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WRITING YOUR BUSINESS PLAN

A Guide for Applicants to Innovate Fingal
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fingal.




INTRODUCTION

This guide is designed to help applicants complete the Innovate Fingal Business Plan Template when applying
for workspace within one of our enterprise centres.

A business plan helps you clearly explain:
e what your business does
e who your customers are
e how you will generate revenue
e how your business will grow

It also helps us assess whether your business is viable, sustainable and suitable for the enterprise centre
environment.

Your completed business plan should normally be 5-10 pages excluding financial projections.

The aim is not to produce a long academic document. Instead, focus on being clear, realistic and practical.

1. EXECUTIVE SUMMARY

The Executive Summary appears first in your business plan, but it is usually best to write this section last.
This section should provide a clear overview of your business idea and summarise the key points of your plan.
Someone reading only this section should understand:
e what your business does
e who your customers are
e what problem you solve
e how you make money
e why your business will succeed
Avoid vague language or marketing slogans. Focus on explaining your business clearly.
Example structure:

¢ What product or service does your business provide
¢ Who is your target customer

¢ What problem does your business solve

e Why your solution is different or better

¢ What your goals are for the first 12 months

Keep this section concise and clear.



2. BUSINESS OVERVIEW

This section should describe the core idea behind your business.
Explain:

¢ What your business does

* What products or services you provide

* The stage your business is currently at (idea, startup, trading)
¢ How the idea for the business developed

If the business is already operating, you may also include:

¢ how long it has been operating
e early customer feedback or sales
¢ key progress to date

The aim is to help the reader understand what the business actually does in practice.

3. FOUNDER / MANAGEMENT BACKGROUND

Many successful businesses depend on the skills and experience of the founder. This section helps explain why
you are well positioned to run this business.

Include information such as:

¢ relevant work experience

¢ education or qualifications

e industry knowledge

e technical or creative skills

e previous business experience

You do not need to have started a business before, but it is helpful to demonstrate:

e relevant expertise
e practical skills
e commitment to developing the business

This section helps reviewers understand who is behind the business idea.



4. MARKET ANALYSIS

A strong business idea must also have real customers.

This section should demonstrate that there is genuine demand for your product or service.

Explain:

e who your target customers are

¢ what need or problem your business addresses
e where your customers are located

¢ how large the potential market is

Try to provide evidence where possible.
Examples of useful evidence include:

e market research

e industry reports

e customer enquiries or feedback
e competitor analysis

e pilot sales or testing

Avoid making unsupported statements such as:
“There is strong demand for this product”.

Instead, explain why demand exists and how you know this.

5. COMPETITION

Every business operates within a competitive environment.
Your competitors may be:

* businesses offering similar products

» businesses offering alternative solutions
¢ online providers

e larger established companies

Identify your main competitors and explain:

¢ what they offer
e their strengths and weaknesses
¢ how your business differs

A strong business plan should clearly explain why customers would choose your business instead of

competitors.
This might include:

e better pricing

® unique products

* specialised services

¢ local presence

e stronger customer experience

Understanding your competition demonstrates that you have realistically assessed the market.
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6. PRODUCT OR SERVICE DESCRIPTION

This section explains exactly what your business sells.
Describe:

e your product or service

¢ how it works

¢ how it is delivered to customers
e the benefits it provides

If relevant, you may also include:

e product development plans
¢ production processes
* equipment required

You should also explain how your business generates revenue.
For example:

e direct sales

e service fees

e subscriptions

e workshops or training
e commissions

Include an outline of your pricing strategy.

Explain how your pricing compares with competitors and how it reflects the value of your offering.

7. MARKETING AND SALES STRATEGY

A strong business plan explains how customers will discover your business.
Describe how you plan to promote your business using marketing channels such as:

¢ social media

¢ website or online store
* networking events

® partnerships

¢ advertising

e direct outreach

Explain:

¢ your key marketing message
¢ how you will reach your target customers
¢ how you will convert interest into sales

Avoid simply listing marketing tools. Instead, explain how you will use them in practice.

For example:

“We will build an Instagram audience by sharing product development content and directing followers to our

online store.”
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8. OPERATING PLAN

This section explains how the business will operate day-to-day.

Describe the practical steps involved in delivering your product or service.
Examples might include:

¢ sourcing materials

¢ producing products

* managing bookings

e delivering services

® managing customer enquiries

You may also include:

¢ key suppliers or partners
e technology or software used
¢ operational workflows

This section helps reviewers understand how the business will function in practice.

9. USE OF PREMISES

Innovate Fingal provides physical workspace within enterprise centres, so it is important to explain how the
space will be used.

Describe:

¢ why you require a physical workspace

* what activities will take place in the unit
¢ equipment or facilities required

¢ whether customers will visit the premises
¢ expected operating hours

This section helps us understand whether your business is a good fit for the workspace environment.

10. MILESTONES AND GROWTH PLAN

This section should describe your key goals for developing the business.
Examples of milestones include:

e launching a new product

e securing your first customers

¢ reaching a target number of sales
¢ hiring your first employee

Provide realistic goals for:

¢ the first 3 months
¢ the first 6 months
e the first 12 months

You may also describe how you expect the business to develop over the next 2-3 years.

This helps demonstrate that you have a clear plan for growth.
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11. FINANCIAL OVERVIEW

Your business plan should include a short summary of your financial projections.
Your financial projection spreadsheet should provide more detailed monthly forecasts.
In this section, briefly explain:

e startup costs

e expected monthly revenue

¢ expected monthly operating costs
¢ your break-even point

The financial projections help demonstrate that the business is financially sustainable and capable of covering
its costs.

12. RISKS AND MITIGATION

Every business faces potential challenges.
This section should identify the main risks that could affect your business.
Examples might include:

* lower than expected sales
e supplier issues

e increased costs

e market competition

For each risk, explain how you would manage or reduce the impact.

Demonstrating awareness of potential risks shows that you have thought carefully about the realities of
running the business.

FINAL TIPS

When writing your business plan:

» Keep your writing clear and concise

® Focus on practical information rather than theory

¢ Support your statements with evidence where possible
* Ensure your financial projections align with your plan

Your business plan does not need to be perfect. Its purpose is to help explain your business idea clearly and
realistically.

A well-prepared plan will help both you and Innovate Fingal assess whether the business is ready to grow
within an enterprise centre environment.



