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hether you are just starting or have an established company annual business planning is a vital 
component of growing a successful business and obtaining results. By going through the 
business planning process you will solidify your goals and provide a way to measure results. A 

good business plan will: 
  

• Force you to think about your business and where you want to be. 
• Define concrete goals and objectives in simple, measurable, achievable, realistic    

  and time limited (SMART) terms. 
• Test your business assumptions. 
• Benchmark your progress against actual performance. 
• Determine how much money you will need to finance your plan. 
• Help you obtain the necessary financing to operate and expand your business. 

 
The business planning process will lead you through a series of thought provoking questions and issues. 
The objective is to clearly define your business and goals, as well as prove the viability of the business to 
investors, lenders, surety bonding agents and other outside parties. Your investors will look at your plan 
to predict the feasibility of your business or expansion plans. It is a communication tool that can be used 
to obtain the financing you need to reach your goals. Its purpose is to inform and influence the reader 
towards some action, such as providing a loan, extending credit or investing in your business.   
 
Your business plan will spell out your goals in clear SMART terms. A business plan loses credibility if 
the objectives are not believable to the reader. It will: 
 

• Define your business concept. 

• Explain your vision and mission statements. 

• Establish sales and profit goals. 

• Determine how you will measure your success. 

• Determine if there are any risks associated with your products or services. 

• Present an analysis of the market, including industry and market research to determine if the 
 market will support the survival and growth of your business. 

• Provide information on your competition and an analysis of your strengths, weakness, 
 opportunities and threats (SWOT Analysis). 
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• Define your marketing strategy, which will include your pricing, promotion, sales and 
 distribution strategies. 

• Identify your organizational structure and human resource needs. 

• Determine your financing needs. 

• Review regulatory requirements that are applicable to your business. 
 
One of the most critical components of a business plan is the Financial Plan – especially if you need to 
obtain a bank loan. Your financial plan should identify: 
 

• Breakeven Point 
• Gross Profit Margin 
• Balance Sheet 
• Income Statement Forecast 
• Sales Forecast 
• Overhead Forecast 
• Cash Flow Forecast 

 
The Breakeven Point in your business is the point at which your sales revenue is equal to your total 
expenses. At this point you neither make money, nor do you lose money. The breakeven analysis will let 
you know how much you need to make in sales just to survive. It provides a good indication of the 
viability of your business or a specific construction project. The breakeven can also be used to evaluate a 
business expansion or any other expenditure.   
 
The Gross Profit Margin indicates how efficiently your business is utilizing materials and labor in the 
production process.  It is the percentage of net sales after the cost of goods sold and is calculated by 
dividing your gross profit by total revenue. A company that has a higher gross profit margin than its 
competitors is operating more efficiently. Investors tend to pay more for businesses that have a higher 
gross profit margin than their competitors, because those businesses should be able to make a decent 
profit if overhead costs are controlled. However, if business is slow and profits are weak, a high gross 
profit margin, compared to industry norms, could indicate overpricing. On the other hand, a low gross 
profit margin could indicate that you are not charging enough money for your products or services. 
 
The Balance Sheet is a snapshot of your business at any point in time. A balance sheet is made up of three 
parts. Assets are what the business owns. Liabilities are its debts and equity is the owner’s investment in 
the business. The balance sheet shows how your business is being financed - either through owner’s 
money (equity) or through creditor’s money (liabilities).   
 
The purpose of the Income Statement Forecast is to project the revenues and expenses of your business 
over a period of time – usually one year. It includes your sales, cost of goods and overhead projections. 
The sales projection is probably the most difficult to forecast, especially for a new business. The 



 

 
 
 
 
 

40 Bey Lea Road, Suite A101, New Jersey 
Phone: 732-349-6880 • Fax: 732-349-1949 

www.cowangunteski.com 
 
 

3

breakeven can be used as a starting point, or in the case of an existing business, the sales history. In either 
case, your sales projection should reflect your business strategies and objectives.   
 
A Cash Flow Forecast is probably your most important financial tool. It is your cash flow that shows if, 
and when, you will run out of the cash needed to run your business. It allows you to take action before a 
problem occurs or do “what if” calculations before taking on new projects. The cash flow is a 12-moth 
projection that forecasts the receipts and disbursements for your business.   
 
As one of the leading accounting and consulting firms for the construction industry, Cowan, Gunteski & 
Co., P.A. understands the importance of business planning to secure the viability of your business. 
Contact Bill McNamara, CPA - Director of the Construction Services Group at 732-349-6880 extension 
116 or bmcnamara@cowangunteski.com for more information on business planning.  
 
About Cowan, Gunteski & Company, P.A.   
As a diversified certified public accounting firm, Cowan, Gunteski & Co., P.A. is committed to being an 
active partner in their client’s growth by delivering value driven accounting and profitability consulting 
services. Visit www.cowangunteski.com for more information on the services available to meet the unique 
needs of the construction industry. 
 
 
 
 
 


