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This business plan template is designed to help you create a comprehensive plan for your nursery and garden business in NSW and ACT. It is fully customisable and each section includes clear instructions and fillable fields to guide you through the planning process.
1. Business Details
Enter your business's legal name, ABN, registered address, and contact information in the fields below:
Business Name:
ABN:
ACN: (if applicable)
Registered Business Address:
Phone:
Email: 
Website: 
Facebook: (if applicable)
Instagram: (if applicable)
Tik Tok: (if applicable)
2. Contact Information
Provide contact details for the key individuals involved in the business:
Primary Contact: (Name and Role)
Phone:
Email: 
Secondary Contact: (Name and Role) (Optional)
Phone: 
Email:

3. Executive Summary
Briefly describe your business, what it does, and what it aims to achieve. Include your mission and goals, and highlight what makes your business unique or likely to succeed. This should give readers a quick snapshot of your business and its potential.




4. Products and Services
Describe what your nursery or garden business will sell or provide. List the types of plants (e.g. natives, ornamentals, edibles), gardening products (e.g. pots, soil, fertilisers), and any services you offer, such as landscaping, plant hire, delivery, or garden advice. Be specific about what makes your range or service special.




5. Market and Competitor Analysis
Understand Your Market and Competition Describe who your ideal customers are and what they’re looking for. Research the demand for your products and services in your area. List other nurseries, garden centres, or businesses offering similar things - these are your competitors.




Then explain:

· Who your target customers are (e.g. home gardeners, landscapers, councils, schools, indoor 
· plant lovers)
· Where they are located and how you’ll reach them
· What problems or needs your business are solving
· Who your main competitors are (locally or online)
· What makes your business different or better (e.g. special plant range, customer service, 
· expert advice, sustainability)
· Your strategy to stand out and attract loyal customers

This section shows that you understand your place in the market and have a plan to succeed.
6. Marketing Strategy
Plan How You’ll Promote Your Business Explain how you will attract new customers and keep them coming back. Your marketing plan should include a mix of online and local strategies.
Consider the following:
· Website and SEO – Will you have a website? How will people find it on Google?
· Social Media – What platforms will you use (e.g. Facebook, Instagram)? How often will you 
· post?
· Email Marketing – Will you send newsletters, promotions, or gardening tips to your customers?
· Local Advertising – Will you use flyers, signage, newspaper ads, or sponsor local events?
· In-Store Experience – How will you make your nursery/shop inviting, helpful, and memorable?
· Loyalty Programs or Offers – Will you reward repeat customers?
· Community Engagement – Will you run workshops, attend markets, or partner with schools or 
· community groups?





This section should show how you plan to build awareness, attract your ideal customers, and grow your reputation over time.
7. Team and Support
Meet Your Team and Support Network Introduce the people behind your business and what they bring to the table.
Include:

· Owners and Key Staff – List their roles, experience, and any qualifications (e.g. horticulture 
· training, retail experience, landscaping skills, customer service background).
· Advisors or Mentors – Mention any experts, consultants, or business mentors helping guide 
· you.
· Support Networks – Include any industry groups, associations (like NGINA), or local business 
· networks you're part of.




This section helps show that your business is backed by capable, knowledgeable people who will help it succeed.
8. Operations
Describe how your business will run each day. Include how you’ll source your plants and supplies, manage stock levels, and serve your customers. Explain how you’ll keep things running smoothly and make sure your products and services are always high quality.




9. Financial Plan
Create a Financial Plan for Your Business Outline how much money you’ll need to start, what you expect to earn and spend, and how your cash will flow over time. Use realistic figures based on research or industry knowledge to show that your 
business can be profitable and sustainable.
1. Startup Costs
List all one-off costs needed to get your business up and running. This may include:
· Equipment (e.g. shade houses, benches, irrigation)
· Initial plant stock and supplies
· Business registration and insurance
· POS system or software
· Marketing and signage
· Vehicle or delivery setup (if applicable)
2. Revenue Projections (3–5 years)
Estimate how much you expect to earn from sales over the next 3 to 5 years. Break it down by:
· Product or service type (e.g. plants, pots, garden tools, consulting, delivery)
· Season or month if sales are likely to fluctuate
· Any planned growth or expansion
3. Expense Budget
· Include all ongoing costs of running the business, such as:
· Wages and super
· Plant and supply purchases
· Rent or mortgage
· Utilities (electricity, water, internet)
· Marketing and advertising
· Maintenance and repairs
· Business services (e.g. accountant, software subscriptions)
4. Cash Flow Forecast
Show when money is expected to come in and go out each month. This helps you plan for quiet periods and avoid running out of funds.
5. Profit and Loss Statement (P&L)
Summarise your income and expenses to calculate whether your business is making a profit or a loss. This should show:
· Total income
· Total expenses
· Net profit (or loss)
10. Key Performance Indicators (KPIs)
Track Your Business Performance with KPIs Key Performance Indicators (KPIs) help you measure how your business is doing and whether you're reaching your goals.
List the most important areas to track, set targets for each, and review them regularly to stay on track.
Examples of KPIs you might include:
· Monthly Sales Revenue – How much are you selling each month?
· Sales Growth Rate – Are your sales increasing over time? Set a percentage goal (e.g. grow 
· sales by 10% in 12 months).
· Customer Satisfaction – Use feedback, reviews, or surveys to track how happy your customers 
· are.
· Repeat Customers – How many people come back? Track loyalty and build retention strategies.
· Average Transaction Value – How much does a customer spend per visit?
· Inventory Turnover – How quickly are your plants and products selling? This helps manage 
· stock levels.
· Website and Social Media Engagement – Track followers, clicks, and inquiries if you're using 
· digital marketing.
Use a simple table or spreadsheet to track these numbers monthly or quarterly, and adjust your business plans based on what you learn.
Next Steps
Final Steps: Set Your Business Up for Success Once you've completed your business plan, take time to review it thoroughly and make any necessary adjustments. Treat it as a living document, something you’ll refer to and update regularly as your business grows.
Seek feedback from trusted mentors, industry experts, or business advisors to strengthen your plan. Use it to guide your decisions, set clear goals, and keep your business on track. A well-prepared plan will also give you confidence when approaching banks, investors, or applying for grants.
Your business plan is not just a document, it's your roadmap to long-term success.
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