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WHAT WE’LL COVER TODAY 

•  Crafting a pitch 
•  Components of a strong business plan 

•  Formal plan versus a lean canvas 

•  Developing a break-even analysis 



PLANNING VS. THE BUSINESS PLAN 

•  Planning is how we evaluate and set 
goals 

•  The Business Plan document is your 
manifesto 

•  Planning and goal-setting evolves with 
your business 

•  The Business Plan is a living document, 
that evolves with your goals 

 



WHAT IS A BUSINESS PLAN? 

A business plan is a written document 
prepared by the entrepreneur that 
describes all the relevant internal and 
external elements and strategies for 
starting a new venture. 

It is a integration of functional plans such 
as marketing, finance, manufacturing, 
sales and human resources. 



WHO SHOULD WRITE THE PLAN? 

The business plan should be prepared by 
the entrepreneur 

You are not alone: create a network, 
consult with other entrepreneurs, 
lawyers, accountants, marketing 
consultants, and engineers if you need 
crucial information as your BP evolves 



WHO READS THE PLAN? 

The business plan may be read by employees, 
investors, bankers, venture capitalists, suppliers, 
customers, advisors, and consultants 

And your team: this is your manifesto 
Consider 3 perspectives: 
§ Perspective of the entrepreneur 
§ Marketing perspective 
§ Investor’s perspective 



DO YOU NEED A BUSINESS PLAN? 

No! You don’t need one to start a business 
But, a business plan is valuable to set goals and  
objectives: 

§ It helps determine the viability of the venture in a 
designated market 

§ It provides guidance to the entrepreneur in organizing 
his or her planning activities 

§ It serves as an important tool in helping to obtain 
financing.  



WHY CREATE A BUSINESS PLAN? 

•  Help you to actually treat your new venture like a serious business 

•  Give you a clear picture of how you will promote your venture 

•  Establish a roadmap of the exact steps that you need to take so that 
you can accomplish your goals 

•  Provide you with a clear vision, which helps focus ephemeral ideas 

•  Reduce overwhelming mental fatigue, since everything will be out of 
your head and onto paper 

•  Encourage cohesion and a more focused venture 

•  Help establish a structured plan for your venture’s evolution 

•  Provide a benchmark to track your progress 

•  Help you to discover and analyze your growth 

•  Give you a budget to set fundraising goals 

•  Give others a reason to see that you're super awesome and official 

•  Takes your business from an idea to a plan 

 



PRESENTING THE PLAN, CREATING A 1ST PITCH 

It is often necessary for an entrepreneur to orally present 
the business plan before an audience of potential 
investors 

In this typical forum, the entrepreneur would be expected 
to provide a short (perhaps 20-minutes or half-hour) 
presentation of the business plan 

Yes, this is a detailed pitch 

You also need a quick pitch, an “elevator pitch”, a synopsis 
of your business in a condensed version.  

This will help you write your business plan. This is the thing 
you tell your friends and colleagues to create energy 
and excitement, and fuel your dream.  

Let’s make one together. 



THE ELEVATOR PITCH :: A SYNOPSIS 

 

Say as little as possible. This is where you coalesce your new businesses 
core. It’s the 1-3 things you want to emphasize about you do. 

Talk to real people, cater your pitch to them, and be genuine. Find a way 
to engage your listener and sell your venture, but be cool. 

Decide what kind of work you really want to do. What is the actual day-to-
day of your new venture? If you do 6 things, find a way to tailor it. 

What problem are you solving? You are NOT selling a product, you’re 
solving a problem 
i.e., Instead of saying you’re a copywriter, say that you help 
entrepreneurs and businesses create content that converts users into 
customers. 

Turn it into a conversation, it will seem less desperate.  

 

  

 

 

 

 



THE ELEVATOR PITCH :: A SYNOPSIS 
WHAT PROBLEM ARE YOU SOLVING? WHAT ARE THE BENEFITS? 

How will your customer feel when they buy from you? 

What will they experience? 

What difference will it make to their life? 

What solution are you providing for their problem? 

 

WHO IS YOUR CUSTOMER? 

 Are they old, middle aged or young? 

Maybe they’re a stay at home mum or an executive in a corporation. 

Where do they shop/go/visit? 

What are their interests? 

What would they be saying if they were in need of your product or service? 

 

PITCH IT. 
 

 

 

 



BEFORE YOU START 

Do a test run. (volunteer, pop-ups, etc.) 

Ask the hard questions: 

 Do you actually want to do this 
things every day, all the time, 24/7? 

Is this your main hustle or your side 
hustle? 



THE FORMAL BUSINESS PLAN 

It looks like this: 

Executive summary 

Business Description 

Market Strategies 

Competitive Analysis 

Design & Development Plan 

Operations & Management Plan 

Financial Factors 



SUMMARY 
Your dream statement. Dream big, be practical.  

Answer: 
§ What's the purpose of your business?  
§ Where do you see it going?  
§ What are your short-term goals? 
§ What are your long-term goals?  

Your mission statement. This is where you will actually list the 
practical ways in which you will achieve your dream.  

Answer:  

what does my business do and what makes it unique and 
awesome?  

How specifically will I move towards achieving my dream in my 
day-to-day activities?  

What are my responsibilities?  

What am I trying to accomplish and what are my core values? 



OUTLINE 

Marketing Strategies 
§ Pricing 
§ Distribution 
§ Promotion 
§ Product forecasts 
§ Controls 

Description of Venture 
§ Product(s) 
§ Service(s) 
§ Size of business 
§ Office equipment and personnel (if any) 
§ Background of entrepreneurs 



OUTLINE … 

Competitive Analysis 
§ Future outlook and trends 
§ Analysis of competitors 
§ Market segmentation 
§  Industry and market forecasts 

Design & Development Plan 
§ Machinery and equipment 
 



OUTLINE … 

Operations & Management Plan 
§ Description of company’s operations 
§  Flow of orders for goods and/or services 
§  Technology utilization 
§  Form of ownership 
§  Identification of partners or principal shareholders 
§ Management-team background 
§ Roles and responsibilities of members of organization 



OUTLINE … 

Financial Plan & Risk Assessment 
§ Pro forma income statement 
§ Cash flow projections 
§ Pro forma balance sheet 
§ Break-even analysis 
§ Sources and applications of funds 
§ Evaluate weakness of business 
§ New technologies 
§ Contingency Plans 



OUTLINE … 

Appendix (contains backup material) 
§  Letters 
§  Market research data 
§  Leases or contracts 
§  Price lists from suppliers. 



USING AND IMPLEMENTING THE BUSINESS PLAN 

The business plan is designed to guide the 
entrepreneur through the first year of 
operations and be a living and breathing 
document. 



THE BREAKEVEN ANALYSIS 

The purpose: to determine exactly when you can 
expect your business to cover all expenses 
and start generating a profit. 

You’ve achieved “breakeven” when your total 
sales or revenues = total expenses.  

THE FORMULA:  
Breakeven Point = Fixed Costs/(Unit Selling Price 

- Variable Costs) 
 Use a program like Excel's Goal Seek to create 

dynamic spreadsheets. 
 
 
 



NOW LET’S GET STARTED 

Do you really need to make a formal plan? Maybe.  

It’s good practice to evaluate your new venture in such 
detail. You should absolutely complete a startup cost 
analysis. 

But before you go deep, create a model. Hello, Lean 
Canvas.  

Why?  

It will identify risk and areas where you need more data 
and testing.  

It makes you think about problem solving.  



THE LEAN CANVAS 
1. Problem. Your customers or clients will have a set of problems that they need solving. In this box 

try listing the one to three high priority problems that they have. Without a problem to solve, 
you don’t have a product / service to offer. 

2. Customer Segments. The Problem and Customer Segments can be viewed as intrinsically 
connected — without a CS in mind you can’t think of their problems, and visa versa. 

3. Unique Value Proposition. In the middle of the canvas is the UVP. A value proposition is a 
promise of value to be delivered. It’s the primary reason a prospect should buy from you. A 
way to get your head around this is to think why are you different and why should your 
customers invest time in you. 

4. Solution. Finding a solution to the problem is the golden egg! You’re not going to get this right 
off the first bat — it’s OK, as that’s what Lean is all about: go interview your customer segment, 
ask them questions, and use that info to make a new Canvas. 

5. Channels. Marketing as engagement not just sales: email, social, CPC ads, blogs, articles, trade 
shows, radio & TV, webinars, etc.  

6. Revenue Streams. A key is to see if you break even, and when. 

7. Cost Structure. Here you should list all the operational costs for taking this business to market. 

8. Key Metrics. Every business, no matter what industry or size, will have some key metrics that are 
used to monitor performance.  

9. Unfair Advantage. This is the most difficult to block to answer. What do you have that no one 
else can buy? A key to getting partners & investors. Unfair advantage can be insider 
information, a dream team, getting expert endorsements, existing customers, etc.  

 



WHAT IT LOOKS LIKE 





THE LEAN CANVAS  
FOR HOLISTIC ENTREPRENEURS 

Take 15 minutes and fill out this Lean Canvas. 
§ Use as much info as you can. 
§ Be honest, brutally honest. 
§ Repeat. Make one of these models over and 
over till you feel like you understand the value 
you are offering. 

 

 

 




