
We interviewed both successful and un-

successful applicants for various grants 

and have identified some areas you need 

to address to win business plan competi-

tion for grants and low interest loans. Do 

aii you can to follow the tips below and you 

will be in a position to put together a busi-

ness plan that can win any day. 

1. Entrepreneurial mindset 

Entrepreneurship is not about looking for 

funds to set up a business to make money 

because times are difficult and there are 

no jobs. This is the mindset of many appli-

cants for grants. Little wonder, many of 

them are not successful even when they 

get grants as they have difficulties sustain-

ing the business. If you are enticed to start 

a new business with incentives and grants 

without mindset 

transformation for 

successful enter-

prise, then you 

may be putting 

the “cart before 

the horse”.  You 

need to change 

your thinking as 

an entrepreneur, 

and be willing to create values that people 

are willing and able to pay for. 

Entrepreneurship requires self-confidence, 

patience and growth mindset to nurture a 

business for some time before money will 

come.  Before you register for any busi-

ness plan competition, be sure you are cut 

out to be an entrepreneur and it should 

show in your proposals.  

2. Relevant Information 

It is important to get as much information as 

possible about any competition you are inter-

ested in.  It is not enough to read about it in 

the newspapers and 

you go straight to reg-

ister.  You have to 

carefully look at all 

requirements to find 

out fund managers 

that can finance your 

kind of business so 

that you do not apply 

and get disqualified. 

Do not apply for a competition for which you 

are not qualified. 

You may not be able to apply now because 

you cannot meet the requirements, but you 

can prepare yourself to be eligible in subse-

quent edition.  For instance, if you require six 

months’ experience in a particular trade which 

you do not have, then you can start with that 

trade now and be qualified to apply in future. 

3. Hands-on experience 

Many winners of business plan competition 

who get grants usually have some experience 

about their business proposal.  You are better 

placed to write a good business plan when it is 

based on your actual experience of the busi-

ness you want to go into, even if it is on a 

small scale. It is easier to discuss and defend 

what you actually do that you want to expand 

than what you planned to do through research.  

Your ability to refer to actual sales or produc-

tion challenges encountered, and how you 

intend to overcome them,  
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There is a lot of misun-

derstanding about what is 

required to prepare a 

good business plan. 

Many plans are prepared 

to impress fund providers 

with fictitious and unreal-

istic estimates that do not 

reflect the potentials of 

the business.  What is 

required is a good busi-

ness plan for a viable 

business, not a 

‘bankable’ business plan 

fabricated with so much 

lack of integrity to im-

press banks. In this edi-

tion, we highlight eight 

tips that can help you put 

together a business plan 

that can win any day. We 

also have interesting arti-

cles for you. 
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simplify business activities in areas such as 

accounting, marketing, human resources, 

payroll and time management. The probability 

of your success at a business plan competi-

tion is high when you can show how you will 

use technology to scale up the business. 

Any business that does not use technology 

today will be left behind in many ways and will 

not be able to compete in the business world.   

Internet, online and social media platforms 

are playing a big role in how people find the 

services and products they need over a wide 

geographical area. 

6. Scalability 

Scalability means the ability of the business 

to grow and multiply its 

revenue through re-

peated operations and 

expansion into new 

markets.  You need to 

show that you are pre-

pared to hire the right 

people to run the busi-

ness without you being 

everywhere and mak-

ing every decision. You do not have to do 

everything yourself or in-house, you can lev-

erage on outsourcing since you cannot afford 

the services of all experts that you may need. 

You may not need a scalable business to 

succeed if you have no interest in growing the 

business or engaging more hands to work 

with you.  But you certainly need a scalable 

business to attract grant and low interest 

loan.  You have to be sure that your business 

can grow to employ more hands over time. 

Your business plan should be able to explain 

how required funds will help you scale up the 

business and become more profitable. 

7. Business plan 

In order to get grants and low interest loans 

from government agencies and private sector 

organizations, you need a realistic business 

plan in addition to other requirements. As a 

potential small business owner, you should 

be fully involved in the writing of the business 

plan to reflect your business philosophy, vi-

sion  and passion which you alone may ap-

preciate.  

is better than reference to hypothetical cas-

es without hands-on experience. 

Experience also helps to identify applicants 

who have passion and interest in what they 

want to do.  For instance, if you want a 

grant for a poultry business and you have 

never managed even a small poultry be-

fore, then it is difficult to be convinced that 

you can manage the business even when 

you have a beautifully written business 

plan.  We advise that you start the business 

you want to go into and have a simple 

structure for managing it for some time be-

fore you apply for grants. 

4. Market 

The primary purpose of any business is to 

meet the needs of customers and provide 

solutions to their problems and challenges. 

No matter how good your product is, if it is 

not a solution to the needs and challenges 

of large enough number of potential cus-

tomers, then the product is not viable as 

there may be no adequate market for it. 

Always remember when putting a business 

plan together that without finding solution to 

problems you cannot make money. 

It is advisable to test-market your products 

in your neighbourhood and among your 

friends and let their feedback reflect in your 

business plan. Who are your customers 

and how do you want to reach them? How 

will you be different from others in the same 

market? You have to be careful not to be 

carried away by your experience and what 

you think you know about the market and 

its size.   

Think about competition in all its ramifica-

tions – similar product, substitute product, 

pricing, channels of distribution, promotion. 

5. Information and Communication 

Technology (ICT) 

Technology provides 

a wide range of tools 

entrepreneurs can 

use to manage their 

business. There are 

applications and soft-

ware packages that 

“Any business that does 

not use technology today 

will be left behind in many 

ways and will not be able 

to compete in the business 

world.” 
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The importance 

of eggs and 

chicken as 

sources of pro-

tein in our menu 

cannot be over-

emphasized.  

The awareness 

of advantages of 

white meat over 

red meat, especially among adults, and 

increasing population have combined to 

create a huge market for poultry products.  

Many people go into poultry business 

because of its assumed profitability and, 

come out of it quickly when they realize 

that there are many challenges including 

converting demand for poultry products to 

sales and profits.  

If you want to succeed in poultry busi-

ness, then you should start with as-

sessing your own strength and weakness-

es in relation to the business to 

know what training you need 

and what skills to get through 

employment of others or out-

sourcing.  Then you should 

look at opportunities that will 

help the business to succeed, 

as well as regulatory and busi-

ness environmental issues that 

will threaten the sustenance of 

the business.  The process of assessing 

your strength, weakness, opportunities 

and threats as described above is known 

as SWOT analysis, the absence of which 

can make or mar a poultry business. 

I will now briefly explain with examples 

what SWOT analysis for poultry farm 

should highlight for you. 

STRENGHTS 

1. Commitment and Passion: You need 

to understand that birds are delicate ani-

mals, that require attention. How much 

time you have for the business and your 

level of commitment have to be consid-

ered because you would be required to 

constantly check on the welfare of the 

birds. If you like birds and are passionate 

about poultry business, then you would not 

have a hard time  settling in. 

2. Knowledge: Do you know much about 

birds, beyond the basic level? If your response 

is positive, then this would be considered a 

strength and a plus for setting up a poultry farm. 

3. Prior Experience: Experience with birds, 

and poultry products and the business is an 

advantage. Have you worked in a poultry farm 

or sold eggs? 

WEAKNESSES 

1. Poor Financial Management: Poor skill in 

financial management is serious weakness. 

There are several ways to improve this deficien-

cy. You can employ the service of somebody 

with any skill that you lack, including financial 

management.  

2. Inadequate Funding:  If you assess your 

financial capability, and found it inadequate for 

the business, then you must look for alternative 

sources of funding for the business.  

3. Poor Marketing Strategy: Mar-

keting is very important and you 

have to be good in it.   If you are 

not, then develop yourself through 

training and practice in modern mar-

keting strategies to give your poultry 

business, a chance of survival.  

There may be different channels 

and strategies for selling birds and 

eggs. 

OPPORTUNITIES 

1. SME Funding Programmes: Occasionally, 

Governmental Organisations and Non-

Government Organisations come up with initia-

tives to support SME and Entrepreneurial ideas. 

Currently, the AfDB (African Development 

Bank), has rolled out a soft-loan scheme to sup-

port Agribusinesses. This can be considered as 

an opportunity for you to leverage on. 

2. Availability and Affordability of Vaccines: 

Birds, like most animals, are prone to abnormal-

ity and deterioration of health. Vaccines to take 

care of these issues are accessible and afforda-

ble.  You can engage a part-time Veterinary 

doctor to take care of your birds. 

SWOT ANALYSIS FOR POULTRY BUSINESS 

“If you want to succeed in 

poultry business, then you 

should start with assessing 

your own strength and 

weaknesses in relation to 

the business to know what 

training you need and 

what skills to acquire.” 
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3. Availability of Poultry Equipment: Feed-

ers and drinkers, waste disposal system, 

pipes for tap water, lightening and heat, egg 

crates, heaters, incubators, etc., are all af-

fordable and available to buy.  

4. Supply Opportunities: Owing to in-

crease in population as mentioned earlier, 

there is opportunity 

for periodic supplies 

to consumers be-

cause of high de-

mands. It is note-

worthy that for 

health reasons, die-

ticians have called 

for decrease in the 

consumption of red 

meat, prompting 

increase in consumption of white meat, pro-

duced my birds.  

THREATS 

1. Government Regulations: Government 

agencies such as NAFDAC (National Agency 

for Food, Drugs Administration and Control) 

and SON (Standard Organisation of Nigeria) 

have a statutory regulation to ensure compli-

ance to livestock improvements, health and 

safety regulations. They have set a standard 

for businesses such a poultry farming, de-

faulting on the standards may be detrimental 

for the farmer. 

2. Competition: Wealthy poultry farmers, 

with large farms, flood the market with their 

supplies. This is one threat you have to con-

tend with knowing that there is enough mar-

ket for the small farmer also. 

3. Unpredictable Electricity Tariff: Since 

deregulation of electricity, Electricity tariff has 

skyrocketed, culminating from the increase in 

gas and other dependencies. This is a threat 

to the project as its operations will be costlier 

and force the project to pass on the addition-

al costs to consumers. This is a threat to the 

project as it has potential to result in reduced 

sales and profits. 

4. Epidemic Outbreak: In the last decades, 

bird flu or Avian Influenza have ravaged poul-

try businesses in Nigeria leading to massive 

loss on the part of poultry farmers. The pro-

spective business owner must have contingen-

cy plans in the event of anything like this. 

 

 

 

 

“It is noteworthy that for 

health reasons, dieticians 

have called for decrease in 

the consumption of health 

meat, prompting increase 

in consumption of white 

meat, produced by birds.” 
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It should not be completely out-sourced to con-

sultants who may not have hands-on experi-

ence and who may eventually present to you a 

beautiful but unrealistic business plan.  

You can start your business on a small scale 

and subsequently write a business plan that 

reflect your actual experience. According to 

Simon Bridge and Cecilia Hegarty, some work 

is required to validate that your technology 

works, a real market exists, and your assump-

tions for cost and price are reasonable before 

a business plan has any validity. Note that 

your passion and third-party research for a 

business plan cannot take the place of actual 

experience. 

8. Financial estimates 

A good business plan should include realistic 

financial estimates in terms of profitability and 

growth. Cash flow projections showing how 

and when funds will be used in the business is 

very essential.  Business plan assumptions 

should be reasonable and not just meant to 

make the business very profitable and attrac-

tive to fund providers.  

There should not be ‘bankable business plan’ 

really, because if a business is not viable, no 

business plan, no matter how well written can 

change that fact.  What is required is a good 

business plan for a viable business.  There-

fore, you should be careful with consultants 

who want to give you ‘bankable business plan’ 

through unrealistic assumptions and estimates. 

Finally, note that a business plan is not cast in 

iron and stone. It can be adjusted and updated 

regularly based on changed circumstances, 

new information or new focus. 

Louis Ebode  

ebodelouis@yahoo.com 

8 TIPS FOR WINNING BUSINESS PLAN 

COMPETITION CONT’D  



predict the market’s response to a new venture 

can be costly and are often unreliable. Testing 

for real is the assumption behind approaches 

such as Lean Startup. It is also what explorers 

do – they go and look, instead of trying to pre-

dict from a distance what they will find. 

6. Get started and get some momentum. Too 

much hesitation will kill any new venture, as 

markets move quickly and difficulties mount. 

Getting started helps to generate momentum 

and the sense of having done something, which 

provides encouragement, more incentive to 

keep going, and can carry your startup over 

obstacles. Early perseverance pays off. 

7. Accept uncertainty as the norm. You will 

never remove all uncertainties, so accept them, 

and plan your activities in an incremental fash-

ion. Too often, a business plan is seen as a 

mechanism for eliminating uncertainty, lulling 

the Founder into complacency. Eliminate major 

uncertainties before the plan, and update any 

plan as you learn. 

8. Look for new and best opportunities. Many 

useful opportunities are either created by what 

you do early, or are only revealed once you 

have started and can see out there. So keep 

your eyes open and respond to new customers, 

new markets, and new partnerships. You will 

also find that looking hard also eliminates op-

portunities that are not acceptable. 

9. Acquire the relevant skills. Three basic 

skill sets are required for successful delivery of 

almost every venture. These include financial 

management, marketing and sales, and the 

appropriate production ability. If you don’t have 

the relevant skills and knowledge, take the time 

to build them or find someone to partner with, 

before you attempt any business plan. 

If you do decide after exploring these principles 

to continue building a conventional business, 

especially with investors and employees other 

than yourself, then a business plan is a valua-

ble exercise. You should do it yourself, to make 

sure you understand all the elements of the 

plan, and facilitate communication of the specif-

ics to your team and to investors. 

 

 

More and more professionals agree that a 

better start-up strategy is to explore and 

fine tune your assumptions before declar-

ing a specific plan with financial projec-

tions based only on your dream and pas-

sion. 

In a recent book, “Beyond the Business 

Plan,” Simon Bridge and Cecilia Hegarty 

outline ten principles to consider when 

you want to start a business: 

1. A new venture is a means, not an end. 

A new enterprise should be pursued pri-

marily to help you achieve your goals, like 

providing a better life for others, satisfying 

a passion of yours, or enjoying the bene-

fits of a technology you have invented. In 

that context, it could be a social enter-

prise, or even a hobby, and a business 

plan may not be beneficial. 

2. Don’t start by committing more than 

you can afford to lose. New ventures are 

usually exploratory and risky in nature, so 

don’t let any business plan process con-

vince you to commit more than you can 

risk as a person, if your exploration fails. 

Start with an effectual approach, which 

evaluates risk tolerance, and suggests 

more affordable means to an end. 

3. Pick a domain where you have some 

experience and expertise. Don’t handicap 

yourself by starting something for which 

you have to build or acquire knowledge, 

skills, and connections from scratch. No 

business plan will save you if you are just 

picking ideas at random, or copying oth-

ers, just because the story sounds attrac-

tive. 

4. Carry out reality checks and make ap-

propriate plans. Before a business plan 

has any validity, some work is required to 

validate that your technology works, a real 

market exists, and your assumptions for 

cost and price are reasonable. Don’t be 

totally driven by your own passions, the 

emotional enthusiasm of friends, or even 

third-party research. 

5. The only reliable test is a real one. 

Market research techniques for trying to 

“Before a business plan 

has any validity, some 

work is required to 

confirm that  your 

technology works, a real 

market exists, and your 

assumptions for cost and 

price area reasonable.” 
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 BEFORE THE BUSINESS PLAN 

Marty Zwilling 

http://blog.startupprofessionals.com 



to this logic. Regardless of differentiation, at 

some point, the price or value trade-off will 

drive the market to the lower-priced alterna-

tive. 

MY SUGGESTIONS  

• Consumers are bargain hunting and shun-

ning luxury goods. Cutting prices on lower-end 

items is a smart way 

to keep them spend-

ing. 

• Competing on ser-

vice instead of price 

is challenging in a 

down economy, but 

entering a price war 

with competitors is 

risky. Limited dis-

counts can boost 

sales without branding the company as a dis-

count seller. 

• Bundling more services for the same price 

can be an effective way to be more competi-

tive without cutting deeply into profits. 

Ultimately, the pricing strategy is one of the 

very important things during a recession and 

companies must consider all these factors 

when attempting to adjust. It is important to 

protect the brand, not alienate customers, and 

remember what value the company offers in 

order to get through the difficult economic pe-

riod unscathed. 

 

Tonye Briggs 

08170001456 

Tonyeb2000@yahoo.com 

Here’s a question I was asked at a re-

cent forum of SME Business Owners, 

Briggs, here’s my main problem: Our 

clients want to reduce their business. I 

cannot afford to 

lose total reve-

nue, so I am 

being forced to 

compromise on 

profits or do I 

take a risk and 

say I cannot 

lower prices?” 

During a reces-

sion, companies must consider their 

unique situation and what value they 

provide customers when devising a pric-

ing strategy. Many companies are tempt-

ed to slash prices during a recession, 

after all, if customers are less willing to 

spend money, simplistic logic suggests 

that, by cutting prices, you can attract 

more customers. However, this strategy 

should be carefully considered. Cutting 

prices can degrade the value of the 

brand, lead to a price war, and also lead 

customers to put off buying when times 

are good in expectation of price cuts 

when times are bad. 

PRICING QUESTIONS TO ASK NOW 

Are you offering something your custom-

ers need? If not, you may need to drop 

prices to get a percentage of the custom-

er's wallet. During recessions, must-

haves almost always trump nice-to-

haves. 

Are you offering an affordable luxury? 

During a recession, most consumers 

may still be willing to indulge a little. 

Are you offering something that can help 

your customers weather the recession? 

If so, does your marketing and sales 

message drive this point home? Then 

you may be able to price accordingly. If 

not, you may need to drop prices. 

Are you decidedly better than your com-

petition? The more differentiated your 

products or services, the lower the asso-

ciated price elasticity. But there are limits 

“Are you offering your 

customers need? If not, 

you may need to drop 

prices to get a percentage 

of the customer’s wallet.” 
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info@beckleyconsulting.com 

www.beckleyconsulting.com  

ABOUT BECKLEY CONSULTING: Beckley Consulting is in busi-

ness to stimulate the emergence of effectively managed Micro, Small 
and Medium Enterprises and provide them with professional support 

services in Finance and Accounting, Taxation, Human Resources 
and Legal Services so that they can focus on their core businesses 
and mandate. We are a one-stop-shop of professionals set up to 

meet the various needs of small businesses.   

Experience has taught us that a small business that wants to grow 
cannot afford the cost of experts that will ensure effective manage-
ment of the business and compliance with the requirements of regula-

tory authorities. 

We believe in mindset change for the typical entrepreneur through 
training/workshop and information sharing, to imbibe the discipline 
and commitment required to own and manage a small business suc-

cessfully, including keeping appropriate accounting records. 

 

QUIZ OF THE MONTH (Answers in the October 2016 edition of the Newsletter.) 
 
1.It is usually true that a start-up entrepreneur will 
 A. Work very long hours    B. Never listen to advice  
 C. Fail within the first three years  D. Earn more than when in employment 
 
2. Which of the following would be a good reason to start a business? 
 A. To avoid paying income tax  B. To build and achieve something 
 C. To work and achieve something D. To reduce personal risks 
 
3. The following are all potential rewards to enterprise, except which one? 
 A. Higher tax payments   B. Growth in business value 
 C. Personal satisfaction   D. Control over working life 
 
4. Risk taking, creativity and innovation would be best described as: 
 A. Enterprise skills   B. Management skills 
 C. Leadership skills   D. Interpersonal skills 
 
5. A common disadvantage of leaving employment to start a business is: 
 A. Less freedom of action   B. More bureaucracy 
 C. Loss of self-motivation   D. Loss of earnings and income 
 
6. What type of risks do successful entrepreneurs tend to take? 
 A. Opportunity risks   B. Enterprise risks 
 C. Calculated risk   D. Cash flow risks 
 
7. A key reason why governments are keen to encourage startups is because they: 
 A. Pay tax on profits   B. Generate employment   
 C. Collect VAT for government  D. Comply with business laws 
 
8. Which of these is likely to be the major uncertainty when starting a new business? 
 A. Raising too much cash for the business  B. How profits will be spent 
  C. Whether customers will complain        D. Whether there will be demand for the product  

          
 
 

Click here to subscribe 

Or Visit:  

http://

beckleyconsulting.com/

subscribe 

‘I am driven by two main 

philosophies: know more 

today about the world 

than I knew yesterday and 

lessen the suffering of 

others. You would be 

surprised how far that 

gets you.’ 

– Neil deGrasse Tyson 

Send your comments and contributions to: newsletter@beckleyconsulting.com  

Answers for August 2016 Quiz 

1. B  2. A  3. C  4. B 

5. B  6. A  7. C  8. A 
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