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Introduction and Overview 
 SHAPE  \* MERGEFORMAT 



[Business Name] will provide [name your products or services] for [describe the specific types of customers, or market segment you will serve] who [describe the problem this solves for them or the need that must be filled].  

[Business Name] will be especially attractive to customers who [describe the type of customers that will be strongly attracted to your products or services, such as their geographical location, special needs or whatever it is that makes them 'your' target customer].    
The company has a promising future due to the growth rates currently being seen in [insert as many as apply:  the geographical area that you serve, the customer base that you serve, or the industry]. 

As the founder of this new business, I bring important experience to the business, including [insert a sentence or two describing your experience, include industry experience, startup or small business experience, and even community involvement that shows your character]. 
I am most optimistic about the ability to start, sustain and grow [Business Name] because [insert your reasons—people want to know that you are excited about the business]. 
Current Business Structure 


[Choose One, Option 1]  [Business Name] was started [date started].    
[Choose One, Option 2]  [Business Name] is in the formative stages and is expected to be opened [insert a date or an event that has to take place before you open your business, such as when funding is secured.] 

[Choose One, Option 1]  The company [is or will be] a [sole proprietorship, LLC, S-Corporation or corporation.]   
[Choose One, Option 2]  The type of corporate structure will be determined based on input from my tax or business advisors but is not finalized at this time.    

The current business ownership is as follows: 

[ Name ]




[Percent Ownership]

[ Name ] 




[Percent Ownership] 

[Continue as needed to list all owners.  Also, recognize that it is not uncommon to have just one owner, with 100% ownership. ]
[Choose One, Option 1]  Currently the business has not received any outside funding.  There are no investors and the business has no loans. 

[Choose One, Option 2]  The business funding to date includes the following: 
Amount



Source



Type (Loan or Investment)
$3,000.00



John Garland (friend)

Loan

 SHAPE  \* MERGEFORMAT 



Summary 

This business plan for [Business Name] describes the business, the products and services, the market opportunity, the team, the financial outlook and the reasons the business will be successful.   Thank you in advance for reading through each section.  I look forward to discussing it with you in person after you've had a chance to get familiar with the plan. 

Products and Services
 SHAPE  \* MERGEFORMAT 



It's already been said that [Business Name] will be in the business of providing [describe your products or services].  In addition to providing more detail, this section will also describe what is unique about how we will position the company and why this will be an attractive business to our target customers. 

Key  [Insert the Word "Products", "Services", or "Products & Services"]: 
[Read and Delete]  Insert your top 3 – 5 products or services with 1 – 3 sentences each.  

[Product or Service 1.  Three to five sentences about product or service one.]
[Product or Service 2.  Three to five sentences about product or service two.]
[Product or Service 3.  Three to five sentences about product or service three.]

[Add more products or services, but try to keep it to no more than five.  Group products or services together if you're having trouble keeping it to that number.]
The Market and Competition 
 SHAPE  \* MERGEFORMAT 



 SHAPE  \* MERGEFORMAT 



The Market 
In starting [Business Name] it is important to take into consideration the market for our products and services as well as the competition.  We have taken a careful look at the size of the overall market as well as the part of the market that we plan to serve.   As far as competition is concerned, we've taken an objective look at both direct competitors and indirect competitors. 

Industry:   [Short name of the industry your business is in]

Total Size of the US Market:  [Google / research size of US market]
Growth Rate of the Industry:  [Google / research industry growth rate] 

The source(s) for the information above are [where you found the data]. 

The Market We Will Serve:  [Describe the market either in terms of the geographical market, or if you have an online business, indicate where you'll focus with your advertising]

Size of the Served Market:  [Find the population of the market you'll serve.  If you're selling to businesses, define this as the number of businesses in the market you'll serve]

[Optional]  Specific Market:  [If you know the size of the segment within the market you'll serve, state that number. Example, 'We serve teenage boys and girls which make up 16% of the total population in our market."
Growth Rates: 

[Name of your industry] Industry:  [Google / research industry growth rate], Source: [site your source]. 

[Short Description of Your Market] Market:  [Google / research the growth in population for the market or market segment you'll serve]

Competition 
In creating the business plan for [Business Name] we took a look at who else is in the business, as well as at other in-direct competitors.   The strengths and weaknesses of each competitor are briefly listed.  We have planned for how we will earn our share of business against them.  Because understanding the competitive landscape is so important, we have tried to take an open an honest look at the competition. 
 SHAPE  \* MERGEFORMAT 



National and Regional Competitors: 

The following organizations provide products and services similar to [Business Name] on a national or regional level.   It should be expected that some of our customers currently do business with them, or they will consider them in the future as an alternative to us: 
[Name of Regional or National Company 1]
Strength:  [Indicate what this company is best known for in a positive sense.]

Weakness: [Indicate where you will be able to be better than this company.] 

[Name of Regional or National Company 2 ]

Strength:  [Indicate what this company is best known for in a positive sense.]

Weakness: [Indicate where you will be able to be better than this company.] 

Local Competitors: 

The following organizations are based in our same geographical market and provide products and services similar to [Business Name].  These are not regional or local organizations.  Competing against them is a little different from competing against regional or national competitors that some customers might see as being 'from outside'.  These are companies that we are putting on our watch list because customers surely will see them as another alternative to us: 

[Name of Local Company 1]

Strength:  [Indicate what this company is best known for in a positive sense.]

Weakness: [Indicate where you will be able to be better than this company.] 

[Name of Local Company 2]

Strength:  [Indicate what this company is best known for in a positive sense.]

Weakness: [Indicate where you will be able to be better than this company.] 

Indirect Competitors
We have also thought about indirect competitors.  These are companies that don't provide the exact same thing as [Business Name], yet customers might choose to spend their dollars with these companies instead of with us.  They do not represent a direct threat, but we will be aware of them as indirect competitors just the same. 

 SHAPE  \* MERGEFORMAT 



·  [Indirect Competitor 1]

· [Indirect Competitor 2]

· [List 1 – 4 Indirect Competitors]

Sales and Marketing Plan 
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The sales and marketing plan addresses how we will sell and how much we will sell.  The information below demonstrates that our forecasts are reasonable and based on the methods and costs of getting our message to potential customers.  
Unique Selling Proposition 
Before creating our sales plan, we had to really focus in on what makes [Business Name] unique.   Our "unique selling proposition" is this: 

[Business Name] provides [the name of your products and/or services] to [types of people or companies who will be your customers] who [describe their unique need or circumstances]. 

[Read and Delete]  An example of a unique selling proposition that uses the formula above would be:   Yummy Yogurt provides healthy snacks to young families and teenagers who want quality, cleanliness and convenience, without leaving the Meadowbrook community.   

How Customers Will Find Out About Us 

Customers will find out about [Business Name] through several methods, listed below generally in the order of their importance: 

[Read and Delete]  Arrange the following items in order of their importance to how customers will find out about your business.  Delete any that do not apply and add any that are missing. 

· Ideal location [describe location] 
· Word of Mouth 
· Direct Sales Force 

· Newspaper Advertising 

· Radio Advertising 

· Television Advertising 

· Online Advertising 

· Partnerships with [name of organizations you'll partner with]

· Publicity 

Advertising and Marketing Budget 

Based on our expected funding levels, the company plans to spend [$x,xxx] per month in advertising and promotion to get the word out about [Business Name].   This does not include the payroll amounts for any of our people who will be expected to also help generate sales.   

Who Will Sell 

[Choose One, Option 1] 

As the business owner, I will be responsible for ensuring that the company meets its sales goals.   I am personally committed to working to see that this happens and I recognize that this is my most important responsibility.  I am confident that I have the knowledge, the skills and the passion to make it happen. 

[Insert any additional information that will give the reader confidence that you have what it takes to make sure that the sales goals are met.]

[Choose One, Option 2]
The person who will be responsible for ensuring that the company meets its sales goals is [name of person].   [He or She or their name] will be committed to working to see that this happens and as the business owner, I must work to support [him or her] and hold [him or her] accountable for results.  I am confident that [sales person's name] has the knowledge, the skills and the passion to make it happen. 

[Insert any additional information that will give the reader confidence that your selected individual has what it takes to make sure that the sales goals are met.]

[Choose One, Option 3] 

As the business owner, I will manage the people who are responsible for selling.   The qualities that I will look for in sales people include: 
· Sales quality one

· Sales quality two 

· Sales quality three

Sales Forecast 
In building the sales forecast for [Business Name] we have taken into account several important factors.  The growth of the industry, which was referenced earlier, is certainly one factor.  We have also studied the competition, both to see the strength of the competitive forces and also to see what a business like this is capable of generating.  
In the end, we have to look at [Business Name], its operating plan and its people, to see what we believe this business can generate.  The “bottom up” forecast below shows our sales projection and how we plan to get there, from a high level. 

 SHAPE  \* MERGEFORMAT 



	Sales Producing Unit in My Business is: 
	Sales Person

	Number of Sales Producing Units  
	3

	Sales per day per Sales Unit
                               x
	$300

	Monthly Days worked                                             x
	20

	Monthly Sales Forecast
                              =
	$18,000

	Annual Sales Forecast                                   x 12 = 
	$216,000


[Close this section with a statement or statements that add credibility to your sales forecast.  Include any evidence you have that this sales forecast is reasonable based on what other similar businesses produce, your own past experience, your marketing budget, your ability to produce the amount of goods or services you project to sell, your ability to be profitable at this level of sales.  Be sure that your financial statements show the same first year revenue that you list in this section. ]
Management Team 
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[Business Name] will have the right people to successfully start, operate and grow the business.  Below are outlined the team and advisors as it stands today.  Adding key people with the right skills, knowledge and passion for the business will be the key to ongoing success. 

Founders 
[Name]

[For each individual you list, include two to four sentences to recap their relevant experience, transferable skills, and key accomplishments with a special emphasis on factors that will contribute to your business’ success.   List all founders.]

Board Members and Advisors  

[Name]

[For each individual you list, include two to four sentences to recap their relevant experience, transferable skills, and key accomplishments with a special emphasis on factors that will contribute to your business’ success.   List all board members and advisors.]

Key Employees 
[Name]

[For each individual you list, include two to four sentences to recap their relevant experience, transferable skills, and key accomplishments with a special emphasis on factors that will contribute to your business’ success.   List all key employees.]

Near Term Hires 

[Title or role, if you do not have a name, or cannot disclose it] 

[Include a few sentences that describe the person that you bring on, or the type of person you will seek to bring on.  It is not unusual for a startup to know what they need, but not have that person hired yet, usually due to funding issues.] 

Go-to-Market Strategy 
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Our plan is for [Business Name] to be a long term success.  Over time we'll gain market share and expand on our offerings.   We have a strategy and long term vision.  Yet, we understand that when starting a business, it's also very important to have a near term strategy or 'go-to market plan'.   
The go-to market plan is focused on serving immediate needs or picking the low hanging fruit.  We've identified these opportunities as being right for us because almost immediately after starting the business we will have the resources needed to meet these needs in the marketplace.   Going after these opportunities will enable [Business Name] to immediately begin generating revenue and building up a customer base. 
 SHAPE  \* MERGEFORMAT 



Our Near Term Opportunities 

[Insert a paragraph or two that describe the first customers and types of opportunities you will pursue.  Describe why you'll go after these opportunities first.  Is it because there is a strong unmet need in the marketplace?   Because of relationships you already have?  Because they are high-profit opportunities?  Clearly express why these are the first opportunities you will go after.  Finally, address how you'll go after these opportunities. ]

Capability Requirements 

[Insert a paragraph or two that describe the resources you'll need to be able to 'win' the business you described in the section above.  The idea of a go-to market strategy is that you can demonstrate that there are some business opportunities you can win right now with a subset of the resources you'll need long term.   As an example, if you're going to start a limousine service, your business plan may call for you to operate a fleet of 5 different types of vehicles.  The go-to market strategy might look at the biggest opportunity that can be matched to the purchase of that first vehicle.  Ideally you also establish how that will help you get a foothold in the market on your way to establishing a bigger business.]

Operating Plan 
 SHAPE  \* MERGEFORMAT 



The essential requirements for running [Business Name] are outlined in the operating plan below.  This section of our business plan demonstrates that we have anticipated and planned for everything that will be required to serve customers and generate revenue.    
Engaging the Customer

[Insert one to two paragraphs that recap how customers will find out about your company AND who in your organization takes the steps to see that this happens.   Will you have a sales force?  Will you run advertisements?  Who creates the ads?  Where do they appear?  How do customers respond (phone, email, walk in)? Who engages the customer when they respond? 

How Customers Orders are Fulfilled 

[Insert one to two paragraphs that explain how the products or services that your business sells will be created or delivered.  If you're reselling goods or services provided by someone else, explain where those come from and your role in delivering them to customers.  For service businesses, explain what has to be done to fulfill the services customers purchase.  Give the reader a clear idea of what they would experience if they were a customer.]
Labor Requirements

[Create a list of the labor requirements for your business that include all of the roles that will be required for every aspect of the business, e.g. if you're running a restaurant include cooks, the dishwasher, the hostess, and wait staff—everyone required to run the business.  Use the table below and add row for each additional role. ]
	Number Needed
	Role
	General Function / Duties 

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	


Facilities and Equipment Requirements 

[List any requirements for office space or other rented space and equipment.  Include everything required, such as computers, printers, phones, and other specialty equipment. ] 
Suppliers 

[This section is primarily for businesses that resell good or services purchased from others, or manufacturers who purchase components to create finished goods, including restaurants.   Complete this section of your business fits one of these descriptions.   Otherwise, you can omit this section.]
Outside Resources 
[Increasingly, both small and large businesses 'outsource' non-core functions of their business.  They save money by using an outside service as needed, instead of having another full time employee.  For example, many if not most small businesses use an outside bookkeeper or accountant.  List any other outsourced services your business will utilize. ]

Key Financial Information
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The financial forecasts for [Business Name] are included in this section.  The scheduled include Estimated Startup Costs, a One Year Income Statement by Month, a Three Year Income Statement, a Cash Flow Statement and a Balance Sheet.  These pro-forma statements are estimates based on the expectations about the future business conditions and the success of implementing this plan. 
	Estimated Startup Costs
	

	
	

	
	

	Assets and Amortized Items
	

	Leased Space Tenant Improvements
	

	Prepaid Rent or Deposits
	

	Computers, Phones
	

	Furniture and Fixtures
	

	Equipment
	

	Initial Inventory or Business Supplies
	

	Total Asset Purchases for Startup
	

	
	

	Startup Items Expensed 
	

	Business Cards, Letterhead, Brochures
	

	Website Development 
	

	Office Supplies 
	

	Comprehensive Small Business Insurance
	

	Fees & Permits
	

	Total Expensed Items for Startup
	

	
	

	Total Startup Costs 
	


	Income Statement
	
	
	
	
	Month of Operation
	
	
	
	
	
	

	Pro Forma
	1
	2
	3
	4
	5
	6
	7
	8
	9
	10
	11
	12
	Total

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Revenue
	
	
	
	
	
	
	
	
	
	
	
	
	

	Product Group One
	
	
	
	
	
	
	
	
	
	
	
	
	

	Product Group Two
	
	
	
	
	
	
	
	
	
	
	
	
	

	Product Group Three
	
	
	
	
	
	
	
	
	
	
	
	
	

	Total Revenue
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Cost of Sales 
	
	
	
	
	
	
	
	
	
	
	
	
	

	Product Group One
	
	
	
	
	
	
	
	
	
	
	
	
	

	Product Group Two
	
	
	
	
	
	
	
	
	
	
	
	
	

	Product Group Three
	
	
	
	
	
	
	
	
	
	
	
	
	

	Total Cost of Sales
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Gross Profit 
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Expenses
	
	
	
	
	
	
	
	
	
	
	
	
	

	Startup Items Expensed
	
	
	
	
	
	
	
	
	
	
	
	
	

	Automobile Expense 
	
	
	
	
	
	
	
	
	
	
	
	
	

	Bank Charges (Fees) 
	
	
	
	
	
	
	
	
	
	
	
	
	

	Computer Software, Repair and Supplies
	
	
	
	
	
	
	
	
	
	
	
	
	

	Dues and Subscriptions
	
	
	
	
	
	
	
	
	
	
	
	
	

	Insurance 
	
	
	
	
	
	
	
	
	
	
	
	
	

	Interest Expense
	
	
	
	
	
	
	
	
	
	
	
	
	

	Marketing, Advertising, Tradeshows
	
	
	
	
	
	
	
	
	
	
	
	
	

	Miscellaneous
	
	
	
	
	
	
	
	
	
	
	
	
	

	Office Supplies
	
	
	
	
	
	
	
	
	
	
	
	
	

	Payroll, Related Taxes & Processing Fees
	
	
	
	
	
	
	
	
	
	
	
	
	

	Postage and Shipping (Administrative)
	
	
	
	
	
	
	
	
	
	
	
	
	

	Professional Fees (Legal, Accounting, Other)
	
	
	
	
	
	
	
	
	
	
	
	
	

	Rent
	
	
	
	
	
	
	
	
	
	
	
	
	

	Repairs and Maintenance 
	
	
	
	
	
	
	
	
	
	
	
	
	

	Telephone and Internet Service
	
	
	
	
	
	
	
	
	
	
	
	
	

	Travel & Entertainment 
	
	
	
	
	
	
	
	
	
	
	
	
	

	Utilities
	
	
	
	
	
	
	
	
	
	
	
	
	

	Other:
	
	
	
	
	
	
	
	
	
	
	
	
	

	Other:
	
	
	
	
	
	
	
	
	
	
	
	
	

	Other:
	
	
	
	
	
	
	
	
	
	
	
	
	

	Total Expense
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Net Ordinary Income
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Cash Flow, Year One
	
	
	
	
	
	
	
	
	
	
	
	
	

	Pro Forma
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Month
	1
	2
	3
	4
	5
	6
	7
	8
	9
	10
	11
	12
	Total

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Beginning Cash
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Cash In
	
	
	
	
	
	
	
	
	
	
	
	
	

	Owner One Investment
	
	
	
	
	
	
	
	
	
	
	
	
	

	Owner Two Investment
	
	
	
	
	
	
	
	
	
	
	
	
	

	Loans
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Cash Out
	
	
	
	
	
	
	
	
	
	
	
	
	

	Capital Purchases
	
	
	
	
	
	
	
	
	
	
	
	
	

	Loan Principal Repayment
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Cash From Operations
	
	
	
	
	
	
	
	
	
	
	
	
	

	Cash Received from Operations
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Ending Cash
	
	
	
	
	
	
	
	
	
	
	
	
	


	Income Statement Forecast
	Year 1
	Year 2
	Year 3

	
	
	
	

	Revenue
	
	
	

	Sales 
	
	
	

	-Cost of Sales 
	
	
	

	Gross Margin 
	
	
	

	
	
	
	

	Expenses
	
	
	

	Automobile Expense 
	
	
	

	Bank Charges (Fees) 
	
	
	

	Computer Software, Repair and Supplies
	
	
	

	Dues and Subscriptions
	
	
	

	Insurance (Health, other)
	
	
	

	Interest Expense
	
	
	

	Marketing, Advertising, Tradeshows
	
	
	

	Miscellaneous
	
	
	

	Office Supplies
	
	
	

	Payroll, Related Taxes & Processing Fees
	
	
	

	Postage and Shipping (Administrative)
	
	
	

	Professional Fees (Legal, Accounting, Other)
	
	
	

	Rent
	
	
	

	Repairs and Maintenance 
	
	
	

	Telephone and Internet Service
	
	
	

	Travel & Entertainment 
	
	
	

	Utilities
	
	
	

	Other Expense 1
	
	
	

	Other Expense 2
	
	
	

	Other Expense 3
	
	
	

	Total Expenses
	
	
	

	
	
	
	

	Total Profit / (Loss)
	
	
	


	Balance Sheet
	
	
	
	
	
	

	Pro Forma
	
	
	
	
	
	

	
	
	 Funded 
	
	Startup
	
	End of Year 1

	
	
	
	
	
	
	

	Assets
	
	
	
	
	
	

	
	
	
	
	
	
	

	Current Assets
	
	
	
	
	
	

	Cash
	
	
	
	
	
	

	Accounts Receivable 
	
	
	
	
	
	

	Inventory 
	
	
	
	
	
	

	Total Current Assets 
	
	
	
	
	
	

	
	
	
	
	
	
	

	Fixed Assets
	
	
	
	
	
	

	Furniture & Fixtures
	
	
	
	
	
	

	Equipment 
	
	
	
	
	
	

	Other Fixed Assets 
	
	
	
	
	
	

	Minus Accumulated Depreciation
	
	
	
	
	
	

	Total Fixed Assets 
	
	
	
	
	
	

	
	
	
	
	
	
	

	Other Assets 
	
	
	
	
	
	

	Prepaid Rent / Deposits
	
	
	
	
	
	

	Other Assets 
	
	
	
	
	
	

	Total Other Assets 
	
	
	
	
	
	

	
	
	
	
	
	
	

	TOTAL ASSETS
	
	
	
	
	
	

	
	
	
	
	
	
	

	Liabilities  & Owners Equity
	
	
	
	
	
	

	
	
	
	
	
	
	

	Liabilities
	
	
	
	
	
	

	Current Liabilities
	
	
	
	
	
	

	Bank Loan
	
	
	
	
	
	

	Other Loan
	
	
	
	
	
	

	Total Liabilities
	
	
	
	
	
	

	
	
	
	
	
	
	

	Owners Equity 
	
	
	
	
	
	

	Owners Equity 
	
	
	
	
	
	

	Retained Earnings
	
	
	
	
	
	

	Total Owners Equity
	
	
	
	
	
	

	
	
	
	
	
	
	

	Total Liabilities & Equity 
	
	
	
	
	
	


Capitalization and Use of Funds 
This business plan for [Business Name] has covered how we will position ourselves as a business, go about finding new customers and growing the business by meeting their needs.  The startup costs are listed and the projected income and expenses are also included.   Based on all of this information, the amount of capital required to execute the plan is provided in this section.   
	Sources and Uses of Funds

	
	

	Source of Funds
	

	Owners Cash Investment 
	

	Outside Equity Investment 
	

	Loan from Family or Friends 
	

	Bank Loan 
	

	Other
	

	Total Sources of Funds
	

	
	

	
	

	Use of Funds
	

	Startup Costs 
	

	Working Capital 
	

	Total Use of Funds 
	

	
	


Exit Strategy or Payback Analysis 
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[Choose 1:  Option 1 - Loan Repayment]

The business plan for [Business Name] and the accompanying financial statements demonstrate the financial merits of the business.  The cash flow statement and the income statement show that the business will be both profitable and capable of making loan payments, which are already reflected in the numbers.  

We would work with our lenders to adjust the amount and timing of both the loan funds received and the payment terms.   [Business Name] will be well positioned to make timely payments on all funds borrowed.  We can discuss whether interest only payments are appropriate in the early phase, or if principal and interest payments are required.   

[Choose 1:  Option 2 – Equity Investors]

As an equity investor in [Business Name], shareholders would be investing on the basis of the expected growth potential of the business.  Our aim would be to grow the business to the point where there were several options for the shareholders to realize a return on their investment.  One would be to continue to operate the business long term and generate enough cash to pay dividends to the shareholders.  Ultimately for investors to receive a generous return on their investment there must be an exit strategy---the sale of the company or a public stock offering.   By far, the most common exit strategy for equity investors is to see the business grow to a point where another firm comes along and buys the business.   

Notices and Disclaimers 
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Confidentiality Statement.  All of the information in this business plan should be considered confidential and should be treated as such.  No part of this business plan may be copied, distributed or discussed with others without the prior consent of [Business Name].     

Forward Looking Statements.  This business plan contains forward looking statements based on the assumptions of the business owners.  These forward-looking statements are based on management’s expectations, estimates, projections and assumptions.  These statements are not guarantees of future performance and involve certain risks and uncertainties, which are difficult to predict.  [Business Name] and its principals expressly disclaim all liability for any decision made by an investor based on the information, financial projections, or representations (expressed or implied) contained herein.   

Significant Risks.  Any startup business faces significant risks.  Notwithstanding the information in this business plan, [Business Name] faces significant risks which could significantly alter the prospects for the short or long term viability of the company.  These risks include a reliance on key personnel, the ability to raise sufficient capital, the lack of a long term operating history, the response of known competitors, the emergence of new competitors, changes in the overall economy, dependence on suppliers and the ability of the management team to execute the plan as described.  Anyone considering an investment in [Business Name] should independently evaluate these risks prior to making an investment decision. 
Not an Offer to Sell or a Solicitation for Securities.  This business plan is not an offer to sell stock or ownership in [Business Name] and is not a solicitation for the purchase of securities.  Such an offer may only be made by a separate agreement such as a Prospectus or a Private Placement Memorandum which is compliant with both Federal securities laws and the laws of the state of [Your State].  

Other Notices.  [Consult with your attorney on these and other notices and disclaimers required or recommended in your state, for your type of business. Depending on the type of business you are starting these notices could be required by law.]  
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More on the Web:  For more help customizing this section press Ctrl and click the links below.


Click here for help with your business plan introduction or �HYPERLINK "http://www.greatbusinessplans.com/business-plan-template/business-plan-executive-summary/business-plan-elevator-pitch"��elevator pitch�.


Click here for help with your �HYPERLINK "http://www.greatbusinessplans.com/business-plan-template/business-plan-executive-summary/business-plan-introduction"��business structure� section of your introduction. 


Click here for help with � HYPERLINK "http://www.greatbusinessplans.com/business-plan-template/business-plan-executive-summary/business-plan-objective" ��clarifying your business plan objective�. 





Read and Delete 


List all loans or investments the company has received in the format shown above.  Also, be sure to delete the example shown.  A loan is any funding that is expected to be repaid, usually with interest. An investment is money received in exchange for ownership in the company.  





More on the Web


Press Ctrl + Click on the following link for more help customizing the �HYPERLINK "http://www.greatbusinessplans.com/business-plan-template/sales-and-market-potential/products-and-services"��products and services section of your business plan�.   You'll find examples showing exactly what is expected and what to avoid.





More on the Web


Press Ctrl + Click on the following link for more help customizing the �HYPERLINK "http://www.greatbusinessplans.com/business-plan-template/sales-and-market-potential/the-market"��market and competition section of your business plan.�





 Read and Delete


This section requires a little more work than the sections that follow, but we'll help you through it. 


The more thorough your 'market size' data is the better.   With a little effort you will find facts you can include in your business plan.  Government data and industry association data are widely available on the web.  Google is your friend!  Take the time to find numbers and sources to quantify the size and growth of your market.  


Here are some Google searches to help you get started finding your information: 


o  growth rate for (your industry)


o  total number of (your industry) businesses


o  industry association (your industry)


An important part of creating a business plan is determining whether you'll be entering a growing market, or a declining market.   If it takes a little extra time to find out the facts—you'll be well served by having them.  


In addition to knowing whether people in general are spending more on a particular product or service, the growth in the number of people in the market you'll serve points toward a growing opportunity as well.  


The template starts at the broad level and gets more specific.   Research and complete as many of the items below as you can, or that you feel are relevant to your business.  








Read and Delete


For the two sections below (National & Regional, and Local competitors) list all of the competitors in the format shown. 


If you do not have competitors for a given category, delete the appropriate section below.  In other words, if your competitors are all locally based companies, you can delete the National and Regional competitors section. 











Read and Delete


Some examples of types of organizations that are indirect competitors would be: bowling alleys & roller skating rinks; tax software & tax preparation services; rental cars & taxi services.   Because these are indirect competitors, you don't have to list strengths and weaknesses.  Just list the company names and if it's not clear from the name, add what they do.   








More on the Web


Press Ctrl + Click on the following link for more help customizing the �HYPERLINK "http://www.greatbusinessplans.com/business-plan-template/sales-and-market-potential/sales-and-marketing-plan"��sales and marketing section of your business plan�. 





Read and Delete 


It is important to create a "bottom up" sales forecast.  This means starting with the number of ' sales producing units' whether that is stores, web visitors, or sales people.   Next you use a unit of time, such as day, week or month.   Finally, you include the amount of revenue each "selling unit" can produce in each "time unit" to get your sales forecast.  


Use the example below to create your 'bottom up' sales forecast.   In the example, the number of sales people is multiplied by their daily sales, then multiplied by the average days worked by each sales person each month, to get the monthly sales.  Multiplying the monthly number by 12 gives the annual sales forecast.


Use this information to edit the table below and create your own sales forecast. 








More on the Web


Press Ctrl + Click on the following link for more help customizing �HYPERLINK "http://www.greatbusinessplans.com/business-plan-template/operating-plan/management-team"��the management team section of your business plan�. 





More on the Web


Press Ctrl + Click on the following link for more help customizing �HYPERLINK "http://www.greatbusinessplans.com/business-plan-template/operating-plan/go-to-market-strategy"��the go-to-market section of your business plan�. 





Read and Delete





 This is not just a summary of your entire operating plan (which is in the next section).  The purpose of the go-to-market plan is to answer the questions: What are you going to do first?  Why?  Do you have what it takes to do it? 





More on the Web


Press Ctrl + Click on the following link for more help customizing �HYPERLINK "http://www.greatbusinessplans.com/business-plan-template/operating-plan/operating-plan"��the operating plan section of your business plan�. 





Read and Delete


Use the Excel tool that came with this product to create your financial statements quickly and easily.  Then, print the resulting statements and insert them into your business plan after this page.   The tables below show the financial statements that are expected and the format for each one.  You could fill them in manually.  However, you'll save lots of time and get better results by using the Excel too that accompanied this document. 





More on the Web


Press Ctrl + Click on the following links for more help customizing the financial section of your business plan: 


� HYPERLINK "http://www.greatbusinessplans.com/business-plan-template/financial-statements-template" ��Overview of Financials for Business Plans and Startup Costs�


� HYPERLINK "http://www.greatbusinessplans.com/business-plan-template/financial-statements-template/income-statement-template" ��Income Statement�	� HYPERLINK "http://www.greatbusinessplans.com/business-plan-template/financial-statements-template/cash-flow" ��Cash Flow�	� HYPERLINK "http://www.greatbusinessplans.com/business-plan-template/financial-statements-template/balance-sheet" ��Balance Sheet�		� HYPERLINK "http://www.greatbusinessplans.com/business-plan-template/financial-statements-template/capitalization-and-use-of-funds" ��Capitalization / Use of Funds�





Use the Included Excel Tool to Create this Table.


Replace this page with the table you print from the Excel tool.








Use the Included Excel Tool to Create this Table.


Replace this page with the table you print from the Excel tool.








Use the Included Excel Tool to Create this Table.


Replace this page with the table you print from the Excel tool.








Use the Included Excel Tool to Create this Table.


Replace this page with the table you print from the Excel tool.








Use the Included Excel Tool to Create this Table.


Replace this page with the table you print from the Excel tool.








Use the Included Excel Tool to Create this Table.


Replace this page with the table you print from the Excel tool.








Read and Delete


If you will use this business plan to get a loan, rename the section "Payback Analysis".  In this case, delete the Exit Strategy section below.  Payback analysis refers to providing financial statements that demonstrate the ability to repay a loan.  This section needs to refer to your financials to make that claim.  Therefore, the assumption is that your financials are complete.  


If you will be using this business plan to raise funds from investors who will get stock, and not loan payments, rename the section "Exit Strategy".  These "equity investors" need to know how they are going to one day be able to sell their stock.  They don't want to own the stock forever.  It is their hope that it will go up in value and then one day be sold at a higher price than they paid.  The language included below is customary for this type of situation.  It is important if you're selling stock in your company that you be comfortable with this long term view of your company.  Otherwise you should not include this language and you should consider alternative financing. 


If you'll be taking loans and equity investments, then leave the title and include both sections below. 








Read and Delete - Important


While this section is on Notices and Disclaimers for your business plan, first we must include an important disclaimer from GreatBusinessPlans.com:  We are not attorneys and cannot give you legal advice.  This section is intended to highlight areas you should review with an individual licensed to practice law in your state.  You should not rely upon this section as legal advice.  Rather, these are disclaimers customarily included in business plans.  
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