
EXAMPLE INDUSTRY FORECAST BUSINESS PLAN

This example of a simple market forecast defines two target market segments and The developers of the plan
researched the market as well as they could and Therefore, the small business market is a more important market in
terms of.

I could also check with the Chamber of Commerce or the local governments to find economic growth
numbers. To help you formulate your business plan based on these conditions, ask yourself these questions:
What are the immediate and long-term growth, product, and pricing trends in your industry? In defining the
market, an understanding of product substitution is critical. Where we can, we utilize past relationships and
access to thousands of reports through expensive subscriptions to find the data-set that best fits your business
goals for the plan you may be crafting. Conducting Sensitivity Analyses Managers who rely on single-point
demand forecasts run dangerous risks. Most of the factors had a significant effect on demand. Unfortunately,
nobody but you can pinpoint exactly where to look for your industry and your plan, but at least you can
consider some examples. People in this area not only have pets, but can afford to spend money on them and
are willing to do so. I can probably take the past data as a base number, and then add my own research and
common sense to improve on it. You may very well sell to several types of customers--for example, you may
sell at both retail and wholesale, and you may have some government or nonprofit customers as well. If you
are considering buying software, get advice from an IT expert, your trade association, your business advisors
and businesses of a similar size and in similar markets. If you're spending a lot of time refining the forecast, it
can distract you from focusing on your targets. There is no doubt that we face stiffer competition from box
pushers than from other service providers. In an international market, you might check production and import
and export figures to see whether your estimates for annual shipments appear to be in the same general range
as published figures. Demand growth for copy paper, however, had exceeded the real rate of economic growth
and the challenge was to find what other factors had been causing this. Many of them turn immediately to the
superstores office equipment, office supplies, and electronics and mail order to look for the best price, without
realizing that there is a better option for them at only a little bit more. For the purely price-driven buyer, who
buys boxes and expects no service, these are very good options. You can look for these forecasts in published
news reports, on the Internet, in library reference materials, and in trade association publications. Performing
common sense tests often requires qualitative work outside the realms of the given data. You might look for
macro-economic data to confirm the relative size of this market compared to other markets with similar
characteristics. These tend to be small businesses, owned by people who started them because they liked
computers. Other local computer stores: Store 4 and Store 5 are both in the downtown area. Even for new
businesses, company data from competitors may be available by interviewing competitor company executives,
attending industry trade shows, and asking the right questions from industry "experts. Intelligent estimates are
best backed by quality, time-intensive research. Avoiding forecasting pitfalls Five common forecasting pitfalls
are: Wishful thinking It's all too easy to be over-optimistic.


