Business Plan

To raise money, prepare three types of business plans:  a 2-page summary, a 15-page full plan, and a 10-slide presentation.  Be brief.  Most investors just want a summary to see if it’s worthwhile to meet.  If they’re interested, they’ll ask for the full plan and a presentation.  Develop a solid, well-conceived plan that addresses the following factors:

· The Opportunity:  a one-line summary of your business opportunity (also known as the “elevator pitch”).  What big problem are you solving?

· Market:  Growing fast?  Big? (Preferably of $1B for VCs) Competitors? (Remember, you always have competitors, so find them!)

· Team:  Brilliant, track record, relevant experience, strong motivation, energy, commitment, work ethic, ability to focus?

· Product/Service and Technology – Customers reachable?  Major change in behavior required?  Barriers to entry?  Difficult to imitate?  First-mover advantage?

· Marketing Plan – Entry strategy?  Initial markets?  How to overcome the “chasm”?

· Business Model:  Operating business?  How and when will you make money?  Proven model?  Achievable revenue goals?  Gross and net margins?

· Operations:  Development methods, achievements, plans, alliances, mileposts?

· Financial Requirements:  How much is required to launch?  For first 3 years?  Ask for the minimum amount; VC and angels will raise it if they think you can manage it.

· Exit Strategy:  Mostly like acquisition, but the lucky ones go public.

Your business plan should answer the question:  If it were my money, would I invest in this risky startup?  How much?  Preferably, you’ve already invested your own time and money.  That shows investors your confidence and commitment.

The key?  Bullets, brevity and no bullshit.

Ask your business friends to critique it.

Constantly modify and refine the plan.

Business plans are fresh for only 2 or 3 months.

