The Business Plan – A Template
How to write a winning businessplan:
A good business plan should describe your business idea, your company, plans of action, goals and how you aim to achieve these.

Why a business plan:
It is important that your business plan describes your company – and not only your product.  A business plan should answer questions, not raise them. The more documentation and facts you can include the more credible it will appear. 

The business plan is an essential tool in order to show direction and goals internally as well as externally.  

Format

· Ideally –try to keep it within 20-30 pages excl. appendixes, such as – financials, technical specifications, sources etc. 
· Use an easily understood language (not too technical etc.)
· Always up-to-date. A business plan is a living document (reflecting develoments in your company) – new things happen every day. Update on a very regular basis. Add all relevant data, knowledge acquired etc.
· Think of your business plan as a document that should be able to “stand on it´s own” – without you there to defend it.
· Don´t postulate. Document as much as possible and if documentation and facts are not available – use motivation and sound arguments for your choices.
· Avoid including “business secrets”. This can be presented later on in negotiations and with a signed non-disclosure-agreement in place.
Content

· Executive Summary 
· The classic “one chance”  to create interest and make a good impression. Typically the very last thing you do once the business plan is completed.
· Do include:
· Value creation incl. quantified value creation if possible
· Customer/jury: please present
· Why would your customer buy YOUR product/service?
· Your company/project management: is it capable, experienced, dedicated and up to the job?
· How much money do you need and for what – to get flying.
· What’s in it for your reader?
· History/background
· How did the idea come about – product/concept, the team and more.
· The Business idea 
· Give your description and motivation for why you believe that you have something that can be a sound and successful business.
· Ownership
· Who owns the company and how much do each own (shares). i.e. Bank, founders, others.
· Product/Service
· Describe your product 
· Uniqueness – what is the problem you are solving? How is it being solved today? How are you better?
· IPR (Intellectual Properties) – i.e. patents, copyright, trademark and other ways of protection
· Price, performance and product dependability
· Need for approval (authorities)
· Market – a well documented description (quantified) of existing and future markets
· Who is the customer
· How will the market develop
· Which market now and in 5 yrs.
· How do you expect to sell/distribute your product to these markets
· How big is your market
· Revenue (how much) – who are the actors, how do you expect to take marketshare from them
· Is it a market in growth or recession
· Management describe the team 
· Background
· Experience
· Competences
· Include c.v.´s
· Indicate if any key people are missing
· Barriers and risks – Where do you perceive your greatest challenges could be and when and why could they arise. It is always important to be realistic.
·  F.ex. approval from authorities can be a barrier.  
· Product not successful in final test can be another example. 
· Financials
· Budget
· Cashflow analysis
· Capital need
· Break-even
· Investment analysis
· Sensitivity analysis
· SWOT
· Go/No-go criteria
