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Topic One

BUSINESS ORGANIZATION 

Introduction 
An enterprise is created by an entrepreneur. The process of creation such an enterprise is called “entrepreneurship”. 
Entrepreneurship is a process of actions of an entrepreneur who is a person always in search of something new and exploits such ideas into gainful opportunities by accepting the risk and uncertainty with the enterprise. The capacity and willingness to develop, organize and manage a business venture along with any of its risks in order to make a profit. It is an act of seeking investment and production opportunity, developing and managing a business venture, so as to undertake production function, arranging inputs like land, labour, material and capital, introducing new techniques and products, identifying new sources for the enterprise.
Meaning of Entrepreneur

The word “entrepreneur” is derived from the French verb enterprendre, which means ‘to undertake’. This refers to those who “undertake” the risk of new enterprises. An Entrepreneur is an initiator, a challenger and a driver who creates new product/ service or does normal things in a different way in the market which includes his Innovations or Creativity. Entrepreneur in order to carry out his business/ project will start up and organize a venture/ enterprise to take benefit of an opportunity and, as the decision maker, decides what, where, when and how much of goods or service to be produced/ distributed. 

Entrepreneur combines capital, land, and labor to manufacture goods or provide services through the formation of a firm. In a market full of uncertainty, it is the entrepreneur who can actually help clear up uncertainty, as he makes judgments or assumes the risk. Entrepreneurship is high-risk, but also can be high-reward as it serves to generate economic wealth, growth, and innovation.

Definition of Entrepreneur

According to economist Joseph Alois Schumpeter (1883-1950), “Entrepreneurs are not necessarily motivated by profit but regard it as a standard for measuring achievement or success”.
According to Merriam Webster, Entrepreneur is a person “one who organizes, manages and assumes the risks of a business or enterprise”. 
Characteristics of Entrepreneur
1. Creativity.

2. Professionalism.

3. Risk-taking.

4. Passion.

5. Planning.

6. Knowledge.

7. Social Skills.
8. Open-mindedness towards learning, people, and even failure.

9. Empathy

10. Customer is Everything


Entrepreneurs must make many decisions as they start up new businesses. One of the first decisions they face is what form of business organization best serves their interest. A business organization is an establishment formed to carry on commercial enterprise. In other words, a business organization is a company, or firm.

Types and characteristics of business organizations 

SOLE PROPRIETORSHIP

Definition of a sole proprietorship or sole trader is almost the same from different authors:

A sole proprietorship or sole trader is a person who enters business working for him/herself. He/she puts in the capitals to start the enterprise, works either on his/her own or with employees and, as a reward receives the profit. Carol (1993).

A sole proprietorship or sole trader is a form of business enterprise in which one man owns and manages the business. Denedo (2004).

A sole proprietorship or sole trader goes with other names as “one-man business”, “sole proprietor”. Sole trading is mostly found in retailing business. This type of business is the oldest type of business in The Gambia. In The Gambia, it is one of the commonest types of business you see around. You see them around the cities and villages. 

The sole trader starts his business with his own capital and labour (sometimes he may borrow money from friends or relatives assisted with labour by same people). He organizes the business himself and takes all the profit or loss that arises. 

The sole trader therefore represents many things at the same time. He is a capitalist because he alone owns the business and receives the profit. He is a labourer because he performs most or all the work in the business; he is an entrepreneur because he takes on his stride the risk of financial loss. He is also a manager because he takes decisions and controls the operation of the business.


 FEATURES OF A SOLE PROPRIETORSHIP OR SOLE TRADER 

(i) Ownership: A sole trader as the name implies is own by one person.

(ii) Liability: The liability of the one man business in unlimited. I.e., if the owner is indebted, both, the business asset and his personal asset can be sold to offset the debt.

(iii) Sources of Capital or Finance: The capital outlay is provided by the owner. This source of fund could be through. Personal saving, Intended capital, Credit, Borrowing from relatives or Banks loan etc.

(iv) Legal Entity: It is not a legal entity. By law the business and the owner are regarded as one person. They are not different, unlike corporate business; a company is a legal entity, different from the owners.

(v) Motive: It is believe that a sole trader is into business to make profit.

(vi) Method of Withdrawing Capital: The owner can withdraw his capital anytime from the business without consulting with anybody. 

(vii) No Board of Director: Because he is the owner, no board of directors that is why he does what is in (vi).

ADVANTAGES OF A SOLE PROPRIETORSHIP OR SOLE TRADER 

(i) It requires small capital. Sole proprietorship can be established quickly and easily with small cash, there are no organization fees and the services of lawyers to draw up terms are not generally required. It is the commonest and the cheapest form of business organization.

(ii) Easy to establish: This is because it requires no formalities and legal processes attached to establishing the business and is subject to very few government regulations as no business of balance sheet to the registrar of companies is required.

(iii) Ownership of all profit: The sole trader does not share profit of the business with any one.

(iv) Quick decision-making: The sole trader can take quick decisions since he has no parties to consult or a boss whose permission he must get. He takes action as soon as circumstances arise or as soon as he conceives an idea, such flexibility could be very vital to his success.

(v) Easy to withdraw his assets: Proprietorship can be liquidated as easily as it is begun. All what he needs to do is to stop doing business. All his assets, liabilities and receivable are still his.

(vi) Single handedly formulates all policies: He determines the firms‟ policies and goals that guides the business internally and externally and works towards them. He enjoys the advantage of independence of actions and personal freedom in directing their own affairs.

DISADVANTAGES OF A SOLE PROPRIETORSHIP OR SOLE TRADER
(i) Bear All Losses and Risks Alone

Business is full of risks and uncertainties and unlike other forms of business organizations where risks and losses are shared among partners, the owner of one-man business does not share these risks and losses with any body as it does not share the profits of the business with any body.

(ii) Limited Financial Resources 

The greatest single cause for the abandonment of one -man business form is the desire for expansion and the resultant need for additional capital which is not forthcoming because the capital used in running the business comes from only one-man and is limited to the extent of his own personal fortune. His inability to raise more capital limits its plan of expansion.

(iii) Unlimited Liability
Unlimited liability means that in the event of failure of the business, the personal assets of a person can be claimed to pay debts of the business. 

For a sole trader, it means that everything he owns is subject to liquidation for the purpose of setting the ability of the business if the business fails.




(iv) Lack of Continuity
When the sole proprietors retires or dies, the business may end like that. Though his children or relatives may attempt to continue with the business, most often than not they lack the zeal, and or, the ability to operate efficiently. The imprisonment or bankruptcy of the sole proprietor spells similar doom for the business.

(v) Absence of Specialization
As stated earlier the sole proprietor does so many things by himself. As a result of this, he may not handle aspects of the work efficiently. This negatively affects the prospects of the business.

(vi) Limitation on Expansion
Because of limited capital, the sole proprietor may not be able to increase the size of his business no matter how ingénue he is. As enumerated earlier, the sole proprietor has few source of capital. Except for banks, he may not get any substantial capital for expansion frantically; his ability to borrow from banks depends on his collateral which may not be enough for bank finding.

PARTNERSHIP
Denedo (2004) says partnership is an association of two to twenty persons carrying on a business in common with the view of making profit. The partners contribute both funds and efforts to set up and manage the business sharing profit (or loss) on an agreed basis.

Partnership can also be define as the relationship that exist when two or more persons who contribute small money or moneys worth in order to establish, own and manage business organization with the sole aim of making profit. 

As per section 3 of the partnership Act of the The Gambia 2009, Partnership is defined as "The relationship which subsists between person's carrying on business in common with a view to profit".

Partnership is an association of 2-20 persons or 2-10 persons as in case of a bank to carry on as co-owners of business for profit. They also share the losses that arise from such businesses.

FEATURES OF PARTNERSHIP 

1. Ownership: It is formed by between 2-10 people and between 2-10 people in case of banks.

2. The initial capital is contributed by partners

3. Liability: Their liability is unlimited except for limited partner.

4. Formation motives: They are formed for profit reasons.

5. Sources of capital: contribution from the partners ploughing back profit, loans from banks

6. Method of withdrawing capital must be approved by other partners as laid down in their partnership deed.

7. It has no separate legal entity

8. It has no board of directors.

TYPES OF PARTNERSHIP 

We have principally two types of partnership namely; ordinary and limited partnership.

Ordinary Partnership: All members or partner take active part in the management of the business and are generally liable to any loss or risk. All partners have equal responsibility and bear all the risks of the business equally. 

All the partners have equal powers, unlimited liabilities, take active part and profits are shared equally.

Limited Partnership: Any members in this category, his debts are restricted to the amount of money contributed in running the business. Not all partners take equal part in the management of their business. But there must be a member who bears the risk and also takes active part in the business activities. In other words, in limited partnership, there is at least one ordinary partner who has unlimited liability.

KINDS OF PARTNERS 


We have three kinds of partners and they include:

Active Partner: This is the partner(s) who take active part in the formation, financing and management of the business. They receive salary for the role they play as a manager or managing director or director of the business as spelt out in the partnership deed.

Dormant/Sleeping Partner: This partner contributes only the money needed for formation of the business or for running of the business. 

He is not involve in managing of the business and doesn‟t receive salary. He is only entitled to profit sharing and losses as it is agreed upon before formation.

Normal/Passive Partner: A normal partner is one who is not actually a partner but who allows his name to be used in the partnership or who gives the public the impression that he is a partner even though he may not share in the profit of the business. This is a partner appointed because of his experience, fame or wealthy position. 

These members may be men and women of substance whose name are greater than silver and gold like retired army generals, politicians, civil servants ,successful business men.

SOURCES OF FUNDS FOR PARTNERSHIP 

The following method could be used by partner to fund their business.


(i) Contribution from members

(ii) Ploughing back profits

(iii) Borrowing from the bank

(iv) Enjoying credit facilities

ARTICLE OF PARTNERSHIP OR DEED OF PARTNERSHIP 

This is the document that regulates the activities of the partnership business. It is the “constitution of the partnership business aimed at guiding against, or resolving disagreements. It is normally drawn by a solicitor for the partners. The partners agree and sign the document. 

The deed of partnership is not legally required. It is very essential. The style and contents of the deed of partnership vary from partnership to partnership. They include all or some of the following:-

- Name of the firm

- Name of the partners

- The place of business

- The description of the nature of business

- The amount of capital that each part is to contribute,

- The role of each partner in the business

- The method of profits and losses sharing,

- The compensation, if any, the partners are to receive for services rendered to the business

- The right of partners in the business

- How long the business shall last

- Partner‟s rights in the business

- How matters shall be determined either by majority vote or not

- Provision for the admission of new members

- The arrangements concerning withdrawals or additional investment

- Arrangement for the dissolution of the firm in the event of death, incompetence or other causes of withdrawal of one or more of its members.

Once each partner agrees to sign this document, it becomes a legal document that is enforceable in a court of law.

ADVANTAGES OF PARTNERSHIP 

The following are the advantages of partnership.

(i) Greater financial resources: Unlike a one-man business, a partnership between two and twenty persons form it. It translates into more capital for such business compare to the one-man business. By so doing ability to borrow i.e. from bank and be approved is higher and better compare to one-man. Benefits of expansion are higher because more funds are available.

(ii) Combined Abilities and Skills: In partnership, there are various partners, with various ideas, i.e. accountants, marketers, bankers, historians, managers etc. may come to together to form a business. They will put into use various talent which may advance the company more compare to a one-man business, who is the only talent.

(iii) Greater Continuity: Relative to the sole proprietorship, the partnership has a very great tendency of continuity even in death. The death of a partner may bring about a re-organization of the partnership, but the remaining members are likely to have some knowledge that will enable them to continue with the business.

(iv) Ease of Formation: Like-one-man business, the partnership is fairly easy to organize as there are few governmental regulations, governing the formation of partnerships. The investments duties, privileges, liabilities and other relationships of the partners are mutually agreed upon, and as soon as the new members and materials have been brought together, the business is ready to function.

(v) Joint and better decision: That two good heads are better than one and this is applicable to partnership business where joint and better decisions are taken.

(vi) Creation of employment opportunities: The large size partnership is in advantage position to employ more in their business because of its huge financial resources.

(vii) Employment of valued employees: In order to secure the advice and experience of esteemed employees. They are made partners in the firm. This is a way of enhancing their personal work as well as that of the firm.

 DISADVANTAGES OF PARTNERSHIP 

(i) Unlimited Liability: If the business fails in the process, assets will be sold to offset their liabilities. In a situation where the assets can not pay for the debt, the owners‟ personal belongings could be sold to offset such debts.

(ii) The business is not a legal entity: Most of the partnership business has no legal backing.

(iii) Disagreement and Resignation: Death of a partner can lead to the death of a business especially the active partner. Most of the partnership ends with disagreement. Disagreements because of action or Opinion lead to resignation which could lead to total death.

(iv) Decline in pride of ownership: Since the partnership is owned by at least two people the pride and joy associated with ownership is reduced. Unlike in sole proprietorship where the owner enjoys great pride in his business.

(v) Bureaucracy leads to slow decision and policy making: Meeting that require quorum, may not always be formed.

(vi) Risk of mandatory dissolution: Where a member withdraw his membership or admission of a new partner becomes necessary, the partnership will be dissolve and another agreement reached to admit such member. The rigors involve in this is tedious, which may be a problem for such act.


(vii) Limited capital: This partnership can not get more capital through shares except through members.

CORPORATIONS
Businesses often rely on investment to expand operations. One way for a business to increase investment is to form a corporation. 

A corporation is a legal entity or being, owned by individual stockholders, each of whom faces limited liability for the firm’s debts. Stockholders own stock, a certificate of ownership in a corporation. 

In other words, if you own a stock in a corporation, you are part-owner of that corporation. 

A corporation is defined as an “entity” because it has a legal identity separate from those of its owners. Legally, it is regarded much like an individual. A corporation pays taxes, may engage in business, make contrats, sue other parties, and get sued by others. 

TYPES OF CORPORATIONS 

1 Closely-held Corporations: A type of corporation that issues stock to only a few people, often family members.  

These stockholders rarely trade their stock, and pass on the stock within families. They are also known as privately-held corporations.

2 Publicly-held Corporations: A type of corporation that has many shareholders who can buy or sell stock on the open market. Stocks are bought and sold at financial markets called stock exchanges.

ADVANTAGES OF CORPORATION 

-Corporations have more potential for growth than other business forms. By selling shares on the stock market, corporations can raise money to purchase capital. A corporation can offer as many shares of stock as its corporate charter allows. 

-Corporations can also raise money by borrowing it. They do this by selling bonds. A bond is a formal contract to repay borrowed money with interest at fixed intervals.

-Corporation owners (stockholders) do not need any special managerial skills. So, the corporation can hire various experts (financial analysts) to create and market the best services or goods possible.

-Corporations also have the advantage of long life. Stock is transferable, and therefore it can be bought and sold.
DISADVANTAGE OF CORPORATION 

Difficulty/Expense of Start Up: Charters to start a corporation can be difficult, expensive, and time consuming to establish. Firms that want to incorporate must first file for a state license known as a certificate of incorporation, or corporate charter. 

Once the state officials review and approve it, they grant a corporate charter and then the corporation may organize and sell a good or service.

Double Taxation: The law considers corporations legal entities separate from their owners. Corporations, therefore, must pay taxes on their income. Profit is a form of income. 

Loss of Control: The original owners of a corporation often lose control of the company. Managers and boards of directors, not owners, manage corporations. These managers do not always act in the owners’ best interests. 

More Regulations: Corporations must hold annual meetings for shareholders and keep careful records of all business transactions. Publicly-held corporations are required to file quarterly and annual reports to the Security and Exchange Commission (SEC). 

The SEC is a federal regulatory agency that regulates the stock market.

Topic Two 

THE ROLE OF SMALL SCALE BUSINESS IN THE GAMBIA 

Small scale business are very important to the growth and development of any nation. In the developed countries, Small scale business are recognized as the main engine for the growth and development because of their significant contributions to economic growth and development. It is not in doubt that most of the developed countries enjoying a growing and booming economy attribute most of their achievements to a flourishing Small Medium Enterprises(SMEs) sector. Due to their numerous numbers, size and nature of operations, the role of SMEs in promoting indigenous sources of growth and strengthening the infrastructure for accelerated economic expansion and development has been recognized. Therefore, Small Medium Enterprises(SMEs) play the following roles in the development of The Gambia nation among others; 
1. Employment Generation: “What are the jobs of the future, and where that come from will” is often the question addressed. The short answer is that no one knows, but it is certain that small companies and innovation will play a key role. Majority of employment opportunities of any country is in the area of small and medium enterprises especially in the aspect of middle and low manpower. An essential attribute of SMEs consists in the fact that they constitute an important source of jobs. The promotion of SMEs is seen as a major tool for boosting employment as they employ a larger number of people per unit of investment capital than the large-scale capital- intensive enterprises. 

The costs associated with the creation of jobs in SMEs are reduced when compared to the ones involved in the creation of jobs in big companies. 
2. Production of Entrepreneurs thereby encouraging self-reliance: Through SMEs, many entrepreneurs (both Local, National and International) have emerged. SMEs encourage self employment for many youths both in the rural and urban areas. The spirit of successful entrepreneurship has taken over the mind of The Gambia, who believe in themselves and in the goal of self employment, instead of relying on government jobs. SMEs tend to attract talents who invent new products or implement new solutions for existing ideas. Through SMEs, many successful entrepreneurs have been produced, who have established their own businesses, ran and managed them successfully. 
3. Training Ground for Large Scale Business: Small scale businesses serve as a training ground for the large scale businesses. Their school/training ground provides the opportunity for the acquisition of skills for large number of workers. In this respect, they are involved in the establishment of manpower development support schemes for training and retraining of entrepreneurs and business promoters. 
4. Rural Development: The establishment and operations of SMEs in the rural areas, has given most of The Gambian communities a face–lift. SMEs have stimulated rural development and the achievement of a meaningful level of broad economic, social and political development. Their presence attracted the provision of such social amenities like good access road, pipe borne water, electricity, health care centres, adequate communication facilities such as telephones and internets to the rural areas. 

Small businesses contribute to local economies by bringing growth and innovation to the community in which the businesses are established. 
5. Industrialization: The role of small scale industries in the development of indigenous technology cannot be undermined. SMEs have been described as catalysts for growth and development of any nation. The report of the observer “Small and Medium Enterprises in Europe 2003” claimed that SMEs serve as engine of the economic growth. The establishment of small and medium scale enterprises in any nation facilitates the growth and development of that country, because, it is believed that this type of business is the engine room of development. 
6. Mobilization of saving/ Utilization of Idle Resources: The SMEs operating in the country have the capability of mobilizing domestic savings and absorb the local resources which would have been lying idle. The small businesses are suitable for mobilizing savings for production purposes, which may not be readily available and they are still able to use-up the resources/raw materials that would have been lying idle.
7. Source of Raw Materials: SMEs help to link other sectors of the economy especially through the supply of raw materials to the manufacturing sector. For example, those into agriculture like farmers, fishermen, horticulturists sell their produce to those in manufacturing / production industries. 
Topic Three 

Evaluating a Business Opportunities 

Entrepreneurs have begun and failed at new businesses. Most entrepreneurs actually fail to fully analyze and evaluate business ideas and opportunities in the first place. Whether starting a small business from scratch or purchasing an existing company or franchise, one needs to take steps to evaluate the business potential and one's abilities to make it successful. The investigation must ~ thorough, in analyzing the risks and benefits of the opportunity created. 
Steps to evaluating business opportunity

The five steps to evaluating business opportunity have been identified by Ray (2015). 
(a) Self-Analysis: Considering the Willingness to take risks as well as the amount
of time and energy one needs to make the business a success While most small businesses fail is because of poor management and the owner's inability to manage resources. 
(b) Financial Components: evaluation of one's resources and availability of finance. 
(c) Market Research: conducting feasibility of the project to determine its viability and ascertain the existence of customers for the product or service; and what kind of competition exists. 
(d) Risk Assessment: including factors that could negatively affect the business, such as the general state of the economy competitiveness, health, the level of credit available.
(e) Support: evaluate the amount of support expected from family, friends and government. 
Guidelines for Evaluating Business Opportunities

The guidelines for evaluating business opportunities are:

1. Evaluation of own capabilities and abilities. 
2. Determine to run the business enthusiastically. 
3. Having complete knowledge of the product or service with which you are involved. 
4. Market evaluation of the product or service to be offered. There must be need for the product. 
5. Find from previous owners how successful the business has been for a period of time. 
6. Determine the training and experience required to run the venture properly. 
Before a person decides whether a business opportunity is suitable and which one should be viable, certain information are needed to make an informed decision on what kind of opportunity is the best. Some factors to consider when choosing a business are the initial investment, capital requirements, business financing, current trends and the amount of time it will take to get the business plan and running. 
Types of Business Opportunities for Entrepreneurs

Many business opportunities abound everywhere only if one is creative enough to discover them. Opportunities in them need to be discover not merely at the surface but in-depth. Opportunities could also be created originally from one's idea. creativity and innovation. 

There are many entrepreneur opportunities one may choose. The different types of business opportunities are discussed below:

(i) Buy a Franchise: This involves having an opportunity to start your business on already set-up business. It is expected that such entrepreneurs buy a Franchise opportunity. A franchise is an existing business with a solid business Identification and Evaluation of Business Opportunities.
ii) Distributorship or Dealership: An important business opportunity is with distributorship and dealerships. A distributor is a person or business agent that has an agreement to sell products or services produced by another company. 
(iii) Network Marketing: In addition to distributing the product or services offered by the parent company, a network marketer also endeavours to recruit other distributors, hence creating a network of distributors and earning considerable income through residual commission. 
(iv) Licensing: Opportunity exists through licensing; which offers an entrepreneur the right to be creative and invent product or service, but retaining the name brand, icon or trademark of the widely recognized business. 
(v) Finding and Filling a Niche: Another area where opportunities find attraction to the entrepreneur is in finding or filling a small niche. A niche is small area where a business opportunity is likely to bring profit. A well-timed product or service has a greater likelihood of success in the market. Marketing the right idea into the right niche at the right time is an awesome combination. 
Lists of services in different sector that could be ventured into.

Below are lists of services in different sector that could be ventured into:

Agric Resources: 

(i) Cereals: Rice, Wheat Etc

(ii) Plantation: Rubber, Palm, Casher, etc. 

(iii)Spices: Ginger, Pepper, Etc

(iv) Oiled Seed: Groundnuts, Soya Bean, Mustard. etc. 
(v) Fruits: Orange, banana, manso. e.t.c. 

Forest Resources: can be renewable and non-renewable. Renewable: leaves, fruits, barks and flower and Non-renewable: Timber. 

Fish farming, snail farming, poultry farming, domestic farming, animal farming e.g. rabbit, sheep, goat, pig and other ruminants, crop farming e.g. rice, bean, yam, etc, grass cutter farming, mushroom farming, honey production, cassava processing for starch and garri, palm oil mill, etc. These could be produced in commercial quantities. 
Computer Science & IT

Below are lists of services in the computer and IT sector that one could venture on. Operating a cyber cafe, designing software for use in schools, bookshops, families etc. 
Computer Training, IT training and consultancy, designing software to be used as tutorial lessons, computer graphic design, business center. designing a website for job recruitment services.

Offline Business Opportunities 

Book publishing, educational teaching aid, bookshop and stationary store, electronic store and repairs, article writing, selling, online, advertisement on ones website, printing and lithographic, writing business plan for people, estate agent (property managers, land, waste management services), digital photography, solar panel sales & installation, magazine publishing, song writing/movie writing, supermarket/general merchandise, building materials and block industry, soap production, recharge card/phone business, tailoring and clothing, repair services, textile production, transportation business, restaurant and fast food services, water bottling and packaging, pesticide and insecticide formulation, event management, and landscaping. 
This is right time to take a concrete decision of becoming a business owner or an entrepreneur. Opportunities abound. As individuals we have something to offer to the society. The current information age is the knowledge age that offers innumerable opportunities for us. Knowledge is power. Hosea 6vs 4:The internet by far is the greatest business opportunity that you can explore to grow your business. 
One other unique factor of having your business online is that your business is not leverage by time. This implies that your business is not controlled by time. And your online business or store remains open for every day of the year. That's the POWER of the INTERNET. 
This invariably means that your online business does not have to concentrate on local markets -and almost no place is out of reach. If your business has a website, it means it is accessible by the global market. This is a vital advantage that online businesses have over offline businesses. 
The INTERNET is a huge Market place that has attracted all forms of businesses with it‘s potential for big-time, high revenues with time. The success of small businesses grow very fast due to the high potential of internet presence. You can just sell about thing - as long as you have a product that has a market and mostly because the right product sells itself. 

Topic Four 
Business Plan 
Definition: a business plan is a document that convincingly demonstrate that your business idea can sell enough of its products and services as to make satisfactory profit and attractable to potential financiers. 

In other words a business plan is a road map you can follow to start and manage a successful business. It shows step by step on how to start, fund, manage, monitor, and evaluate a successful business. 

Business Plan as a Tool 
1. Objective and goal creating tool 

2. management tool 

3. training tool 

4. promotion tool 

5. fund raising tool/capital 

6. staffing tool 

7. monitoring and evaluating tool 

8. business creation tool 

9. weakness/ omissions identifying tool 

10. measuring performance 

11. for motivation 

Why Prepare a Business Plan 
1. To avoid silly mistakes 

2. It defines and focus business objectives and goals 

3. As a tool for fundraising, marketing, monitoring, evaluation, staffing 

4. To be realistic on our intentions 

5. To clearly communicate your vision/ ideas to other within and outside. Who should writes a Business Plan?

1. should be written by entrepreneur since he/ she is the owner of the business idea and is the custodian of the vision 

2. Can be written by consultants and employees. 

What is a “good” Plan? 
1. a good plan should be dynamic document which should be available for reference for decision making evaluation and future plans 

2. it should clearly communicate visions and ideas 

3. should show the evidence of understanding of target customers 

4. Appealing to the potential financier. 

Benefits 

1. It forces would be entrepreneur to establish written goals and objectives for their proposed businesses. 

2. it enables potential entrepreneur to assess the viability of their business opportunity on paper. 

3. it assist in identifying the potential customers, marketing opportunities, pricing strategy, promotional activities, distribution strategy and a competitive conditions needed for business success. 

4. it identifies the number of employees needed, the skills they should possess, the task they will perform and the methods of remuneration to be adopted. 

5. it establishes the financial needs of a business and suggests the possible sources of financing 

6. it helps to identify critical factors for successful entry and growth of a businesses in a given market place. 

Components of a business plan 
Business plans include details under the following main sections; 
1. Executive summary 

2. Business description 

3. Marketing plan 

4. Competitor analysis 

5. Management plan 

6. Business operation (production/ service, delivery plan) 

7. Financial plan 

8 Appendices 

Executive Summary 
N/B. This should be done last It includes the; 

1. type of venture 

2. products/ service to be offered ‘ 

3. how unique 

4. it there a major opportunity for products/ services 

5. the business status/ stage 6. legal form of business 

7. location of business

8. target market 

9. % share of market 

10. competitor strength and weakness 

11. strategy of entering the market 

12. managing staff and their qualifications and experiences 

13. Time frame for accomplishing your goals. 

14. how mach money needed for starting and running the business 

15. what type of financing are seeking a. loan b. grand 

16. the strength of the business that will make it succeed 

17. future plans of the business 

Business Description 
For a new startup business it will include 

1. objectives, vision, mission statement and goals 

2. specific objectives (SMART) 

a. service objective (qualify of service) 

b. profit objective ( actual % and amount targeted) 

c. growth objective 

d. social objectives ( corporate responsibility) 

3. type/form of business venture 

4. date of commencement 

5. physical location 

6. advantages of the location 

7. postal address, physical address/ street/buildings/ road 
8. telephone contact/ email/ fax/website 

9. brief history of the business (company) 

10. experiences of the owners 

Marketing Plan 
1. description of the target market ( customer segment) 

2. description of products/ services 

3. prices of products/ services 

4. distribution of products /services 

5. promotion of productions/ services 

Competitor Analysis 
1. internal analysis both strength and weakness 

2. external analysis ( opportunities and threats) 

3. environmental analysis ( political, social, economic, regulatory factors that can impact on your business) 

Management and Organization 
3. key management staff 

a. their positions/ designations and responsibilities 

b. qualification and experience 

4. other staff


a. their positions/ designation and responsibilities 

b. qualification and experience 

c. Their number. 

5. Human resources practices 

a. Staff recruitment 

b. Motivation 

c. Training and development 

d. Reward and recognition 

e. Staff appraisal 

Business Operation 
1. Product/service development design and facilities. 

2. Description of premises 

3. ownership status 

4. renovations/ facelifts/medications 

5. products and services to be offered 

6. machinery, tools, equipment and other facilities required 

7. implementation 

a. procurement 

b. repair and maintenance 

c. repair and maintenance 

d. future expansions 

8. legal requirements: business name, tax compliance, labour laws, by-laws

9. monthly overhead expenses 

10. professional and support services 

Financial Plan 
1. working capital 

2. projected income statement 

3. projected statement of financial position 

4. projected cash flow statement 

Appendix 

1. brochures and advertisement materials 

2. maps and photos of location 3. copies of lease and contracts 

4. company certificates of registration 

5. list of assets available as collateral for a loan 

6. copies of licences 

7. research and marketing results 

8. any other materials needed to support your business plan 

9. list of equipment owned or to be purchased 

How does Potential Lenders and Investors Evaluate the Plan 
- Potential readers or evaluators should reflect on the strengths of management and personnel, the product or service and the available resources. 

- Suppliers who may want to see a business plan before signing a contract together with customers who may want to see the business plan before buying the product or service and the available resources 

- Suppliers who may want to see a business plan before signing a contract together with customers who may want to see the business plan before buying the products pay more attention to the (i) experience of the entrepreneur (ii) Market projections 

- Lenders will primarily be interest in the ability of the new venture to pay back the debt of together with the interest within a designated period of time. 

- Banks want facts with an objective analysis of the business opportunity and all the potential risks associated with a business.

- Lenders forcus on the 4cs of credit i.e i.Cash flow ii.Collateral iii.Character iv.Contribution of equity 

- The business plan must therefore reflect the entrepreneurs credit history, the ability of the entrepreneur to meet the debt and the interest payable ( cash flow) the collateral or tangible assets being secured for the loan and the amount of personal equity the entrepreneur has invested in the business. 

- Investors on the other hand place more emphasis on the enterprenuers character then lenders.

 - Investors want to make sure that the entrepreneur is complaint and willing to accept this involvement. 

- They also demand a high rate of returns and will therefore focus on the market and financial projections 

- In preparing a business plan it is important for the entrepreneurs to consider the needs of external sources and not merely provide their own perspective. 

Presenting the Business Plan 
- It is often necessary for an entrepreneur to orally present the business plan before and audience of potential investors – in this case the entrepreneur is expected to provide a short presentation of the business plan. 

- The entrepreneurs are expected to sell their business concept in this short period – try and persuade potential investors that his is a good investment 

- The focus of such presentation is why this is a good opportunity – an overview of the marketing program.

 - Concluding remarks might reflect the recognized risks and how the entrepreneur plans to address them. 

- Unlike oral presentation –written presentation requires the entrepreneur to consult where necessary the services of lawyers accountants, marketing consults and engineers in preparation of the business plan. 

- The plan must give a detailed account of the needs of the expected readers. 

Information Needs 
- Before committing time and energy to preparing a business plan, the entrepreneur should do quick feasibility study of the business concept to see whether there are possible barriers to success. 

- The information obtainable from the many sources should focus on 

i. marketing  ii.goals and objectives  iii.finance  iv.production 

Goals and Objectives 
- Before beginning the feasibility study the entrepreneur should clearly define the goals and objectives and also provide frame work for the business plan, marketing plan and financial plan. 

- Goals and objects that are too general or that are not feasible make the business plan difficult to control and implement. 

Market Information Needs 
- One of the initial and important elements of information needed by the entrepreneur is the market potential for the product or service 

- In order to ascertain the size of the market it is important for the entrepreneur to define the market e.g the consumer group men, women, youths e.tc. 

- The consumers income – high or low- are they rural or urban deadlier. - The education level is another important aspect of consideration 

- A well defined target market will make it easier to project the market size and subsequent market goals. 

- In order to build a strong marketing plan with reasonable and measurable market goals and objectives the entrepreneur will need to gather information on the industry and market. 

- Most entrepreneurs have difficulty with this stage and do not of tern known where to begin. The best way to start is to first visualize the following process of gathering market information. 

Writing of a Business Plan 
- The time of writing a business plan depends on the experience and knowledge of the writer (entrepreneur) as well as the purpose it intends to serve. 

- It should be comprehensive enough to give any potential investor a complete picture and understanding of the new venture.

- The following is a simple outline of a business plan. 

Outline of a Business Plan 
(i) Introducing page;  

Name and address of the business 

Names and addresses of the principal owners 

The nature of the business 

Statement of financing needs 

Statement of confidentiality of the report 

ii) executive summary 

iii) description of the venture ( business ) 

a. the product/services offered 

b. the size of the business 

c. the background of the entrepreneurs 

iv) the production plan 

a. the manufacturing process 

b. the physical plant and machinery 

c. the suppliers 

(v) the marketing plan 

a. the pricing 

b. the distribution 

c. the promoters 

(vi) competitors analysis 

(vii) Management plan 

(viii) Financial plan 

(ix) Appendices 

Introductory page 
- This is the title of cover page that provides a brief summary of the business plan’s content. 

The introductory page should contain the following;

The name and address The names of entrepreneurs ( Tel, Fax , Email , Box e.t.c) 

A description of the company and the business nature 

The amount of finance needed 

A statement of the confidentiality of the report. 

Executive Summary 
- This section of the business plan is prepared after the total plan is written  normally to maximum of two pages. 

- It should stimulate the interest of the potential investor and therefore should not be taken lightly.

- The executive summary should be concise and convincing, addressing issues such as The business concept or model. 

- Any supportive evidence that may give it strength are included 

- The section is only meant to highlight factors and provide a strong motivation to the person reading the plan. 

Description of the Business 
- The description of the venture should be detailed so as to enable the investor to ascertain the size and scope of the business 

- This sect ion should begin with the mission statement and vision of the business venture 

- The statement basically describes the nature of the business and what the entrepreneur hopes to accomplish 

- The definition will guide the firm through long –term decision making 

- After the mission statement a number of important factors that provide a clear description and understanding of the business venture should be discussed. 

-Key elements are the  Products or services 

- The location and size of the business 

- The history of the venture. 

Production Plan 
- The plan should describe the complete product. If some or all of manufacturing process is to be subcontracted 

- The plan should describe the sub-contractors, including location, reasons for selection, costs and any contracts competed. 

- Others include – manufacturing operations and layout the raw materials the suppliers, costs capital equipment e.t.c. 

Operation Plan 
- This section goes beyond the manufacturing process and describes the flow of goods and services from production to the customer 

- It includes storage, shipping, control procedures, customer support services 

- Others include renovations, product service, machinery and tools et.c Marketing Plan 
- The marketing plan- is an important part of the business plan since it describes how the product or service will be distributed, priced and promoted. 

- Marketing plan – is an important part of the business plan since it describes how the product or service will be distributed, priced and promoted 

- Marketing research evidence to support any critical marketing decisions as well as forecasting sales should be described in this section. Organization Plan 
- The organizational plan in part of the business plan that describes the ventures form of ownership - That is, proprietorship, partnership or corporation 

- The details the shares of stock authorized, share options as well as names and resume of directors - It details the organizational structure. 

Financial Plan 
- Is an important part of business plan since it determines the potential investment commitment needed for the new business venture and indicate its economic feasibility 

Appendix 

- The appendix of a business plan generally contains any back-up materials that are necessary in the text of the document. Reference to any documents in the appendix should be made in the plan itself. 
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