Foundations to your business Plan 
- A quick start guide to business planning -
1. Customer Problem

An important part of building a successful business is identifying a problem that is worth solving for your customer or client.  If there is no problem to be solved then there is no motivation for clients, it is a simple equation.  The problem does not have to be complex, it can be simply “Business owners need efficient and effective business processes to manage and grow their business as well as met the many statutory compliance requirements”.
You also may choose a specialist direction for your bookkeeping business that you identify here.

There may be multiple problems that are solved by a selection of different services.

2. Your Solution

Once you have clearly defined the problem to be solved, you need to provide a plain explanation of your solution.
Separate problems should be addressed by separate solutions – which for a bookkeeper would normally be identified by a specialist service offering.

3. Business Model

How will you make your money?  Define here how you will sell the services that you have defined above, what are your modes of delivery and client engagement e.g. Skype calls to connect, remote access or site visits etc.
4. Target market

It is often tempting to define a target market that is as large as possible, but that often means your business offering sounds diluted to many audiences.  The better approach is to be fairly definitive about your ideal customers, perhaps segmented by the accounting software they use, the platforms, the industry in which they operate or even the sort of service they will require.  For example, your target market may be “Businesses operating in the building and construction sector who would like to embrace technology and streamline their business processes into the cloud, including accounting and project management practices”.
5. Competitive advantage

This section needs to answer the question “what makes you a better solution than other providers offering the same or similar services?”.  This may be related to specialist understanding of a software or industry, your ability to service a client within shorter time frames or unique service offerings.
6. Management team – roles and responsibilities

Even though you may well be the sole person in your management “team” this section should capture the tasks you require to be completed as part of your business process and the skills required to complete those tasks, similar to a duty statement for an employed role.  This gets you thinking about exactly what is required to not only manage your clients, your own business administration and compliance requirements, but also what is required to grow your business.

7. Financial Summary

This really is the important (and motivating () piece, how much income will you earn? What expenses will you have to meet?
For bookkeepers, as a service based business, this section needs to include a comprehensive calculation of charge-out rates that you need to apply to your services to cover your expenses – and make some money!

8. Funding requirements

As your business grows, so to does the importance of cash flow management, giving the capacity to organise cash shortfalls in advance of additional funds being required.

Identifying potential sources of funding as a back-stop position is relevant to this section of your start-up business plan.

9. Milestones

Set goals for your business, ensure that they are measurable and set time frames for achieving them.  Milestone planning provides a great benchmark for showing the progress of your business and also keeps you in check toward achieving them!

Reference to the “Smart Goal Setting Planner” Template in your resource kit.

Most importantly – REMEMBER this is a work in progress that will grow over time in relevance and importance to your business!
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