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Executive Summary

This section should summarize key information from the entire business plan and should be written last. Limit it to no more than one page. It provides potential investors, partners, or lenders with a concise overview of the business and its potential.

Suggested content: Vision/Mission Statement; Company Overview;  Products/Services; Market Evaluation;  Strategic Implementation;  Expected Outcomes



























Section 1: Vision, Mission, and Strategic Goals

I. Vision Statement: Your vision defines the future direction of the business—what it aims to achieve and how it intends to serve its target market. Highlight your business purpose, values, and what differentiates you from others in your sector.

II. Goals and Objectives: Outline measurable short-term and long-term objectives, including performance targets, resource allocation, and key milestones. Specify when and how success will be evaluated. Optional: this subsection can include either qualitative or quantitative research questions, or a combination of both.

III. Critical Success Factors: Identify the essential elements needed for your business to succeed. This may include innovation, customer relationships, operational efficiency, or strong financial management.




















Section 2: Company Overview

I. Company History and Background: Describe how and why the business was founded. Include milestones, key achievements, and the inspiration behind its creation.

II.  Resources, Facilities, and Assets: List the tangible and intangible assets available to your business—equipment, property, technology, staff, and financial capital. Explain how these resources will support operations and growth.

III. Marketing and Sales Approach: Summarize your methods for reaching and retaining customers. Discuss alliances, distribution channels, digital marketing, pricing, and any data-driven strategies used to optimize performance.

IV.  Leadership and Organizational Structure: Provide information about the management team and staff. Clarify lines of responsibility, decision-making authority, and governance. Include a brief organizational chart if possible.

V. Ownership and Legal Structure: Define your company’s ownership form (e.g., sole proprietorship, partnership, corporation, cooperative). Mention relevant licenses, permits, and regulatory requirements.

VI. Sustainability and Social Impact: Describe your commitment to ethical practices, environmental sustainability, and community involvement. Explain workplace safety, diversity initiatives, and waste or resource management practices.

VII.  Internal Analysis: Evaluate your company’s strengths, weaknesses, and competitive advantages. Identify areas where you excel, potential vulnerabilities, and opportunities for growth. Consider factors such as financial health, operational efficiency, innovation, and market reputation.






Section 3: Products and Services

Detail what your company offers. Clarify whether your product or service is a commodity or differentiated, and explain its value proposition. Compare its price, quality, and features to those of competitors, and note any proprietary technology or expertise.





























Section 4: Market Evaluation

I. Industry and Environmental Analysis: Describe the overall market landscape. Segment your market, analyze trends, and assess opportunities or threats. Consider economic, technological, political, and regulatory factors. Use analytical tools like Porter’s Five Forces to explore competitive pressures.

II.  Target Customers: Identify your key customer groups, their needs, and purchasing behavior. Explain how your product or service meets their pain points or desires.

III. Competitive and Strategic Alternatives: Discuss your direct and indirect competitors. Present strategies for market differentiation and adaptation if conditions change.






















Section 5: Strategic Implementation

I. Operations and Production Plan: Explain how your products or services will be produced and delivered. Outline workflow processes, technologies used, and quality control measures. Identify your competitive advantage and anticipated timeline for scaling or expansion.

II. Resource Requirements: Assess your needs for human talent, financial capital, and physical assets.

Human: Describe essential skills and staffing plans.

Financial: Outline funding levels and investment needs.

Physical: List necessary equipment, materials, and facilities.

III. Procurement and Supplier Strategy: Explain your criteria for selecting suppliers (price, quality, reliability). Describe sourcing methods—local, online, or direct manufacturer partnerships.

IV. Marketing Strategy: Summarize your sales and promotion approach. Discuss advertising, branding, pricing, and market channels. Note whether you’ll use contracts, partnerships, or open markets. Include any risk management measures such as hedging, insurance, or contractual protections.

V. Performance Measurement: Define how success will be monitored—output levels, profitability, efficiency, or customer satisfaction. Identify benchmarks and assign responsibility for oversight.








Section 6: Financial Plan

I. Financial Forecasts and Funding Strategy: Explain how your business will be financed and sustained. Provide assumptions behind your projections. Discuss equity and debt structure, funding sources, and risk mitigation measures. Describe the key financial indicators you’ll monitor (cash flow, ROI, ROE, etc.) and your targets for one and five years.

II. Contingency and Exit Strategy: Discuss how your business will adapt if challenges arise—loss of key personnel, market downturns, or unexpected disruptions.

Exit Strategy: Outline your long-term plan for investors or owners to realize value from the business. Options may include selling the company, merging with another firm, transitioning to employee ownership, or passing it to successors. Describe the conditions under which you would activate the exit plan and the steps for ensuring business continuity and financial protection during the transition.
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