
 

CREATING YOUR BUSINESS PLAN 
GENERAL OVERVIEW AND TIPS:  

In the current investment landscape, the perception of the business plan has shifted from a 
"static formality" to a "strategic weapon." Investors today prioritize agility and evidence 
over academic length, and the utility of the document now centers on demonstrating a 
founder’s depth of thinking rather than their ability to �ill pages.  

The Industry Standard: Length and Format 

The days of the 50–100 page "text-heavy" business plan are largely over, especially for 
early-stage startups.  

• Modern Length: The "sweet spot" for a modern, effective business plan is 12 to 18 
pages.  

• Format: Investors expect a document that is modular, visual, and scannable. High-
density, long-form paragraphs are discouraged in favor of charts, infographics, and 
clear headers that facilitate quick navigation.  

• Pitch Deck vs. Plan: The pitch deck (10–20 slides) remains the "door opener" used 
for initial meetings. The business plan is the "deal closer," pulled out during the due 
diligence phase to provide the granular logic that a deck cannot hold.  

Utility: Why It Still Matters 

While many founders focus solely on the pitch deck, a well-constructed business plan as a 
litmus test for a founder's competence.  

1. Proof of Logic: A pitch deck sells the vision, but a business plan explains the logic. 
Investors use it to verify that you haven't just "guessed" at your unit economics or 
go-to-market strategy.  

2. Strategic Alignment: It serves as an internal "living document." In a fast-paced 
environment where market shifts occur in real-time, the plan is used to test 
assumptions and align team resources toward measurable milestones.  



3. Risk Mitigation: Investors are generally risk averse. They use the plan to see if you 
have anticipated challenges (market, operational, �inancial) and have a credible 
mitigation strategy.  

4. Due Diligence: For some Series investors, or for bank loans and government grants, 
a formal, comprehensive plan is often a mandatory component for institutional 
underwriting.  

Red Flags for Investors 

In today’s environment, the following traits are seen as immediate deal-breakers: 

• "Generic" Forecasting: Plans that rely on "1% of a trillion-dollar market" 
arguments are dismissed as lazy. Investors prefer bottom-up math — de�ining a 
speci�ic customer segment and showing exactly how you will acquire and monetize 
them.  

• Ignoring Competition: Claiming "no competition" is viewed as a sign of either 
ignorance or dishonesty. Investors value a realistic competitive map that highlights 
your defensibility.  

• Static Thinking: A plan that looks like it was "set and forgotten" is a red �lag. 
Modern investors expect founders to treat the plan as an evolving document that 
re�lects real-time performance and learning.  

• AI Generated: A plan that looks and feels primarily AI-generated may also be 
viewed as a sign that the necessary time, expertise, research, and genuine effort has 
not been made to create a realistic and authentic document.  

Ultimately, investors are looking for clarity, evidence, and conviction. They do not need to 
read 100 pages to see if you have those traits; they need a concise, data-backed document 
that proves your business is built on a foundation of reality rather than ambition alone. 

 

Business Plan Template Below  



BUSINESS PLAN TEMPLATE 

Below is a structured template designed for clarity, professional impact, and strategic 
alignment, suitable for both startup ventures and organizational initiatives.  
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1. Executive Summary 

• The Hook: A concise statement of what your business is and the core problem it 
solves.  

• Mission & Vision: Your fundamental purpose and your long-term aspiration.  

• Business Concept: A brief overview of your product, service, and why it is uniquely 
positioned to succeed.  

• Financial Highlights: A summary of funding requirements and high-level 
projections.  

• Note: Write this section last so it accurately re�lects the depth of your full plan. 

2. Company Description 

• Business Overview: What you do and who you serve. 

• Objectives: Short-term and long-term milestones.  

• Legal Structure: Your entity type (e.g., LLC, C-Corp, or other body corporate).  

• Values & Philosophy: The principles and culture that drive your operations.  

3. Market Analysis 

• Industry Outlook: Trends, size, and growth potential of the market.  

• Target Audience: Demographics, pain points, and customer behavior.  

• Competitive Analysis: A deep dive into competitors’ strengths/weaknesses and 
your Competitive Advantage (what makes you better or different).  

4. Organization & Management 

• Team Structure: An organizational chart showing reporting lines and key roles.  

• Leadership Pro�iles: Quali�ications and expertise of the management team.  



• Gap Analysis: Critical roles you still need to �ill and your timeline for hiring. 

5. Products & Services 

• The Offering: Detailed description of your product or service lifecycle.  

• Customer Bene�it: How the product solves speci�ic problems and provides unique 
value. 

• Intellectual Property: Status of patents, copyrights, or trade secrets.  

• Research & Development: Current progress and future pipeline.  

6. Marketing & Sales Strategy 

• Marketing Plan: How you will attract, acquire, and retain customers.  

• Sales Process: The journey from lead to conversion. 

• Pricing Strategy: How your pricing aligns with market expectations and covers 
costs. 

7. Operational Framework 

• Core Processes: Policies, procedures, and standards of operation.  

• Logistics: Physical location, equipment needs, and supply chain requirements. 

• Administrative Oversight: How the venture is governed and managed daily. 

8. Funding Request 

• Funding Requirements: Exact capital needed for the next 3–5 years.  

• Allocation: Detailed breakdown of how funds will be used (e.g., subscriptions, IP, 
equipment, salaries, R&D).  

• Return on Investment: How and when stakeholders can expect a return. 

9. Financial Projections 

• Forecasts: Three-to-�ive-year projections for income, cash �low, and balance sheets.  

• Break-even Analysis: The point where your revenue covers your operating 
expenses.  

• Assumptions: Clear documentation of the data points and variables used to 
generate these �igures. 

 



Pro-Tips for Success 

• Be Conservative: Experts recommend padding your timelines by ~15% to account 
for unforeseen delays.  

• Be Data-Driven: Avoid making de�initive claims without supporting research.  

• Keep it Simple: Use clear language, de�ine any industry-speci�ic acronyms, and 
focus on the "why" as much as the "how." 

• Visuals Matter: Use charts and tables to make your �inancial and timeline data 
scannable and accessible.  

• Take Advantage of Support Services: Book a time with the LaunchPad to re�ine 
your business plan.  

 


