
BUSINESS DESCRIPTION SECTION OF A BUSINESS PLAN

This overview of the company description section of a small business plan will help you create a company description
that strengthens your plan.

Markup pricing. The industry sales scenarios should be based on leading indicators of industry sales, which
will most likely include industry sales, industry segment sales, demographic data and historical precedence.
All too often, what the business owner desires is buried on page eight. The company description outlines vital
details about your company, such as where you are located, how large the company is, what you do, and what
you hope to accomplish. Say when you want to open your business or when you opened it. Along the top,
write down two column headers: "weakness" and "strength. You may tackle the company description first
when writing your plan, then find you cover a lot of the information in greater depth as you go along. This
includes: Advertising. The type of distribution network you choose will depend upon the industry and the size
of the market. And, include your name because lenders and investors want to know the entrepreneur who
started the business. What specific attributes does your product have that your competitors' don't? What are
you making or selling, or what service are you providing? In order to accomplish this, the promotion strategy
encompasses every marketing tool utilized in the communication effort. Management and Organization
Details about ownership of company, management and board of directors if applicable. And, include when
you plan to achieve your goals. Stick with high-level information: Some of the information in your company
description will be included in other sections of your business plan. Personal sales. A complete account of the
publicity strategy including a list of media that will be approached as well as a schedule of planned events.
What to Include The exact elements included in your company description can vary, but some elements are
more common than others and most likely should be part of the section: Company name: The official name of
your business as registered in the state where you do business. Show why your business is going to be
profitable. Show your passion: Let your passion and excitement show in the company description section as
you explain why you started the company and what you hope to accomplish. A crucial document in securing
funding from creditors and investors, the business plan should be well organized with a focus on specific
strengths that set your business apart from the competition. Proprietary and confidential information may be
part of the appendix and as such should not be easily accessed by all individuals requesting your business
plan. In addition to structure, legal form should be reiterated once again. Also, if you are responsible for
writing the business plan, you could identify certain challenges and find solutions to them, it will also ensure
that you know every single aspect of the business, which is critical when meeting with potential investors.
Company History When and where were you founded? Just explain the factors you think will make it
successful, like the following: it's a well-organized business, it will have state-of-the-art equipment, its
location is exceptional, the market is ready for it, and it's a dynamite product at a fair price. Do you know how
to turn your growing business into a profitable venture? Detail whether the business is a sole proprietorship,
partnership or corporation, who its principals are, and what they will bring to the business. The business
description can be a few paragraphs in length to a few pages, depending on the complexity of your plan. Once
you've described the business, you need to describe the products or services you intend to market. They will
want to know what suppliers or experts you've spoken to about your business and their response to your idea.
Executive Summary Within the overall outline of the business plan, the executive summary will follow the
title page. How effectively you can achieve your distribution, pricing and promotional goals determines the
extent to which you will be able to garner market share.


