Business Development Proposal structure

The BDP should be 15,000 words (±10%), excluding the reference list and the appendices and have the following structure:

1. Executive Summary 
2. Company description 
3. Market research and validation 
4. Business Model Canvas 
5. Marketing and sales strategy 
6. Operation plan 
7. Human resource capital allocation
8. Business Analysis Models 
9. Financial plan 
10. Reflection  
11. References 
12. Appendices (If required)

Two Pathways- Students must choose one pathway

Pathways: Starting Your Own Business or Analysing an Existing Company

Path A: Starting Your Own Business - students develop a business plan for a new business idea-start-up for their choice (agreement with Supervisor/Programme manager), it can be for a product and/or service, the company can be for profit, franchise or social enterprise.

Path B: Business Plan for an Existing Company - students develop a business plan that analyses an existing company of their choice (agreement with Supervisor/Programme manager). Through the analysis, students identify a problem, weakness or growth opportunity and provide a realistic solution or recommendation.
Students should include appropriate visual elements, such as images, charts, graphs, tables and diagrams, within their business plan where relevant. All visual elements must be properly labelled and referenced. 

· The first page of the submission should be a cover page.
· The second page should include the Acknowledgements and Declaration, followed by the BDP list of sections (structure)
· Reference and appendix should be in a separate page


Executive Summary

The executive summary should be written last.

Path A: Starting Your Own Business
Summarise the business idea, customer problem or market gap, proposed product/service, target market, key market opportunity, marketing and sales approach, operations, staffing, finance, business analysis findings and final recommendation on whether the idea is realistic.

Path B: Business Plan for an Existing Company
Summarise the company selected, purpose of analysing the company, key findings from the business analysis models, main problem/weakness/growth opportunity identified, proposed solution, expected benefits, financial implications and implementation summary.

Company Description

Student should provide a comprehensive description of their idea or existing company

Path A: Starting Your Own Business
Include the business name, business idea, background of the owner/s product/service, customer problem or market gap, mission and vision, legal structure, ownership structure, location or operating model, target customers, USP, aim and objectives.

Path B: Business Plan for an Existing Company
Include the business name, business idea, background of the owner/s, history of the company, product/service, customer problem or market gap, mission and vision, legal structure, ownership structure, location or operating model, target customers, USP, aim and objectives.

Market Research and Validation

Path A: Starting Your Own Business
Demonstrate that there is demand for the business idea. Include market size, market trends, customer needs, target customers, competitor activity, pricing information, barriers to entry, legal/regulatory issues and evidence that customers may need or want the product/service.

Path B: Business Plan for an Existing Company
Analyse the market in which the company operates. Include current market position, market trends, customer trends, competitor activity, pricing information, industry challenges, opportunities, threats and evidence that may show a problem or growth opportunity.

Business Model Canvas

Apply the Business Model Canvas to your pathway choice and add a visual Template

Path A: Starting Your Own Business
Complete a Business Model Canvas for the new business idea. Explain how the business will create, deliver and capture value.

Path B: Business Plan for an Existing Company
Complete a Business Model Canvas for the existing company. Explain what the canvas shows about the company and where improvement may be needed.

Marketing and Sales Strategy

Path A: Starting Your Own Business
Explain how the new business will attract, convert and retain customers. Include target market, customer profile, positioning, pricing, branding, promotion, digital marketing, sales channels, customer acquisition, customer retention, sales targets and how marketing success will be measured.

Path B: Business Plan for an Existing Company
Analyse the company’s current marketing and sales approach and recommend improvements. Include current target market, customer profile, positioning, pricing, branding, promotion, digital marketing, sales channels, customer acquisition/retention, sales or growth targets and how performance could improve.

Operation Plan

Path A: Starting Your Own Business
Explain how the business will operate from launch. Include location or operating base, suppliers/partners, equipment and technology, production or service delivery, distribution, quality control, customer service, legal/licensing/regulatory requirements/copyrights, insurance requirements and key operational milestones.

Path B: Business Plan for an Existing Company
Analyse how the company currently operate and identify any improvements. Include current operations, strengths and weaknesses, departments involved, suppliers/partners, technology/equipment, delivery process, quality control, customer service, legal/regulatory requirements and possible operational improvements.

Human Resource Capital Allocation

Path A: Starting Your Own Business
Explain the people, skills and roles needed to start and run the business. Include founder/owner role, staff required at launch and as the business grows in 6 months then 12 months, responsibilities, skills needed, skills gaps, recruitment, training and outsourced support such as accountant, website engineer, legal adviser etc.

Path B: Business Plan for an Existing Company
Include current staffing structure, brief history how the company grew the first 12 month to now, management responsibilities, departments involved, skills and skills gaps/training needs, Analyse the people and skills needed to support the company for any recommended improvement you see fit.

Business Analysis Models

All students must apply the same five business analysis models to their respective pathways

· PESTLE Analysis
· SWOT Analysis
· Competitor Analysis
· Porter’s Five Forces
· Ansoff Matrix

Financial Plan

Path A: Starting Your Own Business
Explain whether the new business idea is financially realistic and the sources of the funding. Include a cash flow statement for the first 12 months.

Path B: Business Plan for an Existing Company
Analyse the company’s financial position using the most current cash flow statement that you can find. 

Reflection

Path A: Starting Your Own Business
Students should critically reflect on whether they would realistically start the business and include the following:

· Whether the idea is realistic
· Whether there is enough demand
· Whether the financial assumptions are achievable
· Whether they have the skills and resources- what is missing
· What they would improve 
· Would the student launch, delay, change or not start their idea and why

Path B: Business Plan for an Existing Company
Students should critically reflect on the findings from the application of the business plan on the existing company and include the following:

· What problem, weakness or growth opportunity was identified
· What solution is recommended
· How the solution could help the company improve or grow
· What resources would be needed
· What barriers may affect the solution
· What the company should do better in the future
· Whether the company should implement the solution fully, partly or revise it

