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1. Profile your ideal customer 2. Outline how you’ll customise your business to 
appeal to these targets.

3.	 Why will customers choose your business? 4.	 Evidence someone will buy

6.	 Outline your business or personal credibility 5.	 Your business model

7.	 Define your customer trust 8.	 Outline your business capacity 

One page
Business feasibility plan
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	choose: [Enter text – what specifically will you do to increase the chance these customers will want to switch to your business?]
	evidence-buy: [Enter text – outline the research you’ve collected (customers, suppliers, the market, existing contracts) that proves there is demand.]
	Business-model: [Enter text – describe the ways that you intend to collect money, and outline any plans to expand your model over time.]
	credibility: [Enter text – list all the ways you can demonstrate credibility in your industry.]
	trust: [Enter text – describe why a customer buying from you for the first time would trust you and your business.]
	capacity: [Enter text – describe the process of making or selling in your business and how you can then scale capacity in the future.] 
	profile-customer: [Enter text – describe your customer targets in as much detail as you can.]
	customise: [Enter text – what will you do to make your target customer think you’re the ideal business for their needs?]


