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Business Plan Management Guide 

Planning is one of the most important things you can do for your business, and one of the 
easiest aspects to overlook.  As such, this management guide is extensive and is divided 
into four sections: 
 
Part 1 – Introduction to Business Plans 
Part 2 – Strategic Business Planning Workbook 
Part 3 – Sample Business Plan for a Tree Care Company 
Part 4 – Advanced Business Plan Writing Guide 
 

Introduction to Business Plans 
 
A business plan is a tool with three basic purposes: communication, management, and 
planning.  
 
As a communication tool, it is used to attract investment capital, secure loans, convince 
workers to hire on, and assist in attracting strategic business partners. The development 
of a comprehensive business plan shows whether or not a business has the potential to 
make a profit. It requires a realistic look at almost every phase of business and allows you 
to show that you have worked out all the problems and decided on potential alternatives 
before actually launching your business.  
 
As a management tool, the business plan helps you track, monitor and evaluate your 
progress. The business plan is a living document that you will modify as you gain 
knowledge and experience. By using your business plan to establish timelines and 
milestones, you can gauge your progress and compare your projections to actual 
accomplishments.  
 
As a planning tool, the business plan guides you through the various phases of your 
business. A thoughtful plan will help identify roadblocks and obstacles so that you can 
avoid them and establish alternatives. Many business owners share their business plans 
with their employees to foster a broader understanding of where the business is going. 
 

Plan Your Work 
 
The importance of a comprehensive, thoughtful business plan cannot be overemphasized. 
Much hinges on it: outside funding, credit from suppliers, management of your operation 



and finances, promotion and marketing of your business, and achievement of your goals 
and objectives.  
 
"The business plan is a necessity. If the person who wants to start a small business can't 
put a business plan together, he or she is in trouble," says Robert Krummer, Jr., chairman 
of First Business Bank in Los Angeles.  
 
Tree care company owners who do not have a business plan are not alone.  Despite the 
critical importance of a business plan, many entrepreneurs in all industries drag their feet 
when it comes to preparing a written document. They argue that their marketplace 
changes too fast for a business plan to be useful or that they just don't have enough time. 
But just as a builder won't begin construction without a blueprint, eager business owners 
shouldn't rush into new ventures, add new service lines, or start marketing campaigns 
without a business plan. 
  

Business Planning Workbook 
 
Part 2 of this TCIA business management guide is the Strategic Business Planning 
Workbook. It describes the basic structure, content, and purpose of a business plan. It is a 
helpful guide that gets you thinking about the key areas you would like to address 
through some simple exercises.   
 
A smaller tree care business may not need to use all aspects of business plan components 
outlined in this management guide, however the ideas and issues presented should all be 
considered even when producing a basic plan.  
 
The most important thing is to stop making excuses and get going on your plan now 
since:  

 The process of planning (thinking, exploring, researching, consulting and 
discussing) should be just as beneficial as the resultant plan. 

 It is far easier to correct errors of judgment or explore new options when writing a 
plan than when actually operating your business or when trying to implement 
changes.  

 
A sound business plan may not be a sure-fire route to success but it should help anticipate 
and resolve problems, and point the best way forward. A basic plan might run from 7-8 
pages up to 16-17 pages. When budgeting your plan's length, go for the shortest possible 
plan consistent with your business's scale, objective of the plan, etc. – aim for quality 
rather than quantity!  

Bear in mind that the overall length of the plan is likely to increase as writing progresses. 
If your plan gets too long, do some ruthless editing and redrafting. If it is any consolation, 
it should be much easier to shorten a long plan than to lengthen a short one! 

 



Samples of Tree Care Business Plans 
 
One of the best ways to learn about writing a business plan is to study the plans of 
established businesses in your industry.  A consensus sample plan, developed from 
studying real business plans of TCIA Accredited companies is provided as Part 3 of this 
management guide, Sample Business Plan for a Tree Care Company. 
 

Business Plan Resources 
 
There are many other resources you can turn to for help. The following is an extensive 
conglomeration of articles and references that can help you. 
 

SCORE 
 
There is no need to take this on by yourself.  Free or low-cost assistance is available 
through the Service Corps of Retired Executives (SCORE).  Local chapters usually offer 
business plan writing workshops and will assign a SCORE volunteer to assist you.  You 
can learn more and search for a local chapter at their website: http://www.score.org  or 
call the SCORE Association office at 1-800-634-0245 to find a SCORE office near you. 
SCORE has 389 chapters nationwide. 
 

Article:  Eliminate Guesswork From Your Business Plan
By JESSICA MINTZ 
Staff Reporter of The Wall Street Journal.  
From The Wall Street Journal Online
 
For many would-be entrepreneurs, the prospect of writing a business plan is more 
daunting than running the business itself. 
 
Well, they can relax a little: Thanks to a growing cottage industry that includes books, 
software, Web sites and classes, it's easier than ever to put together a professional plan. 
And of course, if you're willing to pay, there are people who will do a lot of the work for 
you. 
 
Here's a look at some of those resources to help you get started: 
 
BOOKS 
"Anatomy of a Business Plan" (Dearborn Trade Publishing, $21.95), by Linda Pinson, 
begins at the end, with the exit strategy, or how you imagine the business will end up -- 
whether that means selling or passing the torch to your children. 

http://www.score.org/
http://www.wsj.com/wsjgate?source=startupsite&URI=/


 
"Some people may start a business, and the only thing the business is intended for is a 
hobby, or supplemental income," Ms. Pinson says in an interview. "Another person's 
vision may be to grow it to be a larger, fast-moving company, and then sell it off, or go 
public. Another person may be looking at this for steady income." 
 
Starting from that base, Ms. Pinson helps you figure out what types of financing to seek, 
and sort out legal and tax issues. The book then walks you through each piece of the plan, 
defining tasks and providing examples as you go. The book also has a chapter on 
resources -- on the Internet and otherwise -- to help with basic research. There are three 
actual business plans for reference. 
 
Another book, "Business Plans for Dummies" ($21.99, Wiley Publishing Inc.), takes a 
quirkier approach, with icons, puns and cartoons to lighten up the subject. For example, a 
jargon icon in the margin next to terms like "entry barriers" calls attention to paragraphs 
that explain the jargon. Half-page case studies highlighting the best and worst practices of 
big businesses remind you that the concepts you're learning as you plan your enterprise 
do hold true in the real world. 
 
 
SOFTWARE 
Software programs can take a lot of the guesswork out of writing a business plan. For 
instance, Business Plan Pro 2005 ($99.95), published by Palo Alto Software, Eugene, 
Ore., guides the user through the writing of each part of a business plan using lots of 
"wizards," or pages with simple questions that, once answered, move the plan forward. 
The program easily creates spreadsheets, charts and graphs from numbers that are typed 
in. The plan can be converted into a Microsoft Word document or a PowerPoint 
presentation, complete with graphs and charts. The software also includes some basic 
market research, and more than 400 sample plans. 
 
SmartOnline, based in Durham, N.C., has a Web-based software program that also uses a 
wizard-driven approach, building a business plan around simple questions posed to the 
user one by one, with explanations and examples. The software also integrates forms for 
incorporation and loan applications from the Small Business Administration. 
You set up and store the business plan at SmartOnline.com. The price is $29.95 a month 
for full use of the software, or you can buy individual items like a marketing plan, press-
release writing tool and government-document templates. A plan will be deleted from the 
site after 12 months of inactivity. 
 
For an additional $300, you can have your plan reviewed by someone from SmartOnline. 
The reviewer offers short comments that point out a plan's weaknesses and gives 
suggestions for improvement. George Gordon, a SmartOnline reviewer, is an 
entrepreneur and professor at the University of Connecticut-Stamford's M.B.A. program, 
and he helped SmartOnline develop its software. Having someone review your plan, Mr. 
Gordon says, gives you "a tough point of view to straighten out serious problems you will 
encounter going forward." 

http://smartonline.com/


 
WEB SITES 
Many Web sites offer free business-plan writing tools, articles, downloadable templates 
and sample plans. 
 
A grant from auction site eBay Inc. has helped One Economy, a Washington-based 
nonprofit, launch the Entrepreneur's Center (thebeehive.org/ecenter). There, you'll find a 
clearinghouse of Web links to business-planning articles. One Economy says more than 
6,000 people have registered to write plans using the site's free online tool, filling in 
blanks to develop the narrative sections and downloading free preformatted Excel 
spreadsheets to build a balance sheet, income statement and cash flow. 
 
The Small Business Administration also funds programs designed to help entrepreneurs. 
One, the Service Corps of Retired Executives, has a gallery of detailed downloadable 
templates for business plans and financial statements on its Web site (score.org, under 
"business toolbox"). 
 
StartupJournal features a section called "Create a Business Plan." The free online tool 
allows you to create what the site calls a MiniPlan by clicking on various sections -- say, 
the executive summary -- and then filling in a text box. There's also a link to an example. 
You can generate two rudimentary charts -- a market-analysis chart and a break-even 
chart -- based on a few numbers that are typed in. But to fill in those charts, you need to 
be familiar with concepts such as market segments. There also are calculators for start-up 
costs and cash flow. The site uses software from Palo Alto Software. 
 
Bank Web sites are another source for business-planning tools and advice. Bank of 
America Corp., based in Charlotte, N.C., has a downloadable outline and business-
planning guide. The Web site of First Hawaiian Bank, a subsidiary of BNP Paribas's 
BancWest Corp., has an outline and guide on its Small Business Tips page. The site 
(fhb.com/bb_smalltip.htm) also lists local and national resources for tax questions, 
management training and financing. 
 
 
CLASSES 
Need some outside motivation? Then a class in business planning may be your thing. 
The Learning Annex lists business-planning classes in several of its cross-country 
locations (learningannex.com, about $60 per three-hour class). 
 
Gene Konstant, a Los Angeles Learning Annex teacher and small-business consultant, 
says that too often entrepreneurs write plans full of convoluted business jargon. His 
solution? Practice speaking the different parts of the business plan out loud until it comes 
fluidly, and then start writing. His one-night class works through the business-plan 
basics. 
 
Experts at your local Small Business Development Center, a program of the SBA, can 
help, too. Blake Escudier, regional director of the San Francisco-area SBDCs, says he 

http://thebeehive.org/ecenter
http://www.score.org/
http://fhb.com/bb_smalltip.htm
http://learningannex.com/


would advise first-time entrepreneurs to take a start-up business-planning class, which 
runs one night a week for 10 to 12 weeks. The course covers the basics of management, 
finance, accounting, marketing and other skills that will be helpful when you sit down to 
write a plan. The class costs anywhere from $275 to $2,000, depending on the offerings 
of the local center and its location. 
 
SBDCs also offer extensive counseling. Mr. Escudier says his SBDC advisers make to-do 
lists for clients, indicating areas of the plan that still need work and suggesting classes or 
other resources to help fill in gaps. And centers refer entrepreneurs to other local experts 
for help with legal or tax issues. Some SBDCs, like the one at Onondaga Community 
College in Syracuse, N.Y., even put together market research for clients, says business 
adviser Tania Hanouille. 
 
 
CONSULTANTS 
For those willing to dish out the funds, some consultants will do much of the plan for 
you. 
 
Axxess Business Centers Inc. of New York offers business-plan writing as one of its 
many business services, which also include bookkeeping, advertising and Web design. 
Rosalind Resnick, president and chief executive of Axxess, says that her firm's clients are 
primarily New York-based, but that she has worked with several companies long 
distance. Clients often arrive at Ms. Resnick's door stuck on the financial portions of the 
plan; she says 90% of her effort is spent on those sections. After a dozen or so back-and-
forth exchanges with clients, Ms. Resnick says, the clients are as familiar with the plan -- 
including the financials -- as if they had written it themselves. 
 
Masterplanz.com, a Portland, Ore., consulting firm, charges up to $15,000 for a plan, 
depending on the size of the business and what kind of funding you plan to seek. The 
Masterplanz.com team -- which includes people with M.B.A.s, as well as people with 
expertise in English, public administration or research -- will put together plans based on 
your fund-raising goals. Unless you've got the time to learn the ins and outs of pro forma 
cash-flow statements, there's nothing wrong with hiring help, say Bryan Howe, 
Masterplanz.com's new-project manager.  "A lot of people are great technicians, but not 
great accountants or great writers," he says. "You should outsource your weaknesses and 
focus on your strengths."  
 

Article: What Makes a Good Plan? 
by Tim Berry 
www.bplan.com 
Is it the length of the plan? The information it covers? How well it's written, or the 
brilliance of its strategy. No. 
 
The following illustration shows a business plan as part of a process. You can think about 
the good or bad of a plan as the plan itself, measuring its value by its contents. There are 
some qualities in a plan that make it more likely to create results, and these are important. 

http://masterplanz.com/
http://www.bplans.com/qa/index.cfm?a=va&i=1


However, it is even better to see the plan as part of the whole process of results, because 
even a great plan is wasted if nobody follows it. 
 
Planning is a Process, Not Just a Plan  
 

 
 
A business plan will be hard to implement unless it is simple, specific, realistic and 
complete. Even if it is all these things, a good plan will need someone to follow up and 
check on it. The plan depends on the human elements around it, particularly the process 
of commitment and involvement, and the tracking and follow-up that comes afterward.  
 
Successful implementation starts with a good plan. There are elements that will make a 
plan more likely to be successfully implemented. Some of the clues to implementation 
include:  
 

• Is the plan simple? Is it easy to understand and to act on? Does it communicate its 
contents easily and practically?  

•  
• Is the plan specific? Are its objectives concrete and measurable? Does it include 

specific actions and activities, each with specific dates of completion, specific 
persons responsible and specific budgets?  

 
• Is the plan realistic? Are the sales goals, expense budgets, and milestone dates 

realistic? Nothing stifles implementation like unrealistic goals.  
 

• Is the plan complete? Does it include all the necessary elements? Requirements of 
a business plan vary, depending on the context. There is no guarantee, however, 
that the plan will work if it doesn't cover the main bases. 

 
Use of Business Plans 
 
Too many people think of business plans as something you do to start a company, apply 
for a loan, or find investors. Yes, they are vital for those purposes, but there's a lot more 
to it. 



 
Preparing a business plan is an organized, logical way to look at all of the important 
aspects of a business. First, decide what you will use the plan for, such as to:  
 
Define and fix objectives, and programs to achieve those objectives.  

• Create regular business review and course correction.  
• Define a new business.  
• Support a loan application.  
• Define agreements between partners.  
• Set a value on a business for sale or legal purposes.  
• Evaluate a new product line, promotion, or expansion. 
• Not enough time for a plan," business people say. "I can't plan. I'm too busy 

getting things done." A business plan now can save time and stress later. 
 
Too many businesses make business plans only when they have to. Unless a bank or 
investors want to look at a business plan, there isn't likely to be a plan written. The busier 
you are, the more you need to plan. If you are always putting out fires, you should build 
fire breaks or a sprinkler system. You can lose the whole forest for too much attention to 
the individual trees. 
 
Keys to Better Business Plans 
Use a business plan to set concrete goals, responsibilities, and deadlines to guide your 
business.  

• A good business plan assigns tasks to people or departments and sets milestones 
and deadlines for tracking implementation.  

• A practical business plan includes 10 parts implementation for every one part 
strategy.  

• As part of the implementation of a business plan, it should provide a forum for 
regular review and course corrections.  

• Good business plans are practical. 
 
Business Plan "Don'ts"  
Don't use a business plan to show how much you know about your business.  
 
Nobody reads a long-winded business plan: not bankers, bosses, nor venture capitalists. 
Years ago, people were favorably impressed by long plans. Today, nobody is interested 
in a business plan more than 50 pages long. 
 

Article: Common Business Plan Mistakes
by Tim Berry 
www.bplan.com 
 
While including the necessary items in a business plan is important, you also want to 
make sure you don’t commit any of the following common business plan mistakes:  
 

http://www.bplans.com/qa/index.cfm?a=va&i=1


1. Putting it off.  Too many businesses make business plans only when they have no 
choice in the matter. Unless the bank or the investors want a plan, there is no plan.  
Don't wait to write your plan until you think you’ll have enough time. "I can't plan. I'm 
too busy getting things done," business people say. The busier you are, the more you 
need to plan. If you are always putting out fires, you should build firebreaks or a sprinkler 
system. You can lose the whole forest for paying too much attention to the individual 
burning trees.  
 
2. Cash flow casualness.  Most people think in terms of profits instead of cash. When 
you imagine a new business, you think of what it would cost to make the product, what 
you could sell it for, and what the profits per unit might be. We are trained to think of 
business as sales minus costs and expenses, which equal profits. Unfortunately, we don’t 
spend the profits in a business. We spend cash. So understanding cash flow is critical. If 
you have only one table in your business plan, make it the cash flow table.  
 
3. Idea inflation.  Don't overestimate the importance of the idea. You don't need a great 
idea to start a business; you need time, money, perseverance, and common sense. Few 
successful businesses are based entirely on new ideas. A new idea is harder to sell than an 
existing one, because people don't understand a new idea and they are often unsure if it 
will work.  
 
4. Plans don't sell new business ideas to investors. People do. Investors invest in 
people, not ideas. The plan, though necessary, is only a way to present information. 
 
5. Fear and dread. Doing a business plan isn't as hard as you might think. You don't 
have to write a doctoral thesis or a novel. There are good books to help, many advisors 
among the Small Business Development Centers (SBDCs), business schools, and there is 
software available to help you (such as Business Plan Pro, and others).  
 
6. Spongy, vague goals. Leave out the vague and the meaningless babble of business 
phrases (such as “being the best”) because they are simply hype. Remember that the 
objective of a plan is its results, and for results, you need tracking and follow up. You 
need specific dates, management responsibilities, budgets, and milestones. Then you can 
follow up. No matter how well thought out or brilliantly presented, it means nothing 
unless it produces results.  
 
7. One size fits all. Tailor your plan to its real business purpose. Business plans can be 
different things: they are often just sales documents to sell an idea for a new business. 
They can also be detailed action plans, financial plans, marketing plans, and even 
personnel plans. They can be used to start a business, or just run a business better.  
 
8. Diluted priorities. Remember, strategy is focus. A priority list with 3-4 items is focus. 
A priority list with 20 items is certainly not strategic, and rarely if ever effective. The 
more items on the list, the less the importance of each. 
 



9. Hockey-stick shaped growth projections. Sales grow slowly at first, but then shoot 
up boldly with huge growth rates, as soon as 'something' happens. Have projections that 
are conservative so you can defend them. When in doubt, be less optimistic. 

Structure of a Business Plan  
www.soyouwanna.com
 
1. Executive Summary. The executive summary is so important that we've devoted an 
entire step to it. For now just know that you should stick it in FIRST, even before the 
table of contents. Narcolepsy strikes very quickly, so read Step 3 and don't take chances. 
 
2. Table of Contents. A table of contents is exactly what you'd expect. No doubt you'll 
be editing your first draft like crazy, so double and triple check that your table of contents 
is well-organized and still correctly numbered after all the changes you've made. Also, 
strive to squeeze it all into a single page. 
 
3. Company Description. Here's your chance to dazzle strangers with the history of your 
company. Most business plans deal with the expansion and improvement of existing 
businesses rather than with the funding of start-ups. Now's the time to brag (factually) 
about how you transformed American Watermelon Ltd. from a booth in your garage to a 
strong local employer that's ripe to burst onto the national scene. Here are some things to 
include: 
 

• Tell them how you got started, what your experience level is, how you built the 
business to this point. 

 
• Give them a solid history of real numbers, sales, cash flow, customers, and debt. 

 
• Give them a strong idea of where you are headed, let them see that you have a 

vision for the future and a plan to get you there. 
 
Make this an honest account; investors will doubt he credibility of someone who appears 
never to have run into any problems. Talking about how you had initial challenges and 
then overcame them with flying colors will make you look all the better. 
 
4. Product/Service. Describe the thing in jargon free-language. How does it smell? What 
does it do? What differentiates it from all the other whatchamacallits out there? How does 
it improve people's lives? What prevents someone else from doing the same thing more 
cheaply? What kind of equipment do you need? Do you have, or can you get, patent 
protection? Put yourself in the shoes of the investor and ask yourself what you yourself 
would want to know before agreeing to part with a large amount of money ("large" being 
most likely at least tens of thousands of dollars). 
 

http://www.soyouwanna.com/
http://www.soyouwanna.com/site/syws/bizplan/bizplan3.html
http://www.soyouwanna.com/site/syws/bizplan/bizplan3.html
http://www.soyouwanna.com/site/syws/patent/patent.html
http://www.soyouwanna.com/site/syws/patent/patent.html


5. Market Analysis. In the next few sections, you're demonstrating that you're a clever 
old salt who's been hanging around the coffee machine long enough to know all about 
things like distribution problems, government regs, technological opportunities, and 
employee relations in your chosen line of work. Market analysis includes your sagacious 
discussion of industry characteristics and trends, projected growth, customer behavior, 
complementary products/services, barriers of entry, and so on. To do this effectively, 
you'll have to do a ton of research. Angels and VCs are suckers for good solid research 
(as they should be!), so pull out all the stops. Talk about how similar products/services 
have done well in the market, how you're fulfilling an obvious need, and exactly who you 
expect to purchase your whatchamacallit. Show them that in the foggy morass of 
corporate America, you're one of the meanest, wiliest swamp creatures around. 
 
6. Marketing Plan. Following your exposition of what the market is like comes your 
grand strategy of how you and your fellow managers intend to sit masterfully atop this 
market like a frog prince on a pond stone of solid gold. In other words, you have to detail 
exactly what steps you will take to ensure that customers know about your 
product/service and prefer it over the competition. Be as detailed as you can, and give 
several different tactics (start off with the cheapest marketing tactic, and proceed to the 
most expensive). 
 
7. Operations Plan. The nuts and bolts. You gave them vague assurances in your 
executive summary that you'd be able to run your business; now they want to understand 
precisely what's involved in running the show. Location, bricks and mortar, equipment 
needs, and labor requirements are laid out here in black and white. 
 
8. Financial Plan. The numbers. Ugh! Unless you were the kind of kid who thought 
trigonometry was fun, there's a good chance you're not too fond of financial tables. Yet, 
even if you have a very fine accountant whom you trust as your best friend, it's a wise 
idea to acquire a rudimentary knowledge of sales forecasts, profit-and-loss statements, 
cash flow projections, balance sheets, and standard biz ratios. Investors will expect you to 
be completely independent in this important area of knowledge; if they call you saying 
they'd like to set up a meeting with you, they will as you questions about your financial 
plan and you will be expected to act intelligently. 
 
9. Management. Never underestimate the importance of the collective genius of your 
management team. VCs will take a great management team with a mediocre business 
model over a great business model with mediocre management any day of the week. If 
you have somebody in the team (or at least on your board or among your advisors), who's 
had serious entrepreneurial success, you'll earn double bonus points from investors. 
Wouldn't you trust a business plan that said that Bill Gates was on the Board of 
Advisors? 
 
10. Appendices. Chuck into the appendices all those necessary extra bits, such as 
managers' résumés, promotional materials, product photos, and independent assessments. 
Emphasis on the word "necessary;" clutter in a bulging set of appendices is as bad as 
verbosity elsewhere in the plan. 



 

Sample Outline of a Business Plan Structure 
www.inc.com and www.businesstown.com
 
Executive Summary  
 Business concept  
 Current situation  
 Key success factors  
 Financial situation/needs 
  
Vision  
 Vision statement  
 Milestones  
 
Market analysis  
 The overall market  
 Changes in the market  
 Market segments  
 Target market and customers  
 Customer characteristics  
 Customer needs  
 Customer buying decisions  
 
Competitive analysis  
 Industry overview  
 Nature of competition  
 Changes in the industry  
 Primary competitors  
 Competitive products/services  
 Opportunities  
 Threats and risks  
 
Strategy  
 Key competitive capabilities  
 Key competitive weaknesses  
 Strategy  
 Implementing strategy  
 
Products/services  
 Product/service description  
 Positioning of products/services  
 Competitive evaluation of products/services  
 Future products/services  
 
Marketing and sales  

http://www.inc.com/
http://www.businesstown.com/


 Marketing strategy  
 Sales tactics  
 Advertising  
 Promotions/incentives  
 Publicity  
 Trade shows  
 
Operations  
 Key personnel  
 Organizational structure  
 Human resources plan  
 Product/service delivery  
 Customer service/support  
 Facilities  
 
Creating the financials of the business plan  
 Assumptions and comments  
 Starting balance sheet  
 Profit-and-loss projection  
 Cash flow projection  
 Balance sheet projection  
 Ratios and analyses  
 

Some suggested web sites 
 
www.bplan.com
www.sba.gov
www.startupjournal.com
www.businesstown.com
www.soyouwanna.com
www.business-plan-help.com
www.myownbusiness.org
www.inc.com
 

Recommended book on writing a business plan 
 
The Definitive Business Plan by Stutley – Prentice Hall Publishers 

http://www.bplan.com/
http://www.sba.gov/
http://www.startupjournal.com/
http://www.businesstown.com/
http://www.soyouwanna.com/
http://www.business-plan-help.com/
http://www.myownbusiness.org/
http://www.inc.com/

	TCIA Tree Care Business Guide
	Part 1 – Introduction to Business Plans
	Business Plan Management Guide
	Introduction to Business Plans
	Plan Your Work
	Business Planning Workbook

	Business Plan Resources
	SCORE
	Article:  Eliminate Guesswork From Your Business Plan

	Structure of a Business Plan
	Sample Outline of a Business Plan Structure
	Some suggested web sites
	Recommended book on writing a business plan


