Follow Fionnuala!

Fionnuala is a student in lreland who lives on a farm with they're family. They grow apples in a large
orchard and as part of a school project Fionnuala begins to think of ways to incorporate eco -
tourism into their business.

Fionnuala hosts tours of tourists visiting their scenic orchard (apple trees). The tourists pick a
basket and collect their own apples to bring home. Other activities include cooking classes for apple
tarts and traditional foods. Fionnuala's family grow apples to be sold to producers and some small
scale partners have their facilities on the farm site.

We will follow the journey Fionnuala took from 12 months before opening and the tools he needed to
use along the way to start.
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(A) GIVE THE PROJECT A NAME. IF YOU CANT
THINK OF ONE IN 30SEC CALL IT ‘MY PROECT” FOR
NOW. THS ACT ALONE MAKES IT MORE REAL AND
THE NAME CAN ALWAYS BE CHANGED LATER
FROM NOW ON YOUR DEVELOPING YOUR
PROXECT IDEA

(8) JOT DOWN A FEW BULLET POINTS OUTUNING
THE IDEA RESH OUT THE IDEA

(C) CREATE A TWOLUNE SUMMARY. SOMETHNG
THAT COULD BE EASLY AND QUICKLY EXPLAINED
TO SOMEONE UNFAMIUAR WITH THE AREA THIS
WILL MAKE IT MUCH EASIER TO TALK ABOUT
YOUR PROECT

STEP & T
REVIEW

(A) HAVE SOMEONE EXTERNAL LOOK OVER THE
PROECT AND GIVE F=ESH EYES

(8) ON REVIEW, HOW COULD THE PROECT BE
BETTER? SMALLER/BIGGER IF NEEDED?

(OIS THE PROXECT STILL A REALISTIC IDEA AT THIS
STAGE?

(D) WHAT ARE THE GAPS? INFORMATION STILL
NEEDED?

(E) WHAT IF THE PROECT IS A SUCCESS OR
FAILURE? WHAT IS THE LEGACY?

ST +

STEP 2 DEHNE THE
PROECT

(A) CREATE A START, MIDDLE AND END. WHAT IS THE
CURRENT STUATION WHAT WOULD YOU UKE TO DO
AND WHAT WOULD A SUCCESS LOOK LIKE.

(B) RUNDERS LOVE PROECTS THAT ARE ‘RING-FENCED,
IE. PROECTS THAT ARE CLEARLY IDENTIHABLE, WITH
CLEAR START, CLEAR END, CLEAR COST AND CLEAR AIMS,
(C) ESTIMATE HOW LONG THIS PROECT MIGHT TAKE
FROM START TO HNISH, ARE THERE MILESTONES ALONG
THE WAY THAT COULD HELP MEASURE PROGRESS?

(D) HOW IS THIS PROECT DIFFERENT TO WHAT HAS
GONE BEFORE AND/OR IS ONGOING?

STEP 7. COSTS

(A) HOW MUCH WILL THE PROECT COST
TO DEUVER?

(B) WHAT ABOUT TIME AND VALLE IN KIND,
HAS THAT BEEN FACTORED IN?

(CO) WHAT ABOUT TAXES (EG. VAT),
EXCHANGE RATES, PROFESSIONAL FEES, BANK
FESETC?

STEPEPUTITONPAE\,‘ T'—E lDEA pHASE >

[STEP 3.15 IT REAUSTIC?

(A) BEFORE PUTTING IN A LOT OF EFFORT, IS THIS PROECT
REALSTIC? IF IT NEEDS MILLUONS OF POUNDS, A LOT OF LAND OR
LOT OF VOLUNTEER TIME... MAYBE CONSIDER STARTING ON A
SMALLER SCALE OR AN ALTERNATIVE AS A GENERAL RULE THE

[ STEP 6 OPTIONS

(A)1S THIS PROECT HAPPENING ALREADY IN THE
WIDER AREA?

(B) WOULD IT DISPLACE AN EXISTING PROECT?
HOW IS IT DIFFERENT?

(C) WHAT OPTIONS ARE THERE TO DEUVERIT &
(EG. DIFFERENT SCALE, LOCATION, FOCUS, ETC)?

(D) WHY IS THE PROPOSED OPTION THE BEST, ALL
THINGS CONSIDERED?

BIGGER THE PROECT THE MORE PREPARATION REQUIRED.

(B) IDENTTIFY KEY PASS/FAILS (EG. ELGIBIUTY CRITERIA). IF YOUR
PROJECT RELIES ON A RXED PIECE OF LAND OR PERSON, WHAT IF
THEY ARE NOT AVAILABLE?

(C) CONSIDER KEY RISKS, AND HOW THEY MIGHT BE ADDRESSED?
CAN THE PROXECT BE SCALED UP INCREMENTALLY?

STEP Y STEP BY STEP

(A) WHAT IS THE ARST STEP REQUIRED TO MAKE THE
PROECT HAPPEN? WHAT ARE THE NEXT 2-3 STEPS?
(B) WRITE IT DOWN ON PAPER, USE A CHART OR MAP TO SET
OUT WHAT WOULD HAPPEN, USE ARROWS ETC

(C) DCES IT REQUIRE RUNDING (IF SO, WHEN)? SAY YOU HAD
FUNDING, WHAT WOULD YOU DO?

(D) IF YOU ARE UNSURE, HGHUGHT THE GAPS IN
INFORMATION AND WHAT YOU NEED TO AND OUT

(E) HOW/WHERE COULD YOU GET THAT INFORMATION?

STEP & WHO

(A) WHO WOULD LEAD THE PROECT? WHO WOULD
SIGN THE APPUCATION AND LETTER OF OFFER?

(8) WHO WOULD NEED BE INVOLVED TO MAKE THIS ‘
HAPPEN? DO YOU NEED PARTNERS?

WHO, WHAT, WHEN, WHY AND HOW - ASK
QUESTIONS

(C) HOW/WHERE WOULD THE PROECT BE
MARKETED? HOW WOULD YOU GET
PARTIAPANTS/CUSTOMERS?

(D) HOW WOULD THE PROECT BE DELIVERED? ON
BUDGET, ON TIME AND IN RULL?

(E) BREF REVIEW OF ANDINGS TO DATE, ARE ANY
CHANGES NEEDED?




HOW TO WRITE A BUSINESS PLAN

: STEP 2: WRITE A
E;EEEJT\K/%EE)QT/\AQY % BUSINESS DESCRIPTION

« SELL YOUR BUSINESS AND EXPLAIN * DETAIL YOUR BUSINESS
Y 1T MATTERS « WHAT'S THE OPPORTUNITY THAT
. INCLUDE A HIGH LEVEL SUMMARY OF YOUR BUSINESS IS CAPITALIZING ON?

YOUR PLAN AND OPERATING MODEL © WHAT'S THE TARGET MARKET?
« HIGHLIGHT HOW YOUR BUSINESS IS
p L A N / DIFFERENTIATED
STEP 3 MARKET AND :
COMPETITIVE ANALYSIS B By TORE T TTONAL
* DESCRIBE THE INDUSTRY YOUR « HOW WILL YOUR BUSINESS OPERATE
A BUSINESS PLAN CAN BE COMPRISED OF SEVEN SECTIONS E‘T’;'_\'\L'lﬁéi\ ;N'TLIL_\ EOZZE/ZLET “JNT\QEDS ON A DAY-TO-DAY BASIS?
THAT ARE EACH ESSENTIAL FOR EXPLAINING YOUR on WL TAKE ADVANTAGE O ooy NS AL
BUSINESS. THE BEST BUSINESS PLANS ARE WRITTEN IN « DID YOU DO MARKET RESEARCH? . HIGHLIGHT WHO'S INVOLVED AND
SHORT PARAGRAPHS, USING CLEAR AND CONCISE * IDENTIFY YOUR COMPETITORS { WHAT VALUE THEY WILL ADD
LANGUAGE.
YOU'LL USE A BUSINESS PLAN TO SELL YOUR BUSINESS TO STEP 5. PRODUCT STED 6 RAISE CAPITAL
INVESTORS, QUALIFY YOUR BUSINESS FOR LOANS, AND DESCRIPTION ) '

MORE. HAVING A SOLID PLAN IS ALWAYS USEFUL AND CAN . DISCUSS IN DETAIL WHAT YOU'LL
o IF YOU INTEND FOR A PROSPECTIVE

BE SELLING OR OFFERING
ALSO HELP KEEP YOUR ACTIONS AS A BUSINESS OWNER ON | BESHUNG ORORFGENG T YOU INTEND TOR A PROSPECTIVE
BRABSOLUTELY SURE THAT EVERY PIECE OF INFORMATION TS SECTION W LiELY & YOULL WANT TO INCLUDE A
SECTION HERE ON YOUR FUNDING
THAT GOES HERE GOES TOWARD SUPPORTING YOUR BECAUSE OF ITS IMPORTANCE '/ oA
BUSINESS PLAN.
STEP 7: FINANCIAL ANALYSIS STEP 8: APPENDIX
AND PROJECTIONS ﬂ
HELPFUL LlNKS o ANY REMAINING PIECES OF
o |IT DOESN'T MATTER IF YOU INFORMATION SUCH AS LICENSES,
www.enterprise-ireland.com/en/Start-a-Business-in-lreland INCLUDE A REQUEST FOR FUNDING CHARTS OR ANYTHING ELSE THAT
In_ttps //www localenterprise.ie/DublinCity /Publications-Resources/Sample-Business-Plans/ IN YOUR PLAN, YOU WILL WANT WASN'T ABLE TO FIT IN
TO INCLUDE A FINANCIAL ANALYSIS ORGANICALLY IN THE PLAN
HERE ELSEWHERE, FEEL FREE TO INCLUDE
THOSE HERE.




OPERATIONAL RESOURCES =

(6 MONTHS)

(AN

SRV

¥ THE SUCCESS OF AN

" ®  ORGANIZATION IS

@ HEAVILY RELIANT

' ®  ON THE TALENT
@ AND STRENGTH OF | -

~ ITS EMPLOYEES "

EDUCATIONAL

BY UNDERSTANDING YOUR
COMPETITION AND GAINING IN-
DEPTH KNOWLEDGE OF YOUR
INDUSTRY WILL MAKE FOR
SMARTER DECISIONS IN BUSINESS.

EDUCATIONAL RESOURCES CAN BE
FOUND THROUGH PROFESSIONAL
TRADE ASSOCIATIONS, LOCAL
CHAMBER OF COMMERCE AS WELL
AS SMALL BUSINESS
ADMINISTRATIONS TO NAME A
FEW.

TAKE THE TIME TO IDENTIFY THE RESOURCES YOU WILL NEED

YOUR EVERYDAY OPERATION. WHO ARE YOU WORKING

WITH? WHERE WILL YOUR BUSINESS TAKE PLACE? WHAT
EQUIPEMNT DO YOU NEED?

PHYSICAL

FINANCIAL

THIS CAN COME FROM

GINESS
WHETHER A SMALL HOME BU PERSONAL ACCOUNTS,

OR A RETAIL OPERATION WITH

MULTIPLE LOCATIONS, EVERY

LOANS/LINES OF CREDIT,

ORGANIZATION MUST HAVE THE PRIVATE INVESTORS, OR

APPROPRIATE PHYSICAL

GRANTS AND GOVERNMENT

. THIS
RESOURCES TO SURVIVE FUNDING.

INCLUDES A PROPER WORK SPACE,

WORKING TELEPHONE LINE,

ADEQUATE INFORMATION
SYSTEMS AND EFFECTIVE
MARKETING MATERIALS

® EMOTIONAL

@  STARTING A BUSINESS CAN BE?

https://beyond.ie/
https://quickbooks.intuit.com/eu
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® AN EXTREMELY STRESSFUL FOR

AN ENTREPRENEUR TO

'@  UNDERTAKE. TO MAINTAIN

- SANITY AS WELL AS STAY
MOTIVATED, IT IS IMPORTANT
TO HAVE A SUPPORT TEAM

"~ THAT CAN.GIVE GUIDANCE AND
@ SUPPORT AS NEEDED. THIS TEAM

- MAY BE COMPOSED OF FRIENDS,, -
~ FAMILY, MENTOR OR ",
PROFESSIONAL GROUP. £



COMMUNICATION —
N

IMPLEMENTATION

(3 MONTHS) eran e
ONCE YOU'VE HAD THE IDEA TO CREATE AND SELL A

PRODUCT OR SERVICE, AND ARE GETTING READY TO

LAUNCH THE COMPANY, THE NEXT STEP IS TO CONNECT BRAND IDENTITY
WITH THE PUBLIC AND START TO GET THEIR

ATTENTION. THAT'S WHERE A COMMUNICATIONS AND

IMPLEMENTATION PLAN COMES IN.

FUNDING
WHETHER YOU ARE LOOKING TO GAIN CREDIBILITY

THROUGH SOCIAL MEDIA CHANNELS, CONNECT WITH A

COMMUNITY OR NETWORK, OR OPEN POTENTIAL

FUNDING STREAMS, THE RIGHT COMMUNICATION PLAN CO,'\\I,'El—Er%,;,rcl)NQigNJTH
CAN HELP YOU GAIN THE AWARENESS AND RECOGNITION COMMUNITY
YOU NEED TO BUILD YOUR COMPANY'S SUCCESS.

FOCUS ON THE
AUDIENCE

MAKE IT MEMORABLE

IGNITE
CONVERSATIONS

BUILD AN EMAIL LIST

MAKE A WEBSITE/SOCIAL
ACCOUNT

DEVELOP
RELATIONSHIPS

CREATE VALUE

SHOW UP WHERE YOUR
AUDIENCE |S

GET CREATIVE

BE FULLY TRANSPARENT TO
BUILD CREDIBILITY

COMMUNICATE OFTEN AND
EARLY WITH KEY STAKEHOLDERS

DO THE RESEARCH & SHOW UP

https://burren.ie/join-the-burren-ecotourisn-network/

https://www.sustainabletravelireland.ie/

https://www.localenterprise.ie/




MILESTONE EVENT

ONCE YOU OPEN YOUR BUSINESS TO THE
PUBLIC IT IS GOOD TO PLAN AN EVENT TO
BRING IN INTERESTED STAKEHOLDERS WHO
YOU CAN GET TO KNOW ON A MORE
PERSONAL LEVEL. IT'S A GREAT OPPORTUNITY
TO CELEBRATE PEOPLE AND ORGANISATIONS
THAT HAVE HELPED YOU GET STARTED AS
WELL.

CREATING TOOLS FOR
MEASURING PERFORMANCE

HOW ARE YOU GOING TO KEEP ON
TOP OF EVERYDAY TASKS AND
OPERATIONS?

CREATE TOOLS AND PROCESSES TO
KEEP ON TOP OF YOUR BUSINESS

THe LAUNCH

s \‘

q ACCOUNTANCY TOQOLS +SOLUTIONS

o CONSIDER YOUR EXPERIENCE. HAVE YOU WORKED WITH A

) ACCOUNTING SOFTWARE BEFORE? IF SO WHAT DID YOU LIKE/DISLIKE?

e DO YOU HAVE INTERNET CONNECTION? CLOUD-BASED SOFTWARE IF
USER FRIENDLY, BUT USUALLY REQUIRES INTERNET ACCESS TO
FUNCTION.

« DO YOU HAVE THE FUNDS TO PAY FOR THIS APPLICATION MONTHLY
OR WOULD YOU BUY IT UP-FRONT?

o THINK ABOUT INTEGRATION. WOULD IT BE USEFUL FOR THIS
SOFTWARE TO INTEGRATE WITH OUR PROGRAMS YOU ARE USING?

e TRY BEFORE YOU BUY. MOST SUPPLIERS WILL OFFER A 30 DAY TRIAL.
SEE HOW THIS WILL WORK FOR YOU.

e |F YOU CAN, TALK TO AN ACCOUNTANT FOR SUPPORT AND
GUIDANCE.

SHARE YOUR EXPERIENCE

e LET YOUR AUDIENCE KNOW HOW YOU ARE
GETTING ON

o GAIN INTEREST AND BUILD YOUR CUSTOMER
BASE

o« CREATE COLLABORATIONS AND EVENTS TO

ENGAGE AUDIENCE

EVALUATION PLAN

-DEVELOP A CONCEPTUAL MODEL
OF THE PROJECT AND IDENTIFY
KEY EVALUATION POINTS.
‘CREATE EVALUATION QUESTIONS
AND DEFINE MEASURABLE
OUTCOMES THAT CAN BE
DIVIDED INTO SHORT-TERM AND
LONG-TERM.

-DEVELOP AN APPROPRIATE
EVALUATION DESIGN. A
SUCCESSFUL EVALUATION
RHIGHLIGHTS THE MOST USEFUL
INFORMATION ABOUT THE
PROJECT'S OBJECTIVES AND
ADDRESSES ITS SHORTCOMINGS.
‘COLLECT DATA.

‘CREATE AN ANALYSIS OF THE
DATA TO SEE HOW YOU HAVE
GROWN AS A COMPANY AND
AREAS YOU CAN FOCUS ON
MOVING FORWARD.




REVIEW AND EVALUATION

'&1
REVIEW YOUR
| BUSINESS PLAN

« TAKE A LOOK AT YOUR
INITIAL PLAN AND SEE
WHERE YOU HAVE COME

« HOW IS YOUR BUSINESS

PERFORMING? DEFEREN CE THE

£V ALUATION PLAN YOU

CREATED

e TAKE A LOOK AT YOUR
EVAVLIATION PLAN AND
CHECK IN WITH YOUR
BUSINESS

« WHAT GOALS CAN YOU
CREATE FOR THE NEXT
EVALUATION PERIOD?
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