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component of the fund raising
process.

• It is the underlying （Basic; fundamental）
blueprint（A detailed plan of action） for
your business and reflects the major
selling points of your ideas, strategy
and team.
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• A good business plan is concise,
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it will change and adapt as your
business evolves （To develop or
achieve gradually）to meet the
demands of reality.
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readers with, whether they read every
word or just skim the Executive
Summary is "I really want to meet
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• Rules to Setting Business Goals and Objectives:

Why and How to be SMART
• We all know that nothing runs without a plan,

and a plan cannot run without having its
objectives set.

• That applies to any kind of plan, whether we're
talking business or personal finances, website
promotion or weight loss.

• Setting objectives and milestones is of crucial
importance for any planning activity and is the
core of its success, or failure.
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• Knowing how to set objectives is not

exactly rocket science in terms of
complexity, but any strategist should know
the basic rules of how to formulate and
propose objectives. We will see why
objectives play such a major role within a
company's planning and strategic activities,
how they influence all business processes,
and we will review some guidelines of
setting objectives.
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• The Importance of Setting Objectives
• One might wonder why we need to establish

objectives in the first place, why not let the
company or a specific activity just run smoothly
into the future and see where it gets. That would
be the case only if we really do not care whether
the activity in discussion will be successful or not:
but then, to use a popular saying, "if something
deserves to be performed, then it deserves to be
performed well". In other words, if we don't care
for the results, we should not proceed with the
action at all.
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• Setting objectives before taking any

action is the only right thing to do, for
several reasons:
–it gives a target to aim to, therefore

all actions and efforts will be
focused on attaining the objective
instead of being inefficiently used;

–gives participants a sense of
direction, a glimpse of where
they’re going to;

• Setting objectives before taking any
action is the only right thing to do, for
several reasons:
–it gives a target to aim to, therefore

all actions and efforts will be
focused on attaining the objective
instead of being inefficiently used;

–gives participants a sense of
direction, a glimpse of where
they’re going to;



Business Goals
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teams, since it is quite the
custom of establishing some
sort of reward once the team
successfully completed a
project;

–offers the support in evaluating
the success of an action or
project.

–motivates the leaders and their
teams, since it is quite the
custom of establishing some
sort of reward once the team
successfully completed a
project;

–offers the support in evaluating
the success of an action or
project.



Business Goals
• The 5 Rules of Setting Objectives: Be

SMART!
• I am sure most managers and leaders know

what SMART stands for, well, at least when it
comes of establishing objectives. However, I
have seen some of them who cannot fully
explain the five characteristics of a good-
established objective – things are somehow
blurry and confused in their minds. Since they
can't explain in details what SMART objectives
really are, it is highly doubtful that they will
always be able to formulate such objectives.
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• It is still unclear from where the confusion

comes: perhaps there are too many
sources of information, each of them with
a slightly different approach upon what a
SMART objective really is; or perhaps
most people only briefly "heard" about it
and they never get to reach the substance
behind the packaging.
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• Either way, let us try to uncover the

meaning of the SMART acronym and see
how we can formulate efficient objectives.

• SMART illustrates the 5 characteristics of
an efficient objective; it stands for Specific
– Measurable – Attainable – Relevant –
Timely.
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• 1. Be SPECIFIC!

– When it comes of business planning,
"specific" illustrates a situation that is
easily identified and understood. It is
usually linked to some mathematical
determinant that imprints a specific
character to a given action: most
common determinants are numbers,
ratios and fractions, percentages,
frequencies. In this case, being
"specific" means being "precise".
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• Example: when you tell your team "I need

this report in several copies", you did not
provide the team with a specific instruction.
It is unclear what the determinant "several"
means: for some it can be three, for some
can be a hundred. A much better
instruction would sound like "I need this
report in 5 copies" – your team will know
exactly what you expect and will have less
chances to fail in delivering the desired
result.
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• 2. Be MEASURABLE!

–When we say that an objective, a
goal, must be measurable, we
mean there is a stringent need to
have the possibility to measure, to
track the action(s) associated with
the given objective.
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– We must set up a distinct system or

establish clear procedures of how the
actions will be monitored, measured and
recorded. If an objective and the actions
pertaining to it cannot be quantified, it is
most likely that the objective is wrongly
formulated and we should reconsider it.
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• Example: "our business must grow" is an

obscure, non-measurable objective. What
exactly should we measure in order to find
out if the objective was met? But if we
change it to "our business must grow in
sales volume with 20%", we've got one
measurable objective: the measure being
the percentage sales rise from present
moment to the given moment in the future.
We can calculate this very easy, based on
the recorded sales figures.
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• 3. Be ATTAINABLE!
• Some use the term "achievable"

instead of "attainable", which you will
see it is merely a synonym and we
should not get stuck in analyzing
which one is correct. Both are.
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• It is understood that each leader will want his

company / unit to give outstanding performances;
this is the spirit of competition and such thinking
is much needed. However, when setting
objectives, one should deeply analyze first the
factors determining the success or failure of
these objectives. Think of your team, of your
capacities, of motivation: are they sufficient in
order for the objectives to be met? Do you have
the means and capabilities to achieve them?
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• Think it through and be honest and

realistic to yourself: are you really capable
of attaining the goals you've set or are you
most likely headed to disappointment?
Always set objectives that have a fair
chance to be met: of course, they don't
need to be "easily" attained, you're entitled
to set difficult ones as long as they're
realistic and not futile: actions that are futile are useless

because they have no chance of being successful.
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• Example: you own a newborn movers

company and you set the objective of
"becoming no. 1 movers within the state".
The problem is you only have 3 trucks
available, while all your competitors have
10 and up. Your goal is not attainable; try
instead a more realistic one, such as
"reaching the Top 5 fastest growing
movers company in the state".

• Example: you own a newborn movers
company and you set the objective of
"becoming no. 1 movers within the state".
The problem is you only have 3 trucks
available, while all your competitors have
10 and up. Your goal is not attainable; try
instead a more realistic one, such as
"reaching the Top 5 fastest growing
movers company in the state".



Business Goals
• 4. Be RELEVANT!
• This notion is a little more difficult to be

understood in its full meaning; therefore we will
start explaining it by using an example in the first
place.

• Imagine yourself going to the IT department and
telling them they need to increase the profit to
revenue ratio by 5%. They will probably look at
you in astonishment and mumble something
undistinguished about managers and the way
they mess up with people’s minds.
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• Can you tell what is wrong with the objective

above? Of course! The IT department has no
idea what you were talking about and there's
nothing they can do about it - their job is to
develop and maintain your computerized
infrastructure, not to understand your economic
speech. What you can do it setting an objective
that the IT department can have an impact upon,
and which will eventually lead to the increase
you wanted in the first place.
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• What about asking them to reduce

expenditures for hardware and software by
10% monthly and be more cautious with
the consumables within their department
by not exceeding the allocated budget?
They will surely understand what they
need to do because the objective is
relevant for their group.
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• Therefore, the quality of an objective
to be "relevant" refers to setting
appropriate objectives for a given
individual or team: you need to think if
they can truly do something about it
or is it irrelevant for the job they
perform.
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• 5. Be TIMELY!
• No much to discuss about this aspect,

since it is probably the easiest to be
understood and applied.

• Any usable and performable objective
must have a clear timeframe of when it
should start and/or when it should end.
Without having a timeframe specified, it is
practically impossible to say if the
objective is met or not.
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• For example, if you just say "we need to

raise profit by 500,000 units", you will
never be able to tell if the objective was
achieved or not, one can always say "well,
we’ll do it next year". Instead, if you say
"we need to raise profit by 500,000 units
within 6 months from now", anyone can
see in 6 months if the goal was attained or
not. Without a clear, distinct timeframe, no
objective is any good.
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business will offer to customers to createbusiness will offer to customers to create
sales.sales.
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The production plan must beThe production plan must be
closely coordinated with yourclosely coordinated with your
marketing plan for productmarketing plan for product
requirements. The production planrequirements. The production plan
describes how business will meetdescribes how business will meet
production volume targets.production volume targets.
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next page.next page.
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Business ProfileBusiness Profile
• A business plan will contain a business

profile section as well as plans for each
function of the operation. The business
profile section of the business plan should
be prepared before the component plans
for each operating function.

• The business profile section of the plan
summarises the key features of the
operation. It describes the proposed
operating structure of the business.
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•• A.I Business activityA.I Business activity

– (Briefly describe the main business
activity.)

• A.A.22 Ownership structureOwnership structure
– (Show the ownership structure chosen

for the business, including brief reasons
for the choice of ownership structure.)
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will trade under.)
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– (Identify the proposed business location

and describe the premises. Emphasise
any features of the location.)
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•• A.A.55 Business history/Entry strategyBusiness history/Entry strategy

– (For an existing business, give a brief
history of the development of the
business up to the present time.
Alternatively, if commencing a new
business show the intended business
entry method and proposed date of
commencement.)
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Business Profile SectionBusiness Profile Section
•• A.A.66 Legal requirementsLegal requirements

–(List the various types of licences,
permits, approvals and registrations
required to carry out the business
and operate from the business
location.)
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Business Profile SectionBusiness Profile Section
•• A.A.77 Business objectivesBusiness objectives

–(Summarise the main objectives of
the business for each year of the
plan period.)
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A.A.11 The Business ActivityThe Business Activity

•• A business activity can beA business activity can be
described in terms of the genericdescribed in terms of the generic
products or services sold and theproducts or services sold and the
nature of the selling activity.nature of the selling activity.

•• The selling activity can beThe selling activity can be
classified as follows:classified as follows:
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A.A.11 The Business ActivityThe Business Activity

–– primary producerprimary producer ——growinggrowing livestock orlivestock or
crops to sell;crops to sell;

–– manufacturermanufacturer——making products to sell;making products to sell;
–– wholesalerwholesaler——selling trading stock toselling trading stock to

resellers;resellers;
–– retailerretailer——selling trading stock toselling trading stock to

consumers;consumers;
–– service providersservice providers——selling services.selling services.
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A.A.11 The Business ActivityThe Business Activity

•• Examples of descriptions of businessExamples of descriptions of business
activities are:activities are:
–– a pest control service provider;a pest control service provider;
–– a leather goods retailer;a leather goods retailer;
–– a computer consulting service provider;a computer consulting service provider;
–– an electrical goods wholesaler;an electrical goods wholesaler;
–– a gyma gym equipment manufacturer.equipment manufacturer.
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Activity AActivity A11

•• Describe your proposed businessDescribe your proposed business
activity.activity.



A.A.22 Ownership StructureOwnership Structure

•• There are four main ownershipThere are four main ownership
structures to choose from for yourstructures to choose from for your
small business:small business:
––Sole traderSole trader
––PartnershipPartnership
––Joint ventureJoint venture
––Small companySmall company
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A.A.22 Ownership StructureOwnership Structure

• Sole traderSole trader
–A sole trader is the simplest

ownership structure to establish
and operate. There are no
registration requirements or
documents to be prepared and
recordkeeping requirements are
minimal.

• Sole traderSole trader
–A sole trader is the simplest

ownership structure to establish
and operate. There are no
registration requirements or
documents to be prepared and
recordkeeping requirements are
minimal.



A.A.22 Ownership StructureOwnership Structure
• A sole trader has exclusive control and

ownership of the business. As a sole
trader you would be responsible for
management decision making and would
take all the profit.

• A sole trader also has unlimited liability for
the debts of the business. If debts could
not be met from the assets of the business,
you would be personally liable; that is, you
would have to sell your personal assets to
meet the debts.
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A.A.22 Ownership StructureOwnership Structure

• Most small businesses operating as
sole traders have limited cash capital
and other business resources; their
ability to expand is limited.

• Most small businesses operating as
sole traders have limited cash capital
and other business resources; their
ability to expand is limited.



A.A.22 Ownership StructureOwnership Structure
•• PartnershipPartnership
• A general business partnership occurs

when between 2 and 20 people agree to
carry on a business and share the profits
(or losses), according to a predetermined
percentage. Partners can be silent or
participating, as long as all partners have
a common business purpose.

•• PartnershipPartnership
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(or losses), according to a predetermined
percentage. Partners can be silent or
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A.A.22 Ownership StructureOwnership Structure
• Before entering a business partnership,

you should assess the personal suitability
of your partners.
– Is each partner trustworthy?
– Are you able to work together in a team?
– Can the partners communicate with

each other?
– Do all the partners share the common

objectives of the enterprise?
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– Can the partners communicate with

each other?
– Do all the partners share the common
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A.A.22 Ownership StructureOwnership Structure
• A partnership can be formed either orally or in

writing. It is wise to have a partnership
agreement ,signed by all partners, to provide
evidence of the terms of the partnership. This
will protect each partners interests and minimise
misunderstandings or disputes. A typical
partnership agreement will include each
partner's share or interest in the partnership
business, as well as their roles and
responsibilities in the operation.

• A partnership can be formed either orally or in
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agreement ,signed by all partners, to provide
evidence of the terms of the partnership. This
will protect each partners interests and minimise
misunderstandings or disputes. A typical
partnership agreement will include each
partner's share or interest in the partnership
business, as well as their roles and
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A.A.22 Ownership StructureOwnership Structure
• Partners are jointly liable for partnership debts.

Like a sole trader, each partner also has
unlimited liability for the debts of the partnership
business.

• A major benefit of operating a business as a
partnership is that partners can combine their
capital, assets, technical know-how and
expertise. Partnerships can also be used in
some family situations to minimize tax by
splitting income with eligible family members.
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unlimited liability for the debts of the partnership
business.

• A major benefit of operating a business as a
partnership is that partners can combine their
capital, assets, technical know-how and
expertise. Partnerships can also be used in
some family situations to minimize tax by
splitting income with eligible family members.



A.A.22 Ownership StructureOwnership Structure
•• joint venturejoint venture
• As an alternative to a partnership, you could

consider operating in a joint venture
arrangement. A joint venture is an agreement by
two or more people to pool their separate
resources and work together in a single venture,
project or enterprise. A feature of a joint venture
arrangement is that each party maintains its
separate identity, records and ownership of
resources and debts, but business resources
are combined to produce a large output. Each
joint venturer has a distinct and separate share
of the final output.
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A.A.22 Ownership StructureOwnership Structure
• Joint venture arrangements can be attractive

because they can be constructed to avoid some
of the pitfalls that occur with operating a
partnership (e.g. unlike partners in a partnership,
the parties can agree not to be jointly liable for
the debts of the joint venture). Like partnerships,
joint venture agreements should be evidenced in
writing to protect the separate interests of the
parties involved. Any such agreement should
clearly indicate the joint venture intentions of the
partners and emphasise the features of a joint
venture arrangement.
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A.A.22 Ownership StructureOwnership Structure
•• ExampleExample
• Suppose you are a physiotherapist who

wants to set up a health care service
business with a chiropractor , The
business will offer a range of
physiotherapy and chiropractic services.
You do not, however, want to operate as a
partnership with the chiropractor, because
of the disadvantages of joint Liability.

•• ExampleExample
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partnership with the chiropractor, because
of the disadvantages of joint Liability.



A.A.22 Ownership StructureOwnership Structure
• As an alternative, both you and the chiropractor

decide to operate separate businesses under a
joint venture arrangement. Under the joint
venture agreement, you will lease the business
premises and pay the rent. Both of you will
occupy the same premises for the performance
of services. The chiropractor will employ and pay
a secretary/receptionist who will work for both
parties at the premises. You both agree to
maintain your own record systems and pay your
own operating expenses incurred. You will each
charge and be entitled to receive your own fees
for services performed.

• As an alternative, both you and the chiropractor
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A.A.22 Ownership StructureOwnership Structure
• It is essential to use a solicitor to draw up

a joint venture agreement, particularly for
any ongoing enterprise, because joint
ventures can, depending on the facts, be
legally interpreted as partnerships despite
any declarations you make to the contrary.
If you decide on a joint venture, you need
to be constantly aware of how to conduct
the business to avoid slipping into a
partnership arrangement.
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partnership arrangement.



A.A.22 Ownership StructureOwnership Structure
• Small companySmall company
• You could choose to carry on your

business as a company. This is the
most complex ownership structure of
the four main forms. All companies
must be registered with the authority
department. You can buy an existing
company which is already registered
or register a new company.
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A.A.22 Ownership StructureOwnership Structure
• There are different types of companies.

The relevant kind of company for a small
business is the small proprietary company
limited by shares. A small proprietary
company can be operated by one person
as the sole director and shareholder. The
maximum number of shareholders allowed
is 50.

• There are different types of companies.
The relevant kind of company for a small
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limited by shares. A small proprietary
company can be operated by one person
as the sole director and shareholder. The
maximum number of shareholders allowed
is 50.



A.A.22 Ownership StructureOwnership Structure
• In a company there is a clear distinction between

ownership and control. Shareholders own the
company and directors manage or control it.
Shareholders in the company also have limited
liability. The shareholders' liability is limited to
the issued value of their shares, for example $1
or $2 per share. In contrast, directors have strict
legal duties imposed under the corporations law.
Directors are under a legal duty, for example, to
be honest and competent in the management of
the company.
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A.A.22 Ownership StructureOwnership Structure
• A company comes into legal existence at the

date of its registration. The main reason people
choose to use a company structure for their
business is that a company is recognised under
the law as a legal entity； separate from its
directors and shareholders.

• For legal purposes, a company is capable of
doing most things a human being can. A
company can, in its own name and right, own
property and assets, enter into contracts, pay tax,
incur debts, sue and be sued. A company also
lasts forever unless formal steps are taken to
end it.
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A.A.22 Ownership StructureOwnership Structure
• The main practical advantage of a company

being a separate legal entity is that personal
assets cannot be called upon to pay company
debts. Creditors dealing with the business can
only recover debts from assets of the company.
In reality, however, major creditors such as
lenders, landlords and suppliers usually require
personal guarantees from directors before
entering into any agreements. Directors can also
be personally liable under law for any company
debts incurred during trading periods of
insolvency.(Insolvency is the state of not having enough
money to pay your debts.)
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A.A.22 Ownership StructureOwnership Structure
• Some of the factors to consider when

making your choice of ownership structure
include:
– the number and nature of the persons

involved;
– the nature and extent of the business;
– your capital, borrowings and expertise needs;
– the degree of financial exposure and risk

acceptable;
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A.A.22 Ownership StructureOwnership Structure
– the extent of control and ownership of

the business required;
– the costs of establishing and

maintaining the ownership structure;
– the desire for confidentiality;
– minimising taxes legitimately.

• Evaluate each ownership structure to determine
which one suits your circumstances.
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Activity A.Activity A.22

•• Choose an appropriate ownershipChoose an appropriate ownership
structure under which to operate.structure under which to operate.
Give reasons for your choice.Give reasons for your choice.

•• Choose an appropriate ownershipChoose an appropriate ownership
structure under which to operate.structure under which to operate.
Give reasons for your choice.Give reasons for your choice.



A.A.33 Business NameBusiness Name
• Whichever ownership structure you

choose, the business needs a name
to trade under. If the business trades
under a name other than its owner's
name, the business name must be
registered for a fee with your local
consumer protection authority.
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name, the business name must be
registered for a fee with your local
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A.A.33 Business NameBusiness Name
•• EXAMPLEEXAMPLE
• Jim Jones intends to operate a cleaning

business as a sole trader. He proposes five
possible business names to trade under. The
registration requirements for each proposed
name are stated.
– Proposed Business Name Registrable
– Jim Jones No
– J. Jones No
– Jim Jones & Co. Yes
– Jim Jones Cleaning Yes
– Betta Cleanz Yes
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A.A.33 Business NameBusiness Name
• A proposed business name will only be

registered if it is original and not
misleading, deceptive or offensive.

• The benefits of using a trading name
include:
– it helps the business to project the

desired image to customers;
– it can be easier to remember than a

person’s name;
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A.A.33 Business NameBusiness Name

– it is more practical for a partnership than
using all the partners' names;

– it can describe the business activity;
– it can give the business a professional

and credible appearance;
– it will be associated with the goodwill of

the business.
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A.A.33 Business NameBusiness Name

•• A business name should be brief,A business name should be brief,
descriptive of the business activity,descriptive of the business activity,
catchy, easy to remember andcatchy, easy to remember and
project the desired image.project the desired image.
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project the desired image.project the desired image.



Activity A.Activity A.33

•• Design an effective businessDesign an effective business
name to trade under.name to trade under.



A.A.44 Business LocationBusiness Location

• The choice of business location is
a marketing decision which is
considered in the marketing plan.

• A description of the business
location chosen should be part of
the business profile.

• The choice of business location is
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• A description of the business
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the business profile.



A.A.44 Business LocationBusiness Location
• A description of the business location

should include:
– the address of the business;
– the size (square metres) of the premises;
– a layout floor plan of the premises;
– a location map. Any location features

such as exposure or accessibility should
be emphasised in the description.
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– a layout floor plan of the premises;
– a location map. Any location features

such as exposure or accessibility should
be emphasised in the description.



A.A.44 Business LocationBusiness Location
• If applicable, also describe key lease terms

negotiated for the premises. Key lease terms
include:
– rent and frequency;
– annual rent;
– rent reviews;
– contributions to outgoings;
– lease period;
– option period.

• If applicable, also describe key lease terms
negotiated for the premises. Key lease terms
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– rent and frequency;
– annual rent;
– rent reviews;
– contributions to outgoings;
– lease period;
– option period.



A.A.55 Business History/ Entry StrategyBusiness History/ Entry Strategy

• Business history
• For an existing operation, provide a brief history

of the development of the business from its
starting date to the present time. You could
include a summary of key measures of business
performance to highlight growth.

• A demonstrated history of business growth
provides a lender with evidence of management
ability.
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A.A.55 Business History/ Entry StrategyBusiness History/ Entry Strategy

•• Entry strategyEntry strategy
• You must select an entry strategy and

start date for a proposed business. There
are three main ways tor you to enter small
business.
– 1. starting up;
– 2. buying an existing business; or
– 3. obtaining a franchise outlet.

•• Entry strategyEntry strategy
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start date for a proposed business. There
are three main ways tor you to enter small
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– 1. starting up;
– 2. buying an existing business; or
– 3. obtaining a franchise outlet.



A.A.55 Business History/ Entry StrategyBusiness History/ Entry Strategy

•• Starting upStarting up
• Starting up a small business will

appeal to you if you seek total
independence and control in the way
your business is developed; you will
have more scope to apply your own
ideas.

•• Starting upStarting up
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independence and control in the way
your business is developed; you will
have more scope to apply your own
ideas.



A.A.55 Business History/ Entry StrategyBusiness History/ Entry Strategy

• Starting up a business is also
usually cheaper than buying an
existing business because you do
not have to pay for goodwill—the
established reputation of the
business.
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not have to pay for goodwill—the
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A.A.55 Business History/ Entry StrategyBusiness History/ Entry Strategy

• Starting up a small business, however,
carries the highest risk of failure,
because sales are uncertain. There is
also more time and effort required to
procure resources and set up your
operation.

• If you procure something, especially something
that is difficult to get, you obtain it.
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A.A.55 Business History/ Entry StrategyBusiness History/ Entry Strategy
• The best times to consider starting up a

small business are:
– when general business activity and

demand is increasing (e.g. there is an
upward trend in the business cycle);

– when there is an under-supply of the
specific products or services of the
business;

– when the business is offering a unique
product or service.
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A.A.55 Business History/ Entry StrategyBusiness History/ Entry Strategy

•• Buying an existing businessBuying an existing business
• Buying an existing business as a going

concern means you are buying an
established operation. This avoids many of
the problems associated with starting up,
and ensures instant sales and receipts.
The downside of this entry method is that
it is often a costly way to enter small
business.
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A.A.55 Business History/ Entry StrategyBusiness History/ Entry Strategy

• You must pay for goodwill  as well as
other business assets. If you choose
this entry strategy, include the
business price payable in your plan.

• When buying a business, decisions
about retaining existing employees,
collecting existing debtors and paying
existing creditors may also be
necessary.
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A.A.55 Business History/ Entry StrategyBusiness History/ Entry Strategy

• The best times for buying an existing
business are:
–when general business activity and

demand is increasing (e.g. on an
upward trend in the business cycle);

–when there is increasing demand
for the specific product or service of
the business.
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–when there is increasing demand
for the specific product or service of
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A.A.55 Business History/ Entry StrategyBusiness History/ Entry Strategy

•• Obtaining a franchise outletObtaining a franchise outlet
• Obtaining a franchise outlet as a

franchisee in a well-known
franchise system  can be a good
way to get into a proven business,
provided you assess the
franchise carefully.
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Obtaining a franchise outletObtaining a franchise outlet

• Training is often provided by the
franchise system owner. You will
not be as independent in a
franchise outlet; you will need to
comply with standardised policies
of the franchise system owner.

• Training is often provided by the
franchise system owner. You will
not be as independent in a
franchise outlet; you will need to
comply with standardised policies
of the franchise system owner.



A.A.55 Business History/ Entry StrategyBusiness History/ Entry Strategy

• You operate in an agreed market area.
You may also pay to the franchise system
owner an upfrontupfront entry fee, a regular
royalty based on turnover as well as other
levieslevies, depending on the franchise. If this
entry strategy is chosen, show these
various fees payable to the franchise
owner in your plan.

• (of money) paid out at the beginning of a business arrangement 预付金
• A levy is a sum of money that you have to pay, for example, as a tax to the government. 税款
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royalty based on turnover as well as other
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entry strategy is chosen, show these
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• A levy is a sum of money that you have to pay, for example, as a tax to the government. 税款



A.A.55 Business History/ Entry StrategyBusiness History/ Entry Strategy

• You can obtain an outlet in a
franchise system with an
established, and well-known
business name at any stage of
the business cycle.

• You can obtain an outlet in a
franchise system with an
established, and well-known
business name at any stage of
the business cycle.



Activity A.Activity A.55

•• Which entry method will you select toWhich entry method will you select to
commence your operation? Givecommence your operation? Give
reasons.reasons.

•• On what date will you commenceOn what date will you commence
your operation? Justify your choice.your operation? Justify your choice.
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•• On what date will you commenceOn what date will you commence
your operation? Justify your choice.your operation? Justify your choice.



A.A.66 Legal RequirementsLegal Requirements

• There may be specific legal
requirements to be met when carrying
out your business. Legal
requirements may be in the form of
business licences, approvals and
permits, or compulsory registrations.

• There may be specific legal
requirements to be met when carrying
out your business. Legal
requirements may be in the form of
business licences, approvals and
permits, or compulsory registrations.



A.A.77 Business ObjectivesBusiness Objectives

• The business profile section of
the business plan should include
a summary of the key business
objectives for the operation.

• Business objectives should be
designed to achieve business
goals.

• The business profile section of
the business plan should include
a summary of the key business
objectives for the operation.

• Business objectives should be
designed to achieve business
goals.



A.A.77 Business ObjectivesBusiness Objectives
• Business objectives are targets

for the operation to work towards.
They set a direction for your
business to follow. Once your
business objectives are defined,
you will be able to plan strategies
to achieve them.

• Business objectives are targets
for the operation to work towards.
They set a direction for your
business to follow. Once your
business objectives are defined,
you will be able to plan strategies
to achieve them.



A.A.77 Business ObjectivesBusiness Objectives

• Objectives need to be set for each
function of the operation.

• There should be annual objectives for
each year of the plan period.

• The objectives need to be
coordinated and consistent with each
other.

• Objectives need to be set for each
function of the operation.

• There should be annual objectives for
each year of the plan period.

• The objectives need to be
coordinated and consistent with each
other.



CriteriaCriteria
• To be an acceptable target, any

business objective must satisfy
the following criteria.
––Be measurable.Be measurable.
––Be clear and concise.Be clear and concise.
––Be in writing.Be in writing.
––Be attainable.Be attainable.
––Be challenging.Be challenging.
––Be improving over time.Be improving over time.

• To be an acceptable target, any
business objective must satisfy
the following criteria.
––Be measurable.Be measurable.
––Be clear and concise.Be clear and concise.
––Be in writing.Be in writing.
––Be attainable.Be attainable.
––Be challenging.Be challenging.
––Be improving over time.Be improving over time.



A.A.77 Business ObjectivesBusiness Objectives

• To be an acceptable target, any
business objective must satisfy the
following criteria.

•• Be measurable.Be measurable.
–A measurable business objective is

expressed in terms which allow the
success of results to be determined.

• To be an acceptable target, any
business objective must satisfy the
following criteria.

•• Be measurable.Be measurable.
–A measurable business objective is

expressed in terms which allow the
success of results to be determined.



A.A.77 Business ObjectivesBusiness Objectives

• For example, a sales objective expressed
as 'to maximise sales' is not measurable,
whereas a sales objective stated as
'$200,000 p.a.' is a measurable objective.
A measurable objective does not
necesssarily have to be expressed in
numeric terms, for example a product
range objective, as long as the success of
the results can be evaluated.

• For example, a sales objective expressed
as 'to maximise sales' is not measurable,
whereas a sales objective stated as
'$200,000 p.a.' is a measurable objective.
A measurable objective does not
necesssarily have to be expressed in
numeric terms, for example a product
range objective, as long as the success of
the results can be evaluated.



A.A.77 Business ObjectivesBusiness Objectives

•• Be clear and concise.Be clear and concise.
–For a business objective to be

understandable, it must be clearly
stated and brief.

•• Be clear and concise.Be clear and concise.
–For a business objective to be

understandable, it must be clearly
stated and brief.



A.A.77 Business ObjectivesBusiness Objectives

•• Be in writing.Be in writing.
–Any worthwhile business objective

must be written to be lasting and
able to be referred to.

•• Be in writing.Be in writing.
–Any worthwhile business objective

must be written to be lasting and
able to be referred to.



A.A.77 Business ObjectivesBusiness Objectives

•• Be attainable.Be attainable.
– A business objective must reflect a

realistic expectation. It must be capable
of achievement with the resources
available (i.e. the target must be
attainable). This requires a realistic
assessment of the operating
environment and operational capability.

•• Be attainable.Be attainable.
– A business objective must reflect a

realistic expectation. It must be capable
of achievement with the resources
available (i.e. the target must be
attainable). This requires a realistic
assessment of the operating
environment and operational capability.



A.A.77 Business ObjectivesBusiness Objectives

•• Be challenging.Be challenging.
–A business objective also needs to

be sufficiently challenging to be
beneficial. If the target is too easy
to attain, there is no impetus for
achieving full potential and getting
the best results.

•• Be challenging.Be challenging.
–A business objective also needs to

be sufficiently challenging to be
beneficial. If the target is too easy
to attain, there is no impetus for
achieving full potential and getting
the best results.



A.A.77 Business ObjectivesBusiness Objectives
•• Be improving over time.Be improving over time.

– An acceptable business objective will be
shown as improving over time, to indicate
anticipated growth. If the sales objective for
year one, for example, is $200,000 p.a., the
sales objectives for following years should be
increased to reflect sales growth. Some
targets, however, could decrease over time to
reflect improvement, for example debt levels
and owners hours worked.

•• Be improving over time.Be improving over time.
– An acceptable business objective will be

shown as improving over time, to indicate
anticipated growth. If the sales objective for
year one, for example, is $200,000 p.a., the
sales objectives for following years should be
increased to reflect sales growth. Some
targets, however, could decrease over time to
reflect improvement, for example debt levels
and owners hours worked.



Activity A.Activity A.66
•• Setting your business objectivesSetting your business objectives

•• Assignment:Assignment: Write your businessWrite your business
profile.profile.

•• Setting your business objectivesSetting your business objectives

•• Assignment:Assignment: Write your businessWrite your business
profile.profile.



RevisionRevision

•• A. BUSINESS PROFILEA. BUSINESS PROFILE
• A.I Business activity
• A.2 Ownership structure
• A.3 Business name
• A.4 Business location
• A.5 Business history/ Entry strategy
• A.6 Legal requirements
• A.7 Business objectives

•• A. BUSINESS PROFILEA. BUSINESS PROFILE
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• A.5 Business history/ Entry strategy
• A.6 Legal requirements
• A.7 Business objectives



RevisionRevision

•• Four main Ownership structuresFour main Ownership structures
––Sole traderSole trader
––PartnershipPartnership
––Joint ventureJoint venture
––Small companySmall company

•• Four main Ownership structuresFour main Ownership structures
––Sole traderSole trader
––PartnershipPartnership
––Joint ventureJoint venture
––Small companySmall company



Entry StrategyEntry Strategy
•• Entry Strategy:Entry Strategy:

–1. starting up;
–2. buying an existing business;

or
–3. obtaining a franchise outlet.

•• Entry Strategy:Entry Strategy:
–1. starting up;
–2. buying an existing business;

or
–3. obtaining a franchise outlet.



Thank youThank you


