Business Plan Template – For Pakihi Māori

He Mahere Whakatipu – A Simple, Practical Plan for Growth

This growth plan is a practical tool to help you think through the next stage of your pakihi Māori. Whether you're applying for a grant, seeking investment, or simply ready to take the next step, this plan helps bring together your ideas, your strategy, and the numbers that sit behind them.

While this plan may be part of a funding application, it’s also about giving yourself — and others — confidence that your growth plans have solid foundations. It helps clarify where your business is at, what you want to achieve, and how this support will help you get there.

This plan sits alongside your financials — including a profit and loss statement, cashflow forecast, and any other documents you may be submitting. Together, these show that your business is ready to grow, and that you have thought carefully about what support you need and how to use it well.

This growth plan is especially useful if:

· You’re applying for a grant to support growth
· You’re exploring a new direction or opportunity
· You’ve identified something holding you back and want a plan to move forward
· You want a clearer picture of where you’re heading and how to get there

How to use this template

We’ve included the most common sections of a simple growth plan — designed with Māori businesses in mind. You can add or remove sections depending on your business, your goals, and who you’re sharing the plan with.

The sections are set out in a clear order for a final document — but feel free to complete them in whatever way works best for you. Many people find it helpful to start with the SWOT and Growth Opportunity, then build out their Investment Plan, Goals, and Financial Overview from there.

Each section includes prompt questions and support text to guide your thinking. You can remove these once complete or leave them in as a reminder for the future.

Using AI as a support tool

AI can help with things like researching trends, pulling out key information, or sense-checking your ideas — but it shouldn’t write the plan for you. This is your story to tell. Use AI as a tool to support your mahi, not to replace your voice or experience.
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[bookmark: _Toc208980915]Executive Summary
The executive summary provides a clear overview of our business growth plan. It highlights our current position, the opportunity we want to pursue, the investment required, and the expected impact. Funders should be able to read this section alone and quickly understand our story, why we are seeking support, and how the $5,000 grant will make a meaningful difference.

This summary should be written last, once all other sections are complete, so it captures the key points across the whole plan.

Prompts
· Who we are today – What does our business do, who do we serve, and what are some highlights of our story so far? (e.g., years’ operating, loyal customer base, kaupapa and values, proven demand, staff or team strengths).
· Our position – What did the SWOT tell us about our current strengths and challenges?
(e.g., strong reputation and demand, but limited digital presence or capacity to scale).
· Growth opportunity – What is the key opportunity we want to pursue, and why is now the right time? (e.g., expand into a new region, launch a digital sales channel, invest in systems to improve efficiency).
· Investment required – What exactly do we plan to invest in, and how will it support growth? (e.g., $2,000 for website upgrade, $1,500 for marketing, $1,500 for product development).
· Impact of the $5,000 grant – What difference will this grant make?
(e.g., increased sales, new customers, stronger systems, more capacity, cultural or community impact).

Notes
· Keep the summary concise — no more than one page.
· Write it in plain, confident language — assume the reader is not an expert in your industry.
· Link each part of the summary back to the rest of the plan (SWOT, Growth, Investment, Financials, Risks).
· Focus on the story of growth — where the business has come from, where it’s going, and how this funding will help bridge the gap.

This section gives funders the full picture at a glance. It connects our story, our opportunity, and our request into a single, compelling narrative. A strong executive summary reassures funders that the business is ready to grow, understands its environment, and will use the $5,000 grant to achieve measurable, meaningful results.
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Business Details
Basic information about your business so people can quickly see who you are and how to find you.

	Business name
	What is our legal name? Do we trade under another name?

	Structure
	Sole trader, partnership, or company?

	Established
	When did we first begin trading?

	NZBN
	Do we have a New Zealand Business Number?



	Contract details

	Contact name
	


	Mobile
	


	Email
	


	Address
	


	Website
	


	Facebook
	


	Instagram
	


	LinkedIn
	


	Māori Affiliation
	




Notes

· Keep this factual, just the essentials.
· These details help people (funders, partners, customers) verify our business and reach us.
· If relevant, include any Māori identifiers (e.g., iwi affiliation, rūnaka connections) to show our kaupapa.
[bookmark: _Toc208980917]SWOT Analysis
[bookmark: _Toc208980918]Set out the key strengths, weaknesses, threats and opportunities of our business. This gives a balanced view of where we stand today.
	Strengths (internal, positive)
	Weaknesses (internal, negative

	What do we already do well inside the business? (e.g., trusted relationships, strong networks, skilled people, kaupapa Māori values, reputation, proven systems).
	What holds us back or makes us less effective? (e.g., limited capital, gaps in capability, reliance on a few staff or customers, systems that need improvement).

	Opportunities (external, positive)
	Threats (external, negative)

	What outside factors can we take advantage of? (e.g., iwi and government procurement, industry growth, partnerships, demand for kaupapa Māori services, sustainability trends).
	What outside factors could affect us? (e.g., rising costs, strong competitors, regulatory changes, economic downturn, supply chain risks).



Notes
· Internal vs external: strengths and weaknesses are about what is inside our control; opportunities and threats come from the outside.
· Keep it short - 3–5 points per area is enough.
· Be realistic - funders respect businesses that are honest about both their strengths and their risks.
· Use this as the foundation for Competitive Advantage - strengths and opportunities often point to the edge that sets us apart.

This section shows we understand our current position — what we do well, where we can improve, and the external factors we must respond to.
Growth Opportunities
This section describes the main opportunity your business is looking to pursue — and why it’s the right next step for growth. It should clearly build on the strengths and opportunities you identified in the SWOT analysis. Funders want to see that you're focused, realistic, and choosing an area where the business is ready to scale. Show how your internal strengths (e.g. reputation, capability, kaupapa) give you an advantage in pursuing this opportunity.

Only outline one or two key growth opportunities — the ones you believe are most achievable and impactful with the support of this grant.

· What is the most promising growth opportunity for our business right now? (e.g. expand into a new region, launch a new product, build digital presence, form a new partnership)
· How does this opportunity build on our existing strengths or success to date? (e.g. loyal customers, proven service, unique kaupapa, skilled team)
· What market or customer demand supports this opportunity? (e.g. enquiries, waiting lists, trends, unmet needs)
· What makes this opportunity timely and achievable now? (e.g. momentum, team readiness, access to support or funding)
· What is the potential upside if we succeed? (e.g. revenue growth, jobs created, increased impact, improved systems)

Notes
· This section should directly link back to your SWOT — show that you're turning identified strengths and opportunities into focused action.
· Don’t list every idea — prioritise one or two key growth areas where the $5,000 grant would make a meaningful difference.
· Be specific about what the opportunity is, not just general growth (e.g. “launch an online store for our proven product line” rather than “grow our business”).
· You don’t need a detailed plan yet — the next section will explain what investment is required to pursue this opportunity.

This section helps funders understand where your business is going next — and why you’re ready to take that step. It shows that your growth plans are grounded in your existing strengths, aligned with real market need, and focused enough to make tangible progress with the right support.


[bookmark: _Toc208980919]Investment Required
Start by describing what you are investing in — whether that’s a specific project, tool, capability, or activity. Then explain how that investment enables your business to grow, whether through increased sales, better systems, wider reach, or improved delivery.

The goal is to clearly show how this investment turns your opportunity into action.

· What are we planning to invest in? (e.g. marketing campaign, equipment upgrade, digital platform, staff training, business systems, expert support)
· What are the main cost areas or items this investment will cover? (e.g. $2,000 for website development, $1,500 for social media marketing, $1,500 for product design)
· Why is this investment needed now? (e.g. demand is growing, we're ready to scale, we have momentum, our systems are stretched) 
· How will this investment help us grow? (e.g. attract new customers, increase capacity, improve service, reduce admin, lift revenue)
· How will this $5,000 grant help us make it happen?

Notes
· Be clear and specific; avoid general terms like “help our business grow” unless you also explain how.
· Link the investment back to the growth opportunity already described. This shows a clear line from strategy to action.
· If helpful, include a simple breakdown of costs (estimates are fine).
· Demonstrate that you have thought carefully about how to get the best impact from the funding.

This section helps funders see that their support will go toward a clear, purposeful investment, not just general operations. It shows that you’re focused, ready to act, and that the $5,000 grant will unlock tangible progress toward your next stage of growth.


[bookmark: _Toc208980920]Business Goals & Objectives
This section outlines what our business aims to achieve — in the short term, medium term, and longer term. These goals build directly on the growth opportunity we’ve identified and the investment we are seeking to make, showing how this next step fits within a clear and considered plan for growth.

Keep this section focused and realistic. We don’t need a detailed strategy — just a sense of momentum, where we’re heading, and how we’ll track progress along the way.

· What is our longer-term vision (5+ years)? (e.g. become a recognised kaupapa Māori leader in our space, grow impact across Aotearoa, reinvest into whānau or community)
· What are our medium-term goals over the next 2–3 years? (e.g. build on the early success of the growth opportunity, enter new markets, strengthen internal capability)
· What are our top 2–3 goals over the next 12 months? (e.g. achieve the outcomes of our funded investment, grow customer base, improve delivery systems)
· How will we measure progress and success? (e.g. new customers reached, revenue uplift, systems improvements, cultural or community outcomes)

Notes
· Short-term goals should link directly to the growth opportunity and investment plan outlined earlier — show how this funding helps us take real steps forward.
· Medium- and long-term goals should show ambition — but grounded in our kaupapa, capacity, and what we’ve already built.
· Use 2–3 goals per timeframe. Keep them simple, specific, and achievable.
· Include both commercial and kaupapa-aligned outcomes — not just business growth, but impact on whānau, culture, or community.

This section gives funders confidence that our growth opportunity and investment are part of a bigger journey — not a one-off idea. It shows that we know where we’re going, have thought about how to get there, and will use this support to unlock meaningful, measurable progress.


[bookmark: _Toc208980921]Financial Overview
This section sets out the key numbers that show our business is financially viable and ready to grow. Funders want to see clear, realistic forecasts supported by evidence - and a consistent financial story that shows how this investment will support growth.

· Revenue streams – What income do we have now, and how will the growth investment increase this?
· Cost structure – What are our key costs, and how will the investment change or add to them?
· Budget – What are our projected revenues and costs for the next 12 months, linked directly to the investment plan?
· Cashflow – Will the investment improve our ability to manage cash month to month?
· Break-even – How will the investment help us reach (or move closer to) break-even?
· Funding required – How much support do we need, and exactly what will it be used for?
	
	Year 1 
	Year 2
	Year 3

	Revenue
	

	
	

	Gross profit (GP)
	

	
	

	GP% 
	

	
	

	Overheads
	

	
	

	Profit (after tax)
	

	
	

	Asset purchases
	

	
	

	Loan payments
	

	
	

	Net cashflow
	

	
	


Notes
· Keep numbers aligned with your growth and investment plan - show how the grant enables revenue growth or system improvements.
· Use realistic forecasts based on past performance or clear demand - avoid overestimating.
· Even if not yet profitable, show how the investment moves you toward break-even or sustainability.
· Link the financials directly to the growth opportunity, this is where you prove it stacks up.

This section gives funders confidence that your business is financially sound, understands its numbers, and is ready to turn investment into growth. It shows that the $5,000 grant will help you move from where you are now to where you want to be — in a way that is measurable and achievable.
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Risks & Mitigation
Be honest about the risks we face and how we will manage them. Funders want to see that we understand the challenges that come with growth — and that we have practical plans to reduce or manage those risks.

The risks listed here should relate specifically to the growth opportunity we’ve chosen to pursue, and the investment we’re seeking to make. These risks are not about general day-to-day operations, but about what could go wrong as we take the next step in our business journey.

· Key risks – What are the 3–5 most important risks that could affect our planned growth or investment? (e.g., sales don’t grow as expected, we can’t keep up with demand, the investment doesn’t deliver full value, key person risk, rising delivery costs)
· Mitigations – What will we do to reduce the chance of these happening, or limit the impact if they do? (e.g., stage our investment, strengthen delivery systems, build backup capacity, hold cash buffer, uphold values to retain trust)

	Key risk
	Mitigation

	

	

	

	

	

	

	

	

	

	





Notes
· Keep this section focused on the growth initiative — not general operational risks.
· A simple table format works best.

This section shows funders that our growth story is not just hopeful — it’s grounded in reality. We know what could go wrong, and we’re prepared. It links directly to the investment we’re seeking, showing that we have a plan to manage risks, protect our kaupapa, and maximise the impact of this support as we take the next step forward.

2
[image: A close up of a logo

AI-generated content may be incorrect.]


In collaboration me te tautoko o Tai Awatea Advisory
image1.jpeg




