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Your (future) Company Name	Место для ввода текста.
Your Name	Место для ввода текста.
П.І.Б. Українською	Место для ввода текста.
Індивідуальний податковий номер в Україні (10 цифр)	Место для ввода текста.
E-mail:	Место для ввода текста.
WhatsApp number:	Место для ввода текста.


BUSINESS PLAN 
(created using the template and materials designed by Microsoft Corporation to help you with your application to EYE program)



EXECUTIVE SUMMARY

Место для ввода текста.


COMPANY OVERVIEW

Место для ввода текста.


Legal form and Ownership of your Company: 
Location (Country, City): 
Number of Employees: 


PRODUCT (SERVICE) DESCRIPTION 

Место для ввода текста.


MARKET ANALYSIS	Comment by Автор: The Market Analysis provides the reader an understanding of how well you know your market and if it’s big enough to support your business objectives. The section provides an overview of the industry that your business will participate in. As you narrow this sector down to the ideal customer based on your business strategy, you will define your target market. A detailed description and sizing of the target market will help the reader understand the market value you are pursuing (the number of potential customers multiplied by the average revenue for your product or service). 
In defining the target market, you will identify key elements such as geographic location, demographics, buyer characteristics, your target market's needs and how these needs are being met currently. If there are any direct competitors, these should be compared to how your offering will solve it in the future. 
This section may also include a SWOT (Strengths, Weaknesses, Opportunities, and Threats) Analysis as necessary, to better assess your business’ position against the competition.

Место для ввода текста.

· Competitors analysis: 	Comment by Автор: Identify your competitors, describe their products, pricing.
Why your product (service) is better than the same one of competitors or maybe it’s unique?

Место для ввода текста.

· SWOT Analysis: 	Comment by Автор: 
	STRENGTHS:
	WEAKNESSES:

	· 
·  
· 


	·  
·  
· 



	OPPORTUNITIES:
	THREATS:

	·  
·  
· 


	·  
·  
· 






OPERATING PLAN	Comment by Автор: Furthermore, you need to outline how you currently and will continue to develop and maintain a loyal customer base. This will include management responsibilities with dates and budgets, and to make sure results can be tracked.  What are the envisioned phases for future growth and the capabilities that need to be in place to realize growth?
The operating plan describes how your business works. Depending on the type of business you have, important elements of this plan should include how you bring products or services to market and how you support customers. It’s the logistics, technology, and basic blocking and tackling of your business. Depending on the type of business you are starting, you may or may not need the following sections. Only include what you need and remove everything else. Remember, try to keep your business plan as short as possible, so too much detail here could easily make your plan much too long.
·	Sourcing and Order Fulfillment: Based on the type of business you operate, describe if you are buying finished products or components from vendors and include details on how these are delivered and the contracts in place to acquire them. Also, describe your company’s procedures for delivering products or services to your customers. If inventory of goods is an important part to your company’s success, be sure to include a review of how you store, manage, and track key items.
·	Payment: Describe your standard payment terms and the payment methods you accept. Describe the pricing plans (one-time fixed, recurring, mixture, or other) and any impact on cash flow.
·	Technology: If technology is critical to your business, whether it is part of the product offering or is fundamental to delivering a product or service, describe the key technologies use that are proprietary. If your business data (company or customer) might be at risk, describe the data security plan in place, as well as any backup or recovery in the case of a disaster or outage.
·	Key Customers: Identify any customers that are important to the success of your business, whether because of a partnership, volume, or pathway to a new market. It might also be important to identify any customers with more than 10% of revenues for your company. 
·	Key Employees and Organization: Describe any unique skills or experiences that are required of your current team. If important, describe any proprietary recruiting or training processes in place. List any key employees for success. Include any organization chart that would support this section. 
·	Facilities: Depending on the type of business, you may have leased, owned or shared business premises. Provide a listing of them, their purpose and future plans for facilities. 

Место для ввода текста.


MARKETING AND SALES PLAN	Comment by Автор: Promoting your business, whether generating leads or traffic to a website or store, is one of the most important functions of any business. In this section of the plan, provide the details of how your market your business. Describe the key messages and channels you use for generating leads and promoting the business. This section should also describe your sales strategy. Depending on the type of business you have, you may or may not need the following sections. Only include what you need and remove everything else.
·	Key Messages: Describe the key messages that will elevate your products or service in your target customers’ eyes. If you have sample collateral or graphical images of some messages, include them. 
·	Marketing Activities: Which of the following promotion options provide your company the best chance of product recognition, qualified leads generated, store traffic, or appointments? 
o	Media advertising (newspaper, magazine, television, radio)
o	Direct mail
o	Telephone solicitation
o	Seminars or business conferences
o	Joint advertising with other companies
o	Word of mouth or fixed signage
o	Digital marketing such as social media, email marketing or SEO
Sales Strategy: If needed, what will be your sales approach?  Will there be full-time commissioned sales people, contract sales, or another approach?

Место для ввода текста.


FINANCIAL PLAN	Comment by Автор: Creating a financial plan is where all of the business planning comes together. Up to this point you have identified the target market and target customers, along with pricing. These items along with your assumptions, will help you estimate your sales forecast. The other side of the business will be what expenses you expect to incur. This is important on an ongoing basis to see when you are profitable. It is also important as you start your business, to know what expenses you will need to fund before customer sales or the cash they generate is received. 
At a minimum, this section should include your estimated Start-Up Costs and Projected Profit and Loss, along with a summary of the assumptions you are making with these projections. Assumptions should include initial and ongoing sales, along with the timing of these in flows.

Место для ввода текста.

· Projected Start-Up Costs: 	Comment by Автор: Fill in the table, add ongoing (monthly) and one-time cost items that you might need to open your business. Add and remove rows according to you actual needs. The list of Items is just to give you idea what may you need.
Many businesses are paid on credit over time and don’t have cash coming in immediately. It is important to estimate when cash will begin to flow into the company by making an assumption about how many months of recurring items, in addition to one-time expense, you will have to fund out of savings or an initial investment.  
Determining a business's startup costs is critical to ensure enough cash is available to begin business operations within the budgeted time frame as well as within the cost budget.  Startup costs typically fall within two categories, monthly costs and one-time costs.  Monthly costs cover costs that occur each month during the startup period and one-time costs are costs that will be incurred once during the startup period.
Steps for Preparation:
Step 1:  Enter the number of months and the monthly cost for each cost item that is recurring. For one-time costs only, skip the monthly costs.  If there are cost items that have both recurring and one-time amounts, you can enter those as well.  The total cost will calculate automatically in the far right column.
Step 2:  Once you have completed entering all of the costs, review the individual items and total amount to see where you might fine tune it or move something out into the future when you have more revenue coming in.
	START-UP COSTS (add / delete rows)

	COST ITEMS
	MONTHS
	COST/ MONTH
	ONE-TIME COST
	TOTAL COST

	Advertising/Marketing
	
	
	
	

	Employee Salaries
	
	
	
	

	Employee Payroll Taxes and Benefits
	
	
	
	

	Rent/Lease Payments/Utilities
	
	
	
	

	Postage/Shipping
	
	
	
	

	Communication/Telephone
	
	
	
	

	Computer Equipment
	
	
	
	

	Computer Software
	
	
	
	

	Insurance
	
	
	
	

	Interest Expense
	
	
	
	

	Bank Service Charges
	
	
	
	

	Supplies
	
	
	
	

	Travel & Entertainment
	
	
	
	

	Equipment
	
	
	
	

	Furniture & Fixtures
	
	
	
	

	Leasehold Improvements
	
	
	
	

	Security Deposit(s)
	
	
	
	

	Business Licenses/Permits/Fees
	
	
	
	

	Professional Services - Legal, Accounting
	
	
	
	

	Consultant(s)
	
	
	
	

	Inventory
	
	
	
	

	Cash-On-Hand (Working Capital)
	
	
	
	

	Miscellaneous
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	ESTIMATED START-UP BUDGET
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· [bookmark: RANGE!A1:N34]Projected Profit and Loss Model: 

	PROFIT AND LOSS MODEL (1-st YEAR)	Comment by Автор: Fill in the table for at least 2 years, add your items, expected monthly income and expenses. Add and remove rows according to you actual needs. The list of Items is just to give you idea what may you need.
The top portion of the table shows projected sales and gross profit. This is a good place to begin creating your sales forecast. The next section itemizes the recurring expenses you are projecting for the same months. These should be consistent with the estimated start-up costs you completed in the prior section. At the bottom of this model, you will begin to see when you are becoming profitable and what expense items are the most impactful to your profitability. 
Completing projections for Profit and Loss of a new company is a good exercise to understand and communicate when the company will begin to break-even and see how sales and profits will grow.  The top portion of the model to the left, Revenue, is a good way to forecast sales, month by month for the first year. The lower portion then applies estimated expenses for the same period of time to derive the business' profitability.
Steps for Preparation:
Step 1:  Enter for each month, beginning from the month when your estimate starts, what your expected sales to be.  This could be for products or services or multiple products.  You can add lines to this model for additional offerings. From this you should subtract any product returns or discounts that you want to track (these should be shown as negative numbers, for instance -10). Below Net Sales, you would enter the Cost of Goods Sold.  These are the direct costs in selling a particular product, for instance the materials costs, assembly labor, or if you purchased the product and resold it, it would be the wholesale cost. 
Step 2:  Enter for each month, the estimated salaries, marketing, utilities and other items you are projecting.
Step 3:  Once you have completed entering all of the costs, review the individual items and total amount to see where you might fine tune it or move something out into the future when you have more revenue coming in. The objective is to get to profitability and positive cash flow as quickly as possible.

	REVENUE
	JAN
	FEB
	MAR
	APR
	MAY
	JUN
	JUL
	AUG
	SEP
	OCT
	NOV
	DEC
	YTD

	Estimated Product Sales
	
	
	
	
	
	
	
	
	
	
	
	
	

	Less Sales Returns & Discounts
	
	
	
	
	
	
	
	
	
	
	
	
	

	Service Revenue
	
	
	
	
	
	
	
	
	
	
	
	
	

	Other Revenue…
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Net Sales
	
	
	
	
	
	
	
	
	
	
	
	
	

	Cost of Goods Sold
	
	
	
	
	
	
	
	
	
	
	
	
	

	Gross Profit
	
	
	
	
	
	
	
	
	
	
	
	
	

	 

	EXPENSES
	JAN
	FEB
	MAR
	APR
	MAY
	JUN
	JUL
	AUG
	SEP
	OCT
	NOV
	DEC
	YTD

	Salaries & Wages
	
	
	
	
	
	
	
	
	
	
	
	
	

	Marketing/Advertising
	
	
	
	
	
	
	
	
	
	
	
	
	

	Sales Commissions
	
	
	
	
	
	
	
	
	
	
	
	
	

	Rent
	
	
	
	
	
	
	
	
	
	
	
	
	

	Utilities
	
	
	
	
	
	
	
	
	
	
	
	
	

	Website Expenses
	
	
	
	
	
	
	
	
	
	
	
	
	

	Internet/Phone
	
	
	
	
	
	
	
	
	
	
	
	
	

	Insurance
	
	
	
	
	
	
	
	
	
	
	
	
	

	Travel
	
	
	
	
	
	
	
	
	
	
	
	
	

	Legal/Accounting
	
	
	
	
	
	
	
	
	
	
	
	
	

	Office Supplies
	
	
	
	
	
	
	
	
	
	
	
	
	

	Interest Expense
	
	
	
	
	
	
	
	
	
	
	
	
	

	…
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Total Expenses
	
	
	
	
	
	
	
	
	
	
	
	
	

	Income Before Taxes
	
	
	
	
	
	
	
	
	
	
	
	
	

	Income Tax Expense
	
	
	
	
	
	
	
	
	
	
	
	
	

	 

	NET INCOME
	
	
	
	
	
	
	
	
	
	
	
	
	

	 





	
PROFIT AND LOSS MODEL (2-nd YEAR)

	REVENUE
	JAN
	FEB
	MAR
	APR
	MAY
	JUN
	JUL
	AUG
	SEP
	OCT
	NOV
	DEC
	YTD

	Estimated Product Sales
	
	
	
	
	
	
	
	
	
	
	
	
	

	Less Sales Returns & Discounts
	
	
	
	
	
	
	
	
	
	
	
	
	

	Service Revenue
	
	
	
	
	
	
	
	
	
	
	
	
	

	Other Revenue …
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Net Sales
	
	
	
	
	
	
	
	
	
	
	
	
	

	Cost of Goods Sold
	
	
	
	
	
	
	
	
	
	
	
	
	

	Gross Profit
	
	
	
	
	
	
	
	
	
	
	
	
	

	 

	EXPENSES
	JAN
	FEB
	MAR
	APR
	MAY
	JUN
	JUL
	AUG
	SEP
	OCT
	NOV
	DEC
	YTD

	Salaries & Wages
	
	
	
	
	
	
	
	
	
	
	
	
	

	Marketing/Advertising
	
	
	
	
	
	
	
	
	
	
	
	
	

	Sales Commissions
	
	
	
	
	
	
	
	
	
	
	
	
	

	Rent
	
	
	
	
	
	
	
	
	
	
	
	
	

	Utilities
	
	
	
	
	
	
	
	
	
	
	
	
	

	Website Expenses
	
	
	
	
	
	
	
	
	
	
	
	
	

	Internet/Phone
	
	
	
	
	
	
	
	
	
	
	
	
	

	Insurance
	
	
	
	
	
	
	
	
	
	
	
	
	

	Travel
	
	
	
	
	
	
	
	
	
	
	
	
	

	Legal/Accounting
	
	
	
	
	
	
	
	
	
	
	
	
	

	Office Supplies
	
	
	
	
	
	
	
	
	
	
	
	
	

	Interest Expense
	
	
	
	
	
	
	
	
	
	
	
	
	

	… 
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Total Expenses
	
	
	
	
	
	
	
	
	
	
	
	
	

	Income Before Taxes
	
	
	
	
	
	
	
	
	
	
	
	
	

	Income Tax Expense
	
	
	
	
	
	
	
	
	
	
	
	
	

	 

	NET INCOME
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