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Part 1: Recap



Part 1: 

Business 

Plan Basics

1st Step: Goal Clarity

10 Core Sections 

Templates & Funding



Part 2: 

Using Strategy
“Why” for every decision

Future factors considered

Strategy over ego/gut



Part 3:
Executive
Summary



HOW MANY “NO”S?



100+



Executive 

Summary

1 Page

Attention Grabbing

Key Information



9 Seconds

TIME magazine in 2015 quoted research from Microsoft Corp

https://time.com/3858309/attention-spans-goldfish/


7 seconds

TIME magazine in 2015 quoted research from Microsoft Corp

https://time.com/3858309/attention-spans-goldfish/


1. Company Name

2. Team Owners

3. Market Gap

4. How We Close the Gap

5. Projections 



6. Use of Capital 

7. Business Status

8. Equity Distributions

9. Niche

10. Target Customers



KEY MESSAGING IN >30 SECONDS

USE THE RIGHT FORMAT



3 X 3

Industry

Opportunity

Plan & Capital



1. Company Name

2. Team Owners

3. Market Gap

4. How We Close the Gap

5. Projections



6. Use of Capital

7. Business Status

8. Equity Distributions

9. Niche

10. Target Customers



Say/Don’t Say



Writing 

Prompts

In one sentence or phrase, who is your 
target market? 

What’s the specific result someone will 
get from using your product or service? 

Why does your target client want / care 
about this result? What does it change 

in his/her life?

What’s the biggest pain point or 
frustration that your client has? 



Sell the Plan, Not the 

Possibilities



% of industry capture

A million ways to …

“Competitors do not exist”

“Viral” / dominate

“Our sales targets are”

“Our chosen method is”

“Our offer is unique”

“Proof of market demand”
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