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Introduction
Setting up a business is a big step, and you want to make sure that you are well prepared. Putting together a business plan before starting will help you to identify risks, ensure your plan is realistic, make sure the money stacks up and ensure that starting a business will actually help you achieve your personal goals.

Planning a business takes quite a bit of work and there are many templates available on the internet. If this one is not right for you, search around. There are plenty that may fit your needs, or you can adjust existing ones. Every business is different, and one size does not fit all for planning.
The primary objective of this document is to make you think, to challenge your assumptions and to help you start your business with the best possible chance of success.

Do not feel obliged to start at the beginning of this document and make your way methodically to the end. There are areas of the planning template that you will already know well. Fill them in first and then move to the areas where you need to do some deeper thinking or research. As you progress you will find that you need to rewrite some areas to take account of new discoveries. This is a good thing and totally normal.

This document makes some broad statements and is influenced by the bias of the writer. If you find that you disagree with parts of this document, please feel free to ignore them. Every business is different and the most effective planning methods for one person can differ significantly from another. This document is simply intended as a guide in the hope that it will make the planning process easier for you.

Another business planning templates worth exploring are from:

· Business.govt.nz
· ANZ Bank
· BNZ Bank
· Xero
· New Zealand Trade and Enterprise

You will note that all of them have different styles and ask questions in different ways. Some are aimed at large businesses and some at small. Pick what works for you.

This guide is aimed specifically at very small businesses who are early in the exploring stages. As such, there is a lot more explanation of basic concepts than other guides. 


Basic Details
Let’s start with the basics. You will not have all the answers to this section yet, but fill in what you can and come back as you progress:

	Business Name
	The legal or registered name of your business

	Trading Name
	The name your customers know you by

	Established
	The date you started trading

	Structure
	Sole Trader/partnership/company/not-for-profit

	Date registered
	If you register as a company or incorporated society – what date?

	New Zealand Business Number
	We recommended you register for an NZBN




Contact Details
How will your customers be able to get in touch with you?

	Contact Name
	

	Landline
	

	Mobile
	

	Email
	

	Physical Address
	

	Postal Address
	




Online
Where will you have a web presence? We recommend having a website at the very least. Most businesses will choose one or two social media channels, some will use more.

	Website
	

	Facebook
	

	Instagram
	

	LinkedIn
	

	Other
	

	Other
	





The Big Idea
It all starts with this. What is your idea? What is the product or service that you are looking at offering and what gap does it fill? 

How do you describe your business in a nutshell?
	




Goal Setting
What does success look like? Not just for the business, but for yourself. What do you want to achieve by starting up a business? With a solid idea of what you want to achieve, it is easier to make decisions based on your goals and much more likely that you will find running your business a fulfilling endeavour.

What are your personal goals?
	Examples below. Please delete and put your own goals in.

· Have a comfortable lifestyle that supports you and your family well
· Become rich and famous
· Prepare for retirement
· Sell the business and make money
· Grow the business to a point where it is self-sufficient and does not need you to operate
· Reduce your hours and/or have good long holidays.
· Independence
· Freedom to pursue ideas and projects
· Give back to the community
· Provide opportunities for others










As well as personal goals, it is important to have business goals. This is your vision for the business. It is important that your business goals reflect your personal values.

What are your business goals?
	Examples below. Please delete and put your own goals in.

· Provide the best quality product or service
· Provide the best customer service
· Help the community as a social enterprise
· Exploit a gap in the market
· Be the workplace of choice
· Use innovation to reduce costs
· Create a business empire




The mixture of personal and business goals gives you a reference point for every decision you make. Every decision should actively move you towards achieving your goals, or (at the least) should not distract or detract from your goals.

Where do you want your business to be in 3-5 years? 
	What does success look like for your business?




Market Validation
There is a lot more to creating a successful business than having a great idea. A great idea may not be a commercial idea, and even a commercial idea must be able to get enough sales to make it viable.
 
Reflect on the following points:
· Does your idea fill a gap in the market?
· If your idea is already happening in the market, can you do it better?
· Is your service or product going to be different than what already exists?
If you cannot say yes to any of those then it is unlikely your business is viable. To succeed you need something that is either unique (for your community), better than what already exists or has a real point of differentiation.
Even then, you cannot just work off assumptions. Just because you think your idea is great does not mean it is. You need to test your idea, and you need to test it with people who are not your friends or family.

Who is your target market?
	Narrow this down as much as you can. You want to identify the smallest group possible who will be your best customers.

Do some research and work out how many people are in this group that would be able to easily access your service or product.




Next, you need to define your value proposition. This tests whether your product or service is going to be attractive to your target market.

At the moment the question is "should I sell this product?", so if your product or service is not fully developed do not panic. This process may change your mind about some of the details of what you will sell.

What problem are you solving?
	



How will your product or service solve it?
	



What are the key features of your product or service?
	This is the stuff that makes your customer's life better. Keep this simple and avoid technical terms or language your customer won't understand.



What assumptions are you making?
	List all of your assumptions here so that you can test them later and make sure they are correct.







How much will people pay for your product or service?
	It is fine to start with a guess. As you work through this document you will be able to define more tightly what you should charge.

Remember, you are not asking what YOU would be willing to pay. Think about what your target market would be willing to pay.




How often will people buy from you?
	Think about your average customer. How likely are they to come back for further purchases?

Will it be a one-off purchase? Will the come back every day? Weekly? Monthly? Yearly?

Knowing this will help inform your marketing strategy later.




Competitor Analysis
If you understand your competitors it will make it easier for you to identify your points of difference from them and to ensure that you are being realistic about how many of your target market you can attract to your business.
Be realistic in your assessment. An aspect of their business that you do not like might be attractive to your target market or may be offset by other qualities (i.e. low quality but also low cost).

	Competitor #1
	Strengths
	Weaknesses

	Name:
	
	

	What is your strategy for competing with this business?
	










	Competitor #2
	Strengths
	Weaknesses

	Name:
	
	

	What is your strategy for competing with this business?
	




	Competitor #3
	Strengths
	Weaknesses

	Name:
	
	

	What is your strategy for competing with this business?
	














	Competitor #4
	Strengths
	Weaknesses

	
	
	Name:

	What is your strategy for competing with this business?
	




Testing Your Assumptions
Now that you have identified your target market, you need to test your assumptions. You need to find the most relevant people possible to discuss your product with. If you have an original idea or product then you also need to be careful. You don't want to give your amazing business concept away so make sure you can trust the people you are talking to, or that you are not giving enough details away that someone else could beat you to market. For a unique product you may need to consider intellectual property protection before you start that process, but IP protection is expensive and not always effective. We advise getting professional advice before pursuing IP protection.

That warning aside, ask as many relevant people as you can:
· Your target market - this is the best group to ask.
· Professionals - anyone who you feel would have a valid opinion such as a bank or a business coach.
· Other business owners - you would be surprised how helpful other businesses can be if you are not directly competing with them.
Try to avoid asking friends and Family. This is the worst group to ask as they are more likely to give you positive feedback when what you need is honesty.
As much as possible, get face to face with people. This gives you the opportunity to ask questions and gain a good understanding of what does and does not work for each person. Surveys are OK, but not as valuable as conversations.

Remember, you are not asking questions to sell your product or to justify your ideas, you are asking questions to get an honest opinion on the viability of your idea. So, do not try and change their minds if they are negative. Encourage people to challenge your assumptions so that you are forced to think about what might not work.



Try and ask the question "What?" and "Why?" as much as possible.
· What is the problem that my product or service would solve?
· Why is this a problem for you?
· Why do you think my product or service would be better than another to solve it?
· What would stop you from purchasing a product like this? Why?
· What would you be willing to pay for this?
Going through this process should give you an idea about whether there is going to be an appetite for what you want to sell and whether you need to change any aspect of your plan.

Which groups/people will you discuss my business idea with?
	



What did your interviews reveal?
	








What adjustments will you now make to your plan?
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SWOT
Swot is another way of looking at the viability of your business. Make a list of each of these aspects of your business:
· Strengths
· Weaknesses
· Opportunities
· Threats
Consider how you will enhance or take advantage of the positive aspects of your business. Consider how you will eliminate or manage the negative aspects of your business.

	Strengths:








	Weaknesses:









	Opportunities:








	Threats:












Marketing Strategy
You can have the best product or service in the world and still make no money. That is because the adage of ‘make it and they will come’ is not true. Unless people know about your product or service and understand how it is better than what they use now, they will not be buying anything from you.

People make emotive purchasing decisions, and this is where your vision and values are invaluable. If a potential customer sees that your values resonate with theirs, they are much more likely to purchase your goods or services.

Having a solid business vision gives a good basis for creating a coherent and consistent marketing message. Keep in mind who your target market is and ensure that the message you communicate is 'in their language' so that you can aim your marketing at them and the channels that will reach them best.

The work you did in market validation is invaluable here. The lessons you learnt about the value of your product over competitors, what problem you product solves and who your customers are will help you to create a consistent message that is aimed at a targeted audience.

It is good to think about your brand. This is how your business is perceived by others. A brand is far more than just a logo. If you think of a person, their brand is the entirety of how you interact with them. You may make your first judgement based on the clothes they wear, but you will form your long term opinion of them based on their personality, whether they do what they say they will, how they treat other people. A business brand is the same - it's not just the visuals of the marketing or of your location - it's also whether you treat your customers with respect, offer more than they expected and provide a great and friendly service. Even if you only expect to deal with a customer once, the experience you offer them will determine the reputation you gain.

There is no point in having a great marketing campaign if you then put people off when they walk in your door. The actuality of people’s experience needs to match what your marketing promises otherwise you will be simply wasting the money you have spent. Do not launch until you are ready. If people decide to try you out and do not get the experience they wanted, they will not be coming back. When you are thinking about your marketing do not just think about the launch of your business. Also consider how you will continue to attract new clients. Most businesses start off with a lot of people showing interest, but those numbers can quickly dissipate, and it can be a hard job to bring them back in again. Try and create as many repeat customers as you can. Repeat customers are your most important customers. Make sure you do not take them for granted.

There are a good number of cheap(ish) ways to market your business that may be useful while you are starting out, but you should plan for the long term - cheaper does not mean better.

An essential aspect of marketing is measurement. Try and find a way to measure the impact of every dollar you spend and every message you write. There is only one metric that matters - how many sales your marketing leads to. Measuring results means you can discontinue marketing that does not work and try something else. 





Websites
Almost every business requires a website. A website is a basic requirement in modern society, giving people information they need about your business and often providing a portal for sales. If you do not exist on the internet, a great number of your potential customer will never find you. You will never know about the work that you lost.
Many people use Facebook as a proxy website while getting started. This is free, but is not usually a good look in the longer term if you are wanting to portray yourself as a professional.
In most cases, websites do not need to be too fancy.  A website that portrays your business well, shows what you offer and makes it easy for people to take the next step is usually enough. There are free services that will enable you to create these if you have basic design skills and the time to fiddle about. Make sure that you do not use pictures or graphics without permission.
If you want to have an excellent website with special features, or if you lack skills in this area, then you are best to get a professional to design this for you, and this is not cheap.
Think about what marketing methods will work well for you, and start with the best ones for getting your name out there.

Marketing options for your business:
Explore different marketing methods for your business. Look at what they cost and how likely they are to attract people to your business. Check whether this method will reach your target audience successfully.
Here are some common marketing methods:
· Word of Mouth
· Social Media (such as Facebook, Instagram, LinkedIn, YouTube, etc)
· Personal Branding
· Traditional Media (Radio, TV, Newspapers)
· Newsletters and Direct Communication
· Cold Calling
· Letterbox Drops and Brochures
· Loyalty Schemes
· Community Sponsorship
· Networking
· Signage
· And many others
List the marketing methods you will use, how much they will cost to establish, how much you will spend to launch the business and what the ongoing costs are likely to be:

	Rank
	Marketing Method
	Establishment Cost
	Ongoing Cost (monthly/yearly)

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	



With each of those methods, work out how many customers each method will need to attract to pay for itself and more. Is that realistic?
There is no magic formula for marketing. Every business is different, and you should be willing to try new techniques out.


Money
It is called the bottom line for a reason. Without money flowing through your business, you cannot grow, you cannot change, and you cannot achieve your goals. While the primary purpose of the business may be around lifestyle, or community good, or any other number of worthy outcomes, you need to keep a good eye on the financials and understand them.


Setting a Price
Getting your pricing right is important and it is not easy. Starting out, it is easy to underestimate how much you need to charge for you product or service, but overestimating is deadly. Your market validation work should help to work out what people are willing to pay, but there is still some guesswork involved as to what is a realistic price.

Before you set your price, you need to work out how much it will cost to run your business. If you cannot build to a point where you can cover your costs, pay yourself an appropriate amount and make some profit then you may need to rethink the viability of your business. 
How you price will also be influenced by your business goals. If you are looking at providing a high-end product or service, you will need to use the best equipment and materials and price accordingly. If you are looking at providing a low price product or service you will need to work out how you can reduce your costs, sell a large volume, or be much more efficient than your competition.

A good place to start is at the end. How much money do you, personally, want to make out of this business? This will help you work out how much you need to sell to make that money and what you need to price it at. You will, of course, need to factor in how much it costs you to provide your product or service so there will be a lot of adjusting your assumptions until you are comfortable that you have a reasonably realistic idea of what you need to do to succeed and how long it will take to get there.

In the planning phases, it is important to put together a cashflow forecast. This allows you to estimate the income and outgoings of the business, to know when the business is likely to be making money and know when the business is likely to lose money. Most businesses do not start seeing a profit until 2-3 years down the track, so you need to work out realistically what you need to get the business going and how much money you need so that you can survive while you work on it.

A cashflow forecast template and explanation can be found at the end of this document.


Overheads
Overheads are the cost of doing business. There are two types of overheads – fixed and variable. 
Fixed overheads are costs that do not change. Examples are building lease costs, salaries, subscriptions, mortgage costs, depreciation, phone plans or loan repayments.

Variable overheads change depending on how much you sell or how much work you do. Examples are petrol costs, marketing costs, or printing.

Here is a list of usual overheads. Add to or change this to fit your business

	Fixed Overheads
	Variable overheads

	Salaries
	Drawings

	Leased items
	Electricity

	Mortgage or rent (or proportion of)
	Office supplies

	Loan payments
	Repairs and maintenance

	Phone plan (fixed price)
	Marketing costs

	Subscriptions and professional fees
	Taxes

	Insurance
	GST paid (if registered)

	
	

	
	



If you are creating a product to sell, each individual product will have a cost attached. For instance, if you were to create 1 item, costs would include:
· Cost of materials
· Labour cost (time taken)
· Overheads
Some of these costs will be lower if you produce in bulk; through being able to buy materials cheaper in bulk to fixed overheads being spread further, to being able to create efficiencies in process.

To make a profit, you then need to put a markup on your goods. If your markup is low, you will have to produce and sell more items to achieve your income goals. For example, you would need to sell 10 items with a 10% markup to roughly equal the gross profit generated by 1 of the same items with a 100% markup. You would actually make even more than that because your cost of materials will be less.

Consider how many sales are realistic, what people are willing to pay and how much time it takes you to create items – can you manufacture as much as you need to?
This is one method of working out your selling price. Common methods are:

· Cost price pricing
· Competitive pricing
· Markup pricing
· A combination of the above

If you are selling a service, you need to work out how much money you want to make in a year. So start out by picking a figure of how much you would like to earn and then work out how many hours you will be working once you are established. Consider holidays, sick leave (you will get sick), and non-productive time (marketing, accounts, arranging quotes, planning, general admin). A good rule of thumb is that non-productive time will take up at least one day a week.

If you divide your desired income plus your estimated overheads by the number of hours you will be working, then you have a base rate per hour. This is the minimum you should be charging. You may also need to take material costs into account, but for most service providers this is charged separately to the customer.

Consider what people are willing to pay, whether you will have less work at certain times (such as winter) and whether you have taken ALL your operating costs into account.

For example, I want to make $70,000 and I have calculated I will be working 960 productive hours in a year. I have worked out that my overheads for that time are likely to be $30,000

Desired earnings + Overheads: $70,000 + $30,000 = $100,000
Divided by productive hours: 960
$100,000 ÷ 960 = a chargeable hourly rate of $104.17 (lets round it up to $105 per hour).

For both goods and services, the numbers you have calculated are the MINIMUM you should be charging. 

Estimate what your hourly rate or your product price will be here:
	




Profit
You have now set the minimum price or hourly rate that you need to pay yourself, but that is not enough. You want your business to be able to grow, you want to be able to buy better equipment, or move to a better workshop, or to build up a buffer of funds in case work is slow.

Write a priority list of how you would like to improve your business over time and what the additional cost of that would be:
	



Have a look at your minimum price and work out how much more you should be charging to purchase the items you have listed in a reasonable time period. 
	



Finishing off the basic pricing
Now that you have a basic price go back and recalculate your overheads. There will be a reasonable amount of back-and-forth until you will be satisfied that you have taken all your costs into account and come up with a realistic price for your goods or services. 


Do you have a business?
Go back to your market validation. Does the product or service you are selling fit what people said that they need, and is it a price where people will pay? Hopefully, the market validation will show that you can sell your product or service at the price you have worked out or higher. If it does not, then you need to reconsider. Do you have a viable business? Is there a way you can reduce costs, increase efficiency, or produce a more attractive product?

This is the point where you need to look with your head rather than your heart and, in some cases, it is better at this point to walk away.


Assets Held and Planned
Businesses require assets. Some of these you will already have, and some will have to be purchased. Think about what assets you will need and how often they will need to be repaired or replaced.

For items that you do not currently have, consider whether it is better to buy them or to lease them. Buying an item may cost more up front, but might cost less in the long run. Leasing may mean you have more cashflow available when you need it, or it might be an item that you only occasionally need and can lease it for short periods.

	Business Premises:
	Replacement or Maintenance Strategy:

	
	

	
	



	Electronic Equipment:
	Replacement or Maintenance Strategy:

	
	

	
	

	
	



	Other Equipment:
	Replacement or Maintenance Strategy:

	
	

	
	

	
	

	
	



	Business Stock:
	Replacement or Maintenance Strategy:

	
	

	
	

	
	

	
	

	
	

	
	

	
	


Cashflow Forecasting
Cashflow forecasting is the part of the business plan where you test your assumptions and calculate how viable your business is. A cashflow forecast will show how much money you need up front to start your business, how much money you might need to borrow to survive while the business grows, what your costs and income will be, and where any stress points might be.
In business, cash is king. Many businesses fail despite being busy, simply because they do not have the money in the bank to pay the bills when it is needed.

The secret of a cashflow forecast is…. it is all guesswork. However, you should try and make sure that your guesses are educated ones so that you are as close as you can be to what the reality is likely to be.

You are better to err on the side of caution. If you slightly underestimate your income and slightly overestimate your costs and the numbers still stack up, then that means that you should be able to survive the unexpected. If you overestimate your income or underestimate your costs, then that could mean your business fails.

We suggest writing a cashflow forecast for more than one year, as it can be several years before a business starts making a profit. You may be looking at investing more than you think in the first couple of years and you need to have a realistic idea of how much money you will require.

A simple cashflow forecast template is provided on the last page of this document, but electronic versions of good cashflow forecast templates can be found on the ANZ Bank website or the Westpac website.

A basic cashflow forecast is not a great tool for calculating tax liability, but it can be used to help you work out whether your business is viable and will identify pressure points and opportunities throughout the year. Doing a cashflow forecast helps you to identify and mitigate problems well in advance of when they might arrive.


Cash In
Start by making an estimate of how much money you will make every month from the month you begin trading. This should include all sources of income, including loans you might receive or your own capital you use to start the business. If you are applying for business grants such as the business start-up grant from MSD you should include the estimated amounts here as well.

If you are registered for GST then make sure GST is included in your calculations. You will not be able to work out how much you can claim on GST until you have completed the Cash Out section
Remember that you are unlikely to be at full capacity to begin with and it may take months or years before you get there. It might be that you generate little or no income in the first few months.

Many businesses experience a good level of sales in the first month, followed by a slump and then a slow growth as you build up a solid customer base.

Other events that may affect the income you generate are:

· The seasons - will certain seasons affect your income generation, or should you reduce (or increase) your predictions based on the time of year?
· Holidays - How will Easter, Christmas, School Holidays affect your ability to earn?
· Short months - How many days will you be trading each month? Will this affect your income?
· Sporadic Sales - It may be that you do not have a constant income. Put the predicted income in the month where you think it will occur.
If you are writing a business plan as part of an application for a bank loan or for any other formal purpose, then it is very useful to write an explanation of your assumptions. It should be clear why you think you will make x dollars in any month for any item.


Cash Out
Go back to your pricing and costing. Some of your costs will be fixed and some will be variable. The fixed ones are easy to calculate and should be the same each month. The variable ones will change depending on how much activity you are undertaking or on outside factors (such as more power costs in the winter).

In some cases, there will be a lag where you need to pay for materials or services well before you are able to generate an income from the product you create. Be realistic in your timing.


You Still Need to Eat.
A common error in a cashflow forecast is forgetting to put money aside for yourself. This is generally drawings (if you are a sole trader), or it can be salary and/or drawings (if you are establishing a company). The important thing is to try and pay yourself a regular and survivable income while you are setting up. Some of your costs may be less than you think (such as if you have taken a portion of your weekly rent or mortgage as a business cost).

It is worth writing up a personal budget showing how much you need to survive. This should be the minimum you pay yourself, with the hope of increasing this amount as the business progresses.

	Personal Budget

	Items
	Monthly Cost

	Rent/Mortgage
	$

	Rates
	$

	Groceries
	$

	Clothing
	$

	Power
	$

	Phone
	$

	Car/Fuel
	$

	Child Care
	$

	Other loan repayments
	$

	Emergency money
	$

	Other
	$

	Other
	$

	Other
	$





Bank Balance
You should now be able to subtract your costs from your income for each month to calculate your surplus (if you have made money) or your deficit (if you have lost money). The opening balance for your first month will be $0. Do not panic if you are running a deficit on any given month, what is important is that your closing balance stays well above zero. This indicates that you will have enough money on hand to pay bills as they arrive.
If you are not making enough money to pay your bills, then there are a number or aspects of your business you can relook at:
· Lower the amount you draw from the business
· Relook at your pricing and costing
· Take a larger loan to cover costs
· Invest more capital from your savings (if you have savings)
· Work out how to attract more customers
If you find you have a very tidy balance at the end of the year, then that gives you options to improve the business or to draw more income from it for you.

Assumptions in your forecast
In your cashflow forecast you will be making assumptions and intelligent guesses.  That’s fine, but if you are presenting your cashflow forecast to someone else (such as a potential investor, a business startup fund or a bank) then they will want to know the basis of your assumptions. 
Most of your assumptions will be in the ‘cash in’ section. The ‘cash out’ takes a lot less guesswork.

For example:
· Why do you think that your business will grow at the rate you have assumed?
· Why have your income dropped in certain months?
Write down any assumptions you make, or any items that are not self-explanatory.  This will help readers to understand the basis of your cashflow forecast.

	




Accountants and Bookkeepers
Get an accountant. Seriously. It may seem like an unnecessary cost, but a good accountant will act as a mentor, will identify issues to be addressed and will help you pay as little tax as possible. Having an accountant will save you money, time and stress.
A bookkeeper is great for keeping up with your weekly transactions, for invoicing and for following up on anyone who doesn’t pay on time. Again, having a bookkeeper will save you stress and give you more time to do productive work.


What next?
Now that you have completed your plan, go back to the start and refine it. Each section will have revealed changes that need to be made to your initial assumptions. Go back, refine, then go back and refine some more. You will never get it perfect, but you want to get it to a stage where you feel there is a realistic chance of success.

Pressing that ‘go’ button is hard, especially since every business plan is made up of a certain level of educated guesses and assumptions. The only way to really know what mistakes you have made in your planning is to test your plan, and the only way to do that is to enact it.

If you honestly believe that your business has a reasonable chance of success - go for it. Your plan will never be perfect and at some point, you will need to take the leap. But your business plan gives a blueprint that will maximise your chances of success and help you to avoid some of the pitfalls.

Once you have started, do not feel that you must stick to your plan. A plan is just a guideline. Opportunities will come up and failures will occur that you never expected. Play to your strengths and find other people who can do the tasks that you are weak at. Be flexible, be prepared to change and be prepared to be uncomfortable, but always keep your eye on your personal and business goals and always assess a new opportunity before following it.


Checklist
A list of other tasks to follow up as part of starting a business:
· Create a business name/trading name – check it is available
· Work out what business structure you will use
· Protect intellectual property (if appropriate)
· Get a New Zealand Business Number
· Create a website (or some sort of web presence)
· Become aware of any relevant regulations for your industry
· Create a Health and Safety plan
· Learn about tax – what you can claim and what you must pay
· Register for GST (if appropriate)
· Plan for paying provisional tax
· Register under an appropriate ACC category and package
· Check your personal and professional insurances are in place
· Think about how your business will cope if you get sick or injured
· Establish if you will take on staff or contractors and when you are likely to employ them
· Learn about employment law (if you are planning to employ)
· Make sure your qualifications or registrations are up to date
· Work out where your business will be located
· Check with the council about any permissions your business may require to operate

Resources

For a wide range of templates, resources, information and advice, go to the Enterprise North Canterbury website.

[image: ]ENC Business Planning Guide by Enterprise North Canterbury is licensed under CC BY 4.0 
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