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	What is the market opportunity and why is there a market opportunity?

What is the objective? What shall be sold / produced?
Who is benefiting are what are the key benefits?

How and with whom shall the objective be achieved?

Who are the people behind the venture?

What are the key financials?

What is the Exit scenario?: 


	
	


	
	Company Profile

	The Market:

	How do you define/ structure the market where your business is going to be launched?
What is the size of the market (Sales revenue, Employees, Number of competitors,...)? Is the sector growing? How are prices, costs, ROI developing? Which are the key players? How big are they?

What are the current trends?

Which influence have innovations on the sector? Which economic / political / social / ecological developments influence the sector?

Which are the distribution channels of your business?

What can be improved with your idea/product/business?



	Offering / Business Model:

	What are the core characteristics of the product (beginning / later)? How does your product  “work”?

How is it positioned?

To whom is the product sold? Are all clients or customers targeted via the same channel (also see “Sales and Distribution”)

What are the key advantages for your clients/customers and which problems are solved with your product/business?

Does one product / service fit to all your clients/customers? Do you have to customise certain characteristics of your product / service?



	Operations:

	What are the core processes? (R&D, Production, Marketing, Sales, Delivery / Implementation, After Sales Service, General Admin (Finance, HR Legal, Accounting, Controlling)

Who from your company does what? What is done centrally / locally? What can be outsourced from the beginning? What is core, what is context?

How and where is the business launched?

Where is your business located? What is done in the different locations?



	Benefits:

	Why will your business be profitable?

Why is your product / service an innovation?

Which is the main advantage for your clients/customers?

What have you learned about your business from outside sources (trade suppliers, bankers, other franchise owners, franchisor, publications)?

Which are the core competences of your team and how do these qualify for the venture?

Which main risks have you identified? And which events could endanger your business?

What is your backup plan for this? Background information / Business Opportunity

What is the growth strategy of your company and how will the growth be managed?


	Sales Strategy:

	How is the product distributed / sold?

Are resellers used or a direct sales force?

If direct, how is the sales force established?

If indirect, how are partners acquired?

What are the distribution cost drivers?



	Competitors / USP:

	Which are your main competitors?

Which are their main characteristics?

Which clients do your competitors target and what do they offer?

What are the individual market shares?

Are they profitable? When will they be profitable?

Which are “related markets”, where could new entrants come from?

How do you achieve market advantages? How do you differentiate yourself from these? Why is your product unique (USP)? How do you secure this uniqueness?

Which are specific market entry barriers for your business?

Which partnerships would make sense for your business?



	Risks:


	Will you be able to sell what you have planned?

Which are your emergency plans if you can not generate the revenue you have planned?

How fast can you realise them and at what cost? How fast and how can you reduce costs? At what price?

Can you ensure delivery and implementation of the product?

Can you fill key positions?

Will the prototype be ready on time?

Which are additional opportunities for your company?

How much additional money would you need for them?



	Management and Company:


	Short description of core people and which core functions they will fill

What is their individual motivation?

How long can they live without income?

Organisational structure? Organigramm?

Which leadership style do you choose?

Levels planned?

Remuneration, Incentive system (fixed, car,..), participation scheme?

Which additional employees will you need and when?

Which qualifications do they need?

Which are “motivation systems”, benefits,....?

Who owns the company? Who owns why which portion? Are small shareholders pooled?

How are decisions being achieved?



	Vision:

	What is your vision?


	Milestones and Financials:


	What are the variables that influence sales?

What are the Sales assumptions (how many clients do you target, to how many do you speak, how many will sign a contract)?

What are the cost drivers behind the revenue model / variables?

Which sales revenues do you expect? What is the average revenue per customer?

From which different “parts” does the revenue come from?

How many clients do you expect to serve / gain in the next 12 – 24 months?

Why do you expect this amount of clients/customers?

Do you have enough sales people to sell your product due to your plans,  and to achieve your sales objects?

Which are the variables (sales revenue growth rate, sales revenue, costs to pay to partners,...)?

How much are the initial costs?

How will your liquidity develop over the next twelve months (in detail)?

How will your liquidity develop over the next 2 – 3 years (per quarter)? 

Income, Costs, Gross Margin (Profits) and Balance Sheet

Do you want to buy or lease?

Which different costs do you have? (also own salaries,...)

Which fixed assets do you bring in?

Where do you get capital from in the different phases? (family, state, loans, leasing, venture capital, private investors)

How many shares of the company are you willing to give up?

How much money do you need in the next 12- 24 months? (according to the cash flow analysis) How much money do you need to break even?

How much own equity can you bring in?

Which major investments will you have to make in the short term?

Which investments will be necessary in the future?

Is there an IPO planned?
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