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INTRODUCTION 
 
 
This manual aims to provide a guide to entrepreneurs, project proponents and Small and 

Medium Size Enterprises (SMEs) as well as to support service providers in evaluating 

business concepts and testing their viability through 3 stages, where each stage has a 

�stop/go� decision point.  The three stages are represented below: 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Pre-feasibility screening takes you through a step-by-step process of 

evaluating whether or not your business concept can consume renewable 

energy for productive use and whether, at a high level of analysis, is a viable 

business proposition. In other words, once you have applied this tool, you 

should be able to assess, at an initial level, whether or not your business has 

the potential to be a sustainable business that can generate enough revenue to 

meet its direct costs (cost of sale) and indirect costs (for example owner�s and 

employee�s salaries). The application of this tool is also aimed at stimulating 

thinking and evaluation of renewable energy in a way that will prompt you to 

apply alternate energy resources to your business models. This in turn may 

encourage moving away from the assumed fossil fuel basis and to think about 

energy issues.   

 

Whilst a business evaluation at this stage may find that using renewables as the 

energy resource for the business may not prove viable, this will not 

automatically mean that your business is not viable. 

 

Stop/ Go decision point 
Does the cash flow and 

pre screening analysis 

show that you can earn a 

living from this business? 

If yes, you will proceed to 

the market study
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Market study: This step will test whether the market will pay the price you need 

to keep your  cash flow positive and maintain a sustainable livelihood. It will also 

help you to understand your competitors, show you what you need to do to 

maintain competitive position and lastly, it will give you an indication of the size of 

the market and therefore the growth potential of your business 

Stop/ Go decision point �  

Do you have evidence that the 

size of the market is sufficient 

and that it will pay the price 

your business requires to 

maintain positive cashflow? 

If yes, you will proceed to the 

feasibility study ? 

Feasibility Study: This is  the  final step in your business-planning phase. It will 

allow you to have answers to all the questions a financier of your business may 

ask before he is prepared to make the loan or invest the capital you require to get 

your business off the ground. The results of this step will also form the basis of 

your business plan for when you implement. It will highlight the capital you 

require, including working capital, it will help you forecast your cash flow and your 

growth and �sticking to it� will help you to maintain competitive advantage and 

market share 

Stop/ Go decision point �  

A successful feasibility study 

should mean investment (i.e. a 

cash injection) and hence 

Implementation! 

OUTCOME: A BUSINESS PLAN FOR 
SUCCESS
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What is the purpose of the business plan? 
 

A good business plan will serve at least two purposes: 

 

1. Enable the entrepreneur to deploy his or her resources in the way most likely to 

lead to success 

2. Communicate the strategy and viability of the project to investors, customers, 

suppliers, employees and other stakeholders 

 

Both are equally important. Often, the entrepreneur will be more concerned about #2, 

seeing the business plan as a necessary evil - the ticket to external financing � rather 

than an integral part of the entrepreneurship process. In this way, the business plan 

becomes a pure marketing tool, rather than a realistic appraisal of capabilities, 

opportunities and strategy. However, the �pure marketing� approach rarely works. Firstly, 

most investors will see through it, and refuse to invest. Secondly, even if financing is 

achieved, a large proportion may be squandered, as there is no realistic plan and 

priorities to focus spending.  

 

A proper plan will at least ensure that the business is in position to implement, with 

sufficient �fuel� and an identified goal as it starts to take off.   

 

Why this manual? 
 

This manual guides the user through a simple, but effective business planning approach 

that is applicable at any business level.  It aims to support INSABA in the sourcing and 

identification of RE for productive use projects that are viable businesses and to assist in 

the business planning process.  

The purpose is to help developing country entrepreneurs and business development 

teams put together powerful businesses with the minimum of time wasted on 

superfluous effort.  
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How to use this manual 
 

This is intended to be a practical manual for entrepreneurs and business development 

teams. 

 

The manual is supplemented by the following samples or case studies as well as 

worksheets for application and calculation purposes: 

 

• A complete Business Plan, prepared using the approach set out in the manual 

(appendix #1) 

• A series of spreadsheet worksheets, to help perform economic and financial 

analysis (appendix #2) 

• A sample Letter of Intent (#3) 

• A sample Loan Agreement (#4) 

• A sample kickoff meeting agenda (#5) 

• A sample workplan (#6) 

• A sample market interview questionnaire  (#7) 

• A short version of the Business Plan for presentation purposes (#8) 

 

It is recommended that you at least skim read the entire manual before starting on any 

business planning effort. This will provide an overview of the suggested process and 

what the plan is trying to achieve. 

 
Feedback 
 

The author welcomes any comments or observations on this manual and how useful (or 

otherwise) it was to your project. Please direct any communications to: 

 
Belynda@oneworldgroup.co.za or 
 
Sven@oneworldgroup.co.za 
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Getting it Right � #1: 
 

Pre Screening Tool 

 
 
1.  Context & Framework 
 
There is no foolproof recipe for establishing a successful business. There are however a 

number of common success factors. An understanding of what these are early on is 

crucial to identifying a good business opportunity and then conducting the analyses 

required to putting a business plan together to support the concept. Simply, a successful 

business is a combination of the following critical success factors: 

 

·  A qualified and committed entrepreneur 

·  A sound business model that fits in its market context, and 

·  Realistic financial projections 
 

In addition, the sort of businesses that INSABA is interested in supporting also displays: 

 
Positive environmental and social impact 

 
These four critical success factors can be split into a total of 10 sub factors as per the 

table 1 on the next page: 
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# Requirement What this means 
Related to the entrepreneur 
1 The entrepreneur/ 

management is qualified 
The entrepreneur/ designated management has commercial experience 
and/or qualifications (e.g. experience in) that will enable him/her to handle 
strategy, operations and marketing as well as to motivate personnel. 
 
In addition, the qualified entrepreneur will have a proven track record of 
psychological drive and robustness, i.e. the ability to press on in spite of 
upsets and disappointments. 

2 The entrepreneur is 
committed 

The entrepreneur is personally and financially committed to the success of 
the venture, as indicated by e.g.: 

• Living on the premises 
• Being fully invested personally 
• Drawing only a low salary (financial reward to flow from future profits) 
• Close involvement with the business planning process 

The entrepreneur should not only be committed to the venture in general, 
but also to the specific business plan. 

Related to the business model 
3 There is a clear market: 

Estimate average annual 
volumes 

There is proven demand for the product/ service, sufficiently large to 
absorb the capacity added by the new business. Also, there is a sufficient 
supply of adequate raw materials. 

4 The product/ service is 
competitive:  
State average sale price 
per unit 
 

The product/ service is of a superior quality / offers something more than 
existing offerings and/or can be sold at a lower price. Note that it is 
generally always preferable for new entrants to compete on the basis of 
higher quality rather than lower price on its own. New entrants are seldom 
able to compete in an established market purely on a cost basis.  

5 The cost of making 
sales is known: 
Estimate the direct 
costs per sales unit  

The direct manufacturing or service delivery costs are identifiable. The 
product or service can be produced at a competitive cost. 

Related to the financial projections 
6 The margins are attractive: 

Estimate the gross 
margin 
 

The business can withstand a level of drop in sales volume and/or price 
from budgeted projections. In other words, direct costs over revenue do 
not exceed 30% 

7 The business 
demonstrates ability to 
support an overhead 

The business generates sufficient cash flow to carry overhead costs, such 
as salaries, rent, communications, etc.  

Related to the environmental and social impact 
8 Environmental and social 

impact is not negative 
The business has a net positive environmental and social impact in terms 
of monies paid out to community, environmental benefits (e.g. of 
renewable energy), conditions of workers and skills developed. 

9 The business model is 
scalable and replicable 

The environmental and social impact achieved in 9) is acceptable, in 
relation to the commercial, technical and financial assistance provided. 
Generally, this will require the business to be scalable, either by the 
entrepreneur him/herself or by others as well. 

10 Capital can be sourced on 
realistic terms 
 

Sufficient investment is committed or likely to be committed to make the 
business financially viable, i.e. not run out of cash. The terms of such 
investment are not unacceptably onerous to the entrepreneur/ other 
stakeholders, e.g. in terms of interest or equity shares 
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It is unlikely that all of these factors would be in place from the outset. Typically, a 

business will start out as a combination of an entrepreneur and a loose idea about a 

business model � or even in this case, just as an INSABA idea about a business model, 

without any entrepreneur committed. 

 

However, over the duration of the business planning process it is the role of the INSABA 

team � with the help of the entrepreneur where there is one from the outset � to 

investigate these factors and ensure that they are in place, or can be put in place. If the 

team is not convinced that this is the case, it should raise very serious concerns about 

the viability of the business and/or its suitability for support under the INSABA project. 

 

The same 10 factors identified and explained in table 1 above will be applied throughout 

the business planning process in Getting it Right. In applying this pre screening tool, 

they will be considered, but not at the level of detail as when applying tool # 3, the 

feasibility study. Business planning should therefore be seen as a building �block� 

process where as success is achieved at one stage, and a strong foundation is evident, 

then the user proceeds to the next level of detail.  

 

2.  Applying the Tool 
 

The application of the pre-screening tool aims to guide you through the stages required 

to evaluate your business idea against the 10 factors identified in table 1 above. There 

are 4 key steps in the application of this tool to reach the desired outcomes. 

 

Steps in  Getting it Right.# 1. 

 

This tool comprises a 3-step process using 2 worksheets. Section 3 below 
provides guidelines as to how to apply these worksheets for maximum benefit to 
your projects 

 

1. Work through worksheet # 1 and complete each section using the guidelines in 

3 below.  

2. Rank your project using the ranking model contained in worksheet # 2. 
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3. Submit your results with the supporting completed worksheets to the INSABA 

Business Planning team, who fill provide independent evaluation and further 

guidance where required. 

 

These 3 steps should be completed for all projects being considered under INSABA. It  

is however not necessary to submit projects that score below 25 subject to the provisos 

stipulated in 3.2 below 

 

3.  Guidelines to completing the worksheets in Getting it Right # 1 

 
You may find it useful to use these guidelines in conjunction with the sample-

completed worksheets contained in Annexure A to Getting it Right. 

 
3.1  Worksheet #1 
 
Section A: Business Description and Background 
 

Objective:  
To understand clearly how the business idea fits into the economy of its micro and 

macro environment (the degree to which the macro environment is considered is 

dependent on the size of the project) and what its key economic advantages are. 

 

What it means (tasks and considerations): 
! Provide a description (3-5 sentences) of the business idea taking the objective 

above into careful consideration.  

! List the key business factors such as what the product / service mix is, the 

business location, raw materials required and supply availability, the customer / 

consumer, energy and water requirements and any other key factors that may be 

peculiar to your project. 

! Name the Renewable Energy resource / technology identified and provide a 

brief justification (max. 3 sentences) 
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Who? 

The INSABA sub-contractor and/or the IAT, with the Entrepreneur. 
 

Section B: Business Indicators  
 

Objective:  
To obtain a clear understanding of what the business idea has in place when 

considering the 10 indicators outlined in table 1 and to understand the gaps in the 

business idea information currently available and whether or not there is enough on 

which to make an informed initial assessment. 

 

What it means (tasks and considerations): 
! Use table 1 and provide a brief statement of the business idea in relation to each 

of the 10 requirements / indicators defined.  Where �answers� are not available, 

indicate this and provide a brief statement as to the steps you identify to enable 

you to obtain these answers, with timelines. 

! Once you have answered all the questions in the financial subsection on 

worksheet # 1, you should have prepared a simple Profit & Loss (P&L) 

calculation. This means applying the formula: 
 

Item Formula 

Sales Price: A 

# Units sold: B 

Revenue: AxB=C 

Direct costs per unit: D 

Total direct costs DxB=E 

Gross Margin C-E=F 

Overhead costs G 

Net Margin F-G 
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Who? 

The INSABA sub-contractor and/or the IAT, with the Entrepreneur. 
If the IAT does not have financial skills, you may want to consider bringing in a 

financially qualified advisor to provide input on this exercise. This is however only 

likely to be necessary when applying Getting it Right # 3. 

 

3.2 Worksheet # 2 
 
This worksheet takes you through a ranking process. To qualify under the INSABA 

framework, your business idea should score 25 or more. 

 

Objective: 
 
To determine whether or not your business idea / project fits within the overall INSABA 

framework and principles. This is a decision tool for determining further development of 

the project under the INSABA programme. 

 

What it means (tasks and considerations): 
 
! Using completed worksheet 1 and with careful consideration to your status statements and 

next steps comments, rank each item on a scale of 5 � 0, where 5 is attractive and 0 means 

you have no answer to / knowledge on that item in relation to your business.  

! Once each line is complete, add your scores up to reach a total figure, which is inserted in 

the total box at the end of worksheet 2. 

! IMPORTANT:The �non negotiable� qualifiers for an INSABA project are # 2 and # 8. A 

ranking below 4 on either item will mean that the project cannot be submitted for INSABA 

purposes. In other words, if your project does not have a committed entrepreneur and / or 

presents with a negative social or environmental impact, then it does not fit within the 

framework and principles of INSABA.  

! This means that a project that scores above 25, but below 4 on #2 and / or #8 
should not be submitted to the INSABA Business Planning Team. 
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Getting it Right � #1: 

 

Worksheet 1 

 

Complete this worksheet using the guidelines in 3.1. In order to complete # 3-7 under 
Section B, use table 3 below 

 
A Business Description 
Business Idea Description  

 

 

 

 

 

 

List Key Business Factors  

 

 

 

 

 

 

Identify Renewable 
Energy Resource / 
Technology & Capital 
Cost 

 

Justify RET Selection  
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B BUSINESS INDICATORS  

 

Business Indicator    Status Statement   Next Steps 
   

The 
entrepreneur/ 
management is 
qualified 

The 
entrepreneur is 
committed 

There is a clear 
market:Estimate 
average annual 
volumes 

The product/ 
service is 
competitive: 
State average sale 
price per unit 

The cost of 
making sales is 
known: 
Estimate the direct 
costs per sales 
unit  

#1 

#2 

#4 

#5 

#3 
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Business Indicator    Status Statement   Next Steps 
   

The margins are 
attractive: 
Estimate the gross 
margin 

#6 

The business 
demonstrates 
ability to support 
an overhead: 
Estimate the 
overheads 

 
Capital can be 
sourced on 
realistic terms 

#8 

#7 

 

  

 

  
Positive 
environmental & 
social impact 

 
The business 
model is scalable 
and replicable 

 

#9 

#10 
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Table 3 

Item Formula Actual 

Sales Price: A  

# Units sold: B  

Revenue: AxB=C  

Direct costs per unit: D  

Total direct costs DxB=E  

Gross Margin C-E=F  

Overhead costs G  

Net Margin F-G  
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Getting it Right � #1: 

 

Worksheet 2 
 

Rank each item on a scale of 5 � 0, where 5 is attractive and 0 means you have no answer to / 
knowledge on that item in relation to your business. Use Worksheet 1 (completed). 

 

 

 The entrepreneur/ 
management is qualified 

The entrepreneur is 
committed 

There is a clear market 

The product/ service is 
competitive 

The cost of making sales
is known 

The margins are 
attractive 

The business 
demonstrates ability to 
support an overhead 

Positive environmental 
& social impact 

The business model is 
scalable and replicable 

Capital can be sourced 
on realistic terms #10 

#9 

#8 

#7 

#6 

#5 

#4 

#3 

#2 

#1 

      

      

      

      

      

      

      

5 4 3 2 1 0

      

TOTALS 


