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EXECUTIVE SUMMARY

Business Plan

For additional information, please contact YOUR NAME at CONTACT INFO
COMPANY OVERVIEW
YOUR COMPANY NAME, INC (YOUR COMPANY ABBREVIATION) produces, YOUR PRODUCT NAME®, an PRODUCT DESCRIPTION (Brief)  
THE  STORY OF HOW YOUR BUSINESS CAME TO BE – 2-3 Paragraphs
COMPANY BACKGROUND
YOUR COMPANY NAME, INC 
Est. Date Established
City, State
Brief outline of where you are to date and what has been completed in your business.
The Product Line:  

Discuss specific product attributes and manufacturing processes, list sizes, varieties etc….
IMAGE
Supply Chain:  

Discuss manufacturer relationships and certifications and/or leasing agent and details if store front or service provider. 
Sales Channels:
The primary channels for X product are as follows (THESE ARE EXAMPLES OF WHAT YOU MAY INCLUDE):

· Specialty boutiques, independent grocery outlets, and independently owned pharmacies.  
· Internet orders generated from www.YOURWEBSITE.com.

· Online retailers. 
· International distributors
· Mass drug 
· Tradeshows

· Home Parties
     Note:  COMPANY NAME is actively selling to approx # OF RETAILERS  
Major retail outlets targeted  in 2008/2009:
List where currently selling and/or where verbal commitment from retailers for a rollout

COMPANY SALES ORGANIZATION (BY CHANNEL) FOR RETAIL GROWTH & MAINTAINANCE.
Independent outlets, boutiques, etc..:
The sales organization for this group is formed on a X (national/territory, volume etc… basis. Sales Representatives are paid X.   Based on sales projections in the next year your company  will maintain X regional representatives for this group. LIST HOW TERRITORIES ARE DIVIDED AND RESPONSIBIITIES OF SALES REPS.
Targeted Large Retail Chains:
Describe payment structure, responsibilities of reps etc..
Internet sales:
Describe all internet based accounts and how maintained.
This Section may also include detail about international growth and specific employees or initiatives  within your organization that will focus on sales and distributor relationships.
IN SUMMARY
In 2009, our main sales focus is to……… List what your goals are for sales and the supporting initiatives to achieve them.
SWOT SUMMARY AND KEY SUCCESS FACTORS:  
List 3-5 in each area
Strengths
Weaknesses

Opportunities

Threats

Key Success Factors:
Outline critical steps for your company to succeed and bring profitability
MARKET OPPORTUNITY
Discuss the opportunity within your industry for profit and growth.

How big is it?
Is it growing? 
Will it be sustainable? 
Quote industry publications.    
BRAND OPPORTUNITY 
Trends in your industry? 

What brands are succeeding and why? 
Where is your opportunity? 
How will you differentiate yourself?  
Why will people make the switch to your product?

Who will you sell to?

Quote industry publications
PROPRIETARY FORMULATIONS AND/OR PATENTS
List Patent and/or any unique attributes that you can (or are trying to) secure as protection against competition.
MANAGEMENT TEAM
List noteworthy paid and unpaid professionals working on your business with short backgrounds, yourself included.
FINANCIAL HIGHLIGHTS:
	 
	 
	 
	ACTUAL
	PROJECTED
	PROJECTED

	Selected Financial Highlights
	 
	2008
	2009
	2010

	Income Statement:
	 
	 
	 
	 

	 
	Sales, Net
	
	
	
	

	 
	Gross Profit
	
	
	
	

	 
	Gross Profit %
	
	
	
	

	 
	Distribution & Logistics
	
	
	
	

	 
	Product Development
	
	
	
	

	 
	Sales & Marketing
	
	
	
	

	 
	General & Administrative
	
	
	
	

	 
	Operating Income
	
	
	
	

	 
	Interest Expense
	
	
	
	

	 
	Net Income (Loss) Before Income Taxes
	
	
	

	 
	Income Taxes
	
	
	
	

	 
	Net Income (Loss)
	
	
	
	

	 
	EBITDA
	
	
	
	

	 
	EBITDA %
	 
	
	
	


SALES: 

Discuss actual and projected sales & revenue trends from the above financial highlights.
COST OF GOODS SOLD:

Product Costs, Manufacturer increases or decreases to be expected.  Packaging costs.
DISTRIBUTION/LOGISTICS:

Warehousing, shipping and retail fulfillment details.
SALES EXPENSE:
Any changes expected in commissions and/or cost of doing business at retail. Promotional fees, slotting fees etc…

MARKETING EXPENSE:

Discuss marketing expenditures including payroll and travel expenses to promote the business. Outline how marketing $ will be allocated and why.
GENERAL &ADMINISTRATIVE:

Accounting, Bookkeeping, G&A expenses.  Discuss overhead current and anticipated with growth
	 
	 
	 
	ACTUAL
	PROJECTED
	PROJECTED

	Selected Financial Highlights
	 
	2008
	2009
	2010

	Balance Sheet:
	
	
	
	 

	 
	Current Assets
	
	
	
	

	 
	Total Assets
	
	
	
	

	 
	Current Liabilities
	
	
	
	

	 
	Total Liabilities
	
	
	
	

	 
	Equity
	
	
	
	

	 
	Total Liabilities & Equity
	 
	
	
	


List any assumptions in sales or COGS, Inventory etc.. that drive the balance sheet projections. 

 If applicable – outline Exit Values, See below
	PROJECTED EXIT VALUE
	 
	 
	 
	 

	 
	 
	 
	 
	 
	 

	 
	
	
	
	
	 

	 
	
	
	
	
	 

	Projected EBITDA f/y/e 2010
	
	
	
	

	 
	
	
	
	
	

	Estimated Enterprise Value at various multiples
	
	

	 
	
	
	
	
	

	 
	Multiples
	
	x
	7
	

	 
	
	
	x
	8
	

	 
	
	
	x
	9
	

	 
	
	
	
	
	

	Estimated Shareholder Value (Enterprise Value Less Debt)
	
	

	 
	
	
	
	
	

	 
	Multiples
	
	x
	7
	

	 
	
	
	x
	8
	

	 
	
	
	x
	9
	

	 
	
	
	
	
	

	Estimated Warrant Value at - .5% of Shareholder Value
	
	

	 
	
	
	x
	7
	

	 
	
	
	x
	8
	

	 
	
	
	x
	9
	

	 
	 
	 
	 
	 
	 


For further information and a Private Placement Memorandum please contact: 
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