
CHART A COURSE
Growing companies plan for success. Two in three 
businesses created a business plan in 2014. 80% 
found the process valuable. 

QUICK & EASY
The vast majority of businesses report that a business 
plan is easy to create. Most complete it in under a 
month and plan for one year out.

PLANNING PAYOFFS 
Business plans deliver results including customer 
priority perspective, competitor and market view, 
and insight into the best way to spend.

LIVING DOCUMENT
A majority of businesses review and modify their 
plans often. Doing so maximizes productivity, 
employee satisfaction, and growth. 

INPUT IS IMPORTANT
Companies with double digit growth this year take a multi-pronged approach to planning and tap a wide 
community of sources for input.

New data from the 2014 Spark BusinessSM from Capital One® Growth Survey reveals how
owners devise, use, and benefit from business plans.

BUSINESS PLANNING: 
THE INSIDE STORY

www.sparkbusinessiq.com

67%

61%

PLAN INSPIRATION
FROM MANY SOURCES
1:1 Discussions 

Group brainstorming  

Online reading/viewing
49%
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CHECKLIST:
CREATE A 
BUSINESS PLAN

KNOW WHY YOU’RE PLANNING  
Focus your efforts by knowing your intended use 
for a plan. Lenders and investors may want to see 
a formal and detailed plan while a document for 
internal strategy can be less structured.

SURVEY CUSTOMERS
Good business plans are heavily influenced by 
customer or prospect needs. Know your market’s 
demographics, preferences, and pain points. 

KNOW YOUR PLACE 
Your business plan will also be guided by intelligence 
about your key competitors, your indirect competitors, 
and your own strengths and weaknesses. 

SIZE UP YOUR INDUSTRY
Factor in market data including trends in regulation, 
supplies, technology and the environment.  

MIND YOUR PS  
Product, Price, Place, and Promotion: The four Ps of marketing are at the heart of a business plan. Use this list 
to check that you clearly define company offerings and how you connect with customers. 

OVERVIEW OPERATIONS  
A business plan tells outsiders and insiders how your business runs: who’s in charge, who are your partners, 
what does your staff do, what do you provide, and what are your goals?

DON’T FORGET FINANCES  
Summarize your anticipated revenues and expenses. For investors and lenders, define how much cash you 
need and how you will spend it. 

Use the following checklist to
jumpstart and guide your business 
planning process. 

www.sparkbusinessiq.comThe 2014 Spark BusinessSM from Capital One® Growth Survey is based on an online survey of 515 principals of 
U.S.-based businesses with 1 to 500 employees in September 2014. The survey has a margin of error of +/-4%.

FOLLOW US
@CapitalOneSpark

CapitalOneSmallBusiness

for tips, resources and inspiration to help you ignite 
positive change for your business.

Attorney or business partner 

Sales/marketing staff  

Operations and Finance staff

44%

34%

INVOLVED IN BUSINESS
PLANNING

29%


