Erasmus+

ABILITY TO CREATE
A BUSINESS PLAN

Ability to assess the environment, recognize
opportunities and threats, mobilize resources and
take actions leading to business success. Ability to
describe and analyze a business and make
estimates about its future. Includes the ability to
make financial estimates - how much money will
be needed to start or expand the business.

You have paid your taxes, you know your costs, your customers, your
VD competitors, your product, your partners, your resources, your
distribution channels, your revenue, and you are an ordinary person.

How to do it;

¢ Describe the entities needed for the business

I don't have visibility over (suppliers or other partners).

everything | probably should. * Describe the basic activities tl'1rough \{Vhlch
you produce products or provide services.

* Describe what you need to carry out the core
activity (physical resources, intellectual
resources, human and financial resources).

* Describe what problem are you solving and
what are the benefits for the customer by
buying the product or a service.

* Describe how you communicate with your

customers and how you build long-term

relationships with them.

Describe how you contact your customer and

I'm going to build a Business
Canvas model (by A. Osterwalder)

Pojmenuji si vSechny jeho €asti -

partnerstvi, ¢innosti, zdroje, how you deliver goods or services to them.
hodnotu, vztahy, distribuéni * Describe which customers buy products
kanaly, zdkazniky, naklady, pFijmy most often and what you know about your
customers.
¢ List the main costs associated with your
business.

e Describe what customers are paying for
specifically (service, rental, product,
subscription, etc.)

3 'IF'. 5 __
You can download the model ?ﬁ?ﬁﬁ e

See how to fill out th .
celom o ot <——Find more > in Word at this link.

Business Canvas
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(/!  SWOTANALYSIS

ABILITIES

e At what am | good?

e What do others consider
to be my strengths?

e At what do | excel?

e What do | know differently
than others?

e What can I do to be better?

e Who or what can help me
improve?

e Am | a team player? Do |
have the ability to
connect, look for
connections?

OPPORTUNITIES

e What specific opportunities
do | have?

e Where everywhere do | see
my opportunities?

e For what can | use them?

e How can | improve my
chances in the market?

LIMITATIONS

What tasks do | fear?

What am | putting off for
later?

What limitations am |
creating for myself?

How can | influence my
inner limitation?

What can | do to remove my
fundamental limitations?

THREATS

What is my biggest nightmare
when it comes to the question
of success?

Who can threaten my goal?
What happens to me when |
feel threatened?

What works for me when |
want the threat, the doubt,
averted?

Can a threat be turned into an
opportunity? If so, how?

Remember, to make the analysis effective, you need to think about how to make the most of your
strengths, remove your limitations and weaknesses, make the most of opportunities, and eliminate
threats.



