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WRITE THAT BUSINESS PLAN 
 

 I recently had a client who wrote in his email to me, “Writing a 5yr-out Business Plan pains 
me—I hate doing paperwork, don't have the time. Would rather do verbal business planning and 
have several web sites instead of several business plans.”  
 
Here’s how I replied and what I would tell any of you who avoid creating a business plan.  
“I don't know whether to laugh or cry. You mention that you would rather ‘do verbal business 
planning.’ From that I assume that you do have a need to explain your business and your plans to 
someone. That someone (possibly the loan officer at some bank or a venture capitalist?) would 
probably like to have both a well-written plan and a good verbal presentation from you. The 
written plan lets the person look through the plan at his or her own pace, as often as necessary. 
That plan shows not only how good your business is and how realistic your plans for it are, but 
also how well organized and able you are. Your verbal presentation allows you to elaborate on 
the plan, to answer questions and concerns, and to respond to suggestions for improvement.  
 
“But as valuable as the business plan is to present to investors, it should be more valuable as a 
tool for you. Most business owners get caught up in day-to-day tasks and fail to focus on the 
things they planned to do to grow the business—they would rather build the next web site before 
they tackle the next strategic change. It's easier to do another of the things you already know how 
to do than it is to take on something new, no matter how critical that may be to accomplishing 
your business goals. Periodic review of the plan gives you a chance to take a breath, consider 
how your business matches your plan, and modify the plan if needed, put neglected items at the 
top of your priority list, and get back to keeping your business on the track you have planned. 
Periodic reviews should be very frequent for a new business—weekly, monthly, or quarterly—
and less frequent as the business matures—semiannually or annually, no less.  
 
“If you can keep your plan in your head and stick to it, maybe you would be better off spending 
your time on the next web site rather than writing a plan. I, however, have never known anyone 
who could follow a mental plan for long. Most simply repeat the things they know how to do 
well and like to do. Sometimes this is enough to make a good living out of a business, but they 
often get caught as the business climate, business methods, or customer tastes change and they 
have not kept up. Keeping a written plan that you work as you should will give you a chance to 
reflect on your progress and the changes needed for the business.”  
 
I haven’t heard from that client, and I’m afraid he was simply fishing for someone to agree that 
it’s unnecessary to write a plan. He’s probably lacking something in the personal attitudes and 
characteristics of successful business owners: a positive attitude for life and business, 
commitment to the business, patience, and persistence.  
Owners with those things going for them are likely to make the effort to create a strategic 
business plan. They will persist until it clearly describes their business concept, their mission, 
and their business philosophy. In it they will list their business goals and the time lines and 
strategies to reach them.  
 
Their plans will try to answer questions about the industry—what it looks like now and what it 
will be five years from now. They will define the markets and where they are going. They will 
evaluate the competition and the business’s advantages. If capital is needed, the plan will define 
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how much and what it will be used for. It will even address what will happen to the business 
when you retire or after your death.  
 
Get busy on your business plan. Go to the SBA web site 
(www.sba.gov/starting/indexbusplans.html)  to see a comprehensive outline and model of a plan. 
The SCORE web site (www.score.org) also has help for writing business plans. Or make an 
appointment with a SCORE counselor at (320)240-1332, or send us an e-mail at 
info@StCloudSCORE.org.  
 
John Eakins has been a counselor in SCORE chapter 406 for seven years. 
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