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Use this template as a foundation for your business plan. Remember, your plan needs to convey your 
business ideas and research in a clear and concise manner. When in doubt, cut and simplify!

• Font Style and Size: Calibri 12 point
• Line Spacing: Single
• 4-7 pages (including cover page)
• Headings before each section
• Cover Page: Include a page with team name, product name, logo, team member names, 

and contact information (email addresses)
• Recommended: 

• Business letterhead on each page
• Colorful Images and Graphs

• Read your writing out loud when you are finished. This is mandatory!
• Use the charts / organizers that you developed.
• Simplify your ideas and cut out all filler. Investors do not have a lot of time.
• If you already have a logo, use it as a letterhead.
• Minimize your assumptions and make the origin of your data / numbers clear to the 

audience / investors. (Cite your sources.)
• Split up the work between your team members and make sure to share it between each 

other so that you can work on it at the same time.

Use this tool to build your business plan in the following order, starting with Market Opportunity 
and finishing with the Executive Summary.

Once you have finished each section, put them into their final order based on their numbering.

Format Guide

Suggestions / Tips

Working Order
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Describe the problem. Make sure to mention the major causes of this problem and what proof you’ve 
discovered through your research. How severe is this problem? Who has it? Why does it need to be 
solved?

Tools to Use
 The Big Idea (p. 9)
 Understanding Causes (p. 27)
 Finding Affected Persons (p. 30)

What is your plan to address the problem? How does it work? What about it is unique? What makes 
it so much better than any other solution? Use diagrams and compare it to what’s out there to help 
the reader understand, especially if it’s a groundbreaking and totally new idea that your investor won’t 
know much about. 

Tools to Use
 The Big Idea (p. 9)
 Pitch Outline: Solution (p. 52)

This section gives readers a background of the current market climate. Assume your reader isn’t as 
knowledgeable as you are about your particular industry and quickly get them up to speed. Who wants 
your solution? How will you get them to buy it? How many people or organizations does your problem 
affect? (Use your total addressable market numbers!) Describe your target market, your users, buyers 
and your stakeholders.

Tools to Use
 External Effects (p. 55)
 Pitch Outline: Revenue Model (p. 79)
 Outreach Planner (p. 89)

In this section you will write about your major competitors and other possible solutions to your 
problem. Who are the key competitors? What are they doing now? Why haven’t they tried your idea 
already? Why can’t they? What’s going to stop them from copying you when you come out with your 
idea? 

Be sure to include how your company compares to the competitors. What can you do better than they 
can? Can you turn them from a competitor into a partner?

Tools to Use
 Competitor Analysis (p. 51)

2) The Market Opportunity (Problem)

4) The Big Idea (Solution)

3) Target Market

5) Competitor Analysis
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In this section, describe how you’re going to make money. Explain your price and why you chose that 
particular one, along with how it compares to your unit cost -- how much profit do you make on each 
sale? If you have any secondary sources of revenue (partnerships, branded merchandise, software 
licensing, etc.), be sure to include them as well.

Who is going to be willing to pay for what you’re offering? Are they the ones using it directly? If not, 
who is using it and what is their relationship to the person paying for it?

Is there a large enough market (enough people wanting to use and pay for it) that your company can 
eventually make money and grow? Even if only a small percentage (less than 10%) use it? How long is 
it going to take for you to get enough paying customers for the business to cover its costs?

Tools to Use
 Pitch Outline: Revenue Model (p. 79)
 Pitch Outline: Profit (p. 101)

Describe your team. Be sure to enter your roles, your biographies, and what you bring to the table. 
Also include who can help you make this solution a success. What connections do you have? What 
networks are you a part of? What skills do you bring?

Also be sure to include a paragraph about who you will need to hire, get connected to, and what skills 
you will need to acquire.

Tools to Use
 Production Resource Map (p. 84)
 Distribution Resource Map (p. 87)
 Outreach Resource Map (p. 91)
 Operational Resource Map (p. 93)
 Business Leadership Roles (p. 113)

6) Revenue Model

7) Management Team
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In this section, you will include three things: your success metrics, your goals, and your plan to grow 
and scale in the next couple of years. In the first part, you will define success for your venture and how 
you plan to grow. The second part is a timeline of where you plan to be in the next couple of months to 
next couple of years, and what you will need to get there. Last of all, you will cover the plan you have, 
including how you will get what you need to make sure you are successful. Think about your needs in 
terms of people, connections/partners, materials, tools, and money. Are there any initial development 
costs you have? Do you need financial help to get started, or does your idea simply require you to get 
connected with the right person in your industry? Would it benefit you and your team to find someone 
that can help them get the skills they need as a mentor? 

Close here with a compelling call to action – make it clear how someone can help you move forward, 
and get them enthusiastic to do so.

Tools to Use
 Goals and Mission (p. 58)
 Production Resource Map (p. 84)
 Distribution Resource Map (p. 87)
 Outreach Resource Map (p. 91)
 Operational Resource Map (p. 93)
 Development Plan (p. 110)
 Pitch Outline: Future Plans (p. 111)

Write a quick one-paragraph pitch of your idea, who it impacts, what the opportunity is, and why 
someone should care to learn more. This is probably the hardest part of your plan, and is best written 
after everything else has been fleshed out. Be sure to include your mission statement.

Tools to Use
 Pitch Outline: Solution (p. 52)
 Pitch Outline: Mission (p. 59)
 Pitch Outline: Revenue Model (p. 79)
 Pitch Outline: Profit (p. 101)
 Pitch Outline: Future Plans (p. 111)

8) Development Plan

1) Executive Summary

Business Plan Outline


	Discovery
	Personal Assessment
	Finding Your Passions
	Brainstorming Problems
	The Big Idea
	Online Search Tips
	Users and Buyers
	Major Needs
	Pitch Deck Guide
	Business Self-Assessment

	Exploration
	Understanding Causes
	Finding Affected Persons
	Affected Persons Survey
	Survey Scripts & Templates
	Value Tracker
	Brainstorming Solutions
	Solution Builder
	Finding Users
	User Survey
	Competitor Analysis
	Pitch Outline: Solution
	External Effects
	Goals and Mission
	Pitch Outline: Mission
	Exchanging Value
	Revenue Model Builder
	Finding Buyers
	Buyer Survey
	Market Sizing
	Pitch Outline: Revenue Model

	Map
	Production Resource Map
	Distribution Resource Map
	Outreach Planner
	Outreach Resource Map
	Operational Resource Map
	Repeating Costs
	Price Finder
	Breaking Even
	Pitch Outline: Profit
	Start-up Costs
	Measuring Progress
	Development Plan
	Pitch Outline: Future Plans
	Business Leadership Roles
	Business Plan Outline


