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Business Plan – Part 2
Financial Planning & Goal Setting 

with Christine Teeple
Red Rock Lavender

• Recap of Business Plan

• Financial Planning

• Goal Setting



Our Story

• 1998 - Started the business in northeastern Arizona with 200 plants, now have 
35,000 lavender plants.

• 2000 - Started selling dried lavender products at farmers markets and local 
festivals.

• 2002 - Starting distilling Lavender EO to make a wide range of products.

• 2003 - Created website for online sales.

• 2002 - 2005 - Vendor booth at trade shows to develop wholesale business.

• 2002 to 2004 - Offered lavender tours by invitation only.

• 2004 - Built farm store/workshop for agritourism. 

• 2005 to 2022 - 8 day Lavender Festival open to the public.

• 2015 - Planted vineyard for diversification.

• 2017 - Built wine tasting room. Open summer through fall.

• 2023 - Lavender Bloom and Wine Event - 18 day summer event.
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Red Rock Lavender
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Red Rock Ranch Vineyards
4



Business Plan Section Recap

Business Plan Worksheet can be found on the USLGA Website 
Under Education - Front Porch “Create A Business Plan S1”  Date 11/10/2022

I. Executive Summary Section 

An executive summary is an introduction to your business. 

I.1 What products or services will your business provide?

I.2 Who are your target customers? (Consumers, business to business wholesale 
customers, through sales channels such as Amazon, Etsy, EBay.)

I.3 What sales method will you use? (Online, farm events, off-site events, etc.)
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Market Research – Business Model 
Worksheet Example

Major Competitors Festivals/Events Wholesale Retail (Farm Shop, Online 
Sales
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Market Research – Competitors
Worksheet Example

Major Competitors Major Strengths Your Advantage Your Niche
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II. Company Description Section

II.1 What is your mission statement? 

II.2 What is the legal structure of your company? 

II.3 Who are the principal members of your company and what are their 
roles? 

II.4 Describe your most important strengths and core competencies. 

II.5 List Your Company Goals and Objectives. 
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III. Market Research Section 

Provide detailed information to show that you have a solid understanding of the 
industry within which your business will operate. If you have any further questions it 
may be useful talking to a mentor who could offer you specific guidance. 

III.1 Describe your industry. 

III.2 What regulations apply to your company and any legal requirements 
impacting your company and industry?

III.3 Who are your target customers? 

For Consumers For Business Customers

• Age
• Gender
• Location
• Income Level
• Social Class & Occupation
• Education
• Other (specific to your industry)

• Industry (or portion of an industry)
• Location
• Size of Firm
• Quality, technology & price preferences
• Other (specific to your industry)
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Market & Consumer Trends
Know Your Target Audience

• Large Population of 55+ Buyers

• Interested in Green Practices

• Consumers think globally but want to buy locally

• Want to Buy Authentic Products

• Are your Customers Local?

• Are they Online?
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III. Market Research Section, Continued

III.4 Who are your competitors? What products and companies will compete 
with you? 

List your major competitors: 

III.5 What do you think your major competitive strengths will be?

III.6 What advantages do you have over your competition?  What could be 
your niche?

III.7 Complete the Competitive Analysis Worksheet for a detailed analysis.

Use the Competitive Analysis table to compare your company with your two 
most important competitors.  In the first column are key competitive 
factors.
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Market Research – Competitors Products
Worksheet Example

Major Competitors Products 
Offered

Packaging Pricing
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IV. Product/Service Line Section 

IV.1 What products or services will your company provide? 

IV.2 What will be the pricing and fee structure of your products or services?

IV.3 What factors will give you competitive advantages or disadvantages? 
Examples include level of quality or unique or proprietary features.
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Factor Me Strength Weakness Competitor A Competitor B Importance to 

Customer

Products

Price

Quality

Selection

Service

Reliability

Stability

Expertise

Company 

Reputation

Location

Appearance

Sales Method

Credit Policies

Advertising

Image

Competitive Analysis Worksheet
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V. Marketing and Sales Section 

V.1 Describe how your company will focus on its customers through its marketing 
and sales strategies. 

V.1 What is your plan to grow your company?

V.2 What is the growth potential and opportunity for a business of your size?                                                

V.3 What barriers do you face in entering this market with your new company? 

V.3.1 How will you overcome the barriers?

V.3.2 How could the following affect your company?

V.4 How will you communicate with your customers?

V.5 How will you sell your products or services?
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Business Plan – Part 2 
Financials
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Business Plan Part 2 – Financials 
Financials VI. Financial Information (Financial Projections) 

Section of the Business Plan Worksheet

This section describes six recommended spreadsheets to include in your business plan. 

The Excel Spreadsheets will be available on the USLGA Website.

Let's start by explaining what the financial section of a business plan is not. Realize that the financial section is 
not the same as accounting. Many people get confused about this because the financial projections that you 
include: profit and loss, balance sheet, and cash flow look similar to accounting statements a business generates.  
But accounting looks back in time, starting today and taking a historical view. Business planning or forecasting is 
a forward-looking view, starting today and going into the future. If you do not have any financial information 
prepared, research industry statistics to estimate what the profits and costs will be for your company. 

The important reason to compile this financial forecast is for your own benefit, so you understand how you 
project your business will do. This is an ongoing, living document. It should be a guide to running your business. 
If there is a rule of thumb when filling in the numbers in the financial section of your business plan, it's this: Be 
realistic. The way you come up with a credible financial section for your business plan is to demonstrate that it's 
realistic.

1. Sales Forecast 3. Profit & Loss/Income Projection 5. Projected Balance Sheet

2. Start-up Expense Projection 4. Cash Flow Projection 6. Breakeven Analysis
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VI. Financial Information (Financial Projections) Section

1. Sales Forecast

This spreadsheet projects your sales over the course of 12 months in the beginning 
and then over three years. 

Project your sales in each category:

• On-Site Store
• Online

• On-Site Events
• Off-Site Events
• Wholesale 
• Plant Sales

• Etc.
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VI. Financial Information (Financial Projections) Section

1. Sales Forecast, Continued

This spreadsheet projects your sales over the course of 12 months 

in the beginning and then over three years. 

Project you sales in each category:
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VI. Financial Information (Financial Projections) Section

2. Start-up Expenses

Sources of Capital
Owner's Investment?

Loans?
Investors?

Expenses

You're going to need to understand how much it's going to                                                                    
cost you to actually make the sales you have forecasted.  

Differentiate between fixed costs (i.e., rent and payroll) and                                                               
variable costs (i.e., most advertising and promotional expenses),                                                

because it's a good thing for a business to know. 

Lower fixed costs mean less risk, which might be theoretical in                                                             
business schools but are very concrete when you have rent and                                                                

payroll checks to sign. 

This is a forecast, not accounting, and you're going to have                                                                 
to estimate things like interest and taxes.

20



VI. Financial Information (Financial Projections) Section

2. Start-up Expenses, Continued
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VI. Financial Information (Financial Projections) Section

3. Profit and Loss Projection/Income Projections

This is your pro forma profit and loss statement, detailing forecasts for your business over the course of 
12 months in the beginning and then over three years.  Use the numbers that you put in your sales 
forecast, expense projections, and cash flow statement. Sales, less cost of sales is gross margin. Gross 
margin, less expenses, interest, and taxes, is net profit.

• Revenue (Sales)
• Cost of Goods
• Gross Profit 

• Operating Expenses
• Net Profit
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VI. Financial Information (Financial Projections) Section

3. Profit and Loss Projection/Income Projections, Continued

Example: Tracking Cost of Goods and Pricing
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VI. Financial Information (Financial Projections) Section

3. Profit and Loss Projection/Income Projections, Continued 

Example of Sales by Product

Example: Revenue Tracking of Product Sales
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VI. Financial Information (Financial Projections) Section

3. Profit and Loss Projection/Income Projections, Continued

Example: Revenue Tracking of an Event
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VI. Financial Information (Financial Projections) Section

4. Cash Flow Projection

Displays the operating, investing, and financing activities of your company by detailing 
the money coming in to and going out of your business. 

You base this partly on your sales forecasts, balance sheet items, and other assumptions. 
If you are starting a new business and do not have these historical financial statements, 

you start by projecting a cash-flow statement broken down into 12 months.

Refer back to Profit and Loss Projection line by asking yourself                                                             
when you should expect cash to come and go. 

You have done a sales projection, now you must predict when 
you will actually collect from customers. 

On the expense side, you have previously projected expenses; now predict when 
you have to pay those expenses. 

Most items will be the same as on the Profit and Loss Projection.
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VI. Financial Information (Financial Projections) Section

5. Projected Balance Sheet

A projected balance sheet indicates the future financial health of your business. 

Using your profit and loss and cash flow spreadsheets, you can project what 
your balance sheet will look at the end of your first year. 

You have to deal with assets and liabilities that aren't in the profits and loss statement
and project the net worth of your business at the end of the fiscal year.

Projecting your balance sheet can quite a complex accounting endeavor 
but that does not mean you have to be a professional accountant

to do it or benefit from the exercise. 

The desired result is not a perfect forecast but rather a thoughtful plan 
detailing what additional resources will be needed by the company, 

where they will be needed, and how will they be financed.
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VI. Financial Information (Financial Projections) Section

6. Breakeven Analysis

A breakeven analysis indicates when your business will be able to cover all of its expenses and 
begin making a profit. The breakeven point is when your business's expenses match your sales 
volume. 
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VI. Financial Information (Financial Projections) Section

6. Breakeven Analysis Worksheet, Continued
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Business Plan – Part 2 
Financial Planning and Goal-Setting

Financial Planning Worksheets (Excel Spreadsheets) can be found on 

the USLGA Website 

Under Education - Front Porch 

“Create A Business Plan Part 2: Financials”  Date 03/09/2023
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Goal Setting
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Goal Setting

1. Implementing you business plan requires goal setting for successful results.

2. Goal setting can be powerful if you follow these techniques:

3. Purchase two notebooks that you can devote entirely to your goals. If you 
would rather use your computer to type these out you can also use that 
method.

4. Use one notebook for listing your daily goals.

5. The second notebook is for your short-term to long-range goals.  Divide this 
notebook into three sections:

– Short-Terms Goals: Goals you want to achieve within six months or less.

– Mid-Range Goals: Goals you want to accomplish between six months to one-year.

– Long-Range Goals: Goals you want to attain between one to three years.
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Goal Setting

4. When you list a goal, be sure to phrase it very specifically and set a time 
frame for accomplishment.  

Examples: 

Short-Term Goal:  “I want to start selling my new product line by June 10, 
2023.”  

Mid-Range Goal:  “I want my business income to increase 10% by January 
2023.” 

Long-Range Goal:  “I want to build a farm store by January 2024”.

5. Set goals that you can realistically achieve.

6. Do your daily goals each evening so that you are ready to be productive in the 
morning.  At the end of the day review your goals and cross out those that you 
have accomplished. For those that you didn’t complete, list them for the next 
day.
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Goal Setting

7. The short-term, mid-range and long-term goals should be reviewed at six-
month intervals. Cross out accomplishments, revise, and make additions.

8. You can also set goals with another person. If you can get their agreement to 
accomplishing these goals, then it will make them happen more rapidly.

You will be amazed with the results if you follow these suggestions. Individuals who 
practice these techniques have found that when they review the goals they listed at 
proper intervals, they have accomplished 95% of them.

Since this is a very powerful exercise, take some words of caution. Be careful what 
you ask for, because you will most likely receive it.
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Thank you for attending!

Next Session: 
Thursday, May 11, 2023 

Business Plan Part 3: 

Lavender Profitability: Return on Investment

Presented by Christine Teeple

info@uslavender.org
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