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Confidentiality Agreement
The undersigned reader acknowledges that the information provided in this business plan is confidential; therefore, the reader agrees not to disclose it without the express written permission of <<Company>>.
It is acknowledged by the reader that information to be furnished in this business plan is in all respects confidential in nature, other than information that is in the public domain through other means, and that any disclosure or use of this confidential information by the reader may cause serious harm or damage to <<Company>>.

Upon request, this document is to be immediately returned to <<Company>>.

Signature

Name (printed)

Date

1
Company Description

Management and Shareholders

Description of the people involved in starting the business:

· Management structure and areas of responsibility

· Shareholders names, no. of shares, % shareholding and cash investment to date
Products and Services

Explain clearly what your product is and what it does.

· Background to its development

· Benefits and Features
· Unique selling points

· Disadvantages or weak points

· Future developments 
Long Term Aim of the Business
State the long-term aim of the business.
Objectives

State the specific milestones to be achieved by the company over the next five years (sales, exports, employment, product development, etc). 
2.
Market Analysis

This section covers market research and competitor analysis.  Show that you have done the market research to justify the projections made in your business plan.  It must demonstrate that there is a viable market and that you can beat the competition in the market for sales. 
Target Market

The market to which you are planning to sell the product or service.  Show the total potential value of the market for this type of product or service, in all the targeted markets.
Target Company Revenue
These figures are the basis for the sales figures in your financial projections and must be based on realistic assessments. Include average deal size, length of sales cycle, recurring revenues.
Market Trends

Analyse what is happening in the market:

· Recent changes

· Future predictions

· Drivers such as demographic changes,  economic and legislative factors

· Implications for your product or service
· Your plans to meet future demands and changes in the market >>

Profile of Competitors

Analysis of your competitors in the market:

· What are the competing products and services?

· Profile of key players (company size, turnover, profitability etc) and their market share
· Advantages and disadvantages of the competitors’ offerings
Competitive Advantage

This is your assessment of why potential customers will choose to buy your product in place of those profiled above.  Advantages may include:

· Unique features

· Price

· Novel Product 
3.
Marketing/Sales Strategy

This section sets out your strategies for reaching your target market, arousing their interest in your product or service, and actually delivering the product or service to them in sales. 
Marketing Strategy

How you will position your product or service in the market and differentiate it from its competitors:
· Which segments of the market will be targeted first and why?

· How will this be developed to reach the full target market? 
· How will you differentiate your product or service?

· What key benefits will be highlighted?

· What potential customers have you already targeted?

Revenue Sources

What contributions to revenue and profit will your business have?

	
	Irl
	EU
	Rest of World

	Product 1
	
	
	

	Product 2
	
	
	

	Product 3
	
	
	

	Product 4
	
	
	

	Product 5
	
	
	


Sales Strategy

How you will sell your product or service to the target market.

· Directly

· Retail

· Distributor

· Agent

· Sales rep

· Website

Pricing
How you will set the price charged for your product.  Considerations include:

· Competitors’ prices

· Level of competition in the market

· Perception of quality-price relationship by customers

· Production costs and overheads

· Chain of distribution and the added-value at each stage

State how each product will be priced, referring to the income sources above. 
Marketing and Communications Strategy
How you will promote your product or service in the marketplace.

· Advertising – where, when, how, to whom

· Public relations

· Direct marketing

· Website and internet marketing

· Exhibitions and conferences

· Word of mouth 

4.
Staffing and Operations
This is where you will outline the intended structure of the company in terms of  management, number of employees, and the physical operational requirements to produce or supply the product or service.
Management Structure 
Describe the management structure either in writing or in a diagram. This should show the areas of responsibility of each manager.
Staffing

State existing staffing levels and the projected employees over the next three years, with which skills, in which areas of the business. 
Premises

Describe where you will operate from
5.
Funding Structure

This should set out the proposed sources of funds for the initial investment required for the company to reach its Year 3 targets and to achieve a sustainable and growing line of sales. The following sources of funds are likely: 
· Promoters’ funds (including funds already invested) 



· Other grants (e.g. from a Local Enterprise Board) 



 

· Bank Loan
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