Business Plan Model for a Startup Business
By

Charles Warner
A business plan should consist of: (1) a PowerPoint presentation and (2) financial worksheets.  There are two purposes for creating a business plan.  One is to develop a process of researching and thinking about your new business in a systematic, disciplined way.  The act of planning helps you to think things through thoroughly, to study and research your business idea, and to look at your concepts critically.  The other purpose is to have a finished, professional presentation you can use when you want to raise money for your business.

Below is a generic Business Plan Model, which corresponds to the slides on the Business Plan Template provided at http://charleswarner.us/presentations.  Use additional slides if needed to expand on each of the following sections so that there is not too much information on any one slide – no more than five points made on each slide.

When you present your business plan to friends and family or venture capitalists, your presentation should not last longer than 20 minutes – 18 minutes is ideal (the length of TED Talks).

1. Title Slide: (Business/Company Name) Business Plan
2. Business Overview: Summarize what your business will do: 1) Most important is what problem will it solve, 2) how it will provide consumer benefits sought in a new and unique way.  Who will be your consumers and your customers (are they the same or different)?  This might be a good place to put your value proposition.
a. How your business delights customers.

b. How your business scales (if it doesn’t, you won’t get knowledgeable investors).

c. The concept of scale is increasing revenue faster than increasing costs, i.e. an author doesn’t have to write a new book every time someone buys his/her novel. 

3. Show how your business will have unique, promotable, sustainable competitive advantages.

4. The Management Team: List CEO and key management positions by name.  Include previous accomplishments to show these are people with a record of success and requisite skills and experience.  Summarize number of years and/or types of experience in their fields of expertise.
5. Corporate Entity: What type of corporate entity have you chosen – flow-through or tax-paying structure (LLP, LP, S Corp, or C Corp)?

6. The Market:  
a. What is the market for your product?  
b. What is the size of the market and its potential? 
c. What are the growth prospects of the market?  
d. Show past growth trends.  
e. Who are the target customers?  
f. How are the target customers now being served, if at all? 

g. What was the result of your customer feedback, and how did you modify your plan based on it?
7. The Product: 
a. What product or service are you offering that meets a need in the market?
b. What problem does it solve? 
c. What are the unique differentiating features of your product – show an example (screen shot of website or app, e.g.)?  
d. What are its advantages over current products or services?  What are the benefits of the product or service to your customers (how will it make their lives better, easier, or more fun)? 
8. Business Model:  
a. How will you make money?  
b. Revenue streams?  
c. Expenses.  
d. Profit and potential/margins.
9. Strategic Relationships: 
a. Who are your customers (existing relationships)?  
b. Who are your consumers (existing relationships)?  
c. Who are your suppliers (existing relationships, are you willing to offer exclusivities)?
10. Competition:  List at least two major competitors and summarize what they do.  To prepare this slide, you might find Table 1 below helpful in assessing your competition.  What are their strengths and weaknesses (financing, management, brand image)?  How are you going to beat them (vulnerabilities)? Most important, what is their pricing?
Table 1:  Competitive SWOT Analysis
Competitor: ________________
	
	Strengths
	Weaknesses
	Opportunities
	Threats
	Our
Features
	Our 
Advantages
	Our
Benefits

	Product
	 
	 
	 
	 
	 
	 
	 

	Price
	 
	 
	 
	 
	 
	 
	 

	Marketing Strategy/Execution
	 
	 
	 
	 
	 
	 
	 

	Distribution
	 
	 
	 
	 
	 
	 
	 

	Service/Policies
	 
	 
	 
	 
	 
	 
	 

	Reliability/Usability
	 
	 
	 
	 
	 
	 
	 

	Appearance/Design
	 
	 
	 
	 
	 
	 
	 

	Sales Strategy
	 
	 
	 
	 
	 
	 
	 

	Organizational Structure
	 
	 
	 
	 
	 
	 
	 

	Staff/Talent
	 
	 
	 
	 
	 
	 
	 

	Management
	 
	 
	 
	 
	 
	 
	 

	Skills/Training
	 
	 
	 
	 
	 
	 
	 


11. Marketing Strategy:  No matter how good your product, the venture cannot succeed without effective marketing.  And marketing begins with research.  It is very dangerous to assume that you thoroughly understand your intended market.  You need to do research to make sure you’re on track.  There are two kinds of market research: primary and secondary.  Secondary research means using published information such as industry profiles, trade journals, newspapers, magazines, census data, Internet sites, and demographic profiles.  Most of this type of information is available online; it just takes some thoughtful digging to find.  Primary research means gathering your own data.  For example, you could ask several friends to give you feedback on a proposed website or app design, for example, or use the online Yellow Pages to identify competitors.
a. Publicity: You don’t pay for publicity, but getting publicity typically requires hiring a PR firm.
b. Promotion: How will you get the word out to customers?  Consider promotion to be non-paid advertising, such as publicity, press releases, Facebook pages, Tweets, blogs, trade shows, etc.
c. Advertising: Advertising is paid for.  What media, why those media and how often?  Why this mix and not some other ad media mix?  Have you identified low-cost methods to get the most out of your advertising budget?  What image do you want to project?  How do you want customers to see you?
d. Direct selling: Do you need salespeople to sell your product or will you use ad networks or programmatic trading? 
12. Barriers to Entry: What are the barriers for new competitors to enter your business?  What advantage do you have that they don’t? 
13. Financial Overview:  A financial plan summary that defines your financial model, pricing assumptions and outlines yearly expected sales and profits for the next three years (does not substitute for spreadsheets, which should be distributed separately in a handout).  Use no more than two slides to summarize this information appropriately.  Include revenue and profits forecasts in your financial plan.
14. Use of Proceeds: 
a. How you will use the money you are asking for to purchase necessary technology, design, production, web hosting, ad serving, and distribution?
b. Hire necessary personnel.
c. Rent appropriate space.
d. Invest in appropriate marketing and promotion.  
e. Training
Rough estimates are acceptable.
15. Capital and Valuations: 
a. How much cash do you have (probably not much)?  
b. What are your capital assets (probably not many)?  
c. What is the value of patents and trademarks, if any (probably not much)? 
d. How are you valuing your business – how much is it worth now – Pre-money valuation?  Review the Company Capitalization Scenario presentation on http://www.charleswarner.us/publications to come up with a pre-money evaluation. 
e. If your financial projections are met, what will your company be worth in three years?  This final three-year-out valuation is important because the amount of money you ask investors for will be predicated on this number.
16. The Ask: 
a. How much money are you asking for?  Assume you are pitching to a VC firm and are asking for a first round of investment to get you off the ground and see if your business will take off (A round).  The money you ask for should cover at least six months of expenses.
17. Next Steps: 
a. What more do potential investors need from you?  
b. May we have a commitment (ask for the order).
