
 

 

 
 
 

AAA Business Bulletin 
 

The AAA approach to writing a Business Plan  
 

A Business Plan is a written document that describes future business goals and 

objectives of a company, and the plans and strategy the company will follow 

to reach these goals. It summarizes and illustrates the what, the why and the 

how of a new business project or investment, including its financial 

background and projections. It can also be called an Investment Plan. 

 

Business Plans are relevant for new start-ups and existing companies alike – 

any company, whether new or well-established, that wants to plan new 

investments and projects, or that wants to apply for finance, will need to 

develop a business plan. This Business Bulletin explains the highlights of the 

AAA Business Plan approach and content, and will advise you on where to 

find more information on how to write a strong Business Plan. 

 

1. Step 1: Setting up a detailed Work Plan 

 

Although the Business Plan is a written document, the first steps are actually 

not about writing a narrative for your plan. To get started, the company 

owner must first of all be able to explain in detail what the business idea is 

about. To achieve this, the company owner goes through a process of 

detailed planning for each and every step of the investment. The AAA Work 

Plan format guides the owner through this process.  

 

The Work Plan shows all of the activities and sub-activities that are part of the 

planned project or investment. For each activity, a clear description is 

expected of what is intended to be done, what the outcome of the activity 

will be and what the costs are of each activity. Activities are planned for a 

period of 4 to 6 years from the present and assigned to a quarter of each 

calendar year. Costs per quarter and sub-activity are also included. 
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2. Step 2: Forecasting the financials  

 

The next step of forecasting the financials, forces the company owner to put 

a detailed and realistic price tag on the wish list of the investment. It will show 

the company owner the projected difference between revenues and total 

costs of the investment; support him or her in the costing of hardware, and 

project cash flow per year or per quarter. A judgment can then be made if 

the cash flow is negative or positive, and if external financing is required. The 

financial forecasting exercise consists of 4 projections: 

 

A. Profit & loss forecast, a calculation of projected revenues (income) from 

the products and/or services that will be offered, based on existing and 

future product/market combinations. 

B. Fixed assets forecast, an inventory of all fixed assets at the company 

premises, such as buildings, equipment, motor vehicles, office furniture, 

computers and other appliances, both in terms of what’s present now 

and what will be required in the future.  

C. Cash flow forecast, showing for at least 4 years where the company 

stands in terms of its money flow (what comes in and what goes out) 

and how much of financial injections will be required at what moment. 

D. Balance sheet, presenting the total assets, equity and liabilities of the 

company. This exercise may also be done at a later stage and doesn’t 

necessarily have to be included straight away.  

 

3. Step 3: Writing the narrative  

 

After having established an efficient work plan and having demonstrated a 

good understanding and knowledge of the financials and cash flow 

requirements, the company owner is in the position of writing a good 

narrative business plan. This is a complete description of the business idea, 

now fully supported by facts and figures from the previous steps. The narrative 

plan zooms in on specific aspects of the planned investment, such as: the 

purpose, objectives and outcomes; the market, competition, marketing and 

sales; development impact; innovation; management and personnel; risks 

and assumptions; and monitoring and evaluation. 

 

4. Where to find further instructions 

 

AAA supports its members in the full process of business plan development 

and writing. AAA members can also ask their Country Coordinators for more 

information. A more detailed AAA manual for Business Plan writing is linked to 

this Business Bulletin and can be downloaded from the AAA Resource Centre. 
 


