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Creating a Business Plan
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The Importance of Writing a Business Plan

A Business plan is for planning and predicting your 
future business
•Writing one helps you to think of as many of the 

business details as possible
•Predicting the future of your business is an 

unknowable thing. It’s a guess. When things deviate 
from the plan, you just modify with your next best 
guess, and move forward.
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The Parts of a Business Plan

1. Cover letter (optional)
2. Executive summary
3. Business or Company description
4. Market analysis and demographics
5. Competitive analysis
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The Parts of a Business Plan

6. Management plan
7. Financial plan
8. Capitol required
9. Marketing plan
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Mind Maps
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Start By Naming Your Company

•Using your own name (i.e. Joe Gold)
•Use your location (92nd St. Y)
•Make it up (i.e. Trumi)
•Choose a name that says what you are (i.e. Be Stronger 

Fitness)
• Say it in a different language (i.e. Jiva Fitness)
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1. Cover Letter

•Only really necessary if you are seeking a financial 
investor or a loan.
•Address it to the specific person not “To Whom It May 

Concern”
•Offer a brief summary of the Executive Summary
• Include all of your key contact information
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2. Executive Summary 

•Usually thought of as the most important part of the 
business plan
•Written last although the first to be presented
•A 1 to 3 page document that highlights:
• Your personal expertise
•Vision for the company
•Each section of the plan
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3. Business or Company Description

Include: 
•The problem that you hope to solve with your 

company and why it is important.
• Your mission statement (a short overview of your 

“why” for the business) “We improve the health and 
fitness of our community by providing the best fitness 
instructors and programs in a supportive atmosphere 
that is a pleasure to be in.”

9



4/2/21

4

Business or Company Description

Include: 
• Your mantra (an even shorter version that could serve 

as the rallying cry) “Changing lives through programs 
and people”
•Target market
•How you are going to achieve your mission
•Key personnel
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4. Market Analysis and Demographics

Knowing your target market, a demographic search 
should be done for the proposed geographic area ….Are 
there enough of the target market within the area
•City Data: www.city-data.com
•United States Census Bureau: 

www.census.gov/quickfacts/
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5. Competitive Analysis

• List all competitive businesses (real and perceived)
•Analyze how the competitions’ services and target 

market match up to the proposed business’
•Use S.W.O.T. to see how to differentiate the proposed 

business 
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S.W.O.T.

• Strengths: This is what makes you stand out
•Weaknesses: Areas that either need to be corrected or 

at least noted to work around
•Opportunities: Note the opportunities that are seen in 

the competitive landscape (i.e. markets not addressed)
•Threats: This is the real competition. Who’s going after 

the same target market and how will you deal with it.
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6. Management Plan

•What are the key positions in the business?
•General Manager
• Fitness Director
•Maintenance Director
•Human Resources
•Etc.
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Management Plan

•Who are the people that are going to fill these roles?
•What are their backgrounds that will make them 

ideal for these positions?
•How will this team work together? What is the plan to 

have them all onboard with the company’s mission and 
able to work together to fulfill it?
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7. Financial Plan

A comprehensive financial plan includes
•All start up costs
•Renovation
•Equipment
•Office supplies
• Insurances
• Licenses
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Financial Plan

A comprehensive financial plan includes
•All ongoing expenses
•Payroll
•Rent
•Utilities
•Marketing
•Cleaning &maintenance supplies
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Mind Mapping Financial Plan
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Opening Your Doors and Staying Open

•Ongoing Expenses

19

Boot Strapping: Rethink Expenses

•Boot Strapping, According to Merriam-Webster, 
(the task or business is) “carried out with minimum 
resources or advantages”
•Double check expenses to see where they can be 

reduced
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Expense Categories

Separate your expenses into three categories
•Must have to run the business
•Nice to have
•Not needed
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Expenses

Must have to run the business
•Payroll: 
•Pay yourself first!! (note: Parkinson’s Law except 

instead of time, with cash)
•What about employees?
•Hiring?
•Pay to play?
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Expenses

Must have to run the business
•Quarterly taxes (no getting around this!)
•Business cash savings 
• You must have available cash for unknowns
• “Profit” Disbursements to owners/shareholders

•Rent – negotiate 
•Utilities – negotiate  (i.e. phone: Google Voice, 

internet)
•Other – negotiate, buy used, or barter
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Expenses

•Nice to have (i.e.)
•MyZone
•BoxMaster Tower
•Technogym SkillMill

•These are NOT critical to your clientele?
•Eliminate them!
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Expenses

•Not Needed

•Eliminate It!!!
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Revenue Projections

•Based on programs/products offered, what are realistic 
sales projections for each month of the first year?
•Project how many training sessions, small group 

training sessions, weight loss program participants, 
members, etc. and how that changes each 
consecutive month

*It’s better to be slightly conservative than over 
optimistic 
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Ongoing Expenses vs Income

•Accrued debt from opening to break-even point
•Each month that you don’t make your monthly 

expenses, you go deeper in debt.
•When seeking funding or planning money needed, 

you need to plan to cover this additional debt. 
•How many months expenses need to covered until 

reaching break-even point?
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Calculating the Break-Even Point

•Break-Even Point (BEP) = Fixed Monthly Costs (FMC) 
divided by (Price of 1 unit (P) i.e. membership or 
personal training session, minus variable costs (VC) 
such as trainer compensation)
•BEP = FMC/(P-VC)
• If multiple revenue sources, project the percentage 

from each source and use that percentage for FMC…
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Calculating the Break-Even Point

If 75% of revenue will come from memberships, then 
multiply the FMC by .75 and then divide by membership 
price minus any variable expenses such as commission 
paid.
Do the same for other revenue sources to determine 
how many of each is needed to hit BEP

How many months will it take to reach this level?
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The Point?

• You have to plan for not making enough to cover 
monthly expenses
• Is this coming from additional money saved or 

additional investment needed?
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8. Capital Required

*Relist all for this section
• Start up costs + accrued debt = capital required

Note: accrued debt = fixed monthly expenses not met 
by income
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9. Marketing Plan

•What is the plan to reach the target market?
•Create a marketing calendar
•Describe campaigns planned
• List mediums will be used
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The Business Plan

•The process of putting all of the information together 
is the most important part of writing a business plan.
• If seeking funding, the investor will want to see the 

plan and know that it has been well researched.
•The length of business plans can range from 15-50 

pages.
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Upcoming Discussions: Learning & Applying 
Business Skills
Starting with:
•Creating a Business Plan✓
•Determining Your Business Structure
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