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n the many years we've helped
our clients obtain business
loans, there seems to be one
constant in those who were
ultimately succ2essful in their
quest. No, they didn't bribe
their banker with free gear.
The successful ones had formal
business plans.
h;nms 3ai
That's not to say that any
music store without a business
plan won't get a loan, or any
music store with a business
plan will have their banker
throwing money at them at 2
points below prime. But having
a well-organized, meaningful
business plan does, i n my
opinion, demonstrate your
vision, business objectives and
ability to achieve those goals.
That, in turn, speaks volumes to your bankers, financiers, vendors and/or prospective investors;perhaps because
so few business owners take the
time to generate a business plan.
Strangely enough, the real
value of doing a business plan
is not having the finished document in hand. It lies in the
process of researching, analyzing and thinking about your
business in a systematic waythe "planning" part of the
business plan.
The act of planning helps
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and (c) express your ideas and
dreams in written form, which,
in turn, helps you figure out
how to turn those grandiose
visions into reality. A wellthought-out business plan can
also help you avoid costly, and
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you: (a) critique the way you
conduct business, (b) study and
research important financial,
operational, and organizational
procedures that are either lacking or in need of improvement,
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ven the name "business
plan" sounds like it might
pretty easy to create, but
don't kid yourself. It's involved.
In its simplest terms, a business plan is a formal, written
document, consisting of narrative content and financial
analysis of a given business.
The narrative content is
the body of the business plan
and is divided into several sections. The financial analysis is
comprised of financial documents, including projected
income statements, balance
sheets, cash flow schedules
and pertinent key financial
data and ratios, in addition to
historical financial data like
last year's financial statements
prepared by an independent
CPA firm.
In this first part of a twopart series on the construction
of a business plan, I'll focus on
helping you construct the nar-

rative content of a business
plan. Next month's Part 2 will
guide you on preparing the
financial analysis section.
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mwm-mt usually takes a couple of
Iweeks to complete a goodi'business plan. Most of your time
will be spent in research and rethinking your ideas, business
practices and financial assumptions. But as previously stated,
that's where the value lies.
To induce you into taking
on this important task, the
guide on the following pages
contains an abbreviated outline to help you write the narrative section of your plan.

I

n addition to this written
guide, you can get plenty of
help from both the Internet
and off-the-shelf business plan
software. The cool thing about
business-plan software is you
can get it at any office products store, it's cheap-under
$100-and, best of all, much
of the narrative is written for
you in boilerplate form. The
software instructs you to insert
specific information about
your business into Microsoft
Word and Excel templates,
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Why is Steinberg the
best-selling
music sofware
in America?

I

Is it the comprehensive product line,
with breakthrough technology and
features at every price point?

,

Is it the cross-platforrn compatibility
with open standards such as ASIO,
VST, and Studio Connections?

Is it because of the amazingly
powerful yet affordable WaveLab 5
CD and DVD-A mastering and
authoring tool?
Is it the cutting-edge features in
products like Cubase and Nuendo
which empower over one million
musicians and engineers worldwide?

allowing y m the time to be a
business planner instead of
Villiam Shakespeare.
So whether there's a borrowing need, plan to sell the
store, desire for expansion or
simply an interest in running
your business more effectively,
prepare a business plan to
accomplish those goals. Set
aside quality time to do i t
properly; those who do never
regret the effort
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damentals," sach as: What is
your product; who are your
customers, who are the owners, what do you think the
future holds for your business
and your industry?
The Executive Summary
s'hould be enthusiastic, professional, complete and concise.
If you're writing this business
plan to apply for a loan, state
clearly how much you want,
precisely how you are going to
use it, and how the money
will make your business more
profitable, thereby ensuring
repayment of the loan.
--andMany companies have a brief
mission statement, usually In
30 words or less, explaining
their reason for being and
guiding principles. In addition
to the mission statement,
describe your company's
"vision." Consider the following example:
Bg 2006, our compang will
be known as the best pro audio
retailer in Connecticut. We will
provide professional recording
and high-end audio products
and will market these products
to regional recording studios,
allowing us to become the leading pro audio retailer in a 100mile radius of our store. Sales
will exceed $ 2 million bg
activelg and regularlg promoting recording, engineering and
mixing seminars and clinics to
home recording enthusiasts.

~ e s s . '
Besides, it's a new year and
time to take hold of your destiny to ensure your store's
financial success. And remember, "Neither a borrower, nor a
lender be; for loan oft loses
both itself and friend, and borrowing dulls the edge of music
re-?
That was my feeble attempt
to be William Shakespeare
instead of Alan Greenspan.
tWE(yI#Bil#meSw

Is it because of our amazing new
plug-ins such as Virtual Bassist,
HALion Player, or Groove Agent 2?

Coversheet

Learn how Steinberg can help you
grow your business in booth 6524
in Hall E at the NAMM show.

Tabl8afcontenss
Lists each section of the busi- This section identifies the comness plan and its related page pany's legal name, address,
number.
form of ownership, ownership
percentages, board of directors,
management team, staff and
E x ~ ~ n r a y
A two-page or less narrative outside advisors.
that includes everything you
It also describes your responwould cover in a five-minute sibilities, product market, cominterview about your business, pany's origins, years in business,
including the following "fun- previous owners, successes, fail-

@ stein-berg

Contains the legal business
name and any trade names,
address, phone/fax numbers,
e-mail addresses and Web site.
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ures, lessons learnea, reputanon
i n the community, sales and
profit history, n d e r of employees a n d events which have
affected your success. Don't be
afraid to discuss past problems
and how you solved and survived them; this is often indicative of your company's strengths
and wre competencies.
Also, describe your industry. Is i t a growth industry?
What changes and challenges
do you foresee, a n d h o w i s
your company poised to handle them? If you're seeking a
loan or investment, explain
how the new capital will help
you meet these challenges.
Products and Sewices

Describe i n depth your products and/or services and what
factors give you competitive
advantages or disadvantages.

Explain the pricing philosophy
of your products and the fee
structure for your musical services. Describe these products
and services as you see them,
and then describe them from
your customers' point of view.
Market Analysis

R!E

Even though you probably
spend a fair amount of time on
marketing-related matters,
every business can benefit from
conducting some market
research. Gather up published
information, such as industry
profiles, trade journals, newspapers, magazines, census data
and demographic profiles. This
information is often readily
available i n public libraries,
from industry associations
(NAMM, National Association
of School Music Dealers and
Retail P r i n t Music Dealers
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Association) and music product
suppliers. Government agencies, such as the Small Business
Administration (sba.gov) and
your local Chamber of Commerce should also have it.
You can also gather your
own data, such as doing your
own traffic count a t a proposed location, identifying
competitors from the yellow
pages and conducting surveys
or focus-group interviews. In
your marketing analysis, be as
specific as possible by giving
statistics and sources, as this
data will lend credibility to the
a s s u m p t i o n s y o u make i n
developing your sales projections later on. Your market
analysis should identify your
customers' characteristicsincluding age, gender, education and income level-and
their demographics.

It should also describe the
size of your marketplace, competition, your percent share of
the market, demand i n your
target market, growth history
and buying trends. Include any
"barriers to entry" that keep
out potential competitors.
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N o w you c a n a t t a c h some
numbers to the plan. I suggest
using an Excel spreadsheet to
prepare a 12-month projection
of sales and other operating
revenue. The forecast should
be based upon your historical
sales, the market research and
marketing strategies you've
just described, as well as pertinent industry data.
You may wish to d o two
forecasts: (1) a "best guess,"
which is what you really expect

and (2) a "worst case" low
estimate you're confident you
can reach no matter what happens. This forecast will become

flow projections included i n
the financial analysis section
(more on that later).

rhis section explains the daily
operation of your business,
including store locations, bwi:
ness hours, people, processes,

Player and Drum Machine that not
only takes musical ideas to the next
level, but also easily provides various combinations and manipulations of Wave, Midi and MP3 files

tasies can now be achieved easily

from one to another, uthe the
exceptional Drum Machine to
2erform with outstanding Drum
Loops (stereowave files which
offer perfect rhythms for House,
Dance, R&B and pop music),

recording capabilities
utilize the MIDJAY as a
Sound Module!
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