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Critical success factors (CSFs) are assumptions which must be true for you to fulfill your business plan. CSFs should be itemized and explicitly stated for both your business plan and your annual operating plan. CSFs can be either internal or external to the business, and, for larger businesses, they are often grouped by operating area such as sales, marketing, product development, and customer support.  
Examples of Critical Success Factors for three small businesses are:
Coffee Shop

· The ability to hire staff at a certain wage
· The ability to rent at a certain cost per square foot

· That certain commercial development will happen as planned

· That a certain percentage of your revenue will come from catering

· That you can generate X percentage of non-coffee sales

Web based retail business

· X number of visits can be generated per day

· X percent of those visits can be turned into sales

· X new products can be added per year

· X dollars of revenue can be generated per sale

· Customer support calls can be kept to X calls per 100 sales

Computer support services
· That you have the skills needed to do the job
· That you can keep your skills current as technology changes

· That you can get a certain number of long term maintenance contracts

· That you can get access to critical technical documentation

· That you have the tools and test equipment needed 

CSFs provide a sanity check for your plan. They tell your banker and potential investors what is needed for you and your business to be successful. By explicitly stating your CSFs, you go a long way toward clarifying your thinking and generating confidence in your employees. Eliminate pie-in-the-sky thinking with a concrete, believable set of CSFs.
