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Business Action Plan

a focused approach
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Generic ® Company

Great by line to describe main company offering

This generic DaltonPlan® business plan document is a mixed selection of
components from a nu  mber of industry sectors and has been prepared for you to
demonstrate the type of content and structure that you will receive when you
choose to purchase a nd print a PDF copy for your particular industry  from the
table at;

http://www.daltonplan.co.nz/index.php?page=daltonplan -benchmarks

Please contact us to complete a personalised version of your business plan should
you prefer it. Click the Process tab in the menu bar above on our web site .

Prepared in conjunction with client: March 2011

Peter and Jane Pumpkin Tel W:

Directors Fax

Generic Company Ltd TelH:

PO Box Tel M:

BIGCITY Info@GenericComp _any.co.nz

www.GenericCompany.co.nz

It is illegal to copy any or part of this electronic document under New
Zealand Copyright laws and in addition, this DaltonPlan® business
plan must be developed only by a Lic ensed DaltonPlan® Business
Mentor approved by Dean Dalton, Director, DaltonPlan® Business
Action Planning Limited.

DaltonPlan® Business Action Planning Limited
PO Box 7522 - Wellington 6242 - Ph: 04 3836 537 - Fax: 04 3836 577 - Dean@ DaltonPlan .co.nz - www.DaltonPlan.co.nz
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DALTONPLAN

NEW BUSINESS
You identify a gap in the market
You have an idea for an invention

STRATEGIC PLAN

BUSINESS PLAN

MARKETING

OPERATIONS

FINANCE

RESOURCES & RISK

BUSINESS ACTION PLAN

SERVICE QUALITY MODEL

Your Company Limited

& How DaltonPlan® work with clients

Setting the standard for business planning in New Zealand

REFOCUS EXISTING BUSINESS

You wish to increase profits
You wish to progress to a higher level

Vision Statement

Mission Statement

Value Statement

Key Objectives

Key Performance Indicators

SELL EXISTING BUSINESS
You sell your business for the best
possible price or succession plan

Longer - term view

How to achieve Vision

Beliefs that drive the culture
Measurable , achievable & dated
KPIs support the objectives

‘For the first year supporting the STRATEGIC PLAN

. The Business Plan is to be reviewed annually

Goal Setting Criteria
IDEAS INTO GOLD
Model

I Blueprint

Proven Success Factors

SWOT Analysis

Five Forces of Business

Four Ps of Marketing

Product & Industry Life Cycle Approach

Quality Control

Operations Blueprint Models

Company Structure

Task Definitions

Costings

Expenses & Break - even Analysis
Cash Flow

Stock Take

Profit & Loss Statement

Cash Book

GST Calculations

Business Financial Map

(7 "S" Model)

Resource Management (suppliers , staff)
Grow Your Business - work on it not in it
Legal Compliance

Automation

Computers

Accountant

Lawyer

Bank

DaltonPlan® Certificate of Completion
Business Action Plan

Goal Setting confirmed

Action Plan

Longer - term Strategies

Market Audit Summary

DaltonPlan® Business Planning Model is officially recognised by major trading banks

© Copyright 1990 by Dean Dalton

o

Objectives
Aligning personal and business
objectives (goals)

Strategy
Understanding o howo t o

advantage of market forces

t alk

Systems & Structure
Designing your Business Model to
support your Strategy

Getting Started

Step one: DaltonPlan® analyse
financial and industry -sector
information for your industry
planning sessions

before

Step two: Full -day business-planning

sessions take place with you and your

staff. You receive;
Your bound Business Action Plan
DaltonPlan® 56 page handbook
with the o0good oi
achieve top business performance
DaltonPlan® "Certificate of
Completion " recognised by Banks

Step three : You receive;
E-mentoring for one year
DaltonPlan® monthly Business
Information newsletter
Membership to the vast
DaltonPlan® client network

, corporate organisations and Associations
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DISCLAIMER
Important to Note

This report ha s been prepared by DaltonPlan® Business Action Planning Limited

at the request of the client.  DaltonPlan® Business Action Planning Limited act s
in an advisory consultan cy capacity only, at the request of the ir client. The ir
client has agree d that they are not reliant on advice given by DaltonPlan®.

In writing any reports, DaltonPlan® Business Action Planning Limited has relied
on information provided by the ir client alone. DaltonPlan® Business Action
Planning Limited has not independently verified this inf ormation.

While all reasonable steps have been taken to ensure that this information in

the report is true and correct in all material respects, DaltonPlan® Business
Action Planning Limited neither warrants the accuracy of the information, nor
accepts any responsibility for any losses which may be suffered by any party as
a result of any error or omission in the said information or any conclusions that
may be drawn from it.

NEW ZEALAND COMPANIES OFFICE - COMPANY DETAILS

Company Number

Company

Incorpo rated

Current Status

Entity Type

Registered Office

Directors

Name

Share Parcels

Total Number of shares

Number of Shares
Shareholder(s)

INSTRUCTIONS TO FACITATE THE USE OFISHDOCUMENT
9 Each succinct explanation in light grey type attac hed to relevant
headings is intended to  offer the reader a better understanding of the
meaning of the heading.
9 Blue headings highlight variou s main points for consideration e nhancing
the readerds | earning experience.
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STRATEGIC PLAN

A higher level, interna | view of the future direction of the organisation.

When an organi sation operates at this level of precision, progress towards the long -
term vision can be faster than ever thought possible by  checking progress against
essential goals on a regular basis and reporting this to the B oard .

TIMELINES

VISION, MISSION & GOALS

20+ year horizon

5-10 year horizon

Goalsﬁ quarterlyand annual

Objectives & Tasks

VISION STATEMENT
Alonger -term view of where the organisation is heading
1 That all organisations in New Zealand think of  Generic® first when requiring
temporary staff to fill the labour shortage to preve nt downtime , resulting in
increase d rates of productivity in all New Zealand organisations.

MISSION STATEMENT Statement of Purpose
Why the organisation exists and what it does to achieve its Vision.
TheSt at ement of Purpose steabegynessdo 0Stick to co
1 In our organisation we assist clients to reduce down -time by providing
temporary PA candidates who will 6add value & improving the current situation

VALUESSTATEMENT
The timeless beliefs, as boundaries, t hat dri ve an or garpiiodtiest:i onds cul t
oOHow wi || we behave asd we pursue success?
1 To demonstrate market and employee leadership in our industry. To show
honesty, integrity and respect for fellow workers, customers and the
environment. To be a learning organisation always listening t 0 customers and
employees. To adhere to our disciplines and systems as tangibles enabling us to
offer our customers assurance , responsiveness , reliability and empathy as shown

in the BPZ Service Gap -5 Quality Model page 14 DaltonPlan® Master Copy
training booklet .

KEY OBJECTIVE
Must be Measureable, Achievable & Time-bound (dated ).
1 Toinvestin our employees by trainingthemto ahi gh | evel to be abl e t
v a | uteodir customers dexperience when engaging our services.

KPIs
Key Performance Indicators  support the objectives.

T Measure each employeefs | evel of 0job satisfact
appraisal meetings, as an early warning sign that they may be inclined to exit
our organisation.
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KEY OBJECTIVE

1 To retain existing, well trained employees enhancing their personal  grow th
within our organisation with the aim of maintaining high levels of job

satisfaction.
KPI
1 Measure their progress in education against their training schedule set out at
their original interview regarding international leve Is of customer service quality

and drinks preparation.

KEY OBJECTIVE

1 To maintain a friendly atmosphere ~ among patrons to international standards.
KPI

1 Uphold New Zealand laws relating to our industry by not serving alcohol to
intoxicated patrons or to min  ors. Immediately evict any troublemakers that
might threaten to destroy the friendly atmosphere.

KEY OBJECTIVE
1 To provide top -level, live entertainment.

KPI
1 Be sure to obtain references from other venue owners and sample videos of
each act before engag  ing their services. Make sure that each act is aimed at
satisfying the criteria we developed for our customer demographic profile.
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STANDARDPROCESS FOR SELLINGBUSINESS

v

Business Selling Process
for a Business Broker
Business Selling Process for Generic Limited
Generic.vsd
March }
. Contact
%tgttal_n TOpyl of I_e ase. -« John Doe
ain legal opinion. (Business owner)
VH May }i{ March }—i
Contact Obtain final Obtain cgrrent P&L fjom, Contact
Accountant End of Year Financials businesso ae John Doe
application (Business owner)

v

v

027 555 5657

v

. . Contact
Obtain current detailed John Doe .
Wage expense list (Business owner)
021 123 456
Detail any Outlet Contact
Support agreements  <— John Doe
pp g (Business owner)
eg Placemakers 021 123 456
Present proposal for 5 _Com""gt ‘
usiness broker
Memorandum of €= Ty Uniy; | March |
Information for Valuation 027 555 5657
Agreement of Proposal approved for chmg"t
g 9 onn boe
selling price > Memorandum of 7 (Businessowner) [€
parameters Information for Valuation 021 123 456
L John Doe
Develop & present (Business owner)
Memorandum of | 021 123 456 April
Information for Valuation John Pirell

List and market the
business through
broker.

v

Obtain copy of completed Process buyer Jgﬁ:tggte
business plan to support > enquiries. < | . April/May
- . (Business owner)
due diligence Consult with vendor. 021 123 456

v

Settlement &
Possession

On satisfaction of
conditional terms

May/July
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TRADEMARK- www.iponz.govt.nz/cms

Generic ® will register as a Trademark and Wordmark to protect the ir
Domain name. See example below for DaltonPlan.co.nz

INTELLECTUAL PROPERTY SEARCH RESULTS

[F‘RINT I MEW SEARCH | DELIVERALL]

Trade Mark Details
Trade Mark Number 210) 638963  Current Status Registered

TM Search Text DALTOMNPLAMN

Trade Mark Type Trade Mark Mon-Convention, WORD

Trade Mark Nature

Use Statement (i} heing used by the proprietoris), (heing the applicant)
Filed 220 05-JUN-2001

Renewed Until 05-JUN-2018

Marks , Device and Device Descriptors =z

DALTOMPLAM
Classification System | Class =11; Specification of Goods and Services
4141 educational services; provision of training

services: sporting and cultural activities
entertainment; arranging and conducting of
conferences, lectures, seminars, workshops
classes, and courses in the field of business
management; provision of books and other
publications in the field of business
management

Documents

Mo documents on record or public access is restricted

Proprietor: 720 DEAM ANTHOMNY DALTOM . 59 Rhine Street, Wellington, Mew Zealand
Contact : ;720 SCHUCH & COMPANY - MGC House, 22 The Terrace, Wellington, Mew
Zealand
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COMPANY WEB SITB The Official Face of the Business

Generic ® intend s to develop their company web site  further. Customers
consider t hi sface lokthebusindss afferimd. Bverything is laid out in
a structured format intended to guide  them along certain path s.

Instant Relationship &building with Video

Relevant pages should contain a n instant, Flash, 40 -second video presentation

of a business representative explainin g what 6s on offer as a mean
building a relationship with  any prospective customer.

Social Media Applications & Targeted Viral Marketing BEE ¢ pone
The Generic® web site should also have links to all the social media
applications relevant to  the target audience such as Facebook , Twitter and
Linkedin. E.g. people might click on the Facebook link  then on one of the

various video clip thumbnails . If they like whatthey see t hey cl i ck oO0Shar ec
send it out to their Facebook network. This is a powerful form o f oviralo
marketing spr eading the promotional message to a wider audience of similar

demographicmake -up to that of the business® target a

Talk To Us On

HOW IT WORKS
BROWSE TEMPLATES
CLIENT COMMENTS
ABOUTUS

SUPPORT
CONTACTUS

High Quality Web Design

Affordable Prices

¢ 3
‘
nﬁ

@ © Update Your Website Easily Online Shopping Websites

A Fast & Easy Process Leac

®
®

Just quickly leave your details
belowq:nd %e'll ne’f:m soon. ..




Favarite <+ Share Playlists Flag

Yo u Tu hE Facebook MySpace Twitter

(Example)

Generic® intends to place video clips of relevant business activities in
the community on YouTube and link them to the business Facebook
page. YouTube provide statistics on when the video was viewed and

how often. Place video clips on  YouTube and link them to the business
Facebook page. For example click;
http://www.youtube.com/watch?v=G7cHp8JULWA

¥ Statistics & Data

Total Views: 114,806

www.Dalto nPlan.co.nz Your Company Limited

125k-1J I HHHGHF]E CHCHB A

100k +

75k

50k

25k

]
DB/09/ 2009 10/31/2009 03232010
Comments: 0 Favorites: 1,591 Ratings: 569 Average Rating: 4.92
M _— I
Links
Date Link Views

(4] ©ct23 2009 First referral from related video - Obadiah Parker - Hey Ya Cover 4,968
(B] Sep23 2009 Firstview on a channel page 2794
[c] Sep02, 2009 First embedded on - www.facebook.com 6,867
[D] Sep02 2009 Firstview from a mohile device 5,648
|E| Aug 04,2009 First referral from related video - Matt Weddle (Obadiah Parker) - Hey va 1,998
B {acoustic cover)

[F] dun24, 2009 First referral from - www facebook.com 4,658
[G] Jun 11,2009 First referral from YouTube search - hey ya obadiah parker 19,624
[H] Jun 10,2008 Other ! Viral 17,829
(1] Jun 10,2009 First referral from YouTube search - obadiah parker hey ya 15,082
[J] Jun 10,2009 First referral from YouTube search - obadiah parker 4130
Audiences
This video is most popular with: This video is most popularin:

Gender Age

Female 13-17 _’x N [ 4
lale 35-44 L
Male 4554 “'

WMare

Less
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Generic® intends to develop their business Facebook page further .

0 The Personal Face of the Business (Example)

Facebook Business Page
with Video Clips

This is considered the
ounofficialéo
opersonal 6 fac
offering. What is their
involvement in the wider
community? What do
people really say about
their offering?

Via this media, people are
able to gain a closer
insight into who is behind
the company and who
they really are. This helps
them to relate better to
what 0s on of f
them more likely to
purchase.

Narrowcast vs Broadcast
Facebook users divulge a
grea t deal of information
about themselves.

When placing a banner
advertisement on

Facebook it is possible to
narrowly define the target
audience, e.g. select just
women in Christchurch

who have children aged
between three & five years
old.
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