Chapter 3:
Digital Business Plan




~—— 1. Definition and Importance of a Business Plan

Definition of a Business Plan

- Purpose and scope

Defines the business objectives, target market, and
operational strategies to guide growth and decision-
making.

Key components

Includes executive summary, market analysis, organizational

structure, product/service details, marketing plan, and financial
projections.




1. Definition and Importance of a Business Plan

Types of Business Plans

01

Comprehensive documents used to secure funding, detailing every aspect of

the business and long- term strategy.

02

Concise, flexible plans focused on rapid testing and adaptation, emphasizing

key hypotheses and milestones.



1. Definition and Importance of a Business Plan

Importance of a Business Plan

Strategic planning and
direction

Provides a roadmap for business growth, ensuring
alignment of activities with long- term goals and

market opportunities.

Risk management and
mitigation

Identifies potential challenges and outlines
contingency plans to minimize business risks.




1. Definition and Importance of a Business Plan

Benefits for Stakeholders

Demonstrates business viability and financial
potential, building investor confidence and facilitating
capital acquisition.

Serves as a clear reference point for internal teams,
promoting transparency and unified strategic focus.




2. Components of a Business Plan

Strategic Overview

A

Mission and Vision Statements

Executive Summary

A concise summary Clear articulation of the

highlighting key business company’'s purpose and long-
C L , term aspirations to align internal
objectives, strategies, and

and external stakeholders.

expected outcomes to

capture stakeholder interest.




2. Components of a Business Plan

Market Analysis

Comprehensive examination of industry trends, growth potential, and
competitive landscape affecting business opportunities.

Detailed profiling of customer segments, including demographics,
needs, and purchasing behavior to optimize marketing strategies.



2. Components of a Business Plan

Organizational Structure

Overview of key executives and their Detailed plan for recruitment, training,
roles to ensure effective leadership and and workforce allocation to meet

strategic direction. operational demands efficiently.



2. Components of a Business Plan

Financial Projections

Revenue Model

Explanation of income
streams, pricing strategy,
and sales forecasts to
project business growth.

Funding
Requirements

Assessment of capital
needs, sources, and
timeline for securing funds
to support operations and
expansion.



~— 3. Market Analysis
Understanding Market Dynamics

Market Size and Growth Trends

Assessing overall market potential and historical growth rates to identify

future opportunities and challenges.

Consumer Behavior and Preferences

Analyzing customer purchasing patterns and preferences to tailor

products and services effectively.




3. Market Analysis

Competitive Landscape Evaluation

Understanding
obstacles new
entrants face and
potential risks
impacting market
stability and
profitability.

Identifying main
industry players and
evaluating their
market dominance
and strategic
positioning.




~— 3. Market Analysis

Strategic Market Insights

SWOT Analysis and Market Segmentation and
Opportunities Targeting
Evaluating strengths, weaknesses, Dividing the market into segments to
opportunities, and threats to focus marketing efforts on the most

formulate robust business strategies. profitable and relevant audiences.



3. Market Analysis

Data Collection and Analytical Tools
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Quantitative vs Qualitative Methods

Comparing numerical data analysis with in-
depth insights to comprehensively understand
market conditions.



4. Operational Planning

Strategic Alignment

Linking Operations to Defining Business
Strategy Objectives

Ensure operational plans Establish clear,

directly support the measurable goals that
organization'’s strategic drive operational
priorities to achieve activities to support
competitive advantage overdll business success

and efficiency. and growth.



4. Operational Planning

Resource Management

Allocation of ) )
Capacity Planning

Resources

Evaluate current

Distribute financial, human, -
capabilities and forecast

and material resources ,
future requirements to

effectively to optimize - :
maintain optimal

productivity and meet ,
operational performance

operational demands. .
K j and scalability.




4. Operational Planning

Risk Assessment and Mitigation

Systematically recognize potential threats that

could disrupt processes, including financial,

technological, and compliance risks.

Create proactive strategies and alternative actions

to minimize impact and ensure continuity during

unexpected disruptions.



4. Operational Planning

Performance Measurement

Setting Key Performance . .
g Rey Monitoring and Reporting Systems

Indicators
Define quantifiable metrics aligned Implement tools and processes for
with business objectives to evaluate real- time tracking, analysis, and
the effectiveness and efficiency of communication of operational

operations. performance data.



:— 3.5 Financial Planning

Strategic Financial Analysis

Assessing Current Financial

Position

Analyze assets, liabilities, and equity to
understand the company's financial
health and stability.

Define measurable and time- bound

objectives aligned with the company's

overall strategic vision.



3.5 Financial Planning

Budgeting and Forecasting

Creating Operational Projecting Cash Flow and
Budgets Revenues
Develop detailed budget plans to Forecast incoming and outgoing
allocate resources effectively across cash to ensure liquidity and support

departments and projects. business growth decisions.



:— 3.5 Financial Planning

Investment and Asset Management

Techniques to spread investments across various asset
classes to minimize risk and enhance returns.

Methods to analyze potential investments for profitability,
growth prospects, and alignment with business goals.




=== 3.6 Developing a Digital Business Plan

| BUSINESS MODEL CANVAS = | recommend you complete
each block in the following
PARTNERS | ACTIVITIES | PROPOSITIONS RELATIONSHIPS|  SEGMENTS order:
7 4 1.Customer Segments
2.Value Propositions
8 2 1 3.Channels

RESOURCES

4.Customer Relationships
b.Revenue Streams

6.Key Resources

/.Key Activities

9 5 8.Key Partners

9.Cost structure

6 3

COST REVENUE STREAMS




wuw» 3.6 Developing a Digital Business Plan

NETFLIX - Business Model canvas

K =" & Value P Customer ) Customer »
P::rnm ,‘L ﬁf‘iﬁﬁrs aiw- Proposition Relationships _.ﬁ Serments LL
i . - 3 plans are there to
fﬂg’;ﬂi:}ﬂ?&i nds to -Content Creation, choose, also free trial -Interested in
Netflix for its content, ";d Licensing. (30day). watching movies films
-Amazon Web Service -Technology - cancel any time. TV shows or
{AWY) i= a host for most L::: iw[' - watch anywhere anytime documentaries using
Netflix IT. . g -unlimited access to TV online platforms.
-different directors, shows and movies.
writers, actors of the film. -Content for adult
] ffé’;ﬁ;g;‘}i‘gfm” . He:u*f!::ifir;- to notification| children and families
; hﬁﬂs, Magazines, for suggestions, either furn on by capturing their
Prmﬂgﬂgnﬂ[ activities, HEJ" ,.';r or kEIEP them ﬂ.ﬂ-'r Channels r intterest throw
- Pﬂr]‘ngﬁh@ with Resources L._"-’ . -avoid commercials. eami v "‘I]‘; hmw!edge based
different TV network ~Website or App. S~ -Netflix original. ;:mii:’E;';ﬁ el entertaining content
brands and gaming -Recommendations or -high quality. - Email and mailing DVD and family oriented.
companies Hke Review System. -can share the account CLstomEr,
PlayStation, and big data -Technology and with family friends or - Social media, media
providers ke Amaron, Technical Staff. group by pre-set specific plagﬁ:nms mt:ui_n:asr‘amm
Google. -Brand Identity. preference and filters. relations activities,
Cost : Revenue i
Structure K | Streams  -Monthly Subscription Plans; <
-Cast of producing movies. -Technology and development cost. - Basic \“'J
-Cost of Research & Development.  -Employee salary distribution. i Sm"fimﬂ
-Premium




