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1. Why are we in this business? (mission, relevance)
· How important is this business to your organization’s mission?

· Why is it strategically important to maintain and develop this business?

2. Who are we serving? (our customers)
· Who are our customers?

· Who benefits from the products/services we provide?

· How do they benefit?

3. How well do we compete? (our competitors)
· Who is our competition and how are they positioned in the market?

· Compared to the competition, how can our service better meet our customer’s and the public’s needs? (i.e., What added value does your organization bring to this market compared to competitors?)
4. How is this business performing today? (our current situation) 

· Exactly what services do we provide and how?

· How well does this business perform today? (Historic financial performance)
· How does this business contribute to our success in other businesses?
· How do we compare to the competition in our customers’ minds?

· What does it cost us to provide our products/services today?
· Do we have unused productive capacity to leverage?

5. Where do we want this business to be in the future? (our desired future state)

· What are the goals for the future of this business?

· What are the performance metrics we will use to measure our success?
6. What changes will we make to achieve the desired future? (our recommended plan of action)
· What are the obstacles that we need to overcome to achieve the desired future? (e.g., customer perceptions, getting new contracts, productive capacity constraints, etc.)

· What specific changes do we plan to make to reach our goals?
· What resources (capital and other) will need to be invested to implement this business plan?
8. What is the potential future financial performance of this business? (pro forma financials)
· What is the expected financial performance for the business for the next 3-5 years without the business plan recommendations implemented (i.e., the risk of doing nothing); versus
· What is the projected financial performance for the business for the next 3-5 years with the business plan recommendations implemented
9. What will be the financial impact of implementing this business plan on your organization? (ROI)
· What incremental costs will be required to implement the plan?

· What incremental revenues will result?
· What are the returns on investment in this business?

10. What are the next steps required? (getting the “go ahead”)
· What decisions are required in order to implement the business plan?

· How do we get from here to there? (business plan implementation schedule)
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