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Executive Summary
The Executive Summary provides an overview of the most important contents of the business plan. It should be no longer than 2 A4 pages and should include information on the following points:

• Product or service idea
• Competencies and experience of the founders
• Legal form and company structure
• Target group and USP
• Capital requirements and financing sources
• Forecast for the first three financial years
• Importance of sustainability for the company strategy

Tip: Write the Executive Summary after you have completed all other chapters.
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Product / Service Description & Development Status
Describe your products or services. Answer the following questions:

• What is the current stage of development?
• Is there a prototype or proof of concept?
• Does it still need to be developed?
• Have you already produced the first small production series?
• Do you already have first customers?
• Are your products or services designed to be future-proof? If yes, how?
• Do you use sustainable materials and processes? If yes, which ones?

Customer Benefits
Describe your products or services from the customer's perspective. Explain the value you create for your customers.

• Do you save your customers work, time and/or costs?
• Do you provide better quality?
• Is your offer completely new?

USP, Strengths & Weaknesses
Describe the Unique Selling Point (USP) of your products or services.

• What makes your offer unique?
• What strengths and weaknesses do your products or services have compared to competitors?
• Why should customers buy from you?
• What differentiates you from the competition?

Do not hesitate to address weaknesses. Demonstrate a realistic approach and show that you understand potential challenges.

Degree of Innovation
Do you offer innovative products or services? Describe the level of innovation.

• What type of innovation is it?
  - Technical innovation
  - Creative industries innovation
  - Social innovation
  - Process or procedural innovation
  - Environmental innovation
  - Efficient use of energy and information flows
  - Use of renewable resources and energy
• How innovative is your offer compared to competing products or services in Austria and internationally?

Intellectual Property Rights
Describe the relevance of intellectual property protection for your products or services.

• Are license agreements, trademark protection and patents relevant to your company?
• If yes, explain your planned IP strategy and the current implementation status.
• Have patents, utility models or trademarks already been filed or granted?

Value Creation / Service Delivery
Describe how your product or service is created.

• How are your products or services manufactured or delivered?
• Which tasks do you perform yourself?
• Which tasks are carried out by partners?
• Which resources are required? (e.g. time, materials, personnel)
• Do you already have the required production resources or do they still need to be acquired?
• What role does time play in the process?

For services: Describe a typical service process.

Social Added Value and Impact
Can your project be assigned to one or more of the following fields?

• Diversity / Equality / Integration / Inclusion
• Environment / Resources / Climate Protection
• Health / Care
• Education
• Mobility / Transport
• Urban Development / Rural Living / Housing

If yes, describe the area and answer:

• What specific problem have you identified?
• How does your venture contribute to solving it?
• What is the intended reach and depth of the impact?
• Which quantitative goals are you pursuing?
• How do you measure actual impact?
• Which measures ensure the achievement of the intended impact?
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Management and Founding Team
Describe your management and founding team.

• Who is part of the founding team?
• What previous experience do they have?
• What roles do they hold in the company?
• Which strengths, experience and skills does the team possess?
• Which competencies are currently missing?
• Are training measures, outsourcing or recruitment planned?
• How has sustainability been integrated into management?
• Are training programmes for sustainable practices planned?

Organisational Structure
Describe the planned organisational structure as an organisational chart. Include outsourced activities such as accounting and clearly indicate already filled positions.

Company Information
Describe your company in more detail.

• What is the official company name?
• When was / will the company be founded?
• Which legal form do you plan to use?
• Where will the company be located?
• What advantages and challenges arise from the location?
• What ownership structure is planned?
• Are contracts already in place (e.g. shareholders’ agreement)?
• Are there external cooperation partners?
• What advantages and disadvantages result from these partnerships?
• What is the current status of the company formation?
• Which founding steps have already been completed?

Company Analysis & SWOT Analysis
Analyse your company.

• What are the core tasks of your company?
• Which business model will you use?
• Conduct a SWOT analysis:
  - Identify strengths and weaknesses compared to competitors.
  - Compare them with market trends.
  - Derive opportunities and risks.
  - Define appropriate measures if necessary.
Objectives
Describe your business objectives.

• What are your short-, medium- and long-term goals?
• How will progress be measured?

Objectives should be SMART: Specific, Measurable, Achievable, Relevant and Time-bound.

Implementation Plan
Answer the following questions:

• Which steps are planned over the coming years to successfully establish the company?
• Which milestones have been defined?
• By when should these measures be completed?
• Which tasks and milestones depend on each other?
• Which implementation path is critical?
• Which milestones are planned for the post-start-up phase?
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Industry
Describe the industry in which you intend to operate.

• How large is the industry?
• What is its structure?
• Are there specific rules, customs or market characteristics?
• What role does sustainability play in the industry?
• How do you differentiate yourself through sustainable practices?

Market & Sales Potential
Describe the market potential.
Important indicators include market volume, pricing, revenue and growth.

Tip: Set conservative sales targets for the market entry phase.

Target Groups
Describe your target groups.

• Who are your customers?
• Which characteristics influence their purchasing decisions?
• Is your offer aimed at consumers (B2C) or businesses (B2B)?

Tip: Personas are an effective way to describe target groups.

Trends
Describe current market developments.

• Are there technology-driven or behaviour-driven changes?
• How do you address these trends?

Competitor Analysis
Compare your offer with competitors.

Use the competitor analysis available on our website to identify strengths and weaknesses and optimise your offer.

Market Entry Barriers & Dependencies
Describe possible barriers.

• Are there dependencies on suppliers, customers or competitors?
• Is there only one supplier capable of producing your product?
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Marketing Strategy & Communication Channels
Describe your marketing strategy and related measures.

• Which channels and advertising tools will you use?
• How is sustainability integrated into marketing and sales?
• How do you communicate your sustainability initiatives?

Sales Strategy & Distribution Channels
Describe your sales strategy.

• How will you sell your product or service?
• Why have you chosen your sales channels?

Pricing
Describe your pricing strategy.

• What selling price can or do you want to achieve?
• How do you ensure cost coverage and market suitability?
• Can you justify a higher price through superior quality or other advantages?

For innovative products and services, premium pricing is often easier to justify. Traditional products and services should generally be aligned with prevailing market prices.

Payment Terms & Customer Service
Describe your payment conditions.

• Which payment terms apply (payment periods, discounts, reminder fees, etc.)?
• How will you handle customer service and complaints?
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Start-up Costs & Investment Costs
Describe the costs of starting and investing in your business.

• Which investments are required before generating revenue?
• Are there alternatives such as renting or shared use?
• Will further investments be required within the next 3–5 years?

Describe whether and how sustainable investments and technologies lead to long-term savings and efficiency gains. Consider environmental and social risks in your financial planning.

Cost Planning
Describe your cost planning.

• What production costs or cost of goods sold do you expect?
• Which ongoing operating costs are anticipated?
• What personnel requirements and personnel costs do you expect?
• What entrepreneur salary do you plan over the next 3–5 years?

Also consider social security contributions and taxes.

Sales & Revenue Planning
Describe your projected sales and revenue development based on the information provided in the chapter 'Market & Sales Potential'.

Projected Profit & Loss Statement & Projected Balance Sheet
Compare projected revenue with projected costs.

Capital Requirements & Financing Sources
Describe your capital requirements and financing.

• What is your total capital requirement?
• Which financing sources will be used?
Useful information can be found at:
https://www.fundnow.at/
Detailed Planning with Plan4You
With the online tool Plan4You, you can prepare a detailed financial plan and link it directly to your i2b business plan. This ensures that your financial planning always remains up to date.
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