
 
Enterprise Development Training Course 

 
DAY ONE - SESSION FOUR 
 
 

Planning for Business 
 
 
Objective:  to enable participants to identify the critical information that is needed to plan a 

new business, and to organise this information into a form which will facilitate rapid 
appraisal by the business owner herself or by others. 

 
Time:   One to one and a half hours. 
 
 
Advance Preparation: 
 
If possible, every participant should by this session have selected his business idea for the 
enterprise experience, and should also have decided whether to work alone or with others, and, if 
the latter, the partnerships should be settled.  
 
 
Session Guide 
 
1. Ask participants what bankers usually ask people to produce before they will consider approving 

a loan for a new business venture. Elicit the answer that they require a 'feasibility study' or a 
'project proposal'. Ask any participants who are familiar with such documents briefly to describe 
a typical study of this kind. 

 

2. Ask participants what are the main differences between the 'formal' small businesses that are 
the subject of such studies and most poor people's businesses; why do poor people not prepare 
feasibility studies for their businesses? 

 
• Very few poor people apply for bank loans for their businesses, because bankers are not 

willing to lend very small amounts to people without security. 
 

• The cost of writing such a study may exceed the total amount of capital needed for a micro-
business. 

 
• Micro-business people, and particularly women, usually have neither the time nor the 

education to produce such studies. 
 

3. Ask participants whether this means that there is no need to do any planning for a micro-
enterprise, such as the ones they are about to start for their “enterprise experiences” or the 
businesses operated by their clients. 

 
Many 'formal' feasibility studies or business plans are prepared only because bankers demand 
them, and many such studies are actually prepared by consultants and the actual business 
owners neither know nor care about the details, only about getting the loan. It is nevertheless 
useful for anyone who plans to start a business, even if a loan is not needed, to go through the 
planning process, whether or not it is in writing.  
 
Anyone who plans to start any business, however small, needs to ask and find the answers to a 
number of questions. The format of a formal feasibility study, properly simplified, can provide a 
useful guide for this. This is why participants are going to have to prepare plans for their 
enterprise experience businesses. 
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4. Ask participants to imagine that a client of their NGO has approached them to ask for advice 
about starting a business; they should write down the critical questions that they would ask such 
a person, in order to help her decide whether and how to start it. 

 
Allow five minutes for this. Then go round the class asking each participant to suggest ONE 
item. In this and similar exercises, do not allow one participant to monopolise the learning 
process by giving all the answers; ensure that the less 'pushy' participants also have a chance to 
contribute their suggestion, and that their ideas are also recognised. 

 

5. Summarise the suggestions on the board. Do not write down the same item twice when it is 
expressed in different words, but do include every separate suggestion, even if it does not 
appear useful. 

 
It is likely that participants will have included several questions which cannot be answered, or 
whose answers would cost far more to obtain than the information is worth. Examples of such 
questions might be: 

 
• Exactly how many people visit the market at X each day? 

 
• What will be the cost of receipt books? 

 
Remind participants that: 

 
• Nobody can predict the future; all we can do is make informed guesses as to what may 

happen. 
 

• It is not worth spending a great deal of money or time, which costs money, to obtain 
information which is not worth very much.  Getting information is like training; it is an 
investment which must be judged against the value of what is obtained. 

 

6. Eliminate questions which do not seem either to be answerable or worth asking. Ensure that the 
surviving questions include at least the following, and elicit any missing questions if necessary. 

 
a) What product or service is the business going to provide? 

 
b) Who will be the customers, and why will they buy from this business rather than from its 

competitors? 
 

c) What important equipment or materials and supplies will be needed, where and when will 
they be obtained, and what will they cost? 

 
d) Who is starting the business, and what skills and experience does she have which should 

enable her to succeed? 
 

e) What is the best guess of the total revenue, costs and resulting profit or loss during the first 
month, year or whatever period is relevant. When is the business expected to be profitable? 

 
f) How much money is needed to set up the business and keep it going until it starts to make a 

profit? 
 

g) Who is going to provide this money? If it will have to be borrowed, when can it be paid back 
and what security will the lender want? 

 
Ensure that the main stress is on the customers and the demand for the products or services of 
the proposed business. Too many business plans are prepared on the assumption that whatever 
can be produced will be sold. This has never been true for micro-enterprises, and is ceasing to 
be true for larger public and private sector businesses as the market becomes more 
competitive. 
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7. You need not use these exact words, and some items may be subdivided into two or more 
questions if this is how participants have expressed them. It is important not to suggest any 
standard format for business planning, since this can easily degenerate into a mechanical formal 
exercise. Use simple non-jargon words, however, and point out to participants that although 
terms like 'marketing research', 'cash flow' or 'investment capital' are not used, the day-to-day 
words mean the same thing.  

 
Stress here and throughout the course that participants who are familiar with such terms should 
'un-learn' them, and those who have not heard of them are fortunate. When we are dealing with 
poor and uneducated people we must speak in words they understand, and the effort to do this 
should help us to understand better what we are talking about. 

 

8. Refer to the earlier discussion where it was shown that even an illiterate person starting a very 
small business can usefully go through such a planning exercise. 

 
Ask participants to test this assertion; ask a volunteer to put herself in the position of somebody 
she knows who runs a very small business, such as a village woman who sells spices in the 
market, or a rickshaw puller.  

 
• How might this person have answered these questions before starting the business?  

 
• Would the exercise have been of any value, might it have helped to avoid mistakes or to 

reveal how the business might have been made more profitable? 
 

9. Elicit further examples where such a check list might have helped: 
 

• Most people copy other businesses rather than trying to offer something different. Question 
(b) might lead to ideas for better packaging or products or a better location to attract 
customers. 

 
• A business has to be based on a good idea, but the person who works in the business should 

also have some particular skill or experience to make it succeed; this is not likely to be an 
academic qualification, but may be a domestic skill, a hobby interest or some working 
experience. Asking question (d) can help to identify this ability or its absence. 

 
• Many businesses fail not because they do not make profits, but because their owners have 

not put in enough money at the beginning to keep the business going until it makes a profit. 
The answer to question (f) will help to avoid this problem or will show that the business 
cannot be started with the available money. 

 
Stress that a decision not to start a business may be a very good decision. Refer to the previous 
session. You have to be an optimist to generate good business ideas, but you have to be a realist 
to avoid starting a business that has little hope of succeeding; a business plan can help optimists 
to be realists.  

 

10. Remind participants that they must now prepare business plans for their enterprise experience 
businesses according to the agreed format.  

 
They must also make a presentation of their business plan to the rest of the group tomorrow. 
The owners of a partnership businesses must agree on who will make the presentation and each 
business will be allowed a maximum of five minutes for its presentation.  

 
If possible, participants should be given newsprint sheets and markers, or overhead 
transparency sheets and pens, to prepare visual aids to support their presentations. Stress that 
this will be an opportunity not only to learn about business planning but also to practice the 
vital and often neglected skill of communicating a great deal of information  to a group of 
people in a short period. Successful enterprise development, like running an actual business, 
depends on communication. 
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Briefly go through some of the basic principles of presentation: 

 
• Any visual aids must be neat, and the written words should be clear, legible and cover 

summary points only. 
 

• The sequence must be logical and clear. 
 

• The figures must be clear, neatly written and correctly calculated. 
 

• Responsibilities within any group businesses must be agreed before the actual 
presentations.  

 
• The enterprise experience is intended to be good fun, but it is also a serious learning 

exercise; presenters must be well-prepared and confident. 
 
Ensure that everyone has copied the final list so that no important items are omitted, and stress 
that every participant must have a business to present for the next session, whether as an individual 
or as a member of a group business. 
 
 
 
Further Reading:  
1. The group enterprise resource book (FAO) Part 1: Step 3: Carry out a feasibility study 
 
It can be found in the Rural Finance Learning Centre (www.ruralfinance.org) under: 

Resources / Client advice / Group activities 
 
Other materials may be found in the RFLC under the Business planning topic. 
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