



BUSINESS PLAN FOR CULTURAL ENTREPRENEURS 



Use this tool to get an overview of what it takes to start up – and complete a successful project. Or use it to strengthen your businessplan. A well-thought-out plan is often half a success. It will strengthen your thoughts, reflections and choices. It will help bring you to your goal – and as you know, it's a nice feeling. Visualize the individual points along the way. Drawing them while considering and filling in the template's points is for many a strong effective way to ensure the quality of a good result.  

There may well be points you can't answer that may either require deeper thought, research or may even be irrelevant to you right now. Evaluate next to each point relevance – irrelevance for the final result. If in doubt, follow the points of the utility. Enjoy the process and think it and you positively into all areas of the plan. You can choose to delete the tool's comment fields and quotes when you need to hand it over to external partners, foundations or other relevant recipients.

Remember: it is your choice whether "the glass is half empty, or should be and thought half full"? ... god desire to work and the pleasure of travel👍.  Niels-Erik Rask Wischmann
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1.Introduction – Background information
Comment: This point can be particularly important when, for example, there is a lack of transparenc,.  money must be sought or borrowed from public authorities or financial institutions. In addition, it is important that you can describe the project / company briefly - no one can be bothered to hear long incendiary speeches.


	Name(s):
	

	Address:
	

	Postcode:
	

	City:
	

	Web site::
	

	Email:
	

	Tel. no.:
	

	CPR:
	

	Marital status:
	

	Children:
	

	Education:
	

	Brief description of the project/ company – max. 2 lines
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2.Mission statement
Comment: describe the fields below thoroughly and note whether you can / should ensure the raison d'être through analysis with other possibly similar projects / companies, research on the web, or via interviews. It is important to keep the motivation and direction towards the goal to constantly ensure that your decisions are grounded in the possibility of success. You will succeed when you pre-program yourself to succeed. Get on with the work happily.


	
Mission/raison d'être of the project/company:
	

	
Vision/image of what you want to achieve and bring to the world with the project or/and the company:
"We must become the change we want to see". - Mahatma Gandhi

	



	
The needs I want (must) cover with the customers:

	

	
Quick Presentation: 
Comment: Briefly describe what your project consists of or what services customers should buy in your company.
	

	
Measurable goals:(use the goal creation tool if necessary) 
Comment: Describe here specific goals. For example, it may be possible to:  be process goals, sales goals, quality goals, impact goals.  
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3. Personal resources and goals


	
That's why I'm starting the project/company:

	

	
What is my education and experience:

	

	
What networks do I have in the field:
Comment: Use the mind map tool to ensure that all networks are included. Often it is the networks you do not immediately think of as resource networks that can open up for sale. (e.g. .  parent network in kindergarten/school, the other members of the ball club, the merchant's network, etc.) Here, too, think big, broad and surprising.  Think about the importance of everyone knows someone who could become your next customer. 

	

	
Other relevant networks:
[bookmark: OLE_LINK1][bookmark: OLE_LINK2]"If we knew what it was we were doing, it would not be called research, would it? " – Albert Einstein
	 

	
Knowledge about the service/product:
Describe all the services – large and small you have in your "store".  

	

	
Own strengths in relation to the project / company:

	

	
Own weaknesses in relation to the project/company:

	

	
Expectation of earnings in the first year:
Comment: make a realistic assessment 

	

	
Expectation of earnings for the third year:

	

	
Expected total working hours for you per week:
Comment: remember things and processes often take longer than you might assume

	 

	
Own work functions in the project /company:
Comment: visualize and describe as clearly as possible what work functions you are going to and want to perform. Discuss what it takes to make sure it's realistic? Also assess whether you can provide services where you do not have to deliver the entire product, but can buy subcontractors yourself?
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4. The Product/Service


	
The project/company's products or services – describe them:


	

	
Needs that the project/company covers in thedifferent customer groups:

	

	
Products/services compared to competitors' :
Comment: do they differ on content, form, price? Do you want them to/can do it?

	

	
Price for product/services:
Comment: Check any relevance on your pricing by assessing whether it creates the necessary added value for customers?

	

	
Name of relevant (sub)suppliers:
Comment: it is not necessarily you who must be able to provide all services yourself. You can have fixed agreements with good subcontractors who help to ensure the integrity of products, services and deliveries (eg. network of of small firms). For example, they deliver and invoice to you. You ensure and deliver the overall service to the customer. In this way, you can see your business as bigger than just yourself. 

	

	
The way(s) you will run/distribute/sell the product:
Comment: make a mind map and find all the ways you want/can sell your services.
Think outside the box here too. The Internet is a way. At the same time, remember that there are many, many, many other passable roads... 

	

	
Other actors in the field:

	

	
Competitors:

	

	
Development:
Comment: maybe you can be subcontractors to other players?
[bookmark: OLE_LINK3][bookmark: OLE_LINK4]"Curiosity has its own reason for existence. Never lose a holy curiosity".   — Albert Einstein
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5. Market research


	
Who are the target group(s)?
Comment: here it will be important to identify them clearly and clearly. Only in this way can they be reached when you need to sell. For example.  it is hardly certain that car dealers want your services in the same way as eg.  kindergarten teachers. By looking specifically into the target groups, it may be that your services should /can be targeted further?

	

	
Who is interested in the activities/services? Comment: who can have special benefits, special effect out of using your project/services?

	

	
How many users/customers can you expect to get?

	

	
Are there requirements for a special physical framework for the project/company, and what will it cost to decorate?

	

	
What level of quality should your activities have?
Comment: discuss and define what you understand by quality – and how you want to achieve and ensure that quality?

	

	
What kind of professionalism should the project/company have?
Comment: with profile it can be both expressed in advertising material and the like, but just as important can it be how you want the outside world to remember / mention you  

	

	
How should day-to-day operations be handled? 
Are you the one who performs all functions?
Should there be staff, volunteers or a combination? 
What should be the division of responsibilities?

	

	
Who are your collaborators?

	

	
Who are any competitors? 
Strengths and weaknesses of competitors

	

	
Assessment of opportunities on the market 
Threats that can destroy opportunities

	

	
What should my marketing be like – and why exactly that way? 
	











	
Who draws the company externally in relation to any suppliers?

	








	
Who draws the company externally in relation to the press?
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6. PR, Sales and Management


	
Ongoing sales and marketing activities after starting:
Comment: it's good to get off to a good start – but all companies have a plan to ensure that there is continuous wind in their sails
"Ideas are like rabbits. You get a couple and learn how to handle them, and soon you have a dozen." John Steinbeck


	

	
Annual marketing costs, DKK / man-hours:
Comment: a good rule of thumb might be to say that f. ex. , at least 15% percent of revenue/profits are allocated to marketing to ensure continuous sales. 

	

	
Special marketing activity at opening:

	

	
Public Relation (PR) at opening:
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7. Organization


	Project owner(s):

	

	Banking:

	

	Auditor:

	

	Location/venue requirements:

	

	Necessary equipment/fixtures/vehicle:

	

	Necessary stock:

	

	Business politician:

	

	Workflows for accounting and administrative routines:

	

	Insurance to be taken out:

	

	Legislation to be complied with:

	

	Important sparring partners:
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8. Development


	Where is the company in 1 year - 3 years:

	

	What does the company do in 1 year - 3 years (products / services):

	

	The company's users/customers in 1 year and 3 years respectively: 
How many are they? 
Who are they?



	

	Expected turnover:

	

	Other objectives:
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9. Budgets
Comment: The important thing in relation to budgeting is to ensure that there is coherence between vision, mission and concrete goals. In other words, it pays to realize the desired dream


	Private budget:
Comment: type in numbers from spreadsheets

	

	Establishment budget:
Comment: type in numbers from spreadsheets


	

	Operating budget:
Comment: type in numbers from spreadsheets
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10. Financing
Comment: Enter the main numbers/sum numbers from the spreadsheets you fill in the page runs using this tool 


	Required establishment capital:



	

	Required liquidity:



	

	Total financing needs:


	

	Expectation/commitment of loans/grants from:

	

	Loan security:

	

	Financing of investment (plant/construction/machinery/):
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