
Birstall Parish Council  
Application to run a business on Council premises.  
             
 
Birstall Parish Council has identified an opportunity for members of the local community to 
become involved in enhancing the provision of Youth Services in Birstall. 
 
To ensure a ‘level playing field’ in considering applications for business use of Council 
premises, the Council resolved to require applications to be made in a standardised format for 
easier comparison when deciding whom to grant permission.  
 
The following model business plan is adapted from a publicly-available document that can be 
found by subscribing at https://www.princes-trust.org.uk/ , or by a Google search for “The 
Prince's Trust business plan” and choosing the following result for an automatic download:  
 

 
 
Applications may be from existing voluntary organisations (with no staff costs, and existing 
measures in place for staff safeguarding training and DBS certification), from established 
businesses, or from new start-up businesses who must consider these and other legal 
requirements. The completed business plan should reflect the proposed business’s applicable 
circumstances.  
 
The proposal should not assume reliance on such things as Council insurance cover, or free 
use of buildings and utilities, although separate applications for Council grants are welcomed. 
Hire charges, a description of the premises, and the time-slots currently available, are available 
on application to the Parish Council Clerk (see Birstall Parish Council website for contact 
details).  
 
In the following model business plan, multiple choice responses should be made by deleting the 
inapplicable answers. Not all sections of the model plan have to be completed in the submitted 
application; Section 10 (and eleven in the original document) contains questions intended to 
assist the applicant in forward-planning the financial viability of their proposal.  
 
Please submit your completed proposal (either electronically or in hard-copy) to the Parish 
Council Clerk in time for consideration at the next Parish Council meeting (at least 8 clear 
calendar days before the day preceding the meeting).  
 
 



Welcome 
The Business Plan 
             
 
You’ve got a business idea. You’ve decided to start a business. 
You want to get going. 
 
But there’s a lot more to a good business than a good idea. 
You need to think things through to maximise your chances of success. 
Are you the right person to run the business? Will customers like your product? 
  
A business plan will help you turn an idea into a business. It needs you to think through all the 
parts of your business to plan how everything will work. It will take a few weeks to write if you’re 
going to do it properly. Some parts will be easier to complete than others. 
  
Stick at it because it’s not the final document that’s important, it’s the process. Although you 
want to have a good plan when you’re done, an OK plan is better than no plan. 
             
 
The Prince’s Trust Business Plan Pack 
 
The best business plans aren’t long and complex; they explain only the most important information – what you want 
to achieve, how you will get there and the things you need to do along the way. 
  
It’s best to tackle a business plan in small chunks. The Prince’s Trust Business Plan Pack can help. This is The 
Business Plan divided into sections to help you develop your business idea. You can use the information in The 
Guide to help you complete the sections.  Some of the sections of The Business Plan have tables to record the 
financial parts of your business. The tables are also available in MS Excel format and the sums in these are 
automatic. 
             
 
The Prince’s Trust Enterprise Programme 
 
The Prince’s Trust has helped many young people to complete their business plans and start their own businesses. 
If you are aged 18–30 and unemployed or working fewer than 16 hours per week, then we might be able to help 
you. We have offices throughout the UK and in each there is a team of Enterprise Programme staff. 
 
To take part, you need to be interested in self employment and have a business idea that you would like help to 
test and explore. The programme can then help you to see if your business idea will work and whether self 
employment is right for you. If through this process you find out it is, the programme can offer mentoring support 
and, if you really need it, financial support to start your business. However, if self employment turns out not to be 
the right option, the programme can offer support to secure other goals in employment, education, training or 
voluntary work. 
 
We can’t guarantee that your business will work or that we will be able to offer you money, but if you are up for a 
challenge and want our help to explore your business idea, get in touch and come and meet us. 

 
 
 



Getting started 
Whose plan is this? 
             
 
Business and owner details: 
      
 
 
 
Business name: 
      
 
 
 
Owner(s) name: 
      
 
 
 
Business address and postcode: 
      
 
 
 
Business telephone number: 
      
 
 
 
Business email address: 
      
 
 
 
Home address and postcode (if different from above): 
      
 
 
 
Home telephone number (if different from above): 
      
 
 
 
Home email address (if different from above): 
      



Section one 
Executive summary 
             
 
1.1 Business summary: 
      
 
 
 
1.2 Business aims: 
      
 
 
 
1.3 Financial summary: 
      



 
Elevator Pitch 
             
 
1.4 Your business name: 
      
 
 
 
1.5 Strapline: 
      
 
 
 
1.6 Elevator pitch: 
      



Section two 
Owner’s background 
             
 
2.1 Why do you want to run your own business? 
      
 
 
 
2.2 Previous work experience: 
      
 
 
 
2.3 Qualifications and education: 
      
 
 
 
2.4 Training: 
 
      
Details of future training courses you want to complete: 
      
 
 
 
2.5 Hobbies and interests: 
      
 
 
 
2.7 Additional information: 
      
 
 
 



Section three 
Products and services 
             
 
3.1 What are you going to sell? 
 

 a product 
 a service 
 both 

 
 
3.2 Describe the basic product/service you are going to sell: 
      
 
 
 
3.3 Describe the different types of product/service you are going to be selling: 
      
 
 
 
3.4 If you are not going to sell all your products/services at the start of your business, explain why not and 
when you will start selling them: 
      
 
 
 
3.5 Additional information: 
      
 
 
 



Section four 
The market 
             
 
4.1 Are your customers: 
 

 individuals 
 businesses 
 both 

 
 
4.2 Describe your typical customer: 
      
 
 
 
4.3 Where are your customers based? 
      
 
 
 
4.4 What prompts your customers to buy your product/service? 
      
 
 
 
4.5 What factors help your customers choose which business to buy from? 
      
 
 
 
4.6 Have you sold products/services to customers already? 
 

 yes 
 no 

 
 
If you answered “yes”, give details: 
      
 
 
 
4.7 Have you got customers waiting to buy your product/service? 
 

 yes 
 no 

 
 
If you answered “yes”, give details: 
      
 
 
 
4.8 Additional information: 
 
 
 
 
 
 
 
 
 
 



Section five 
Market research 
             
 
5.1 Key findings from desk research: 
      
 
 
 
5.2 Key findings from field research – customer questionnaires: 
      
 
 
 
5.3 Key findings from field research – test trading: 
      
 
 
 
5.4 Additional information: 
      



Section six 
Marketing strategy 
             
 
 
What are you going to do?  

 
Why have you chosen this marketing 
method? 

 
How much will it 
cost?  

      

 

      

TOTAL COST 

 

      

 



Section seven 
Competitor analysis 
                    
 
7.1 Table of competitors 
 
 
Name, location 
and business size  
 
 

 
Product/service 
 
 

 
Price 
 
 

 
Strengths 
 
 

 
Weaknesses 
 
 

                              
 
 



7.2 SWOT analysis : 
 
 
Strengths 
 
      

 
Weaknesses 
 
      
 

 
Opportunities 
 
      

 
Threats 
 
      

 
 
7.3 Unique Selling Point (USP): 
 
 
Unique Selling Point (USP) 
 
      
 
 
 
 
 



Section eight 
Operations and logistics 
             
 
8.1 Production: 
      
 
 
8.2 Delivery to customers: 
      
 
 
8.3 Payment methods and terms: 
      
 
 
8.4 Suppliers: 
 
 
Name and location of 
supplier 
 

 
Items required 
and prices  
 

 
Payment arrangements  
 

 
Reasons for choosing 
supplier 
 

    

 
8.5 Premises: 
      
 
 
8.6 Equipment 
 
   

If being bought 
 

 
Item required  
 
 

 
Already owned? 
 
 

 
New or second 
hand? 
 

 
Purchased from  
 

 
Price 
 

     

 
 
8.7 Transport: 
      
 
 
8.8 Legal requirements: 
      
 
 
8.9 Insurance requirements: 
      
 
 
8.10 Management and staff: 
      
 
 
8.11 Additional information: 
      
 



Section nine 
Costs and pricing strategy 
             
 

 Product/service name       

A Number of units in calculation       

B 
Product/service components 
 
      

Components cost 
 
      

C Total product/service cost       

D Cost per unit       

E Price per unit       

F Profit margin (£)       

G Profit margin (%)       

H Mark up (%)       

 



Section ten 
Financial forecasts 
                     
 
10.1 Sales and costs forecast 
 
 
 

 
Month 
 

 
1 
 

 
2 
 

 
3 
 

 
4 
 

 
5 
 

 
6 
 

 
7 
 

 
8 
 

 
9 
 

 
10 
 

 
11 
 

 
12 
 

 
TotaL 
 

 
A 
 

 
Month name                                                                         

 
 

 
 
 

 
Sales forecast 
 

             

 
B 
 

 
Product/service 
 
      

                                                                              

 
C 
 
 

 
Product/service 
 
      

                                                                              

 
 

 
Costs forecast 
 

             

 
D 
 

 
Product/service 
 
      

                                                                              

 

 
E 
 

 
Assumptions 
(e.g. Seasonal trends) 
 

 
      

 
 


