YOUR LOGO HERE
MAD Success

Business Plan Template


Instructions
The MAD Success Business Plan Template is for reference purposes only. Please consider that not all sections will be relevant to your business, and if may be necessary to include other relevant sections not included here.
Your Business Plan is a ‘living’ document – you will want to refer to it and update it regularly during the start-up phase of your business, and regularly during your regular operations to ensure that you are operating in-line with your plan objectives. 
You may find it best to use bullet points, instead of paragraphs, to detail your Business Plan content. Be concise. 
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Executive Summary
This section provides an overview of your business, including its core objectives, products and/or services, as well as the key personnel involved in the business. It also provides for a risk overview and details of any financing required. 

Business Overview
Consider including the following:
· Provide a concise summary of your business and your proposed strategy.
· What is the market opportunity summary for your product/service? 
· Where do you see your business heading over the next 3 – 5 years, and beyond? 
· What is your exit strategy? Will you sell the business, give to a charity, pass it to your children or spouse?   

Products & Services
Consider including the following:
· What products and/or services do you intend to create / sell?
· Identify all possible income streams and estimate what percentage of total revenues will each revenue stream represent. 
· Outline the sales channels for each product/service. 
· How long will it take you to produce the products and do you require any proprietary materials to be produced for your services? Can such materials be produced AFTER you begin to reach out to potential customers? 
· Is there anything missing for your to be able to provide your product/service? If yes, what?

Key Personnel
Consider including the following:
· Who owns the company? Will the owners have any responsible / play any part in the management of the company?
· Who will manage the company on a day-to-day basis? 
· Will you require any other senior management? When do you expect to hire them? Do you have the capital to make these hires, or are they revenue dependent hires?
· Will you require any other key staff? 
· Will you put together a Board of Directors or Advisors? Do you require any specific committees? 
· What level of due diligence are you prepared to undertake in your search for staff and Board members, and who will help you with this process? 

Risk Overview
Consider including the following:
· Prepare and include a SWOT analysis – Strengths, Weaknesses, Opportunities, Threats – to identify relevant internal and external risk factors. 
· What are you doing to ensure your products and/or services are unique to compete? How easy is it for a competitor to copy your idea?
· What demographic and economic factors could put your business at risk? 
· Are you able to protect yourself from an employee stealing your business / product / service ideas?
· Could the business be constrained by any current or future government laws and/or regulations? 
· How will you monitor and manage risks impacting the business?

Financing Required
Consider including the following:
· Do you have sufficient financing to carry the business until it is profitable? How much and for how long?  What is your Hard Stop Dollar limit – the maximum amount of money you are willing to commit to the business if it does not succeed? 
· Do you require financing? If yes, in what form and how much? Will you consider crowdfunding? Do you have sufficient commitments from friends and family?  
· Are you considering borrowing money? What collateral / guarantees can you put in place for the lender? Have you thought about converting debt to equity in the future, so you don’t have to pay back the debt?
· Do you have a budget? Have you prepared pro-forma (predictive) revenue and expense projections for the next 1 – 3 years? At the projected monthly expense burn-rate, how long will you Hard Stop Dollars last if you have no income?


Business Description
This is the heart of your business and gets well into the details. Explain in detail why you are in business, your purpose, and your ‘why’. Provide your mission statement and explain your company values. Discuss your industry, market positioning, competitors and target market. What demographic(s) are you targeting? Do you have more than one target market – how will you know; how will you contact them? What is your company’s broadcast message to the world? 

Go deep. The more thought and better planned you are, the more likely your business will succeed. If you fail to plan, you can plan to fail!  Good luck, and here’s to you creating a business full of MAD Success!!!

Your Business In Detail
Consider including the following:
· Why you are starting this business. Why does it matter to you?
· The Purpose of your business.
· What problems are you solving for your potential customers?
· What solutions are you providing your potential customers?
· How is your business unique in the market?
· What will your business do to provide the solutions?
· How will you achieve your business objectives?
· Where will the business be located?

Mission Statement, Values & Vision
Consider including the following:
· A Mission Statement – what does the company standard for? 
· Your values are at the heart of the company – what are they and how will these values be reflected in your customer experience?
· What is the vision of the future of the company? Where do you see the company in 5 years?
· Have you considered the Environment, Social & Governance (ESG) impact of your business on the community, the world?

Industry Overview
Consider including the following:
· What is the current industry landscape and what changes are expected in the coming years?
· How are population demographics expected to change your industry in the future? 
· How will demographic changes impact your business positively or negatively? 
· What major government regulations & laws impact your industry and are any adverse or favorable changes expected in the coming years? 
· How is your product / service perceived within the market and could it become simply a commodity that is no longer valued or worse, obsolete? 

Competitive Landscape
Consider including the following:
· Who are your competitors? 
· What makes your business unique? 
· What technological or other changes could impact the competition and you?  Are you prepared for potential change?
· Are new competitors likely to emerge that could displace you?
· What are the barriers to entry, if any?

Target Market & Demographics
Consider including the following:
· How will the business be positioned in the market? 
· Describe the ideal customer. What problems do they have? Do they know they have a problem? How will they know about your solution?
· Where will they find your product and how will they find you?
· What is the size of the potential customer base in your area and more broadly across your country and/or globally? Have you defined your target market? 
· Can you target more than one demographic – Gen X, Gen Z, Millennials, Boomers, etc?



Business Operations
Provide a detailed review of the operational requirements of the company, including but not limited to the people, systems and processes you will need. Consider all departments (even if you are a sole practitioner), as you are now running a business, so you need to consider all of your areas of operation, including, but not restricted to administration, IT, legal, compliance, accounting, production, sales, finance, location, management. These are typical operational departments of any company, so you must include them in your planning, even if they are not all relevant from Day One. 

People Requirements
Human Resources or Human Capital. Is it just you or do you have partners and a need for staff? Will you have a Board of Directors or Advisors? Will you outsource key roles to third-party vendors? If yes, detail who they are.

	Management
Consider including the following:
· Who will run the company? If you already know who will be the management team include their name, title, a short bio and their responsibilities here, including any company owners.
· Do you need to hire any other senior management? 
· How will you find these people? 
· Do you have experience with senior hire background checks and due diligence? 
· It is very important to document your processes and experience, particularly if you need to raise financing. 
· Outline the “Key-man Risk” for the company? If you are the boss, and you get severely sick, or worse, who will run the company? Investors want to know your back-up plans. 

	Key Employee Hires
Consider including the following:
· What is the absolute minimum number of people you can operate the business with? Just you? Bravo! 
· Can you outsource any of the roles, such as Administrator, Marketing, Accounting / Bookkeeping, Legal, etc.? It may be more cost effective. Regardless, document your plan for hires here.
· Are there non-managerial roles critical to the business – itemize them here and provide details of any known hires? These are lynch-pin type roles to ensure the smooth running of the company, without which the business could suffer or you will have stress overload. 

	Board of Advisors
Consider including the following:
· Are you considering a Board of Directors or Advisors? For many businesses this is highly value-added as an experienced Board can provide high quality insights to minimize potentially wrong-turns in your business. 
· Directors or Advisors can include retired industry professionals, active lawyers and accountants (or retired) who specialize in the industry, or even consultants. Headhunters that know the sector can also provide valuable insight. 

	Third-party Vendors
Consider including the following:
· Outsourcing various necessary functions in your business can be a fast-track to success and a good way to reduce costs. Outline your plans here. There are many web services offering free-lance services for admin, marketing, accounting, bookkeeping, etc. 

Systems
For most businesses their systems are the backbone of the business, especially in our tech-oriented world. Systems can be as simple as your laptop to run your business or as complex as a sophisticated hedge fund trading systems (trust me, they are very complex!). 

Equipment – Production
	Consider including the following:
· Do you require any specialized equipment for production purposes? If you are producing a widget of some kind, will you outsource production or do it yourself? If you are producing it yourself consider to list the necessary equipment here.
· Can you outsource / borrow / rent any production equipment?
· How soon will you need to replace / upgrade the equipment? 
· Are there any regulatory / safety / legal factors to consider with regards to your equipment? Outline them here.
· Do you need to build / rent a production studio for videography, for example?
· Are you buying equipment for a bakery, machine shop, woodworking or other? Any equipment you need to product your product should be included here, especially if you are looking for financing, but also to keep you on-track. 

	Technology – Hardware & Software
	Consider including the following:
· What computer hardware do you need to purchase and what software systems do you need to install? Accounting, Customer Relationship Management (CRM), Trading, Shipping/Receiving, other?
· Do you need specialty hardware terminals such as Bloomberg and/or Reuters? 
· Will you require Podcast or video equipment, microphones, etc. and related software for editing, etc.? 

	Technology – Online Platforms & Social Media
	Consider including the following:
· Website services, email services, Teamwork platforms, course building /education creation platform, Zoom, other? What website services do you need to hire?
· What Social Media sites do you want to engage with and build for your company?
· Will you host a Podcast, blog or YouTube video channel? Do you need to buy specific equipment, or will you rent it?

Location Requirements 
Consider including the following:
· Will you and your team work remotely from home, or will you rent an office, even a co-working space? 
· Do you need a Podcast / Video production studio room? 
· Do you need a physical storefront, workshop or other?
· Whatever the location needs required for your company, include it all here.

Administration
Administration is all of your “secretarial” support and office paperwork needs. Think stationery, filing, accounting for receipts and vendor payments, petty cash, ordering supplies on Amazon, shipping/receiving, etc.  Whatever equipment, supplies, people, etc. that you need from an administrative perspective include it here.



Sales & Marketing
Who are your key customers? How do you target, advertise and communicate with them (social media, email, telephone, sms, etc.)? How do you follow-up with them after a sale, a course, a presentation? How much do you charge them for your product or service? How did you come up with your pricing? What are your marketing strategies for your target market(s)? If you have multiple potential income streams (creating an income portfolio of customers) outline the details for each income stream (online sales, in-store sales, virtual seminars, online courses, a book, etc.). All Sales & Marketing detail goes in here.

	Target Market In-depth Review of Customers
	Consider including the following:
· Who are your key customers? Where do they live? How old are they? What demographic details do you know about them?
· What are your key customers’ purchasing habits? What do they like/dislike? 
· Do they tend to shop online or in person for your product? Do they prefer online or in person shopping for your service? 
· Can you automate sales online for your product/service, and does that meet their needs?
· Do you have a diverse enough customer base for multiple marketing channels and income streams?
· Are you collecting demographic data from your customers that you can use in the future to analyze who is buying your product/service and which strategies worked best for those sales? (Did you know there are many companies that would pay for the data you gather once you have enough customers? But, you need to ensure you protect customer identifiable data as private and confidential. You can share generic information, but not emails, phone numbers, ID information, etc., but it is sellable – another income stream if you are organized.)

	Social Media Strategy
	Consider including the following:
· What is your company’s Social Media (“SM”) strategy?
· Which SM does your demographic client base use the most? The least?
· How will you participate on the various SM platforms?
· Will you use a SM distribution service?
· Have you considered engaging a digital strategist for your online strategy? They do exist. There are SM distribution services that can help you with strategy as well, often as part of subscribing to their service.
· How much of your SM strategy can be automated?

	Online Advertising Strategy
	Consider including the following:
· Describe your online advertising strategy. 
· Will you pay for google Ads, Facebook Ads, etc.?
· Is your advertising strategy tied into your Social Media strategy and your demographic? 
· Consider hiring a Direct Response Copywriter (“DRC”) for your website and Social Media pages for maximum efficiency in your online content language in order to “hook” customers to take action to purchase. A DRC is not cheap, but good one’s will pay for themselves many times over in product / service sales! 
· Have you thought about what behavioral change you want to nudge your customers to make to take action to purchase? Behavioral impact is key to sales. Have you assessed your customers’ pain points and addressed them directly in your online content? 

	Product / Service Pricing
	Consider including the following:
· How much are you going to charge for your product(s) /service(s)?
· How did you derive your pricing? 
· What is your pricing strategy? 
· Have you researched decision making strategies in your customer demographic? How does your customer make decisions? What influences their decision making?
· Have you researched techniques such as “Anchoring”? 
· Have you researched competitor pricing and observed how the “big guys” promote their products on their websites and in SM? 

	Delivery Channels 
	Consider including the following:
· What are all of your possible delivery channels? 
· Will you have a blog, podcast, book or other delivery channels for your content / product sales? 
· Can you be a guest on a radio, podcast or tv show to talk about your product, service, thought leadership? 
· Can you write a regular article for a magazine or newspaper and become known as a thought leader in your space?
· Can you create a YouTube channel promoting your product / service? But also discussing the industry and teaching people about your area of interest / expertise.


The more careful and thoughtful the details provided in the Business Plan, the better your plan will be for yourself and for others that need to review it, such as for financing purposes. If you fail to plan, plan to fail. 

Good luck, and may your business be a MAD Success!  
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