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Outline of a business plan for an organic business

Executive Summary

· A very important part of your business plan, especially if you want to convince investors! Provide on max. 2-3 pages a precise summary of the main aspects of your organic business. 

· Cover at least the following: Scope of your business (production, processing, trade etc.), description of products, certifications, target markets, organisational set-up, management team, financing sources, finance requirements.

· Keep it short; details on each of these points should be explained in the body of the business plan. The executive summary is meant to give a short, to the point, overview of your business, your financial needs and the unique selling points of your business.

Description of the company or organisation

· Explain who you are (legal organisation) and what is your motivation for organic farming, the envisaged development impact, your guiding principles in working with farmers etc. 

· Describe your business history; include historical data on volumes, turnover, number of farmers and employees etc.

· Outline how you are organized (organisational chart), especially how you involve farmers in your business, how you are linked with processors, traders or service providers. 

· Describe the current status of your business and your future plans (growth, product diversification, vertical integration). 

Business environment

· Describe the political, social and economic environment in which your business operates. What are the main obstacles and threats for an organic business? What opportunities can be used? What is the attitude of the government towards organic businesses; are there supportive policies?

· Describe the situation of other organic businesses operating in your country. Do they collaborate or participate in networks?

Products and services

· Describe the products you are planning to offer, the degree of processing, and the quality specifications. Explain which certifications you envisage.

· Analyze how your products compete in the market.

· Describe the purpose of your products. Describe any specific features or benefits of your products, i.e. the competitive advantage (or disadvantage) of your product.

Industry and value chain analysis

· Describe the organic industry you are in (volumes, revenue, trends). Describe the opportunities and threats of the industry to your company.

· Describe the value chain(s) in which you are involved (value chain map). Analyse and describe any bottle necks, critical links, opportunities and threats in the value chain.

Marketing plan

· Describe your target markets (at local, regional and international level) and the respective clients (processing industry, wholesalers, retailers etc.). Indicate the market size and average sales price of each target market.

· Identify the trends of your target markets concerning market growth and preferences and how these trends form an opportunity or threat for your business.

· Outline how you will reach your target market (sales price, marketing activities, marketing channels and material).

Competitive analysis

· Identify your main competitors. Describe the strength and weaknesses of the competitors, including product quality and sales price. 

· Clarify your competitive (dis)advantages.

· Define the market share you envisage to achieve and motivate how you will achieve this.

Operations Plan

· Describe the location of your office and production area, the facilities and equipment needed. Indicate the planned number of associated farmers, production figures, number of staff etc.

· Describe the activities from input supply up to sales, including the arrangements for bulking, storing, transporting and processing of the produce.

· Describe the extension and internal control system, the system to manage information, and the measures taken to ensure product quality.

· Calculate the variable and fixed costs of the production (cost price).

Financial Plan

· Demonstrate the feasibility of your business (break-even). Calculate and comment your expected profit or loss over the next 3-5 years (including worst case - best case scenarios). Include an income statement and balance sheet with the results of the past 3 years (for existing businesses) and the planned results of the coming 3 to 5 years.

· Calculate the expected cash flow and the need for (trade) finance for the first two years on a monthly basis.

· Describe the sources of funds (own capital, investments, loans, advance payments by clients, grants), and how they are used.

Management Plan

· Describe the management structures and how decisions are taken. Describe the profiles of the individual members of the management team.

· Describe the Advisory Board, the supporting organisation or the consultants assisting you.

· Describe which competencies are still missing and how you plan to get them.

Risk analysis

· Demonstrate your ability to understand potential problems that could occur to your business. Explain how you plan to reduce and manage these risks.
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