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FOREWORD

A brief introduction to the document (as needed).



tHANKs


We would like to thank...
1. [bookmark: _Toc491982216][bookmark: _Toc417732183]



1 [bookmark: _Toc15493370]Summary

[Complete this section once you've finished the rest of your business plan to highlight the document's strong points.]

1.1. Customer's problem
[Identify an existing problem on the market.] 

1.2. An innovative solution 
[Demonstrate how your business can address this issue. What is your mission and which  products and/or services do you offer.] 

1.3. The promoter(s) 
[Briefly describe the strengths of the promoters and their complementarity with your team.]

1.4. The market
[List the main points of your market study, the profile of your target customer and the potential market.] 

1.5. Financial forecast

"Project Costs and Project Financing" Table

		Project Costs
	Project Financing

	Startup Costs
	$
	Down Payment
	$

	Working Capital
	$
	Loan #1 
	$

	Inventory
	$
	Loan #2
	$

	Equipement 
	$
	Credit Line (authorized)
	$

	Office Supplies
	$
	Grant
	$

	Marketing
	$
	Others
	$

	Leasehold Improvements
	$
	
	

	Others
	$
	
	

	TOTAL
	$
	TOTAL
	$




"Earnings Statement" or Forecast Table
	
	Year 1
	%
	Year 2
	%

	Sales 
	
	
	
	

	Cost of Goods Sold
	
	
	
	

	Gross Margin
	
	
	
	

	Net Margin
	
	
	
	





[bookmark: _Toc491982217][bookmark: _Toc417732184]
2. [bookmark: _Toc15493371]Business

2.1 Presentation

[Name, address of the place of business, phone and fax number(s), website and email. Briefly explain your choice of legal name for your business. Note: The detailed description of your products or services can be found later in this document.]

2.2 Project
[Detail the customer’s need (problem) and describe the solution(s) (your product, service or activities) as if they were completely new and unknown to anyone. Clarify its unique aspects and the needs it meets.]

2.3 Mission, vision, value
[bookmark: _Toc15493372]Mission
[What the business is.]
[bookmark: _Toc15493373]Vision
[What the company aspires to be.]
[bookmark: _Toc15493374]Values 
[What guides actions and decisions.]

2.4 Objectives 

[Here, detail the qualitative and quantitative objectives to be achieved by your business in the short, mid and long term. These figures are used to define how you see your business in the coming years and should correspond to the detailed financial statements found later in this document. Objectives should be S.M.A.R.T. - Specific, Measurable, Achievable, Realistic and Time bound.]

	OBJECTIVES
	Short term
(less than 1 year)
	Mid term
(1-3 years)
	Long term
(4-5 years)

	Sales revenue (based on previous forecasts)
	
	
	

	Number of clients 
	
	
	

	Number of employees
	
	
	

	Sales outlets or distribution network
	
	
	

	Territory covered
	
	
	

	Production: quantity of products made or number of billable hours
	
	
	

	Occupancy rate (i.e.: for a performance hall, hit 50% tickets sold) 
	
	
	

	New products developed or services added 
	
	
	

	Net margin
	
	
	

	Qualitative objectives
	
	
	



2.5 Legal form 

[Sole proprietorship, corporation/company, partnership (General Partnership, NPO, cooperative, etc.). Explain the link between the mission and the chosen legal form.]



2.6 Timeline of accomplishments

[Detail your project's progress by entering the steps that have been completed and those still to come. Here is an example of a timeline of achievements.]

	2019

	Activity
	Jan.
	Feb.
	March
	April
	May
	June
	July
	August
	Sept.
	Oct.
	Nov.
	Dec.

	Market Assessment
	
	
	
	
	
	
	
	
	
	
	
	

	Meeting with Entrepreneurship Stakeholders
	
	
	
	
	
	
	
	
	
	
	
	

	Business Plan Development
	
	
	
	
	
	
	
	
	
	
	
	

	Visiting Potential Premises and Choosing Premises
	
	
	
	
	
	
	
	
	
	
	
	

	Search for Suppliers
	
	
	
	
	
	
	
	
	
	
	
	

	Search for Financing
	
	
	
	
	
	
	
	
	
	
	
	

	Obtaining Permit and Verifying the Current Regulations
	
	
	
	
	
	
	
	
	
	
	
	

	Company Registration
	
	
	
	
	
	
	
	
	
	
	
	

	Insurance
	
	
	
	
	
	
	
	
	
	
	
	

	Setting Up Premises
	
	
	
	
	
	
	
	
	
	
	
	

	Purchasing Equipment
	
	
	
	
	
	
	
	
	
	
	
	

	Purchasing Inventory
	
	
	
	
	
	
	
	
	
	
	
	

	Government Obligations: GST-PST, CSST...
	
	
	
	
	
	
	
	
	
	
	
	

	Hiring Personnel
	
	
	
	
	
	
	
	
	
	
	
	

	Opening a Bank Account
	
	
	
	
	
	
	
	
	
	
	
	

	Advertisement for Opening
	
	
	
	
	
	
	
	
	
	
	
	

	Grand Opening
	
	
	
	
	
	
	
	
	
	
	
	

	Etc. ...
	
	
	
	
	
	
	
	
	
	
	
	



[bookmark: _Toc417732185]



3. [bookmark: _Toc15493375]Promoters/Shareholders 

3.1. Introduction
[Introduce the promoters and shareholders, the allocation of shares (%) and expertise of each (education, degree(s) and skills related to the project). Attach relevant resumés and degrees.]

3.2. Personal contribution 
[Indicate what you (and other shareholders or developers) bring to the company - name, initial down payment, contribution in hours/week, money, transfer of assets, etc. Investors place a high value on the developer’s initial down payment. The money invested by them shows their conviction in carrying out their business. The ideal down payment can range from 10% to 25%.]

3.3. Distribution of duties and responsibilities 
[Clarify the roles, duties and responsibilities of each of the company's shareholders or promoters. If there is more than one owner, prepare a partner or shareholder agreement (attach the agreement). Do not fill out this section if you are the sole promoter.]

3.4. External resources 
[List your key contacts and provide a brief description of the nature of your relationship with each of them. Examples of external resources: accountant, lawyer, specialist in your field, business development advisor, etc.]


4. [bookmark: _Toc15493376]The Market

4.1. Company's business line 
[Describe the field in which you work. How does it work? Trends, ease of entry, etc.]

4.2. Company's external environment 
[Present an analysis of external factors that may influence your business line and may or may not have an impact.]


	
	Threats/Restrictions
	Opportunities

	Political/Legal
	
	

	Financial
	
	

	Socio-Demographic
	
	

	Technology
	
	

	Environmental
	
	



4.3. Target market
[Describe the target market and your customer.]

4.4. Competition
[Identify your direct and indirect competitors.]


	Competitors
	Strengths 
	Weaknesses

	Competitor 1
	
	

	Competitor 2
	
	

	Competitor 3
	
	



4.5. Competitive advantage 
[List the main benefit to the customer and the key selling point or distinguishing attribute. What do you promise your clients?]

4.6. SWOT analysis
	Strengths (internal)
	Weaknesses (internal)

	(+)
(+)
(+)
	(-)
(-)
(-)

	Opportunities (external)
	Threats (external) 

	(+)
(+)
(+)
	(-)
(-)
(-)


5. [bookmark: _Toc417732187][bookmark: _Toc15493377]
Marketing Plan
[bookmark: _Toc417732188]
5.1 "Products or services" strategy
[bookmark: _Toc417732189][bookmark: _Toc15493378]Product 
[Describe the physical characteristics of your products, the benefits your products offer your customers, and its innovative aspects. Define the product line(s), quality, lifespan, packaging and presentation. If possible, add photos.]
[bookmark: _Toc417732190][bookmark: _Toc15493379]Services
[Identify and describe the services you offer, detailing them as accurately as possible. Include steps needed to complete, delivery times (or delivery) and response philosophy.]
[bookmark: _Toc15493380]Positioning Strategy
[Describe the positioning of your products or services in terms of attributes or what differentiates them from the competition. Present a credible, different, and attractive position within the market and in the minds of customers.]
[bookmark: _Toc15493381]Customer Service Strategy 
[Define your commitment to your clients, service policies, reimbursement policies and the guarantees you offer.]
[bookmark: _Toc417732192]
5.2 Price strategy

[List your pricing policy and specifications, payment terms (credit cards, cheques, 30, 60 or 90 days, etc.), wholesale and retail prices, suggested prices and imposed prices. Explain how your prices have been set (based on competition, cost and desired profit margin, or the value customers place on your product or service (psychological price)).]
[bookmark: _Toc417732193]
5.3 Marketing and advertising strategies

[bookmark: _Toc417732194][Indicate how you plan to promote your business. Note: Advertising allows you to make yourself known, while marketing aims to make you sell more.] 
[bookmark: _Toc15493382]Advertising
[What message do you use to inform your customers about your products, services or your business in general? What media will you use to promote your business? (A message on TV or the radio, an advertisement in a written media, a poster in a public place, pamphlets…).]
[bookmark: _Toc15493383]Infomercial
[If relevant, ask a newspaper to publish a written report regarding your opening and any event that could be useful to your target audience. These stories are usually free of charge; however, you will have no control over the publishing date, the placement in the newspaper, the length of the piece, whether there is a photo or not, etc.]
[bookmark: _Toc417732196][bookmark: _Toc15493384]Promotion
[List the materials you will distribute to potential customers or use to promote yourself (labels, samples, flyers, business cards, corporate brochures, video, photos, price list… ). What incentives do you plan on using to convince customers to buy? (2 for 1, volume discounts, % off 2nd item, % on next purchase, gift upon purchase…)]


[bookmark: _Toc15493385]Retention strategy
[Detail how you intend to foster a recurring and lasting relationship with your customers (free after X amount of purchases, reward card (Air miles, Metro, etc.)), gift or discount for referral, member exclusive benefits/offers, newsletter).]
[bookmark: _Toc417732198][bookmark: _Toc15493386]Web & social media
[Were you planning on building a website? Describe the type of content you plan on publishing on your website and the editorial calendar (in stages, if applicable).]
[bookmark: _Toc417732199][bookmark: _Toc15493387]Networking & public relations
[Describe how you promote your business, such as affiliation with a business network, participation in seminars, demonstrations, trade shows, exhibitions, etc.]
[bookmark: _Toc15493388]Contests
[Are you planning on running a contest(s) to increase your visibility and improve your reputation and credibility? Explain.]
[bookmark: _Toc417732201]
5.4 "Place" strategy (location and distribution) 
[bookmark: _Toc417732202][bookmark: _Toc15493389]Location
[Where will your business be located? Have you considered the following factors? Explain.]
 
· Ease of access
· Parking
· Visibility (easier to advertise) 
· Position relative to your competitors
· Growth potential of the area
· Proximity of target clientele
· Suitability of premises
· Occupancy and common costs
· Leasehold improvements (Who will pay for the architectural and renovation costs? What happens if the lease is terminated?)
· Landlord requirements
· Co-habitation with neighbors (noise, traffic, reputation of neighbouring businesses)
· Reputation of the area
· Commercial environment
· Display opportunities
· Accessible to disabled persons
· Opportunity for expansion
[bookmark: _Toc417732203][bookmark: _Toc15493390]Distribution
[How will your products be distributed? Illustrate your distribution network and indicate which channel you will use to bring your product to market (wholesaler, sales agent, distributor, etc.). Explain why you chose to setup your own distribution network or use existing networks. Indicate how your distributors will be paid. Detail your credit, deposit or sale policy.] 

[bookmark: _Toc417732204]
5.5 Partnership strategy

[List your partners and the strategic nature of the partnerships you have established.]

5.6 Sustainable development strategy

[If applicable, explain your sustainable development strategy. More and more companies are using their social contributions to position themselves. Adopting a sustainable development strategy gives meaning to their mission and will have a positive impact on the company’s image.]



[bookmark: _Toc491982220][bookmark: _Toc417732205]
6. [bookmark: _Toc15493391]Operational Plan

6.1 Production/service delivery process 
[List the steps required to successfully carry out your business' activities. If you plan to subcontract, explain why you've made this decision.]

6.2 Licenses & permits (if applicable) 
[Here, list all the required permits and licenses (obtained or being obtained) at the municipal, federal and provincial levels.]

6.3 Location
[Identify the location of the business or head office, the criteria that guided your decision, the leasehold improvements to be made, the traffic statistics for the location, etc.]

6.4 Procurement
[Detail your procurement policy, list your main suppliers, etc.] 

6.5 Resources 
[Explain the jobs created or planned, and the salary policy for employees and executives]

6.6 Implementation schedule 
[Describe the steps to launching your business.]


	Action
	Timeline
	Person Responsible

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	





[bookmark: _Toc490739310][bookmark: _Toc491982221][bookmark: _Toc417732206][bookmark: _Toc490663680]
7. [bookmark: _Toc15493392]Financial Plan
Project costs and financing
[bookmark: _Toc490663682][bookmark: _Toc490739313][bookmark: _Toc490750665][bookmark: _Toc490751339][bookmark: _Toc491864788][bookmark: _Toc491934824][bookmark: _Toc491982224][bookmark: _Toc417732208]

8. [bookmark: _Toc15493393]Projected Cash Budget (Year 1)
9. [bookmark: _Toc490739314][bookmark: _Toc490750666][bookmark: _Toc490751340][bookmark: _Toc491864789][bookmark: _Toc491934825][bookmark: _Toc491982225][bookmark: _Toc417732209][bookmark: _Toc15493394]
Projected Cash Budget (Year 2)
10. [bookmark: _Toc15493395]
Projected Financial Statements 
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11. [bookmark: _Toc15493396]Business Model
[image: ]
Customers
(Who are they?
How many are there?
Are there different client segments?)


[image: ]
Customer Relations
(Which specific relation will you implement to attract and retain customers, and encourage them to buy?)
  
[image: ]
Main Resources
(What resources do you need?
Employees, licenses, patents, equipment, etc.)

 [image: ]
Costs
(What are the main fixed and variable expenses of your business? What are your start-up costs and sources of funding?)
[image: ]
Revenue
(What are your prices and sales forecasts?
How will your customers pay? Subscriptions, rentals, fees, sales, packages, licenses, etc.)
[image: ]
Channels
(What methods of distribution and communication will you use to promote what you offer, distribute it and provide after-sales service?)
[image: ]
Value Proposition
(What product/service do you offer? Which needs are you meeting? Which problems are you solving? What is your advantage over your competition?)




[image: ]
Key Partners
(Which partners do you most depend on? Suppliers, subcontractors, professionnal organisations.)
[image: ]
Key Activities
(What must you do to manufacture your product or offer your services?)
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