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Introductory note:  
 
This booklet is designed for anyone wanting to prepare a business plan with a community. It could be 

an officer working with a women’s group who want to start a small business, a corps worker wanting 

to help a businessman in their corps write an application to a bank for a loan, or a project officer 

helping a cooperative of farmers plan a new marketing campaign.  

It will show you how to fill out a basic business plan template and will describe some of the things to 

consider.  

 

It is important to remember that the idea of a business is to MAKE A PROFIT MAKE A PROFIT MAKE A PROFIT MAKE A PROFIT and this business plan 

template will help demonstrate to a bank, shareholder, cooperative or group member, funder or 

customer that the business will make a profit. 

 

We will use the following example in these guidelines: 

 

Remember that working with communities is a process of building deeper relationships. By doing 

focusing on these relationships, and by being open to the knowledge of Scriptures and prompting of 

the Holy Spirit we can support community members in designing businesses that are profitable as well 

as appropriate to their culture and environment. We recommend that you use the Faith Based 

Facilitation process to guide you discussions as you gather the information for this business plan 

template. 

 

Go to www.salvationarmy.org/fbf for more information on Faith Based Facilitation and 

www.salvationarmy.org/community for bible studies to help in the discussions with business 

planning. 

 
  

EXAMPLE: In a number of villages where the Salvation Army has corps, clubs have 

been formed that make a number of products including honey, jam and peanut butter. 

They are also planning to use their rich agricultural land to grow cash crops like carrots 

and tomatoes. The club members are concerned that the buyers/vendors offer a very 

low price and that individually they loose money by the time they have taken their goods 

to market. They have decided that they will set up an association to market their 

products and help save costs and have asked help from the corps officer to prepare a 

business plan which will support their loan and grant application for start-up costs. 
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1.0. Executive Summary 
 

In this section you can briefly (2-3 paragraphs) describe the idea to establish/expand this 
business and how it first came about. What people were involved and how does it fit with 
existing activities? This need only be a very short section summarising the rest of the plan. 

2.0. Description of the business 
 

This is your opportunity to describe the business (no more than 2 pages).  
If you are starting a new business: 

• Why do you want to start a new business?  
• How to the activities fit with the long-term and short-term goals of the community 

and The Salvation Army?  
• Why is it better than staying with the existing economic activities?  
• If you are an existing business, are you profitable now?  

 
If you are starting a new business activity (enterprise) within a current business: 

• A basic history of the existing business, what it makes or services it provides, what the 
short term and long term goals of the business are.  

• If you are an existing business, are you profitable now?  
• Why do you want to start a new activity? How is this better than improving what you 

do already? 
• How does your new or expanded activity fit into the long and short term goals of 

the business (if you have them)?   
 

3.0. Market research/analysis 
 

This is where the really important information comes in:This is where the really important information comes in:This is where the really important information comes in:This is where the really important information comes in:    
In this section you need to prove that there will be a demand for the product or services you 
propose to supply. If it is a cooperative, for example, you need to provide evidence that there 
are others in the supply-chain that are prepared to buy the commodities you want to sell. 
 
This evidence can come from: 

• Surveys of potential customers. 
• Local and regional statistics on what is selling.  
• Letters showing the intention of people or companies to buy the products or use the 

services. 
 
It might also be worth comparing against other possible products/services. Continuing with 
our example of a vegetable cooperative: ‘Is there more demand for carrots than potatoes?’ 
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KEY POINT:KEY POINT:KEY POINT:KEY POINT:    

If you are writing the business plan on behalf of a community or cooperative which is planning on 

running the enterprise it is vital to involveinvolveinvolveinvolve them at every stage. You can use tools (see Sources of 

Further Information at the end of this document) to gather the information and review your findings 

with them to check that they agree before it is submitted. 

Remember: The community are the experts. They often know more about the production methods and 
markets than those from outside. 

4.0. Research and development 
 

4.1. Risk 

 
This section is about considering all the things that might go wrong with the business.  

• How sensitive is it to changes in local and international prices?  
• Within the culture and village setting are there risks from others who might be 

jealous? 
• Are bad harvests or unpredictable weather patterns likely — how would this affect the 

business?  
• Does the price and demand of the services vary depending on how many other people 

are supplying them or is it likely to always be the same? 
• If the price of inputs (such as petrol, fertiliser, packaging, or credit) goes up, will the 

business survive and how likely are these risks?  
• Does the business damage the environment or use resources in a way that reduces the 

opportunities for businesses in the future? 
 
We then consider how these can be mitigated mitigated mitigated mitigated - in other words, how they can be avoided or the 
steps that can be taken to lessen the impact. It is sometimes the case that we cannot mitigate 
or prevent a risk (e.g. world markets, volcanic eruptions) It is, however, still important to 
identify these. 

 
Example: 
 

 

Risk Description and nature Likelihood Mitigation 

Heavy 
rains in 
October 

If this happened the crop of 
carrots would be reduced 
and we would have 
problems paying for the 
fertiliser and sprays 

Medium We will grow two 
varieties one of which 
has a lower yield but 
is better in heavy 
rains. We will also 
make sure that there 
are other vegetables 
being grown. 

CPMS Point:CPMS Point:CPMS Point:CPMS Point:    

This guidance on risk also applies to the 

‘Risk’ section of the detailed proposal 

on the CPMS database. It is vital to 

consider how likely risks are and how 
we will prevent and mitigate them. 
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4.2. SWOT analysis 

 
In life we are always comparing options: “Is it better to take a minibus to work which is cheap, 
uncomfortable and slow? Or do I buy a motorbike which is expensive, dangerous but fast?” 
Business planning is similar, if a business planner has two or more options they can compare 
them in the business plan and this should demonstrate the advantages of one over another. 
 
SWOT stands for Strengths (the advantages of the new idea), Weaknesses (what is less good 
and will be a challenge), Opportunities (what other areas and improvements will this activity 
allow the business to make?) and Threats (what threats are there to the success of the 
enterprise?). Opportunities and threats are to do with the world outside your business, 
strengths and weaknesses, the inside. 
 
This is a really useful tool to show that you have considered a number of options for your 
business and that you have thought through both the challenges and positive aspects of the 
idea. In completing these boxes we can refer back to the risks section and to the market 
research as this will back up our points. 
 
In our exampleexampleexampleexample, the association has two options for how they sell their products. The first is to 
employ a manager who can travel nationwide to sell their products and help find new and 
regular markets. They have carried out a SWOT analysis:  

  

Option 1 

Strengths Weaknesses 

� Clubs save on transport 

� Membership pays allowances so finances 
balance even if sales lower that projected 

� Have a range of products that are easy to 
transport and can store for a long time. 

� Time allocated specifically to finding new 
markets which has not been done before 

� There is a focus for individual training and 
development 

� Markets can be developed for individual 
products, this spreads risk of relying on 

finding markets for a broad range of 

products 
 

� Open to corruption 

� Lack of obvious, suitable management 

� Initially very low salary possible 

Opportunities Threats 

� To employ someone more regularly 

� Time to access as many markets as clubs are 
capable of producing for 

 

 

� If the quality & quantity of the product do 
not match customers’ requirements the 
reputation of the association can suffer 

� Viability could be influence if cost rise 
significantly 

� Lack of market or less than projected 

sales threatens expansion & ability to pay 
off loan 
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We can now address some of the issues that have been raised and compare them with an 
alternative.  
 
Example: Example: Example: Example: Alternatively they could open a shop on a local main road and staff it themselves: 

 

Option 2: 

Strengths Weaknesses 

� Limited transport costs (time & money) 

� Small packaging currently used is good 
for passing trade 

� Small quantities currently produced would 
match expected demand from passing 
trade. 

 
 

� Expensive in both development and running 

� Community haven’t participated in the initial 
conception of idea  

� Passing trade is a relatively untested market 
for high value goods 

� Long distance from many of the villages 

� Complex operation for a workforce that is likely 
to have low levels of literacy and innumeracy, 

not to mention language skills. 

� Other logistical problems such as who holds 
the keys and employing a reliable watchman 

Opportunities Threats 

� Good opportunity to train and employ 
people 

� Good opportunity to access larger 
markets through raised awareness 

� Sell more products  

� Raises profile of cooperative products 
 

� Don’t sell necessary minimum amounts to 
cover costs due to lack of customers 

� Lack of commitment from clubs could lead to 
shop going for days without being manned 

� Corruption and poor record of sustainability of 
large scale donor funded projects within this 

organisation 

  

4.2. Conclusions from the SWOT analysis 

 
If you are considering two or more options this a good moment to make it clear which one 
you will proceed with. If there is only one way forward open to the business, you can 
summarise your findings with the key points from the SWOT and risk analysis. 
 
It is also important to consider the impact your new enterprise may have on other similar 
enterprises in the area. As The Salvation Army we do not want to be making people poorer 
through our activities. 

  



GUIDELINES FOR PREPARING BUSINESS PLANS  Page 7 of 10 

 

 

5.0. Marketing and sales plan 
 

Now you have made it clear which enterprise you will go forward with, you 
can focus on how you are going to market the products or services. This 
section is all about studying the value chain and working out where you can 
make money. We can consider: 
 

• Product 
• Price 
• Place 
• Promotion 

 
First you need to consider the productproductproductproduct you will be selling or the service you 
will be providing. For example if it is carrots, will you be selling them raw or processed? Is 
quality and uniformity (every one being the same) important to the customer and how will 
you grade them? Are there any government or market rules and standards that need to be 
met? 
 
Price:Price:Price:Price: How will you decide on the price? How will it compare with other similar products or 
services on the market? Is it realistic to demand this price?  
 
Place: Place: Place: Place: Where will you sell the product? Is the local market that best place to sell your carrots? 
Or would it be more profitable to sell direct to a supermarket or wholesaler? How will you get 
them there? 
 
Promotion: Promotion: Promotion: Promotion: Does your product or service require special packaging or advertising to make it 
more appealing? Is this designed already? How much will it cost? Are there any certificates or 
standard such as Fair Trade that would give your product an advantage over others, or get a 
premium?  

 

6.0. Personnel and organisational structure 
 

This section addresses the following issues: 
• Will new staff need to be employed for this enterprise? 

o If yes then what skills will be needed and how will they be selected? 
o What will their job description be? 
o How much will they be paid? 

• If the personnel are already within the organisation do they need additional training? 
• How are decisions made for the new tasks that will be introduced? 
• Who will be accountable to whom? How will you make sure that corruption cannot take 
place? 

 

7.0. Key financial data 
 

This is perhaps the most important section of the plan. It is where all the research and 
planning in the other sections is considered and a value given to it. We need to ask a number 
of key questions: 

• What are the capital (one off costs) needed for the new activity? How will these be 
funded? 

• What are the running costs? Are there any areas where we can reduce costs? 
• What are the transport costs in terms of time, fuel and bus fares? 
• What do you expect the income will be to the business? 
• At what point will the project begin to make a profit? If the problems considered in the 
risk section take place, at what point will the business loose money? 
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It is most useful to work these costs out in a spreadsheet and then annotate. You can either 
present on a month by month basis (particularly useful if your income and expenditure is 
likely to change during the year) or on an annual basis. There is an IPDS template for an 
annual cash flow attached to this document. 
 
The other advantage of working out the figures on a spreadsheet is that you can produce two 
or three different scenarios depending on what the risks were that you identified. If we look 
below, scenario 1 would be the most realistic set of incomes and expenditures and in scenario 
2 we consider the impact of a likely threat of sales failing to reach expectation. 
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CP 0191 - The Agricultural Cooperative
Cash Flow Forecast - Scenario 2

Year 1 Year 2 Year 3 Year 4

Projected income

Brought Forward 0 4,100.00-          4,300.00-          7,410.00         

Annual Fees 7,000.00          8,000.00          9,000.00          10,000.00       Membersip slower than expected

Grant (start-up) 32,000.00        10,000.00        -                   -                  

Sales 50,000.00        60,000.00        100,000.00      105,000.00     Sales slower than expected due to less members = less supply

No loan is available

Sub total 89,000.00        73,900.00        104,700.00      122,410.00     

Projected expenditure

Staff costs* 4,000.00          4,000.00          4,400.00          4,400.00         

Initial building costs 30,000.00        8,000.00          -                   -                  

Intial equipment costs 2,000.00          2,000.00          -                   -                  

Annual administration costs* 1,500.00          1,500.00          1,650.00          1,650.00         

Annual material costs* 400.00             400.00             440.00             440.00            

Annual maintenance costs* 200.00             200.00             600.00             220.00            In year 3 a new solar system is needed

Transport costs 20,000.00        20,100.00        20,200.00        20,300.00       Transport cost currently rising by 100/year

Dividends 70% 35,000.00        42,000.00        70,000.00        73,500.00       

Sub total 93,100.00        78,200.00        97,290.00        100,510.00     

Balance 4,100.00-          4,300.00-          7,410.00          21,900.00       

* - Predicting a 10% price rise (inflation) in 3rd year

Local currency 

KEY POINT:KEY POINT:KEY POINT:KEY POINT: 

Remember: always be realisticalways be realisticalways be realisticalways be realistic. Although we always want our business plan to look amazing and to show 

our idea in a positive light, it will not help anyone if the underlying financial projections are unrealistic. 

Other useful sources of information: 

FBF Tools for community development workers and templates for the business plan: 

Available on the CPMS database from your THQ project office or online at 

www.salvationarmy.org/community  

More information on FBF and ways to engage with, and build relationships in, the 

community: 

http://www.salvationarmy.org/fbf 

A good guide to business planning for a cooperative: 

http://www.satnet.org.ug/downloads/Agromisa%20Documents/Starting%20a%20cooperative.pdf 

A variety of tools for involving communities in the planning process, and other information, 

available in many languages: 

http://tilz.tearfund.org/Publications/   

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 
 
It is helpful to complete a number of scenarios assessing the impact different cash flows might 
have on the profitability of the business and activities. 
 



GUIDELINES FOR PREPARING BUSINESS PLANS  Page 10 of 10 

 

 

Bible Study: 
 
Throughout the Bible, the benefits of hard and productive work for Kingdom appear again and again. 
One particular passage where we see the importance of managing our resources in a productive way is 
Matthew 25: 14Matthew 25: 14Matthew 25: 14Matthew 25: 14----30: The Parable of the Talents. 30: The Parable of the Talents. 30: The Parable of the Talents. 30: The Parable of the Talents. The following Bible study can be used for your team as 
community development workers, and with your community members or small business planners if it 
is appropriate in your context. 
 
Read:Read:Read:Read:        Matthew 25:14-30 

 
 
Questions on the passage:   

 
1. How did the master choose the amount of money to give to each servant? 
2. Which of the servants were rewarded and why? 
3. How did they know they had done well? 
4. Why was the master disappointed with the third servant? 

 
Questions for businesses: 

 
1. Am I, as a business owner, achieving the most benefit (highest return) on the resources 

entrusted to me already? See Matthew 6:19-21   
2. As a business owner, what is the opportunity cost of doing what I am doing? In other words, if 

I stopped my current work or ministry to release my time and resources for a new business, 
would this increase the benefits I get for them (Return on Investment)?   

3. As a business owner, what is the long-term impact of what I am doing or what I plan to do?   
4. As a community worker, is what I am doing, and encouraging people to do, sustainable? (i.e. 

can it continue in the long term without me or external resources?) If not, how could it be 
more sustainable?   

  
 

 

 

 

 

 

 

 

 

 

END 
 


