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Instructions for Using StartCan’s Business Plan Template
This business plan template is designed to be adaptable, allowing you to customize it for your unique business goals. Add sections that suit your objectives and remove any that may not be relevant. Remember, your business plan is a dynamic document—review and adjust it regularly to stay aligned with changing market conditions and evolving business needs.

Tips for Success:
Know Your Audience: Identify who will be reading your plan and consider if they have specific requirements or criteria. Tailor your plan to meet their expectations.
Be Clear and Concise: Write in a straightforward and direct manner for better readability.
Regular Updates: As your business grows, be sure to revise and expand your plan to reflect new developments.

Need Help?
StartCan Business Consulting is here to support you at every stage of the planning process. If you have any questions or need advice, reach out to us at info@startcanconsulting.com  or give us a call at 604-725-7915. Take the first step toward a successful business—let’s bring your plan to life together!
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[bookmark: _le2r37pvn240]

[bookmark: _ruc9wsun5h4f]1.0 Executive Summary
“Legal Company Name,” operating as “Operating Company Name” (the company), was incorporated on date of incorporation in the province/state of province/state of incorporation by founder(s) legal name(s). One compelling sentence here should describe what the company does, possibly referencing the industry, to engage the reader and encourage them to continue.

This paragraph focuses on the market need or problem the company is addressing. It may also describe the target customer and the market challenge they face. If relevant, explain how the company or its founder identified this problem, and include a value proposition statement. Introduce the company’s products/services, summarizing how they address the market problem. Consider including details on differentiation, price points, competitive advantages, and milestones or success factors.

This paragraph should outline the company’s sales/marketing plan. Specify which channels will be used to reach the target customer, who exactly the target customer is, the sales process from awareness to purchase, and how success will be measured. Who will oversee operations, and what unique qualifications do they bring? Outline any relevant past experience or credentials, and introduce the management team, highlighting if they have a strong history of working together.

What does the company need? This paragraph is dedicated to the “ask”: whether it's a loan (mention the institution), an investment (include the amount and any equity offered in exchange), a partnership, or entry into an immigration program.

This final paragraph will wrap up the executive summary and the business plan as a whole. This forward-looking statement should confidently support the company’s objectives.


2.0 Business Overview
This section will build upon the information provided in the executive summary about the company. Consider elaborating on the company’s products, services, and business structure (e.g., sole proprietorship, corporation). You may also wish to expand on the market in which the company operates and explain how its competitive advantage will enhance shareholder value. This section should effectively introduce the audience to the business, its operations, and the products or services it offers.

2.1 Mission Statement
Most companies create mission statements that are long winded and ineffective.  You want your mission statement to be easy to remember, strong, effective and all aspiring.  Your staff and your customers will see this statement and remember it, so try to make it as short and effective as possible!  Your mission statement is what your company is always trying to achieve.  Here is an example, Tesla: To accelerate the world's transition to sustainable energy.

2.2 Vision Statement 
Most companies draft mission statements that are lengthy and lack impact. Aim for a mission statement that is memorable, strong, effective, and inspiring. This statement will be seen by your team and customers alike, so keep it short and impactful! Your mission statement reflects what your company continually strives to achieve. Here’s an example: Tesla: "To accelerate the world's transition to sustainable energy."

[bookmark: _yi6f1f3mfcl6]2.3 Core Values
At the heart of a company’s core values lie key guiding principles that steer both management and staff, especially during challenging times. Consider why your company operates: is it solely to generate profits? If so, make this clear in your values. Or perhaps it’s to support a particular community, serve your target customers, or create meaningful employment opportunities for your team. Remember, while your industry and the broader world may evolve, your core values should remain a constant, guiding your team through changes and keeping all stakeholders centered on what is fundamentally important to your company.

2.4 Milestones
This section should outline the key milestones and achievements the company has reached since its inception. Additionally, it serves as a timeline to illustrate the sequence of events that have led you to this current point. Milestones can be presented in bullet points and should include a date at the beginning or end of each entry. Examples of milestones might include the development of the business concept, obtaining certifications or licenses, forming partnerships, incorporation dates, acquiring equipment, locations, or other businesses, receiving awards or recognition, creating prototypes, and securing investments or loans.

[bookmark: _dn84j4k7nt2i]2.5 Goals and Objectives
It’s often most convenient to write this section last, after completing the rest of the business plan. The Goals and Objectives section should outline your company's short, medium, and long-term aspirations. These may include achieving specific key performance indicators, reaching financial targets, obtaining necessary licenses or certifications, recruiting skilled staff or executives, or launching a new product or service. Ensure that your goals and objectives are clear, concise, realistic, and include deadlines wherever possible.










[bookmark: _egd5qvst917u]

[bookmark: _xt3lexdjdfos]3.0 Market Analysis
A market analysis is a quantitative and qualitative assessment of a market. It looks into the size of the market both in volume and in value, the various customer segments, buying patterns, competition, and the economic environment in terms of barriers to entry and regulation.  A successful market analysis will include:

· The name of the industry / market
· The size of the market, and the market growth rate
· Market profitability
· Industry cost structure
· Major players
· Barriers to entry 

3.1 Government Regulations
Are there any government regulations the company must abide by?  You want to be sure to show your audience that you have performed a review of all government regulations, and that you have demonstrated a plan to receive appropriate licensing or approvals.

3.2 Market Trends 
Market trends may include technological trends, consumer needs, behavior, perception of value trends, industry cost driver trends, or evolution of the industry.  This may be influenced by new technology, change in the economy, political changes, or social developments.

[bookmark: _9tlqdg7gvo7g]3.3 Key Competitors
Identifying and analyzing your competitors can be done in many ways.  In some situations you would perform a thorough competitor analysis, and in others you might identify your 3 key competitors, competing in your market segment. In doing so you should: identify gaps in the market, affirm the company’s unique selling point, and pricing structure. 
[bookmark: _sz0w2e1eq8m]4.0 Products and Services
This section is all about the company.  Start off by providing a paragraph or two introducing the company’s products / services.  Once you have introduced them, you must break each of them down in a patternized fashion including the name of the product / service, it’s price, a description of what it is, and the geographical area in which it is offered.  For example:

Freshly-squeezed Lemonade
$1.00 Small, $2.00 Medium, $3.00 Large
The most refreshing drink of all times - fresh squeezed lemonade. Made with just freshly squeezed lemons, sugar and water. 

4.1 Pricing Model
Where does the company’s pricing stand within the industry (low cost, mid-range, premium model)?   Whatever the company’s pricing is respective to the market, be sure to outline it in this section.  

4.2 Competitive Advantage 
Some businesses have one competitive advantage, whereas others may have up to ten.  This portion of the business plan must clearly state what makes the company unique, and exactly why the target customer will choose your products / services over your competition. Competitive advantages can be divided up into three categories, Benefit, Cost and Differentiation. Try to outline where your competitive advantage sits, and how it will make your product or service superior to competitors. Competitive advantages can include cost leadership, unique access to technologies, production methods, a product that no one else can offer due to IP, patents, location, quality standards, selection, or speed of delivery. 

[bookmark: _wucookstrgfj]4.3 Key Success Factors
It is often best to identify the company’s key success factors once the entire business plan has been written.  Key success factors may include financial discipline, meeting sales / marketing objectives, receiving feedback from your customer’s, or a commitment to quality.  Be sure to include how these factors will be evaluated, as well as evaluation frequency. This section summarizes what must be done to ensure the success of the organization as a whole. 
[bookmark: _y7dotyevdiqp]5.0 Sales and Marketing Plan
This section will introduce the sales & marketing plan of the company.  It might touch on how each of the following sections tie in together.

5.1 Target Customer
A business typically has between 1 to 5 target customers, with an average of around 3. These target customers can include individual consumers (B2C), other businesses (B2B), or government organizations (B2G). It’s essential to define each target customer as clearly as possible. Below are a few examples of target customer descriptions:

Consumer
· Name of Demographic
· Age Range
· Gender - % Male / % Female
· Interests
· Pain Points
· Income Quintile 
· Religious Beliefs, Ethnicity 

Business
· Industry
· Annual Revenue
· Amount of Employees
· Geographical Location
· Corporation, Partnership
Government
· Federal, Provincial / State
· Department
· Annual Budget

5.2 Key Channels
Describe the channels through which you can most effectively reach your target customers. Key Channels may include: Search Engine Optimization (SEO), Pay Per Click (PPC) Advertising (such as Facebook Ads and Google Ads), social media platforms, radio advertising, billboards, outbound lead generation (including cold emailing and cold calling), print media (like newspapers and magazines), community events, trade shows, industry events, email marketing, referral programs, webinars, video content, chatbots, influencer marketing, social messaging apps (such as WhatsApp, WeChat, and Telegram), voice search, smart speakers, virtual reality, or user-generated content.

5.3 Sales Funnel
It is important to note that most audiences will not require a sales funnel summary; however, including one can help establish a strong sales strategy.  For those creating a sales funnel, we have included  the typical stages of a funnel below.  Customize the funnel as you see fit, and add a one to two paragraph description below each segment:

A) Awareness
B) Consideration
C) Intent
D) Purchase
E) Loyalty 
F) Advocacy


[bookmark: _slyw0mj8hczq]5.4 Key Performance Indicators
[bookmark: _fe5ilzyajmqt]Key Performance Indicators (KPIs) are put in place to track the progress of an objective.  KPIs can be used in every facet of a business, but are most commonly used in sales & marketing.  Create KPIs for your marketing plan that will be challenging, yet achievable.  These may include: website traffic to website lead ratio, change in website traffic, change in social media reach, change in social media engagement, cost per lead, return on ad spend, follower growth, or unique web visitors.

[bookmark: _jsb6qanyvyyn]5.5 SWOT Analysis
Every successful SWOT Analysis is completed with great honesty and reflection.  The part that most people fail in is realizing what makes a component “internal” (strengths and weaknesses) and “external” (opportunities and threats).  Another aspect to a successful SWOT Analysis is balance.  Entrepreneurs are naturally inclined to have many points for strengths and opportunities, but few for opportunities or threats.  Be sure to have balance between all segments.  Here are some common examples for each:

	Strengths
· Management team’s experience in the field
· Competitive advantage 
· Attention to customer service
· Strong branding
· Strong business strategy
	Weaknesses
· Requirement for capital
· Small team, need to hire more staff and middle management
· Inefficient processes
· Minimal digital presence 
· Undefined company culture

	Opportunities
· Expansion into a new location, or a new product / service
· Receiving government grants
· Offering online courses
· Developing a franchise model 
· Purchasing a competitor 
	Threats
· New players in the market 
· An economic crisis
· Competing technology 
· Cyberattacks 
· Potential lawsuits 
· Market consolidation 



[bookmark: _rjcgiofgt19s]6.0 Operational Plan
Begin by introducing the business model of the company, whether a franchise, digital, crowdsourcing, freemium, brick and mortar, manufacturer, distributor, ecommerce, licensing, agency, dropshipping, or any other.  Provide a general summary of how the company operates, as this will set the tone for the rest of your operational plan.  When it comes to the operations of a business there are so many different types; therefore, customize this section as much as possible.  The end goal is to provide a clear description of your business' functions, systems and processes.

6.1 Operational Process
Think of your company’s primary product or service.  Now, ask yourself exactly how that service is provided, or how the development of that project is completed.  This should bring you to an understanding of your business's operational process.  Provide a detailed description of your operational systems and processes from start to finish.

[Include section on supply chain- how do they get their products, who are their suppliers, partnerships within this space]

[bookmark: _z2dpc37qyabs]6.2 Health & Safety
This might be an incredibly simple section, or it might be more complex depending on the industry.  For example, construction companies typically adhere to lengthy Health & Safety policies.  In this situation your company could provide a one page summary which refers the audience to specific company health & safety manuals, and those of local health / government authorities.

[bookmark: _an7yolqdx91y]6.3 Equipment & Inventory
This section will make you think about your business's demand for equipment, and inventory.  There are plenty of businesses that require minimal equipment, and zero inventory whatsoever.  Whereas some businesses, typically in product development, are equipment and inventory intensive.  


[bookmark: _9ochut8a0h74]6.4 Location
More companies than ever are utilizing digital business models to conduct their operations.  If this is the case, remove the location section, and articulate your digital business model in section 6.0 Operational Plan.  If your business uses a physical location for its operations then state so here.  In addition, be sure to explain:

· The exact address(s) of the location(s)
· The reason for choosing this operation
· If you have plans to move in the future 
· The respective costs, agreements of your rent / business mortgage

6.5 Risk Analysis
Identifying, analyzing, and mitigating risks is a key element of a successful business plan.  We recommend researching the most common risks in your industry.  General business risks may include: competitive, economic, operational, legal, compliance, strategic, reputational, program, project, innovation, country, quality, credit, exchange rate, interest rate, taxation, process, political, resource or seasonal risks.

[bookmark: _dozg5sshsht]There is nothing wrong with identifying risks as long you have an effective mitigation plan.  Mitigation strategies may include: the appointment of risk managers, controlling growth, limiting high-risk customers, implementing a quality assurance program, purchasing specialized insurances, and prioritizing the most prominent risks.

[bookmark: _fnfznlkgvsjd]7.0 Management Team
Begin the management team summary with a collective introduction.  Even if the team is newly established you can find cohesion in how each member was selected, and by whom.  Once you’ve introduced the management team, it is then time to discuss each member’s full name, company position / company mandate, professional experience, and most importantly what uniquely qualifies them for this opportunity.  This process can be streamlined by asking each management team member for an up to date resume / CV for their position.  Here is a typical summary.

Legal Name
Company Position

Company Mandate (2 - 3 sentences)

A paragraph or two summarizing this individual's experience, and why they are uniquely qualified for this opportunity.

Professional Experience 

Education

Awards / Accolades 

7.1 Key Personnel
This section is dedicated to: 
A) Introduce any middle management or staff that are currently a part of the organization.  This will be done much like the Management Team summary, except much less formally.  
B) Break down each position within the company for the next three years.  This is a hugely important undertaking, as it helps to define the roles and responsibilities of future positions you may hire, and additionally it helps to forecast accurate wages in future years for financial projections. Here is an example of one position for Part B:

Company Position
Description of the Role
Responsibilities (this can be done in point form)
Prerequisites
Wage (hourly, bi-weekly, annually)
[bookmark: _ma2063xb1uhr]
[bookmark: _xrfyjsfd3ioo]7.2 Recruitment Plan
The recruitment plan is typically focused on hiring key personnel / staff rather than upper management.  There may be multiple positions to hire in the coming years; therefore, it is imperative to know how and when you will be recruiting such professionals.  There are two parts to this section:

A) Explain how you plan to recruit staff, whether through: Linkedin, Zip Recruiter, Indeed, Glassdoor, Monster, SimplyHired, or a referral system.
B) Explain how many professionals in each position you will either hire or let go in the coming three years.  Of course in the majority of situations a company would be adding staff, although a more mature company may look to downsize a specific department.  Here is an example:

	RECRUITMENT PLAN
	Year 1 Salary (#)
	Year 2 Salary (#)
	Year 3 Salary (#)

	Apprentice Plumber
	$60,000 (2)
	$61,500 (3)
	$63,000 (4)

	Senior Plumber
	$80,000 (5)
	$82,000 (7)
	$84,000 (10)

	Plumber Foreman
	$110,000 (2)
	$113,000 (3)
	$116,000 (4)

	Total Wages
	$740,000
	$1,097,500
	$1,556,000



[bookmark: _au6c2q81xzz1]

[bookmark: _kpsrgento2k]8.0 Financial Plan
Begin the financial plan by introducing the key components, whether bank loan, capital investment, self funded, or supported by government subsidies / grants.  If there were any assumptions made in the creation of the financial projections you should outline them here.  If there is a sudden year-over-year (YoY) jump in revenues, sales, or expenses, explain the reason for this.  Sections 8.1 - 8.5 should have minimal text, and should simply illustrate the financial components for each section.

[bookmark: _qs85zkn3ira4]8.1 Financial Summary
	FINANCIAL SUMMARY
	Year  1
	Year 2
	Year 3

	Total Revenue
	
	
	

	Cost of Goods Sold
	
	
	

	Gross Profit
	
	
	

	Expenses
	
	
	

	Net Income (EBITDA)
	
	
	


[bookmark: _qz9ss9kr8q9x]
The financial summary is a quick snapshot of what is ahead.  This can be done in the above format, or you can use a bar chart.  We will go into greater detail about each of these financial aspects below.
[bookmark: _tmjtebq4hjq2]
[bookmark: _yle3avpg80q]8.2 Capital Requirements
	CAPITAL REQUIREMENTS

	Leasehold Improvements
	

	Major Kitchen / Bar Equipment
	

	Furniture / Decor
	

	Inventory: Food, Supplies
	

	Tables and Chairs
	

	Smallware (Pots, Pans, Utensils)
	

	Computer / Office Supplies
	

	Concept Design
	

	Alarm System
	

	TOTAL CAPITAL REQUIREMENTS 
	





1
[bookmark: _9mkli6bahujm]8.3 Income Statement
	INCOME STATEMENT YEAR 1
	Month 1
	Month 2
	Month 3
	Month 4
	Month 5
	Month 6
	Month 7
	Month 8
	Month 9
	Month 10
	Month 11
	Month 12
	 Total

	REVENUE
	
	
	
	
	
	
	
	
	
	
	
	
	

	Revenue Stream 1
	
	
	
	
	
	
	
	
	
	
	
	
	

	Revenue Stream 2
	
	
	
	
	
	
	
	
	
	
	
	
	

	Revenue Stream 3
	
	
	
	
	
	
	
	
	
	
	
	
	

	TOTAL REVENUE
	
	
	
	
	
	
	
	
	
	
	
	
	

	COST OF SALES
	
	
	
	
	
	
	
	
	
	
	
	
	

	Cost of Sale 1
	
	
	
	
	
	
	
	
	
	
	
	
	

	Cost of Sale 2
	
	
	
	
	
	
	
	
	
	
	
	
	

	TOTAL COST OF SALES
	
	
	
	
	
	
	
	
	
	
	
	
	

	GROSS PROFIT
	
	
	
	
	
	
	
	
	
	
	
	
	

	OPERATING EXPENSES
	
	
	
	
	
	
	
	
	
	
	
	
	

	Accounting
	
	
	
	
	
	
	
	
	
	
	
	
	

	Bank Charges
	
	
	
	
	
	
	
	
	
	
	
	
	

	Credit Card Merchant Fees
	
	
	
	
	
	
	
	
	
	
	
	
	

	Equipment Maintenance
	
	
	
	
	
	
	
	
	
	
	
	
	

	Employee Wages
	
	
	
	
	
	
	
	
	
	
	
	
	

	Kitchenware
	
	
	
	
	
	
	
	
	
	
	
	
	

	Lawyer Fees
	
	
	
	
	
	
	
	
	
	
	
	
	

	Liability Insurance
	
	
	
	
	
	
	
	
	
	
	
	
	

	Linen and Rag Rentals
	
	
	
	
	
	
	
	
	
	
	
	
	

	Management Salaries
	
	
	
	
	
	
	
	
	
	
	
	
	

	Marketing & Advertising
	
	
	
	
	
	
	
	
	
	
	
	
	

	Office Supplies
	
	
	
	
	
	
	
	
	
	
	
	
	

	TOTAL OP EXPENSES
	
	
	
	
	
	
	
	
	
	
	
	
	

	NET INCOME (EBITDA)
	
	
	
	
	
	
	
	
	
	
	
	
	

	Depreciation
	
	
	
	
	
	
	
	
	
	
	
	
	

	Interest
	
	
	
	
	
	
	
	
	
	
	
	
	

	NET INCOME BEFORE TAX
	
	
	
	
	
	
	
	
	
	
	
	
	

	Income Tax
	
	
	
	
	
	
	
	
	
	
	
	
	

	NET INCOME 
	
	
	
	
	
	
	
	
	
	
	
	
	


Introduction - This is a Year 1 Income Statement.  In most business plans you would include at least 3 years of income statements.  Once you have established your capital requirements (startup costs), the income statement is an excellent place to start your financial projections.

Defining Revenue - Start by understanding how many revenue streams you have, or products / services that generate sales. Your company may have anywhere from 1 to 10 different revenue streams.  Typically a startup will have low revenue or sales for the first 1 - 6 months of business.

Cost of Sales - or Cost of Goods refers to the direct costs of producing the goods sold by a company.  Not all companies have Costs of Goods.  For example, a business consulting firm that provides their advisory services would not have costs of sales.  However, a restaurant would have costs of sales, as they sell a product: Food and Drinks, and would therefore have an average cost of sales for their food, and separately for any beverages.

Gross Profit - If your company has no cost of sales, then your revenue is your gross profit.  If your company does have cost of sales, then you must subtract your monthly cost of sales from your monthly revenue, which will equal your monthly gross profit.

Operating Expenses - Categorize each of your monthly expenses into your Operating Expenses.  We have included a list of some of the most common operating expenses for a business.

EBITDA - or “Earnings Before Interest Taxes Depreciation or Amortization” is the shareholders earnings before having to subtract corporate taxes, interest payments, or depreciation of equipment.

Income Tax - Every country has a different income tax rate.  For example, USA (28%), Canada (15%), Singapore (17%), UK (19%)

Net Income - This is the amount of money that the shareholders of the business are expected to see each month and year.
[bookmark: _96hzfbv7ri]8.4 Cash Flow Statement
	CASH FLOW STATEMENT
	Year 1
	Year 2
	Year 3

	
	
	
	

	Opening Cash Balance
	
	
	

	
	
	
	

	CASH FLOW FROM OPERATING ACTIVITIES
	
	
	

	Net Income
	
	
	

	Amortization
	
	
	

	Business Taxes Collected
	
	
	

	Business Taxes Paid
	
	
	

	
	
	
	

	CHANGES IN NON-WORKING CAPITAL
	
	
	

	Business Taxes Payable
	
	
	

	Income Taxes Payable
	
	
	

	
	
	
	

	INVESTMENT ACTIVITIES
	
	
	

	Owners' Investment
	
	
	

	Bank Loan 1
	
	
	

	Bank Loan 2
	
	
	

	Loan Repayments 1
	
	
	

	Loan Repayments 2
	
	
	

	Fixed Assets
	
	
	

	
	
	
	

	Cash Flow
	
	
	

	
	
	
	

	Closing Cash Balance
	
	
	




[bookmark: _k6fpeo2b1vjl]8.5 Balance Sheet
	BALANCE SHEET
	Year 1
	Year 2
	Year 3

	ASSETS
	
	
	

	Current Assets
	
	
	

	Cash
	
	
	

	Inventory
	
	
	

	Total Current Assets
	
	
	

	
	
	
	

	Fixed Assets
	
	
	

	Property, Plant, Equipment
	
	
	

	Less Amortization
	
	
	

	Net Property, Plant, Equipment
	
	
	

	Total Fixed Assets
	
	
	

	Total Assets
	
	
	

	
	
	
	

	LIABILITIES AND SHAREHOLDERS EQUITY
	
	
	

	Current Liabilities
	
	
	

	Accounts Payable
	
	
	

	GST/QST Payable
	
	
	

	Income Taxes Payable
	
	
	

	Long-Term Liabilities
	
	
	

	Bank Loan
	
	
	

	Shareholder Loan
	
	
	

	Total Liabilities
	
	
	

	
	
	
	

	Shareholder's Equity
	
	
	

	Share Capital
	
	
	

	Retained Earnings
	
	
	

	Total Shareholder's Equity
	
	
	

	
	
	
	

	Total Liabilities and Shareholders' Equity
	
	
	



image1.jpeg
o S@arCan

Business Consulting

Startcan Business Consulting

From inception of an idea to a full-grown business

Majid Ghobadi

Founder / Business Planner

604 725 7915
Majid@startcanbc.com
Www.Startcanbc.com

#1-1680 Lloyd Ave, North Vancouver





