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[INSERT YOUR BUSINESS LOGO]
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2. Executive Summary sz« Sa

[Please complete this page last]
N AR agRaR Ay Xaa|

[Your business summary should be no longer than 1 to 2 pages and should
focus on why your business is going to be successful. Your answers below
should briefly summarize your more detailed answers provided throughout
the body of this plan.]
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The Business
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Business name: [Enter your business name as registered in your country.
If you have not registered your business name, add your proposed business

Frmse: [ BxYEmandRc Y fuynYas e Fafs g ga gy gy agy s ae| aubdsd
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Business structure: [for example partnership, trust, company]
EoamFaaR: [ fARE nasassadu), FEousady ] ELuNaga eI e ]
Company registration details: Zxavagsa<mc i Tafiz Gy
Business location: [Main business location]

Er a3 NN AEN] Eram @ YR AN AEN]

Date established: [The date you started]
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Business owner(s): [List all of the business owners.]



Bems: [BrmgmaesiRe 2ghe iy 5]

Relevant owner experience: [Briefly outline your experience and/or years
in the industry and any major achievements]
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Products/services: [What products/services are you selling? What is the
anticipated demand/need for your products/services?]
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The Market @ar=

Target market:
LSRN EIES

[Who are you selling to? What are their needs? Why would they buy your
products/services over others?]
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Marketing strategy: #Ffa3< 33 gaareq]

[How do you plan to enter the market? How do you intend to attract
customers? How and why will this work?]
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The future ardcarzy

Vision statement: o=y agmarapma



[The vision statement briefly outlines your future plan for the business. It
should state clearly what your overall goals for the business are.]
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Goals/objectives: siagarasragay)

[What are your short & long term goals? What activities will you undertake
to meet them?]
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The Finances &=3g]

[Briefly outline how much profit you intend on making in a particular
timeframe. How much money will you need up-front? Where will you obtain
these funds? What portion will you be seeking from other sources? How
much of your own money are you contributing towards the business?]
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3. Company Overview NGHAF AL Y B ENNRI]

Registration details Fdz8a%]

Business name: [Enter your business name as registered in your country.
If you have not registered your business name, add your proposed business

Fram R [ BRTEan IRy 2oy T g R ar T B ex gNdR w Ry agE SN ] AR ER T
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Date registered: [Date business name registered. ]
\qjqﬁsvéiv,\ﬁagm &m&r@%ﬁﬂ'ﬁ'@ﬁﬁéﬁ'@aﬁ’m1

Business structure:[Sole trader, partnership, trust, company.]

o\ T,

EoanTHae: [EoandE) Fraguivas) aga g agaas<mec]

Licenses & permits: [List all the licenses or permits you have registered]
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Domain names: [Registered website domain names. ]
weRe: (SRR AR Fods 3y 5]

Memberships & affiliations:[Is your business a member of any particular
industry association or club? Do you have any affiliations with any other
organisation?]
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Insurances: [/iability insurance, health insurance and other insurance for
staff, property insurance, etc. |
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Business premises Zzasrts|

Business location: [Describe the location and space occupied/required.
What is the size of the space you occupy/require? Which city or town? Where
in relation to landmarks/main areas?
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Buy/lease: [If you have purchased a business premises or are currently
leasing, briefly outline the arrangements. If you are still looking for a lease,
outline your commercial lease requirements and any utilities/facilities
required. ]
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Business History — &=amrdrgay

[When did you first get the idea for the business? How did your business
start?]
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Business details ZFzaxngay)

Products/services: [What products/services are you selling/would you like
to start selling? What is the anticipated demand/need for your products/
services?]
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Product/ Description Price
Service afIgs] ECGIN
S eI

[Product/ [Brief product/service [Price]
service name] | description] ECN
95 ENGRNGAER 852N AR GIN R Jr AR g aAs]

[Product/ [Brief product/service description] | [Price]
service name] Eas'awqqm'@a'é:‘qum‘iwqqﬂ ECHN
S eIV

[Product/ [Brief product/service description] | [Price]
service name] 55\'E“"iﬁ'@“"@a'g"“‘iﬂ'@mﬂﬂﬂ S RE
952N G A

[Product/ [Brief product/service description] | [Price]
service name] ECE IS
5 EN[ARNERART 5 235 qRN AR AR g Ay

Unique selling position: [How will your products/services succeed in the
market where others may have failed? What gives your products/services

the edge?]
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Anticipated demand: [What is the anticipated quantity of products/
services your customers are likely to purchase? For example, how many

customer are you expecting in 6 months or 12 months?]
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Pricing strategy: [Do you have a particular pricing strategy? Why have you
chosen this strategy?]
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Market position: [Where do your products/services fit in the market? Are
they high-end, competitive or budget? How does this compare to your
competitors?]
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Value to customer: [How do your customers view your products/services?
Are they a necessity, luxury or something in between?]
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Mission statement agaa@Ramaraags|

A mission statement awsagdmaags; defines what your company is, why it
exists, its reason for being.
BR TGRS SH Ay N ANarRqT J RN FIABRAFN g R AN J AR Gy S Wy Ry 3|

[What is your business' mission statement? I.e. how will you achieve your
vision?]
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A few examples:
“"For so long, people thought Airbnb was about renting houses. But really,
we’re about home. You see, a house is just a space, but a home is where
you belong. And what makes this global community so special is that for the
very first time, you can belong anywhere. That is the idea at the core of
our company: belonging."
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"Apple has always been different. A different kind of company with a
different view of the world. It's a special place where we have the
opportunity to create the best products on earth - products that change lives
and help shape the future. It's a privilege we hold dear.”
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"Founded in 2004, Facebook's mission is to give people the power to build
community and bring the world closer together. People use Facebook to stay
connected with friends and family, to discover what's going on in the world,
and to share and express what matters to them.”
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Goals/objectives R warsczAa=]

[What are your short & long term goals? What activities will you undertake
to meet them?]
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Action plan mqn@#%’?ﬂ@{

milestone ( a goal with Date of person responsible
target date) expected ATNH /R
NEIN] (RN N S TEa]) completion

Ey SR A NE R &
[What are the business [When do you [Who is responsible for
milestones that you need to | expect to delivering this

complete starting from
today?]
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complete them?]
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milestone?]
oy B R Juaia I3 LR
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[What are the business
milestones

that you need to complete
starting from today?]
éﬁ'@&'ﬁ'ﬁ:’a\&mﬁng&&rﬁngwsiﬁz\m&'
e G N RIS AC R

[When do you
expect to
complete them?]
A SN ES SN R ]

[Who is responsible for
delivering this
milestone?]

oy BRSmEY Juaia I3 LR
AAF R Y R

[What are the business
milestones that you need to
complete starting from
today?]

B aR Re s g h Ay RN ad
e G N LIS AC R

[When do you
expect to
complete them?]
BR o Rg s Jorar Ey
SRR ECU T

[Who is responsible for
delivering this
milestone?]

Er N BN FUARF IR A
AR IR YA

[What are the business
milestones that you need to
complete starting from
today?]

B DR Re Gaa A g h Ay AR AR
e G N RIS AL Rl

[When do you
expect to
complete them?]
By TR se fur AR Ey
SR A R B A R R |

[Who is responsible for
delivering this
milestone?]

Er N BN FUARF IR A
AFER IR YR 5]




4. Industry analysis axXax336g]

[Detail the results of the market research you have performed or research
you have done into the statistics of your area/region/country.
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What is the size of the market? What companies are present already? Is the
area/region economically stable? Is there a population growth? What recent
domestic or global trends have emerged in the market? What growth
potential is available and where do you fit in? How will the market/customers
change when you enter the market?]
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5. Customer analysis &oqarR3 @A)

Customer demographics Fcqaaz=aaa s

[Define who your target customers are and how they behave. You can
include age, gender, social status, education and attitudes. ]
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Target groups sAfadEYw3|

[Identify your ideal customer. What are his/her specific needs? How will you
target your products/service to them?]
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Customer management Zcqy5ss

[How will you maintain a good relationship with your customers? What
techniques will you use? How will you keep your customers coming back?
Have you introduced customer service standards?]
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6. Competitive analysis

ama ¥ 53 /A

[How do you rate against your competitors? How can your business improve
on what they offer?]
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Competitor details

amay ER /|
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[List at least 3 competitors in the table below. ]
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[Competitor
name]

amE R AR

[When
were
they
establish
ed?] fc
Ry
JEaRaTar
SN R
2]

[Number
of staff
and/or
turno ver]
AN R TEE ]
SIS PES)

[Unigue
value to
customers
. E.g.
convenien
ce,
quality,
price or
service?
AR
N R I
iailkia
’:‘%‘5‘:@'

31 24
GRNG]

[What are your
competitor's
main
strengths?]
\@’ﬂc@q‘ﬂi\éﬁ”ﬁq Ei
G RE RS

[What are your
competitor's
main
weaknesses?]

85 Jams EyvdReg s
AETIR5|




S.W.O.T. analysis
NIRENR QA 2] 31"ﬁ‘W’i’:'5\55"“’i”‘ﬂ“m”@@qéﬁ"ﬁ&’T

[List each of your businesses strengths, weaknesses, opportunities or
threats in the table below and then outline how you plan to address each of
the weaknesses/threats. |

3B Ynananmaga] Fameae dam RN X ady g Reyan  Hads 3y A aR] Savdsduesase

B3 TRAUN FA TSN EoR E R Fay|
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Strengths (internal) svzasr | Weaknesses (internal)
Q= E| fagr:i’oﬁ &5 3| J/W:'\fm\l
Opportunities Threats (external)3sm ¥

(external)Fxas FEa)




[For strengths and weaknesses think of: A3t &5 s &am a8 &

your service BT aINg)

your product 85795z

your skills Ex7&sr g

your story B5aras|

your staff B

your knowledge 5T Ea

your way of operating B5 38 Ry
projects you support B INFIF=IF AT AR
your resources &r7E5 "]

your reputation 5Tz ma

[For opportunities and threats think of: FxRs=E 35 mA§= T axarEa|

Economic trends sraradxadgau
Political environment sx 5=y
Legislation Ramy

Market trends E==aaf g
Competition ags %5

Global influence st T gasr3a)
Weather/nature apsragaae=cgey
Technology agarax)
Demographics &eay

Unique selling position 3xaF=fr3 3@ =aaraaa)

[Why do you have an advantage over your competitors? How will your
products/services succeed in the market where others may have failed?]
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7. Marketing Plan  fdaxagxa@cas<me)

[How are you going to convince your potential customers that your services
are fulfilling their need(s)?]

g e AR Y g e e R A g B B e 5 35 2

Marketing mix 3=aZ= 3389

- Product Fszx

[What need is your product fulfilling?] &x78a esrarSGaac 3
- Price 5

[How are you going to use the price of your products/services in your
marketing? How are you going to convince customers they are getting value
for their money?]

e g
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* Place 3|
[How, when and where can customers buy your product/services?]

[What are your trading hours? What are your expected peak trading times?
Which times do you expect to be more profitable? How will this change over
different seasons? How do your trading hours accommodate these changes?]

B asm PraETR | GU AT Y e R g Y g

BRI Fn o g R Ny AN Rg] B JNET AT IR A e AN AN G S AN ER TN RG] B IIEG AT IR F SV
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- Promotion 258z g=a)

[What strategies do you have for promoting and advertising your products/
services in the next 12 months?]
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out, giveaway, media
release, social media
campaign, event, etc.]
yRRyYF ERREEA] § AR
EEA| § I AER AR AGR AL TR
Y BB FRmg |
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Planned promotion / Expected business improvement Cost Target
advertising type & rum I N E AN W FN] (%) date
B R ARE S R R
[Print media advertising, [How do you expect it will improve your | [$] [Month/
online advertising, mail- business success?] Year]
out, give away, media T L  —
release, social media @Rgm .ﬁ,ﬂ@ﬁ NTERT ™ i

: GNEFNINIF QT
campaign, event, etc.]
YRR AR YR REHA| §HTAEHFR
REEA H Y I AER] ANRAGRAE
ga] §FaRe Prag F |
[Print media advertising, [How do you expect it will improve your | [$] [Month/
online advertising, mail- business success?] &7 NEyu Y5 RN T Year]
out, giveaway, media o dmga i A R FNE g YRI5 AT
release, social media
campaign, event, etc]
N2y Y ERRE A §HTAE YR
RETDA| AR INNAER] ANRAGRAE
BA] §EqraRa Frng G|
[Print media advertising, [How do you expect it will improve your | [$] [Month/
online advertising, mail- business success?] Year]
out, giveaway, media 5 By sa 3y RN Es SR e A e R S
release, social media E-%Wé;@a\%ﬂ
campaign, event, etc.]
YRRy aYF ERREEA| 5 ISR
RETIA] Y I I AR [N AR E B
FEqaRy Gy S|
[Print media advertising, [How do you expect it will improve your | [$] [Month/
online advertising, mail- business success?] &5 NEy a5 RN T Year]

Communication channels: [How can your customers get in contact with you?
These channels can include: telephone (landline/mobile), sales locations,
email, internet, blog or social media channel. ]
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- People &y

[How do the people in your company make your customer feel seen, heard,

supported and special?
BRI aga 3R me s BN ER T g sH R yr SR I R R = 5 g7 8|

- Purpose =saumy

[How are you taking your social and/or environmental responsibility ?
How are you inspiring customers and employees through meaning,
innovation and community?]
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Branding  &=&aa

[What is your brand message?] B E= a9 55 SR i
What is your logo and branding description?] &r7s&s & sr & san T agags S8

N\

[What is your brand positioning?] B3 & sa Yy aa8aqs S QAR5



8. Operations plan mq‘ny«zﬂ@ﬁ%&]

Operation process

[What is the process involved in producing your products or services. This
process will vary depending on your product or service. Here are some
examples of questions you may consider. Who is involved in the process?
Are there any third parties involved? What is involved in delivering the
service to your customers?]
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Suppliers &gy grams)

[Who are your main suppliers? What do they supply to your business? How
will you maintain a good relationship with them?]

R Q& qmga AW R g g5 § g g Sa
Equipment A

[List your current equipment purchases or the equipment you think you
need. These can include vehicles, computer equipment, phones, kitchen
equipment, camping gear. ]
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Equipment siax) Price 257

[Computer] Zsragay

[Mobiles 5x] m==

[Mini van] a3Faf=szs

[Landcruiser 3x] spxRsE =g

Technology (Software): [What technology do you require? For example:
website, point of sale software or accounting package? What will be the main
purpose for each? Will they be off-the-shelf or purpose built? What is the
estimated cost of each technology solution?]

agg | (W] B aragers SR e 535 §RTNYaB TR ) G ABFEE IR
R e I PG R AV o R PR I et PSP S RS EEC EE IR

Payment types accepted: [What payment types will you accept. cash,
credit, cheque, gift cards, Pay pal etc]
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Quality control: [Describe your quality control process. What checks or
balances do you have in place to ensure the product or service you offer is
produced to the same standard of quality? What steps do you take to meet
product/service safety standards?]
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Sustainability plan wsaas g as<E]
Environmental/resource impacts =y rcEgmea T g

[Describe the impact your business could potentially have on the
environment. For example use of local water supply, waste, sewage, energy
consumption, vehicle emission, etc. ]

R Y Eran PRy gR Ry AR 5 S AT AU SE I 3R] AR E RS ITG AT HI

ATG & R B N e e B o e e P L B e PR DT S e

Community impact & engagement
YEN T g EF R3]

[How does your environmental impact affect the local community? How can
you engage the community in minimizing your impact?]

N NN -NI-N

S YRR gy s Iy = Gy Bprar i g B g g Ay dis)

Risks/constraints
58T RR A Rar]

[List any risks/constraints to your business resulting from this environmental
impact?]

(oRmsmam ) SRSy Y Ee G e aa AR TS TR R



Strategies agzEx|

[What strategies will you implement to minimize/mitigate your
environmental impact and any risks to your business? Will you conduct an
environmental audit? Have you introduced an Environmental management
system?]
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Action plan A AYRAFZAR|
[List your key sustainability/environmental milestones below?]
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9. Management team &g =3

Management & ownership E&8z I8T33

Names of owners: [List all of the business owners. ]
Sara iR Foaga I AR Ry

Details of management & ownership: [As the owner(s), will you be
running the business or will a manager be running the business on your
behalf? What will be your involvement? If it is a partnership briefly outline %
share, role in the business, the strengths of each partner and whether you
have a partnership agreement/contract in place?]

Eoara3R Y5 A
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Experience: [What experience do the business owner(s) have?How many
years have you owned or run a business? List any previous businesses
owned/managed. List any major achievements. What other relevant
experience do you have?

BANER; ERRaER BN n SR AR BRI E S FL AR I AS| Faa B A g Hn Ay Fafm ZT 5H|
AN AT IR R TR YT RAN] By NAqE R SR RN st agdis T s e S 68 a5 58]

S N
Key personnel ajasuara

Current staff  gafasd

[List your current staff in the table below.]



Job Title axmA&z]

Name &c

Skills or strengths zxamgs

[For example
Marketing/ Sales
Manager]

SR=5) [JR AR |

[Mrs Pasang
Lama]

NRNANENZE]

[Relevant qualifications in Sales/Marketing,
etc.]

e QN‘SE@@’JT\XI,R' 5,:.55&. :ﬁ.&w 3|

[For example

[Ms Lobsang

[Relevant qualifications like good English

receptionist] Drolmal] and Chinese, previous work experience in
HAN RN AR AR R TR E R T QA AR G R WA o 2|
e D B R IS
[House keeping in- [Mr Nima [Was trained by, worked in other hotels,
charge] mzag=amga®s] | Tashi] etc.]
FaramdN) SIfE Mo ARE T AR T AN AN AN FLAZ R YL A]
[Kitchen Chef] [Mr Norbu] [Studied where, worked previously where?]
IEL T A IFACF TAUNAEE] | FR| N O S E e B e SO

Required new staff in the future

Nt o NN N
NARN YA YN AN N RN WF L]

[List your required staff in the table below. ]nqa32qfm e By aam I8 & TadzZx

Job Title Quantity Skills necessary Date required
MR Ra| S BATAF FU| BRI TR
[Waiters] [2] [At least two years [Month/Year]
MRS A experience, need to speak AR A
GRNGA| Chinese] [ Fazargrdraes]
BN AAFN T BN G AR AR T AT
Fams]
[General [1] [At least 5 years experience] | [Month/Year]
manager] 9 %N'&'Nzx'&“ga'gwwgzﬁqq1 [a'ﬂwﬁ:'ﬁ'ﬂm ]
JEmarEaRE |




Job Title Quantity Skills necessary Date required
s Rap| Q& &S| BREEA N | BRI F &
[Security [2] [Recommended and [gacaradrmzs ]
guard] A trustworthy, good
AyEA]| communication skills

needed ] das a5 SRR

fﬁa&@'%“%'ql
[Dish washer] | [1] [Hard working] [ gacsrssdrmzay/]
JR BN A ? %ﬂ'ﬁ”'aﬁ'ﬁ&"@"’q%’ﬂﬂ

Recruitment options micmg=aR=ssra

[How do you intend on obtaining your required staff? Advertising in the local
paper, online advertising, and/or training current staff members?]

B Y AC AT A AN AT T RA 35§ N RN AN B AR US|

SR Y B R TSN A A S A g S g A R A S ar g Re 3 g

Training programs  cazxasaa)

[Are there any training programs you will be organising? Are these
in-house or external providers? What training will you as the
business owner/manager undertake to keep your skills current?]
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10. Financial Plan  ¥=x§5asxadg]

Key objectives & financial review arags & ad sAsarse
A=A

Financial objectives

F Ry s

[List your key financial objectives. These can be in the form of sales or profit
targets. You could also list your main financial management goals such as
cost reduction targets. ]

Rt L R e R e e e e o A G L AL N RO

LA ER ARG R RN ANAN FL S T AT EA) RAXE| AAFN AR AN TN T TR EIA[|

Finance required ¥<3@=iai)

[How much money up-front do you need? Where will you obtain the funds?
What portion will you be seeking from loans, investors, business partners,
friends or relatives, venture capital or government funding? How much of
your own money are you contributing towards the business?]

AN
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11. Appendix - Supporting documents m3=| §3 3587 5|

Attached is my supporting documentation in relation to this business plan.
The attached documents include:
Fenpraas o send e s s g i ansgEAtTsRacy)

* [List all of your attachments here. These may include resumes, photos
maps, survey/questionnaire and/or financial documents.].
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