Executive Summary

(business plan summary, which reflects your strategic planning of business development)

Business Description: 

Description needs to be concise (one paragraph) and clear (assume the audience does not know anything about your business and/or technology)

Background: 

Provide a summary genesis of this business concept and at which phase is the company now 

Problem/Solution: 

Identify the key market problem(s) that the proposed technology/business is solving.  Quantify the size of the problem(s) (time, $$, etc.).  What is currently being done to solve this problem(s)? 

Unique Value Proposition (Problem eliminator): 

How is your product/service uniquely qualified to solve this pain.  Convey to the investor that the company and the technology truly fulfill an unmet need in the marketplace.  The characteristics that set the technology and the company apart from the competition need to be identified (competitive advantage).

Unique Technology/Special Know-how:  

Discuss the sources of your technology and highlight the aspects of your product that may be protected by IP or patent law.  Provide evidence of how your offerings are different and will be able to develop a barrier to entry for potential competitors.

Markets: 

Provide a clear description of your target market, and any market segments that may exist within that market.  Include potential market size and growth rate. 

Competition: 

List any current or potential direct and indirect competitors.  Briefly describe the competitive outlook and dynamics of the relevant market in which you will operate.

Business Model and Distribution Channels: 

How are you going to sell and price your product (subscription, license, recurring revenue, etc.). Indicate which channels will be used to deliver your products/service to your target markets (i.e. website, direct sales, VARs, channel partners, etc…).

Financial Forecasts: 

(US dollars, thousand)








Year 1 

Year 2 

Year 3 
   

Revenue:

EBIT: 

EBITDA:
