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Page references reflect the blank template. Update them once the plan is complete.
1.  Executive summary
	Purpose  A concise, standalone overview a reader can grasp in two minutes. Write this section last, once the detail below is settled.



Summarise the organisation, what it offers, the market it serves, and the outcome this plan sets out to achieve. Keep it to a single page.
The opportunity
[In two or three sentences, describe the need or opportunity this plan addresses.]


What we offer
[Summarise the products, services, or activities and the value they deliver.]


Resources required and expected outcomes
[State the resources or funding required and the headline results expected over the planning period.]

Headline targets
A snapshot for readers who take in only one page. Complete this once the detail below is settled.
	Measure
	Current
	Target by end of plan

	Income / revenue
	[£0]
	[£0]

	Profit / surplus
	[£0]
	[£0]

	Customers / users
	[0]
	[0]

	Market share
	[0%]
	[0%]

	Staff (FTE)
	[0]
	[0]

	Investment required
	[£0]
	[£0]


2.  Business overview
Mission, vision, and values
Mission (why we exist):  [One clear sentence.]
Vision (where we are heading):  [The position you aim to reach within the planning period.]
Values (how we work):
1. [Value one, with a short description.]
1. [Value two, with a short description.]
1. [Value three, with a short description.]
Background and legal structure
[Briefly describe the organisation: when it was formed, its legal structure (for example limited company, charity, partnership, or sole trader), registration numbers, and its position today.]



3.  Business model
	Purpose  A single view of how the organisation creates, delivers, and sustains value. Keep each row to a few lines.



	Customers
	[Who you serve, and the segments you prioritise.]

	Value proposition
	[The benefit you offer and why it matters to them.]

	Revenue / income streams
	[How money or funding comes in.]

	Key resources
	[The people, assets, and systems you rely on.]

	Key activities
	[The core work that delivers the value proposition.]

	Key partners
	[Suppliers, funders, or collaborators you depend on.]

	Cost structure
	[Your main costs, fixed and variable.]


4.  Products and services
	Focus  Describe what customers receive and the problem it solves, not the internal process behind it.



[Describe your main products or services, who they are for, and what makes them worth choosing. Note any pricing model, delivery method, or planned developments.]



Current and planned offerings
	Offering
	Description
	Stage

	[Name]
	[What it is and the value it delivers]
	[Live / In development / Planned]

	[Name]
	[What it is and the value it delivers]
	[Live / In development / Planned]

	[Name]
	[What it is and the value it delivers]
	[Live / In development / Planned]


5.  Market analysis
Target market and customers
[Describe your market and the customers within it. Estimate its size and note the segments you will focus on first.]


Customer segments
	Segment
	Needs and motivations
	How we reach them

	[Segment name]
	[What they need and why]
	[Channels or routes]

	[Segment name]
	[What they need and why]
	[Channels or routes]

	[Segment name]
	[What they need and why]
	[Channels or routes]


Competitor overview
	Competitor
	Strengths
	How we differ

	[Name]
	[What they do well]
	[Your point of difference]

	[Name]
	[What they do well]
	[Your point of difference]

	[Name]
	[What they do well]
	[Your point of difference]


Market environment
[Note the trends, regulatory changes, or external factors shaping demand, and how the plan responds to them.]


Key assumptions
State the assumptions behind your view of the market. These underpin the financial projections later, so make them explicit.
	Assumptions behind this plan
[Demand in the target market continues to grow.]
[Inflation and input costs remain within expected ranges.]
[Customer acquisition cost stays below the planned level.]
[Competitor pricing remains broadly stable.]


6.  Marketing and sales strategy
	Aim  Show how the right customers will find you, choose you, and return. Keep tactics tied to the segments above.



Positioning
[In one or two sentences, state how you want to be understood in the market and why customers should choose you.]


Channels and activities
1. [Channel or activity, and the outcome it is intended to drive.]
1. [Channel or activity, and the outcome it is intended to drive.]
1. [Channel or activity, and the outcome it is intended to drive.]
Pricing and sales approach
[Summarise your pricing model, how sales are made or contracts won, and how you convert interest into committed customers.]


7.  Operations
Operating model
[Describe how you deliver your products or services day to day: the core process from order to delivery, and what keeps quality consistent.]


Premises, equipment, and suppliers
	Resource
	Detail
	Notes or dependency

	Premises
	[Location and type]
	[Owned / leased / planned]

	Equipment / systems
	[Key items needed]
	[In place / to procure]

	Key suppliers
	[Names or categories]
	[Terms or risks]


Systems, quality, and resilience
Note how you will manage the operational essentials. Expand only the points that apply to your organisation.
1. Systems and technology: [the core systems and tools the organisation depends on.]
1. Quality management: [how standards are maintained and checked.]
1. Data protection and information security: [how personal data is handled and cyber risk is managed.]
1. Compliance: [the main legal, regulatory, or sector requirements you must meet.]
1. Business continuity: [how you keep operating if a key supplier, system, or person is lost.]
8.  Management and team
[Introduce the people who will deliver this plan and why they are well placed to do so.]

Key roles
	Name
	Role and responsibilities
	Relevant experience

	[Name]
	[Role and what they own]
	[Background]

	[Name]
	[Role and what they own]
	[Background]

	[Name]
	[Role and what they own]
	[Background]


Skills gaps and recruitment
[Note any gaps in skills or capacity, and how you will fill them through recruitment, training, or external support.]


9.  Strategic objectives
	Guidance  Set a small number of specific, measurable objectives. Each should have a clear owner and a date.



	Ref
	Objective
	Success measure
	Owner
	Target
	Dependencies

	O1
	[Specific objective]
	[How success is measured]
	[Name]
	[Date]
	[Links to milestone or resource]

	O2
	[Specific objective]
	[How success is measured]
	[Name]
	[Date]
	[Links to milestone or resource]

	O3
	[Specific objective]
	[How success is measured]
	[Name]
	[Date]
	[Links to milestone or resource]

	O4
	[Specific objective]
	[How success is measured]
	[Name]
	[Date]
	[Links to milestone or resource]


10.  SWOT analysis
A snapshot of internal strengths and weaknesses alongside external opportunities and threats. Use it to sense-check the strategy above.
		Strengths
Internal, positive
[Point one]
[Point two]
[Point three]



		Weaknesses
Internal, to improve
[Point one]
[Point two]
[Point three]




		Opportunities
External, positive
[Point one]
[Point two]
[Point three]



		Threats
External, to manage
[Point one]
[Point two]
[Point three]
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11.  Financial plan
	Note  Figures below are a summary. Attach the detailed model as Appendix A. State whether figures are net of VAT and name the currency.



Funding requirement
	Amount required
	Purpose
	Source
	Repayment / return

	[£0,000]
	[What the funding will be used for]
	[Loan / grant / equity / reserves]
	[Terms, timescale, or expected return]



Summary projection
	Item
	Year 1
	Year 2
	Year 3
	Assumptions and notes

	Income / revenue
	[£0]
	[£0]
	[£0]
	[Basis of estimate]

	Cost of sales
	[£0]
	[£0]
	[£0]
	[Basis of estimate]

	Gross profit
	[£0]
	[£0]
	[£0]
	[Income less cost of sales]

	Operating costs
	[£0]
	[£0]
	[£0]
	[Staff, premises, overheads]

	Operating profit / surplus
	[£0]
	[£0]
	[£0]
	[Before interest and tax]

	Other (interest, tax, depreciation)
	[£0]
	[£0]
	[£0]
	[Note items]

	Net profit / surplus
	[£0]
	[£0]
	[£0]
	[Bottom line result]

	Closing cash / reserves
	[£0]
	[£0]
	[£0]
	[Funds available year end]



Key assumptions:  [List the main assumptions behind these figures, for example growth rate, conversion rate, average sale value, and staff numbers.]
Also prepare, and attach in Appendix A:  [a monthly cash flow forecast, a break-even analysis, working capital requirements, and the assumptions behind any funding sought.]
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12.  Implementation plan
	Purpose  Turn the objectives into dated milestones with named owners. This is the plan people work from week to week.



	Ref
	Milestone or action
	Owner
	Start
	Target date
	Dependencies and status

	M1
	[Milestone or key action]
	[Name]
	[Date]
	[Date]
	[Depends on… / Not started]

	M2
	[Milestone or key action]
	[Name]
	[Date]
	[Date]
	[Depends on… / Not started]

	M3
	[Milestone or key action]
	[Name]
	[Date]
	[Date]
	[Depends on… / Not started]

	M4
	[Milestone or key action]
	[Name]
	[Date]
	[Date]
	[Depends on… / Not started]

	M5
	[Milestone or key action]
	[Name]
	[Date]
	[Date]
	[Depends on… / Not started]

	M6
	[Milestone or key action]
	[Name]
	[Date]
	[Date]
	[Depends on… / Not started]
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13.  Key risks
	Tip  Capture the handful of risks that could derail the plan. For a full assessment, use the Trefnus Risk Assessment template.



	Ref
	Risk
	Likelihood
	Impact
	Rating
	Mitigation
	Owner

	R1
	[Describe the risk]
	[L/M/H]
	[L/M/H]
	[L/M/H]
	[Action to reduce it]
	[Name]

	R2
	[Describe the risk]
	[L/M/H]
	[L/M/H]
	[L/M/H]
	[Action to reduce it]
	[Name]

	R3
	[Describe the risk]
	[L/M/H]
	[L/M/H]
	[L/M/H]
	[Action to reduce it]
	[Name]

	R4
	[Describe the risk]
	[L/M/H]
	[L/M/H]
	[L/M/H]
	[Action to reduce it]
	[Name]


Rating:  the overall level once likelihood and impact are combined. Use a consistent scale across the plan.
14.  Monitoring and review
State how progress will be tracked and how often the plan will be revisited. A plan that is not reviewed quickly goes stale.
Key performance indicators
	Measure
	Definition
	Target
	Frequency
	Owner

	[KPI]
	[What it measures]
	[Target]
	[Monthly]
	[Name]

	[KPI]
	[What it measures]
	[Target]
	[Quarterly]
	[Name]

	[KPI]
	[What it measures]
	[Target]
	[Quarterly]
	[Name]


Review cycle:  [State how often the full plan is reviewed and who is responsible, for example a quarterly review by the senior team and an annual refresh.]
15.  Critical success factors
The small number of things that must go right for this plan to succeed. Keep the list short, and use it to focus management attention.
1. [For example: winning the first cohort of customers or users.]
1. [For example: maintaining positive cash flow through the first year.]
1. [For example: recruiting and retaining key staff.]
1. [For example: delivering consistently high customer satisfaction.]
1. [For example: meeting all regulatory and compliance requirements.]
16.  Version history
	Version
	Date
	Author
	Summary of changes

	0.1
	[DD Month YYYY]
	[Name]
	Initial draft

	[0.2]
	[DD Month YYYY]
	[Name]
	[What changed]

	[1.0]
	[DD Month YYYY]
	[Name]
	Approved for use


17.  Approval and sign-off
Approval confirms the plan is agreed and adopted. Sign in the spaces below.
	Role
	Name
	Signature
	Date

	Prepared by
	[Name]
	
	

	Reviewed by
	[Name]
	
	

	Approved by
	[Name, role]
	
	

	Board / owner approval
	[Name, role]
	
	


Appendices
Attach supporting evidence here. Keep the main plan concise and place detail in the appendices.
Appendix A
[Detailed financial model, projections, and cash flow.]
Appendix B
[Market research, data sources, and customer insight.]
Appendix C
[CVs or profiles of key personnel.]
Appendix D
[Supporting evidence, quotes, letters of intent, or contracts.]
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