicable trends?
· What are people doing differently right now?
· Are there any new developments which might help you?
· What industry areas are growing?
· What positive industry perspectives produce profit?
· Any positive seasonal, economic, or political influences? 
· What could influence your business locally and globally?
· Could you patent, copyright, or trademark something?
· Is there some type of new training or skills to acquire?
· Does your product or service have a complimentary item or service that you can offer to increase sales?
· What opportunities do you foresee?
	Threats 
· What obstacles do you face?
· Has demand dropped for your product or service?
· What is the competition doing that you are not?
· What might the competition do to make it difficult? 
· Are producers and/or suppliers increasing their prices?
· Would external delivery services impact your business?
· Have technology innovations made anything obsolete?
· Would government changes impact your business?
· Could taxes, foreign trade, and new laws affect you?
· Are there limited number of qualified people to hire?
· Are economic forces like growth and rates affecting the business?
· What are the challenges to enter this industry?
· Are the requirements for your industry changing?
· Are there any cultural barriers?
· Are there high costs to get started?
· Could weather or environmental concerns impact you?
· How could a health or safety issue affect the business?
· What are the threats to your business success?
· How will you overcome the threats?
















Financial Plan
· [bookmark: _Toc443477008][bookmark: _Toc505596327][bookmark: _Toc13562813][bookmark: _Toc13562828]What do you need money for?

· If pursuing a loan, describe the amount requested and purpose of the loan

· Provide a breakdown of the startup costs with descriptors and context for each amount

· Please provide quotes and receipts in appendix

· What time period are you requesting or planning to finance your loans?

· How much of your personal money are you contributing?

Estimated Sales
Estimated sales: estimates future sales over a particular period and is made by analyzing historical sales data, identifying patterns and trends, and using that to predict the sales to be generated in the near future.
Market research: provides the rationale for estimated sales.
· What do you estimate for sales per day, month, and year?

· How are you calculating your sales?

· What information will you be using to estimate sales?

· Do your estimated sales align with the market research?
Market Potential and Market Share
Market potential: is the entire size of the market for a specific product or service for a specific time measured in sales volume or value.
Market share: is the percentage of sales in each market for one business.
· Identify your market area (local, provincial, national, or international)
These numbers will be based on your market research and data

· What is the size of the geographical area? 

· What is the total population for this area? 

· How much of this population is your target market? 

· Is this market expanding, decreasing, or remaining the same? 
· How many competitors are targeting this market too?

· What would the potential demand be from the market for your business?

· Compare the total market potential with your sales projections

· Calculate what percentage of the market you are projecting to get
· 
	[bookmark: _Hlk172897761]Example

Coffee Shop

If you own a coffee shop and you are planning to target the nearby university student market 

          total number of students x number of cups of coffee consumed per day x number of school days 
          = market potential 

If market potential for all coffee shops in Saskatoon is $10M and your sales projections are $100,000 per year

          sales projections of $100,000 per year / market potential of $10M
          = market share of 1% 




Break Even and Markups
Markup: is the extra amount added to the cost of a product or service to make a profit. It’s how much more you charge than what it costs you to buy or produce it. For example, if a toy costs $10 to make and you sell it for $15, the markup is $5.
· How much do you need to sell to cover costs?

· How many would you have to sell in one day, per month, and/or each year to cover all costs? 

· What is your markup for each product or service?
Cost of Goods Sold
Cost of goods sold (COGS): all direct costs that go into producing the product or service the business sells. 
Expense: goes beyond the COGS and are costs which maintain and run the business.
· How much are you spending to make what you sell?
· How does your gross profit margin compare to the industry average?
· Calculate your total COGS and % for each product or service in cashflow projections template



	Example

Example from Bakery business selling baked Bannock


	Bannock Recipe
	Amounts
	Suppliers
	Per Unit Cost
	Recipe Cost

	Flour
	4 cups
	10 kg. bag estimated to contain 80 cups costs $11.97
	$11.97 / 80 cups 
= $0.15 per cup
	$0.60 

	Oil
	3 tablespoons
	1 liter bottle of estimated to contain 67 tablespoons costs $4.97
	$4.97 / 67 tbsp.
= $0.07 per tbsp.
	$0.21

	Baking Powder
	2 tablespoons
	225 gram container estimated to contain 15 tablespoons costs $3.97
	$3.97 / 15 tbsp.
= $0.26
	$0.52

	Sugar
	1 tablespoon
	2 kg. package estimated to contain 156 tablespoons costs $3.27
	$3.27 / 156 tbsp.
= $0.02
	$0.02

	Salt
	1 tablespoon
	1 kilogram box estimated to contain 58 tablespoons costs $1.47
	$1.47 / 58 tbsp.
= $0.03
	$0.03

	Water
	2 cups
	utility bill or included with lease
	Expense
	Expense

	Total COGS
	1 Bannock
	Grocery Store
	Varies
	$1.38

	


	
	Formulas
	Calculations
	Per Bannock

	Revenue
	sales price
	
	$9.99

	COGS
	
	
	$1.38

	Gross Profit
	revenue – COGS
	$9.99 - $1.38 = $8.61
	$8.61

	Gross Profit Margin %
	(gross profit / revenue) * 100
	($8.61 / $9.99) x 100
= 0.86 x 100 = 86%
	86%

	COGS %
	100 – gross profit margin %
	100 – 86 = 14%
	14%



Accounts Receivables 
Accounts receivables: is money owed to the business by its customers for products or services already purchased but haven’t paid for yet. 
Accounts payables: is money owed to suppliers by the business for products or services already purchased but haven’t paid for yet.
· Do you plan to sell on credit? 

· Will you be invoicing your customers?

· Are you collecting payments before or after products or services are rendered?

· What are your terms or when would they have to pay by?

· Is it customary in your industry and expected by customers? 

· How will you track overdue or slow payments?

· Did you budget for bad debts in financial projections to account for uncollectable payments?
· Do you need a point-of-sale system for your business? What type of system and what is the cost? 
Accountants Payables
· Do you plan to purchase from suppliers on credit?

· How will you know whom to pay and when?

· What are your suppliers’ payment requirements? 

· Can you qualify for discounts if paid at a certain time?

· Will late payments affect your credit?

· If you had a longer time period to pay an invoice, how would this impact your cash situation?


Projected Financial Statements
· Complete the 2-year cash flow projections excel spreadsheet as an attachment

· List any detailed notes or explanations of numbers


Appendices 
[bookmark: _Toc181778885][bookmark: _Toc443477014]Cash Flow ProjectionsAttach all supporting information used in the development of your 
business plan
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[bookmark: _Toc181778890]Lease
[bookmark: _Toc181778891]Market Research Reports





image1.png
W SK

—— WOMEN ENTREPRENEURS
of SASKATCHEWAN




image2.png




image3.png




image4.png




image5.png




image6.png




image7.png




image8.png




image9.png




image10.png
WISK

— WOMEN ENTREPRENEURS
ofS SASKATCHEWAN




