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Section 1: The Business Profile
Description of My Business

Describe your product or service.

Targeted Market and Customers

Describe your customer profile and why they want or need 

your product or service.

Growth Trends in this Business

Is the market for your product or service growing

or shrinking?

´hô°ûŸG øY IòÑf :∫hC’G Aõ÷G

´hô°ûŸG ∞°Uh

É¡eó≤J »àdG áeóÿGhCG èàæŸG øY çó–

AÓª©dGh ±ó¡à°ùŸG ¥ƒ°ùdG

áeóNhCG èàæe øe ¬eó≤à°S ÉŸ º¡àLÉM ÜÉÑ°SCGh ∂FÓªY ¢üFÉ°üN ∞°U

Ö∏£dG ‘  ƒªædG äÉ©bƒJ

 ∑Éæg ΩCG áeóN hCG èàæe øe ¬eó≤J ÉŸ  kGójGõàe kÉLÉ«àMG ¥ƒ°ùdG ó¡°ûj πg

?®ƒë∏e ™LGôJ

πª©dG á£N êPƒ‰Business Plan Sample
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Ò©°ùàdG Iƒb

 íª°ùJ »àdGh É¡eó≤J »àdG áeóÿGhCG èàæª∏d IOôØàŸG ¢üFÉ°üÿG ìô°TEG

.áëHôe QÉ©°SCG ¢VôØH

¢SÉædGh ájDhôdG :ÊÉãdG Aõ÷G

ájDhôdG

 ¬eó≤J …òdG ´hô°ûŸG hCG ´GÎN’G hCG IôµØdÉH ∂fÉÁEG ióe á©æ≤e á≤jô£H ÚH

.É¡æe óH’ ¬Ñ©°U äGQÉ«N òîàJ ¿CÉH ó«cCG OGó©à°SG ≈∏Y ∂fGh

¢SÉædG

´hô°ûŸG hCG ´GÎN’G ,IôµØdÉH á∏°üàe á«∏ªY äGÈN

 ∂YGÎNG ,∂JôµØH π°üàj …òdG ´É£≤dG QÉª°†e ‘ á«∏ª©dG ∂JÈN ìô°TG

 á≤«KƒdG á∏°üdG äGP ∂JGÈNh ∂JGQÉ¡e ôcPGh …QÉéàdG ∂Yhô°ûÃ hCG

.´hô°ûŸG ∫ÉéÃ

»ª∏©dG ∂∏«°ü–h ∂à«°üî°T

.»°SGQódGh »ª∏©dG ∂∏«°ü– πMGôe kÉë°Vƒe ∂à«°üî°T øY IòÑf ÖàcG

Pricing Power

Explain the unique qualities or circumstances concerning your 

product or service that will enable you to maintain

profitable pricing.

Section 2: The Vision and the People
The Vision

Describe convincingly that you are passionately committed to 

your new idea, invention or business and have the realism to 

make inevitable hard choices.

The People

Work Experience Related to My Intended Business

Describe your work experience in the business you plan to start 

including a list of your skills and knowledge, which will be 

required in your business.

Personal Background and Education Credentials

Describe yourself including your education.
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Section 3: Communications 

Computer and Communication Tools

Furnish a tabulation of each piece of equipment you intend to 

use including a description and the budget for each.  You can 

use the following as a guide.

Resource Requirements:

Communication

Enter a description of all communication equipment.

Enter a budget for all communication equipment.

Telephones

Enter a description of all telephone equipment.

Enter a budget for all telephone equipment.

πFÉ°Shh ‹B’G Üƒ°SÉ◊G :ådÉãdG Aõ÷G

  ∫É°üJ’G 

 ∂dP ‘ ÉÃ É¡eGóîà°SG Ωõà©J »àdG äGhOC’Gh Iõ¡LC’G ™«ªéH áªFÉb ôcPG

.É¡Ø«dÉµJh É¡Ø°Uh

:»∏j ÉÃ áfÉ©à°S’G ∂æµÁ

:áHƒ∏£ŸG OQGƒŸG

∫É°üJ’G πFÉ°Sh

 ∫É°üJ’G Iõ¡LCG ™«ªéH áªFÉb ™°V

áHƒ∏£ŸG á«fGõ«ŸG ôcPG

∞JÉ¡dG Iõ¡LCG

∞JÉ¡dG Iõ¡LCG ™«ªéH áªFÉb ™°V

áHƒ∏£ŸG á«fGõ«ŸG ôcPG
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¢ùcÉØdG Iõ¡LCG

¢ùcÉØdG Iõ¡LCG ™«ªL êQOCG

áHƒ∏£ŸG á«fGõ«ŸG ôcPCG

‹B’G Üƒ°SÉ◊G Iõ¡LCG

‹B’G Üƒ°SÉ◊G Iõ¡LCG ™«ªL êQOCG

Üƒ∏£ŸG á«fGõ«ŸG ôcPCG

 âfÎfEG

 º¡©e πeÉ©àdG …ƒæJ øjò∏dG âfÎfE’G áeóN …OhõÃ áªFÉb êQOCG

áHƒ∏£ŸG á«fGõ«ŸG ôcPCG

»ª«¶æàdG πµ«¡dG :™HGôdG Aõ÷G

´hô°ûª∏d »ª«¶æàdG πµ«¡dG

Gòg ∑QÉ«àNG π∏Yh ∂Yhô°ûe ‘ √óªà©à°S …òdG »ª«¶æàdG πµ«¡dG º°SQG

Facsimile

Enter a description of all fax equipment.

Enter a budget for all fax equipment.

Computers

Enter a description of all computer equipment.

Enter a budget for all computer equipment.

Internet

Enter a description of necessary Internet providers.

Enter a budget for Internet access.

Section 4: Organization
Business Organization

Explain the form of business organization you intend to use 

and why it is best for your business.
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Professional Consultants

List the names of your lawyer, accountant, insurance agent 

and any other professionals.

Licenses

List what licenses you will require to go into business.

Section 5: Insurance
Insurance

List the forms of insurance coverage including

anticipated costs.

Section 6:  Premises
Location Criteria

Outline your location criteria

- Space requirements

- Future requirements

- Site analysis study, if needed (attach)

- Demographic study, if needed (attach)

- Lease check-off list (attach)

- Estimated occupancy cost as a % of sales

- Zoning and use approvals

øjQÉ°ûà°ùŸG

 ÜÉë°UCG øe ºgÒZh ÚeCÉàdG π«chh Ö°SÉëŸGh »eÉëŸG AÉª°SCÉH áªFÉb ™°V

.º¡©e πeÉ©àà°S øjòdG ¢UÉ°üàN’G

¢ü«NGÎdG

 ´hô°ûŸG RÉ‚E’ É¡LÉà– »àdG ¢ü«NGÎdÉH áªFÉb ôcPG

ÚeCÉàdG  :¢ùeÉÿG Aõ÷G

ÚeCÉàdG

í«°VƒJ ™e ´hô°ûŸG á«£¨àd É¡LÉà– »àdG ÚeCÉàdG ≥FÉKh ´ƒf ÚH

áHƒ∏£ŸG á«fGõ«ŸG 

 ≈æÑŸG :¢SOÉ°ùdG Aõ÷G

™bƒŸG äÉØ°UGƒe

´hô°ûª∏d Üƒ∏£ŸG ™bƒŸG äÉØ°UGƒe ôcPG

 áMÉ°ùŸG -

πÑ≤à°ùŸG äÉLÉ«àMG -

(áLÉ◊G óæY É¡≤aQCG ) ™bƒª∏d á«∏«∏– á°SGQO -

(áLÉ◊G óæY É¡≤aQCG ) ÊÉµ°S AÉ°üMEG á°SGQO -

(áLÉ◊G óæY É¡≤aQCG) QÉéjE’G ó≤Y áªFÉb  -

äÉ©«ÑŸG øe ájƒÄe áÑ°ùæc QÉ≤©dG QÉéÄà°SG áØ∏µJ -

 á≤£æŸGh ΩGóîà°S’G äÉ≤aGƒe -
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Section 7:  Accounting and Cash Flow 
Accounting

Furnish, as a separate exhibit, your starting balance 

sheet and projected income statements for the first 

six months to one year.

Cash Flow Planning

Provide a separate exhibit of your one-year cash flow analysis 

including estimated sales, all costs and capital investments.

Provide a checklist of all expense items for input 

into your cash flow projection.

Cost Analysis

What are all of my costs: fixed, variable, product, delivery, etc.

Internal Controls

Explain your: Intended internal controls and cash controls, 

check signing policy, strategy for controlling shrinkage and 

dishonesty and control of incoming merchandise.

…ó≤ædG ∫ƒNóŸGh áÑ°SÉëŸG  :™HÉ°ùdG Aõ÷G

áÑ°SÉëŸG

 ‘ AóÑdG ¬∏MôÃ á°UÉÿG á«FGóàH’G á«eƒª©dG á«fGõ«ŸÉH π°üØæe ∞°ûc Ωób

.¤hC’G áæ°ùdG ≈àMh ¤hC’G ô¡°TC’G áà°ù∏dh ™bƒàŸG πNódG ∞°ûch ´hô°ûŸG

ájó≤ædG äÉ≤aóàdG π«∏–

 ∂dP ‘ ÉÃ IóMGh áæ°ùd ájó≤ædG ∂JÉ≤aóàd π«∏– á∏≤à°ùe áëØ°üH ≥aQG

 ¤G áaÉ°V’ÉH Üƒ∏£ŸG ∫ÉŸG ¢SCGQh äÉahô°üŸG ∫ÉªLEGh á©bƒàŸG äÉ©«ÑŸG

.ájôjó≤àdG ájó≤ædG á«fGõ«ŸG ‘ πNóJ »àdG ∞«dÉµàdG OƒæH ™«ªL πª°ûJ áªFÉb

∞«dÉµàdG π«∏–

.ïdGh ,π«°UƒàdG ,èàæŸG ,√Ò¨àe ,áàHÉK : ´hô°ûŸG ≈∏Y áÑJÎŸG äÉahô°üŸG »g Ée

»∏NGódG ≥«bóàdG

 á°SÉ«°Sh ájó≤ædG äÉahô°üŸG ≈∏Y áHÉbôdGh »∏NGódG ≥«bóàdG á£N ™°Vh

. IOQGƒdG ™∏°ùdG OôLh ÖYÓàdGh Qó¡dG áÑbGôeh äÉµ«°ûdG ™«bƒJ
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Section 8:  Financing
Financing Strategy

Provide a chart or spreadsheet showing all of the sources of 

your start-up capital. Explain any government assistance or 

loan guarantee programs you intend to apply for.

If your business is for use with potential lenders, include a cash 

flow projection and projected income statements to show 

sources of repayment of loans. Be conservative

 in your forecasts.

List your sources of referrals to lending institutions. (Your 

accountant, etc.)

Section 9:  E-Commerce
E-Commerce Plans

Describe in detail how you plan to use the Internet in 

marketing your product or service.

E-Commerce Budgeting 

Provide a detailed breakdown of the costs involved in creating, 

operating and maintaining your e-commerce activities.

πjƒªàdG :øeÉãdG Aõ÷G

πjƒªàdG á«é«JGÎ°SG

 ôcPGh ´hô°ûŸG ¢ù«°SCÉJ ¬∏MôŸ ∫ÉŸG ¢SCGQ πjƒ“ QOÉ°üe í°Vƒj ∫hóL Ωób

.¬d ó©J ‘ô°üe ¢Vôb èeÉfôH hCG á«eƒµM √óYÉ°ùe ¬jCG ∑Éæg ¿Éc ¿EG

 kÉØ°ûc ÚH ,¢VGÎb’G ≥jôW øY ¬∏jƒ“ ºàj ±ƒ°S ´hô°ûŸG ¿Éc ¿EGh

 QOÉ°üe kÉë°Vƒe πNó∏d πKÉ‡ ∞°ûch á©bƒàŸG ájó≤ædG á«dÉŸG äÉ≤aóàdÉH

.∂JÉ©bƒJ ‘ ßØëàdG ΩõàdGh ¢Vô≤dG OGó°S

á°Vô≤ŸG äÉ°ù°SDƒŸG iód á©LGôŸG QOÉ°üÃ áªFÉb ôcPG

(..ïdGh ∂JÉHÉ°ùM ΩÉbQCG) 

á«fhÎµdE’G IQÉéàdG :™°SÉàdG Aõ÷G

 á«fhÎµdE’G IQÉéàdG §£N

 ¬eó≤J Éeh ∂éàæe ≥jƒ°ùJ πLG øe âfÎfE’G ΩGóîà°SG á«Ø«c kÓ«°üØJ í°Vh

 äÉeóN øe

á«fhÎµdE’G IQÉéàdG á«fGõ«e

 ™«ÑdG á£°ûfCG áfÉ«°Uh π«¨°ûJh AÉæÑH á°UÉÿG ∞«dÉµàdÉH á∏°üØe áªFÉb Ωób

.∂H á°UÉÿG ÊhÎµd’G
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á°ùaÉæŸG á«fhÎµdE’G IQÉéàdG äÉ¡L

IQÉéàdG ™jƒ£Jh ∫Ó¨à°SG ¤G ∂d Ú°ùaÉæŸG ÈcG óª©j ∞«c ÚH

.º¡«∏Y ¥ƒØà∏d á«é«JGÎ°SG øe ¬JOóYCG Ée í°Vhh á«fhÎµdE’G 

≥jƒ°ùàdG :ô°TÉ©dG Aõ÷G

 á«≤jƒ°ùàdG á£ÿG

 øFÉHõdG ÜòL á«Ø«ch kÉeƒªY ∂H á°UÉÿG äÉ©«ÑŸGh ≥jƒ°ùàdG á°SÉ«°S ÚH

.º¡«∏Y á¶aÉëŸGh

    á«éjhÎdG á«fÓYE’G á∏ª◊G á£N

 ¢Vô¨dG Gò¡d Ió©ŸG á«fGõ«ŸGh ∂à£N ÚH

¿hõîŸGh äÉjÎ°ûŸG áÑbGôe

"≥≤ëàdG ºFGƒb " á°SÉ«°S óªàYG

ÖjQóàdG §£N

 ÚHQóÃ áfÉ©à°SÓd ∂££Nh äÉ©«ÑŸG OGôaG ÜÉ£≤à°S’ Ió©ŸG ∂à£N ÚH

´hô°ûŸÉH ¢UÉÿG äÉ©«ÑŸG ≥jôa ÖjQóàd

E-Commerce Competition

Describe how your best competitors utilize e-commerce and 

your strategy to improve on their practices.

Section 10:  Marketing
Marketing Plan

Describe your overall marketing and sales strategy including 

how you plan to get and retain customers.

Advertising and Promotion Plans

Describe your plans and budgets for advertising 

and promotions.

Purchasing and Inventory Control

See ‘how to buy’ checklist.

Training Policies

Describe your plans for hiring and training your sales 

associates.
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á°ùaÉæŸG äÉ¡÷G

É¡«∏Y Ö∏¨àdGh É¡©e πeÉ©àdÉH ∂££Nh á°ùaÉæŸG äÉ¡÷G ÌcG ÚH

 äÉ¡÷G iód ∞©°†dG •É≤f øe IOÉØà°SÓd §£NG ∞«c

?á°ùaÉæŸG

.¥ƒ°ùdG ‘ ∂©bƒe ájƒ≤àd É¡æe IOÉØà°SE’G á«Ø«ch •É≤ædG √òg ÚH

ƒªædG èeÉfôH :ô°ûY …OÉ◊G Aõ÷G

ƒªædG

 ΩÉ¶fh á«dÉe äÉ≤aóJh IôKDƒe πjƒ“ QOÉ°üeh ™°Sƒà∏d ∂∏Ñ°S ÚH

 á«FÉæãà°SG ¢VhôYh IQGOE’G ≥jôØd ájõ› õaGƒMh §°ûf áÑ°SÉ

ÒÑµdG êÉàf’G ÉjGõe øe IOÉØà°SÓd §£Nh Ió«Øe

.áëHôe á«ÑjôŒ π«¨°ûJ á£N Ωób

 á«°ü©à°ùŸG πcÉ°ûŸG ™e πeÉ©àdG

 á«°ü©à°ùŸG πcÉ°ûª∏d …ó°üà∏d Ió©ŸG äÉgƒjQÉæ«°ùdG ÚH

 Qƒ¡X hCG %25 áÑ°ùæH äÉ©«ÑŸG ¢VÉØîfG ™e πeÉ©àdG á£N : kÓãe É¡æeh

...ïdGh IójóL á°ùaÉæe äÉ¡L

The Competition

Describe your strongest competitors and how you 

intend to compete.

How I Plan to Take Advantage of Competitors Weak Points. 

List your competitor’s shortcomings and how you can capitalize on 

them.

Section 11: Growth Program
Expansion

Describe your growth: You might include development of 

profitable pilot operation, sources of financing, cash flow, 

accounting system in place, incentive compensation plan for 

managers, benefits package and policies, economics of scale.

Handling Major Problems

Describe scenarios of adverse conditions and how you intend to 

respond to them. For example how you would plan to handle a 

25% reduction in sales, or new competitions, etc. 



Sample

 á©°VGƒàe äÉ©bƒJ ¢SÉ°SCG ≈∏Y á©bƒàŸG ájó≤ædG äÉ≤aóà∏d á£N ô q°†M

 ®ÉØë∏d É¡°†«ØîJ ºà«°S ∞«dÉµJ OƒæH ájCGh ∞«c oÉæ«Ñe I’É¨ŸG øY Ió«©H

        .ájó≤ædG ádƒ«°ùdG ≈∏Y

           

  

Prepare a cash flow projection based on lowered expectations 

and show how and where you would reduce costs to maintain 

liquidity.




