Business name

	Company name or logo


Business Owners
Names
EXECUTIVE SUMMARY
Business aims
Statement of what the business or venture seeks to deliver. Keep very simple, the overall elements.
Financial summary
An 'at a glance' financial forecast of the business or venture. Outgoings, projected incomes, return on investments for investors
THE BUSINESS OPPORTUNITY
Proposition
	 A clear and simple statement of what the overall purpose of the business or venture is. Once or two sentences only.


Services:
This business/venture/company/product seeks to provide the following core services:

1. Service 1

2. Service 2
Revenue streams:
The business/venture/company/product provides a range of revenue generation opportunities.

1. Source 1

2. Source 2
Who:
Who the product is going to be marketed and sold to.
Where:
The geographical are or space the business/venture/company/product is focused on and why.
When:
Time-frames, milestones and rough expansion plans (e.g. development, launch date, expansion dates, expected time to become profitable business/venture/company/product
THE MANAGEMENT TEAM

The owners and managers of the business are an important selling point. Potential investors will want to know that their capital (cash) is being spent wisely by people they can trust. This is your opportunity to show a brief overview of the quality and expertise of those that will be making the business/venture a success.
· Name, role in business
· background, education, qualifications and experience
· Name, role in business
· background, education, qualifications and experience
COMPETITION & MACRO ENVIRONMENT

Overview of potential competition. How developed is it, how well established, is new competition likely to develop. Can be supported by further data in an appendices. 
Drivers:
What makes the business/venture/product viable? What are the drivers (the things out of your control) that will make your product a success?
Societal: 
· What changes in society make your product/service/venture in demand

Commercial:
· The money question – where is the money coming from that makes you business viable? Think about this from the point of view of your potential customers and suppliers may help - is it getting cheaper to buy the items you need? Do your potential customers have more money to spend? 
Legal: 
· Are there any legal changes that may effect your businesses? Sometimes new laws provide opportunities to sell products
Technological: 
· Does changing technology make you business more viable? Perhaps a new innovation or technology that you can sue to make the product/service viable. 

MARKETING & PROMOTION STRATEGY

Use this section to explain how you are going to advertise and promote your product (if you plan to). Or if you don't know how to do this, how you plan to go about doing this, such as hiring a marketing company. 

Keep this section relatively simple, you can provide further information in the appendices if you wish.
People
Who are you aiming the product at. You've already mentioned this above, so you may want to reference what you have already explained. If there is further specific detail, include that here.
Product
Overview of the produce and what makes it desirable to your potential customers
Place
Where are you planning to place your product so that your customers buy it. 
Price
How much are you planning to sell your product for, or where in the market are you planning on establishing your price point? Are you an expensive luxury product, or a cheap and accessible product. Is this a realistic price point that your expected customers will pay, and can you meet this price after taking into account all your overheads and expected revenue?
Promotion
Where are you planning to advertise and market your product so that your potential customers find out about it? What media are you planning on using? Posters? Social media? Work of mouth? Radio? Television adverts? What are your expected costs for this?
FINANCIAL FORECAST

Use this section to provide an overview of expected costs and income to build a picture of a realistic and viable business. Be realistic as investors see these all the time and although they may not know your product and market, they do understand businesses, finance and accountancy.
Financial forecast statement:
A brief statement that explains the overall expected financial picture, including expected incomes, outgoings and time-frames before the business/venture becomes profitable as well as time-frames for repayment of required loans and returns on investment for investors.
Financial forecast:
A simple profit and loss account for 5 years that indicates expected sales/revenues, costs and profits/losses for each year as the business grows and establishes itself as you have described in the rest of the business case.

Below is a simple profit and loss account for each year. You may require a more detailed one depending on your business venture. Banks will often assist you with these if applying for business loans through them.
	
	YEAR

	Expected Sales/Revenues
	0
	1
	2
	3
	4

	Service/Product 1
	
	
	
	
	

	Service/Product 2
	
	
	
	
	

	Total Revenue
	£X
	£X
	£X
	£X
	£X

	
	
	
	
	
	

	Expected costs
	
	
	
	
	

	Research and Development
	
	
	
	
	

	Operating Costs (rent, supplies, staff, etc))
	
	
	
	
	

	Marketing Costs
	
	
	
	
	

	Total Costs
	-£X
	-£X
	-£X
	-£X
	-£X

	
	
	
	
	
	

	NET PROFIT/LOSS
	£X
	£X
	£X
	£X
	£X

	
	
	
	
	
	

	Debt interest
	
	
	
	
	

	Debt servicing/repayment
	
	
	
	
	

	Tax
	
	
	
	
	

	CUMMULATIVE NET CASH FLOW 
(not including inflation)
	£X
	£X
	£X
	£X
	£X

	Break even
	X years 

	
	
	
	
	numbers in 000’s


APPENDICES

Any further evidence, data or analysis that will help your business case.
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