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• Overall Business 
Description 


• Missions 
— Now-Term Mission: 


Starting Up 
— Near-Term Mission: 


Following 12 Months 
— Intermediate-Term 


Mission: Following 2 
Years 


— Mission: Following 2 
Years 
 


• Target Customer Segments 
• Market Potential: Size of the Market 
• Product/Service Offerings 
• Competition SWOT 


• Strengths, Weakness, 
Opportunities, Threats 


• Strategies  and Tactics 
— Tactics to Implements at 


Start-up 
— Near-term Strategy 
— Intermediate-Term 


Strategy 
— Long-Term Strategy 


• Strategic Alliances, 
Acquisition Targets 


• Exit Strategy 
 


 


• Operations Plan 
• Action Plan 
• Resource Plan 


— Capital Needs 
— Expense 
— Requirements 


 
 


• Key Inputs 
— Size of Target 


Customer 
Segment 


— Description of 
Products & 
Services Bundles 


— Description of 
Sales Cycle 


• Marketing 
Sales/Goals 
— Near Term 
— Intermediate 


Term 
— Long Term 


 
 


Go/No Go 


Develop 
Business 


Planning Team 


Create Vision 


Specify 
Missions 


Develop 
Strategic Plan 


Specify 
Operational 


Requirements 


Develop 
Financial 


Projections 


Terminate 


Business Plan 


Go/No Go 


Business 
Valuation 


Assessment 


Conduct 
Marketing 
Research 


Risk  
Assessment 


Develop 
Marketing and 


Sales Plan 


Business Planning Process  
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