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Notes on 1-Page Plan Summary

Business Description: COMPANY creates, designs, develops, and manufactures small quantities of custom electronics circuits. 

Company Background: COMPANY, formed as a Corporation in the State of Delaware in 2006, has eight working partners. Our goal is to provide the means to market, sell, and promote high tech electronics to small business and in the consumer market.
Product/Service: Electronic technical design services and prototype products ready for volume production.
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Competitive Advantage: Our team will be first to market. Additionally we have privately sought and obtained signed agreements with internationally recognized  ABC and RST firms who will incorporate our designs in their new line of consumer electronics products. 

Markets: Buyers are larger industrial companies incorporating electronic services/products by contract with small and mid-sized entities. Examples are ABC and RST commercial companies. There are 5,000  entities in the U.S. that fit our target customer description. Marketing internationally provides growth beyond this number to another 5,000..

Sales: Fundamental revenue comes from three streams: ______________,          ___________,                    and ________________.

Distribution Channels: We use a direct sales force complemented by external seller commissions for consultants, our Web site, and national electronics distributors.

Pro Forma
Year 1
Year 2
Year 3
Year 4

Revenue
 $500,000
$1,000,000
$5,000,000
$10,000,000

EBITDA
$(900,000)
$500,000
$1,000,000
$3,000,000

Competition: The new start-ups MNO and  PQR have similar services and revenue models targeting the consumer and biochemistry sectors. Major manufacturer Big Industry targets the environmental and construction industries. This market is poised to take off this year due to a growing economy and increased expenditure  on electronic supply chain management. New Federal mandates for product usage and direct procurement by Federal agencies contribute to demand. We will advance beyond the competition due to ______________  and

____________, and changing regulations.

Notes on Business Plan Summary
· The specific text is meaningless, the Headers are the fundamental items to include and describe in your own terms for your own entity.

· The Management box describes the major team players for the entity, new or existing. Use of names here for a new entity implies people are firmly committed to the business and are prepared to make an appearance in front of Investors to confirm their existence. 

The Amount of Financing Sought, Current Investors, and Use of Funds Headers provide to-the-point answers to common questions.  To this group might be added the amount of equity given up in exchange for the amount of funding – do this if there is a high confidence in the level sought. Usually a final determination is left to negotiations, but seriously interested investors want to know early in the process what will be given up in exchange for funding. Whether or not a figure is placed here, it is important to have a well thought out position (or several) in mind before contact with Investors.

· The revenue amounts in the financial figures box should be exactly the same and agree with bottom line financial projections contained in the detailed business plan. Do not leave out this box. If real revenue figures exist, use them and drop the Pro Forma wording. 

At the point in the process that this 1-Page Summary is used, Investors are most interested in how much revenue will be generated, if the amounts seem realistic for the Industry, and how much they can expect in return for their investment. For many Investors, this is the first (only?) item of interest. If these figures are not substantial enough (depending upon who is approached for funds) there will be no interest, and the remaining items on the page will be ignored.

“EBITDA” is the standard figure for Earnings Before Interest, Taxes, Depreciation, and Amortization. Projections beyond five years will not be credible. 

· By all means fill up the page but never exceed the one page limit. Power Point Briefings and a 25-40 page regular Business Plan must be provided as follow-ups for the interested Investor. Usually, this 1-Page Plan will be written after the regular Business Plan.

A photo or drawing might be useful as a means to confirm that a product is real or that a prototype exists. Keep it small relative to the overall page layout – this is one document where readers should concentrate on what is written. Most of the time an illustration is unnecessary. 

· The selected text font/size will provide the most coverage on a single page while rendering printed material readable. Use color sparingly, for emphasis.

Management


President		John Smith


100 yrs. contributing to and managing personnel 


in widget advanced technologies; 





VP SaleslMktg.		James Smith


Founded XYZ Company and took sales from zero to $15M in four years














VP Engineering		Jane Smith

















Additional Personnel	4 Smith Associates




















Industry: Widget Design & Fabrication


Amount of Financing Sought:  $4.0 M equity 


Current Investors:  None


Use of Funds: Marketing/Sales, Product Development, Working Capital











WIDGET ONE













To comment, ask questions, or to suggest changes/additions, send an E-Mail:

mailto:dwonica@laserlightnetworks.com

_1207390355.unknown

