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2. Do a Find & Replace (Control-H) on [Company] with the name of your business and it will update the entire plan.
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[bookmark: _Toc233929864]Confidentiality Agreement

The undersigned reader of [Company]’s Business Plan hereby acknowledges that the information provided is completely confidential and therefore the reader agrees not to disclose anything found in the business plan without the express written consent of [Company].

It is also acknowledged by the reader that the information to be furnished in this business plan is in all aspects confidential in nature, other than information that is in the public domain through other means and that any disclosure or use of the same by the reader may cause serious harm and or damage to [Company].

Upon request this business plan document will be immediately returned to [Company].
This is a business plan. It does not imply an offer of any securities. 

Applicable Law
This contract shall be governed by the laws in the State of [State].




__________________________________________________
Signature	


__________________________________________________
Printed Name
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[bookmark: _Toc233929865]I. Summary of the Document
Pro Tip: Finishing the executive summary last is a good idea.
[bookmark: _heading=h.8398k0q068gy]
[bookmark: _Toc233929866]Overview of the Company
Begin with a SHORT one-to-two-line description of your company, such as:

· We are a consulting firm based in New York.
· We run a platform for the ICT sector.
· We are a physician who specializes in Los Angeles, California that specializes in surgical procedures.

In this section you need to give an overview about your business, Include answers to the following questions in this section of the business plan:
· What is the business about? (For Example: we are a Mexican restaurant…)
· What do you offer to your customers/potential customers? (For Example: we provide coffee, food, bakery items etc. ...) 
· Who do you think are your target customers? (For example: We serve children, elderly, families…)
· What makes your business standout? (For example: Our business offer meals at a very low cost for everyone above the age of 55…)
· What problems are often found around your business industry? (For example: A lot of water is wasted while making a pair of jeans…)
· What is the solution to the problem? (For Example: we provide sustainable jeans that require no water for production...)
· Who are your competitors and how do you compete with them? (For Example: Our business is very similar to H&M but we are better as we provide…)



Success Factors

Because of the following factors, [Company] is particularly suited to succeed:

Outline some of the most important reasons why your business is likely to flourish.

Products and/or services: are superior to those offered by our rivals because

Human Resources: Our executive team has extensive industry expertise, including
	
· Location of business: we are able to provide our customers great service because...	
· System of operations: We've created methods that allow us to offer high-quality products and services at a cheaper price. These systems include the following…	
· Customer analysis : We already serve important clients that our competitors do not. Among these clients are.	
· Achievements to date: We have already completed the following tasks, putting us in a strong position for future success.
· Intellectual Property (IP): We have intellectual property that offers us a competitive advantage. Our intellectual property comprises the following:...
· Marketing strategy: We have specialized marketing skills that allow us to acquire new consumers at a minimal cost. These abilities include the following:..	






[bookmark: _Toc233929867]
II. Company Overview

Below is a snapshot of [Company] since its inception:

Below are several variables. For the relevant variables, add the details for your company (e.g., C-Corporation). Delete those that are not relevant.

· Corporate Legal structure (LLC vs. C-Corp., etc.):
· Business formation date:
· Location(s) of the office(s):
· Stage of business (start-up vs. R&D vs. customer service, etc.):
· Prior rounds of financing have been obtained (amount/date):
· The following products and services were launched (with names and dates):
· Revenue milestones were achieved (for example, the date when sales exceeded $X):
· The following key collaborations were formed (names/dates):
· Contracts with key customers were secured (names/dates):
· The following key workers were employed (names and dates):	
· Other important information or events: 	




[bookmark: _Toc233929868]
III. Industry Analysis


Overview of the Market
1. The following characteristics describe the market in which [Company] operates:
2. The following information is easily accessible in one of two ways:
3. Identify an industry association (type "[your industry name] association" into a search engine, for example, "restaurant association"), find your association, and then explore the association's website for research they've done on your industry.
4. Enter "[your industry name] market size" (for example, "restaurant industry market size") into a search engine and examine the results.


The following figures, for example, were gathered from the website of the National seafood association:

· Seafood Market
· $580 billion in sales
· 945,000 people live in 945,000 different places.
· 12.7 million employees, making it one of the greatest private-sector employers.
· The seafood business has a 79 percent share of the food dollar.
· On an average day, the seafood business generates $1.2 billion in revenue.
· In 2008, the average household spent $9,738 on food outside the home.
· In restaurants, 67 percent of individuals say they strive to eat more seafood now than they did two years ago.
· ($) Industrial Revenue:
· Units sold in the industry:
· Other important data:
· Stats on Makret (growth or decline in market, customer demands..)	


[bookmark: _Toc233929869]Applicable Market Size

Our applicable market size is the annual revenue that our firm might generate if we controlled 100% of the market.

The following is how we arrive at our relevant market size:

· How many clients would be interested in buying our products and/or services?
· 
· How much would these clients be willing to spend on our products and/or services on a yearly basis? $
· 
· The size of the relevant market (#1 X #2) is as follows:

Our relevant market is vast enough, as the data demonstrates, for our organization to achieve significant success.


[bookmark: _Toc233929870]
IV. Consumer Analysis

The following is a description of our target clients and their primary demands.

[bookmark: _Toc233929871]Customers to be targeted

The following is a list of our target customers:

Several demographic (e.g., age) and psychographic (e.g., value) factors are included below. Add the details for your target clients to the necessary variables (e.g., age 18-24). Delete any that are no longer relevant.

Delete any that are no longer relevant. 

· Gender:
· Age group:
· Estimated Income:
· Estimated Income:
· Family size:
· Relationship status:
· Occupation:
· Location:
· Language:
· Education:
· Values/Beliefs:
· Interests & Hobbies:
· Size of the company:
	

The size of our target consumer market is illustrated below:

· Visit http://www.bls.gov or http://www.zipwho.com/ (for demographic statistics by zip code) to discover this information (for number of businesses fitting your target customer profile).

[bookmark: _Toc233929872]Consumer Needs
The following is a list of our target clients' requirements:

You'll explain why customers desire or need your products and/or services in this section. Several instances and client requirement areas are shown below. Modify the relevant parts to reflect your clients' demands (e.g., customers want products that work faster). Please feel free to add to or remove from these consumer’s requirements.

· Speed:
· Value:
· Customer Support:
· Performance:
· Position:
· Reliability:
· Efficiency:
· User-friendliness:
· Convenience:
· Cost:
· Other important factors:






[bookmark: _Toc233929873]V. Analysis of competitors 

The following is a list of competitors for [Company Name].

Notes on how to finish this part of your business plan:
· Any business or activity that caters to your customers' requirements is a competitor.
· Direct and indirect rivals exist. Here are some Donut shop examples:
· Competitors in direct competition (fills customer need with same solution)
· Other Donut shops
· Indirect competitors (provides a different solution to meet a customer's need):
· Other Donut shops/restaurants
· Supermarkets selling Fresh Donuts or ready-to-cook donuts

[bookmark: _Toc233929874]Primary Competitors

Fill in the blanks for all of your immediate Competition. Feel free to add or remove fields as needed (for example, if you don't know what your rivals' revenues are).

The firms listed below are direct competitor of ours.
Competition #1:
· Products/services supplied:
· Price ranges:
· Revenues (number of units sold divided by dollars generated):
· Area of operation(s):
· Serviced customer segments/geographies:
· Competitor's main strengths:
· Key flaws of competitors:	
Competition #2: 	
· Products/services supplied :
· Price ranges:
· Revenues (number of units sold divided by dollars generated):
· Area of operation(s):
· Serviced customer segments/geographies:
· Competitor's main strengths:
· Key flaws of competitors:	
Competition #3: 	
· Products/services supplied:
· Price ranges:
· Revenues (number of units sold divided by dollars generated):
· Area of operation(s):
· Serviced customer segments/geographies:
· Competitor's main strengths:
· Key flaws of competitors:	

[bookmark: _Toc233929875]Secondary Competitors

Fill in the blanks for all of your indirect rivals. Feel free to add or remove fields as needed (for example, if you don't know what your rivals' revenues are). If you don't think the "Indirect Competitors" section is important to your firm, you can remove it entirely.

The companies listed below are our indirect competitors.


· Indirect Competition #1: 	
· Products/services supplied:
· Price ranges:
· Revenues (number of units sold divided by dollars generated):
· Area of operation(s):
· Serviced customer segments/geographies:
· Competitor's main strengths:
· Key flaws of competitors:	

Indirect Competition #2: 	
· Products/services supplied:
· Price ranges:
· Revenues (number of units sold divided by dollars generated):
· Area of operation(s):
· Serviced customer segments/geographies:
· Competitor's main strengths:
· Key flaws of competitors:	

[bookmark: _Toc233929876]Competitive Edge

For the following reasons, [Company] is well-positioned to outperform competitors:

List as many reasons as you can think of why your firm will flourish, just like you did in the Executive Summary. There are various examples/areas to pick from below. Add particular examples to the bullets that are relevant to your company, and eliminate the ones that aren't.



Because of the following factors, [Company] is particularly suited to succeed:

Outline some of the most important reasons why your business is likely to flourish.

Products and/or services: are superior to those offered by our rivals because

Human Resources: Our executive team has extensive industry expertise, including
	
· Location of business: we are able to provide our customers great service because...	
· System of operations: We've created methods that allow us to offer high-quality products and services at a cheaper price. These systems include the following…	
· Customer analysis : We already serve important clients that our competitors do not. Among these clients are..	
· Achievements to date: We have already completed the following tasks, putting us in a strong position for future success.
· Intellectual Property (IP): We have intellectual property that offers us a competitive advantage. Our intellectual property comprises the following:...
· Marketing strategy: We have specialized marketing skills that allow us to acquire new consumers at a minimal cost. These abilities include the following:..		






[bookmark: _Toc233929877]
VI. Strategy for marketing

Our marketing strategy, which is presented below, contains information on our products and/or services, as well as pricing, and promotion strategies.

[bookmark: _Toc233929878]Products, Services & Pricing

Fill in the following fields for each of your major products:
Name of the first product/service:
· Description/features of the product/service:
· Advantages of the product/service:
· Price of the product/service:
· Expected frequency and amount of product/service purchases:
· Strengths of the product/service:
· Weaknesses of the product/service:	

Name of the Second product/service:: 	
· Description/features of the product/service:
· Advantages of the product/service:
· Price of the product/service:
· Expected frequency and amount of product/service purchases:
· Strengths of the product/service:
· Weaknesses of the product/service:	


[bookmark: _Toc233929879]Marketing Plan

To acquire new consumers, [Company] will employ the following strategies:

Include essential information for the strategies you use/will utilize (e.g., magazines you advertise in). Delete any strategies you don't intend to employ and add any that aren't listed.


· Catalogs
· Ads in the classifieds
· Contests
· Coupons
· Door Hangers for Direct Mail
· Marketing via email
· Marketing for Events
· Billboards, Blimps, and/or Banners
· Blogs, podcasts, and other forms of media
· Flyers
· Awards of Appreciation
· Newsletters for Networking
· Advertisements in newspapers, magazines, and journals
· Joint Ventures/Partnerships in Online Marketing
· Infomercials, radio commercials, and television commercials
· Telemarketing
· Exhibitions
· Viral Marketing / Word of Mouth
· Other:
	
	



[bookmark: _Toc233929880]Go-To Market Plan

If you have a physical store and/or an online business and your storefront is the sole means for people to purchase from you, eliminate this section. If not, answer the following question. Add or remove distribution channels as needed, and add any relevant information (e.g., names of distributors or partners).

Customers can purchase from us in a variety of ways:
· Location of the store:
· Website of the company:
· Catalogue through direct mail:
· Distributors (Remove if youre a distribution company):
· Other merchants include:
· Partners:
· Other:
	
	





[bookmark: _Toc233929881]
VII. Plan of Action
Details about our Operations Plan are as follows:
1) Our company's most important day-to-day processes for serving our consumers.
2) Our company's significant business milestones that we aim to achieve as we expand

[bookmark: _Toc233929882]Key Operational Processes

The following are the important day-to-day procedures that our company uses to service our customers:
 
The primary operational functions that your company may need to do are listed below. Leave relevant functions alone and fill in the specifics (e.g., our manufacturing team produces our widgets; our customer service team ensures that all customer requests are handled). Delete any operational Tasks that aren't necessary for your company. Include any pertinent operational functions that aren't already included.

· Administration:
· Accounting/Payroll:
· Human Resources:
· Product Development:
· Sales:
· Marketing:
· Finance:
· Customer Service:
· Legal: 
· Other:
	



[bookmark: _Toc233929883]Milestones 

The following are some of the significant business milestones that our firm aims to achieve as we grow:

List the main milestones you aim to attain in the future, as well as the goal dates for achieving them, in this area. Here are some examples of milestones:

· Introductions of new products and services
· When will the store be open?
· Revenue milestones (the date when sales surpass $90,000, $200,000, etc.
· Execution of key collaborations
· Contracts with key customers have been secured.
· Important financial events (future funding rounds, IPO, etc.)
· Hires of key personnel

Try to Include 1-3 achievements for each date.


I. To Be Completed By: ________________  (include day, month, quarter and/or year)
Milestones: 

· Milestones#1: 	
· Milestones#2: 	
· Milestones#3: 	

II. To Be Completed By: ________________  (include day, month, quarter and/or year)
Milestones: 

· Milestones#1: 	
· Milestones#2: 	
· Milestones#3: 	

III. To Be Completed By: ________________  (include day, month, quarter and/or year)
Milestones: 

· Milestones#1: 	
· Milestones#2: 	
· Milestones#3: 	

IV. To Be Completed By: ________________  (include day, month, quarter and/or year)
Milestones: 

· Milestones#1: 	
· Milestones#2: 	
· Milestones#3: 	

V. To Be Completed By: ________________  (include day, month, quarter and/or year)
Milestones: 

· Milestones#1: 	
· Milestones#2: 	
· Milestones#3: 	




[bookmark: _Toc233929884]
VIII. Management Team

Our management team has the knowledge and expertise to carry out our company plan successfully.

[bookmark: _Toc233929885]Management Members

Complete the information here for each significant member of your present team, including yourself. If your educational history isn't relevant, remove it (e.g., if not college degree or higher).

Person 1: 	
· Key Functional Areas (Title) Covered:
· Previous jobs:
· achievements:
·  distinguishing qualities:
· Background:	

Person 2: 	
· Key Functional Areas (Title) Covered:
· Previous jobs:
· achievements:
·  distinguishing qualities:
· Background:	

Person 3: 	
· Key Functional Areas (Title) Covered:
· Previous jobs:
· achievements:
·  distinguishing qualities:
· Background:	

[bookmark: _Toc233929886]Management Team Gaps

Include what position(s) is/are missing and who will fill the vacancies if your management team has gaps (important persons you intend to employ in the future). If this part isn't appropriate, remove it.

· Title/Role:
· Key Responsibilities:
· Characteristics of the person who will be considered for this position:	
[bookmark: _Toc233929887]Board Members

Include the members of your Board of Directors or Board of Advisors if you have one. Delete this section if it isn't needed.

Person 1: 	
· Achievement Summary:	
Person 2: 	
· Achievement Summary:	
Person 3: 	
· Achievement Summary:	

	



[bookmark: _Toc233929888]Funding Requirements/Use of Funds

Fill in the blanks using figures from your financial model. For the primary uses of funding, only include the 3-5 biggest expense areas. The areas below (e.g., product development) are examples. Feel free to delete those and include your own.

To successfully execute on the business plan, the business requires $_____________ in outside funding.

The primary uses of this funding include:
· Product Manufacturing: 	
· Staffing: 	
· Product Development: 	
· Marketing: 
· Rent: 	
· Other: 	
	

[bookmark: _Toc233929889]Exit Strategy

This section is only needed if you are seeking equity capital. If not, delete this section.

We expect that investors will be able to cash out on their investment in our company when we ________________  (enter “are acquired” or “go public”). We expect to achieve this goal by ________________  (include expected month and year).

[bookmark: _Toc233929890]
IX. Appendix

The Appendix serves as a supplement to the main body of the business plan. If they are relevant to your firm, you might wish to include the following in the Appendix:

· Technical drawings, patent information, and so on.
· Details about the product or service: More information about your goods and services (such as features and specifications, menus, store designs, etc.)
· If you wish to offer more information than you did in the Competition section above, expand your competitor reviews.
· Letters from partners and/or customers expressing interest in cooperating with your organization may give a lot of credibility and validity to your company.
· Customer Lists: Include a list of your company's important clients, as well as their status and/or the type or quantity of product/service sold.

This Appendix contains the following items:
1. Cash Flow Statements Projected
2. Balance Sheet Forecast

3. Income Statements Projected
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