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Developing a business plan

• What
• Why
• Who
• How
• When
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What is a Business Plan?
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What is a Business Plan?

• “A business plan is a formal statement of business goals, reasons 
they are attainable, and plans for reaching them. It may also 
contain background information about the organization or team 
attempting to reach those goals” [from Wikipedia]

• “Committing to paper a vision of the factors that will affect the 
success or failure of the enterprise” [Prof. W. Sahlman, Harvard 
Business School]

• The road map of a journey that should end with the successful 
commercialization of your idea!
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The Journey

Idea 
(+ results)

Business Plan

Company
[Exit]
[Commercialization]
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What it is NOT a Business Plan?

• A scientific paper or a grant 
application

• Wishful thinking, mission 
impossible, success or death
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What is a Business Plan for?
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Why we make a Business Plan?

• One tool with many uses:

– Raise finance

– Recruit 
partners/team/employees

– Communicate with 
customers/suppliers

– Monitor progress/keep on 
track
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Who should write the Business Plan?

• You and your team (with 
some advice and help from 
an expert)!

• The biggest benefit of a 
business plan comes from 
the thinking that goes into 
it when it is being written
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It could have been considered in your business plan, stupid!

• 90% of startups fail!

CB Insights, 2014
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How big is a Business Plan?

• About 20-30 pages, including an executive summary of 2-3 pages
THE most 

important part



The Contents of a Business Plan

• Sahlman: The People, The Opportunity, The Context, Risk and 
Reward

• Cohen: The market, Competition, Science, A strategy for growth, 
Management, Financial projections

• A “typical” business plan
– Executive Summary
– Company Description
– Management Team
– Product or Service 
– Market Analysis
– Strategy and Implementation
– Financial Plan
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The People

• “The men and women starting and running the venture, as well as the outside 
parties providing key services or important resources for it, such as its lawyers, 
accountants, and suppliers”

13

• Betting on the horse vs betting on 
the jockey

• How this topic may be addressed:
– Provide short biographies of key members 

of senior management and key advisors, 
including all relevant experience and 
associations in the business plan

– Convincing performance during face-to-
face meetings

– Organisation size/model

– Fit for purpose operational structure

– Compensation alignment



The Opportunity

• “A profile of the business itself – what it will sell and to whom, whether the 
business can grow and how fast, what its economics are, who and what stand in 
the way of success”
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• Includes the market, the competition, 
the product/service and its USP and 
differentiation, the 
development/growth/exit strategy and 
timelines

• How this topic may be addressed:
– Define the market (incl size and projections) 

and unmet need 
– Present/analyse competition
– Identify customers
– Present product/service (USP/ 

differentiation)
– Development plan (de-risking milestones)
– Exit potential (“built to exit”)



The Context

• “The big picture – the regulatory environment, interest rates, demographic trends, 
inflation, and the like – basically, factors that inevitably change but cannot be 
controlled by the entrepreneur”
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• How this topic may be addressed:
– SWOT Analysis

• Includes the assessment of the 
external factors that may have an 
impact on the opportunity; barriers 
to entry and how they may change

• Should also include actions that the 
management may undertake to 
minimize the potential negative 
impact of identified trends and to 
maximize that of potential favorable 
developments  



The Risk and the Reward

• “An assessment of everything that can go wrong and right, and a 
discussion of how the entrepreneurial team can respond”
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• Includes the analysis of the risks and the 
illustrates financial projections; needs 
clarity on the assumptions 

• How this topic may be addressed:
– Development of a risk management plan 

(probability & impact of risks, contingencies)

– Key financial statements (P&L, Cash Flow) 
for next 3-5 years

– Calculation of a probabilised NPV



Value and Risk
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idea product

Risk Value

De-risking milestones

Value inflection points

• Clearly define value inflection points and end game!



Some Important “Details”

• In addition to the content, the format of the business plan is also very important

• Need cover page and table of contents; use “clean” business fonts and be parsimonious 
with number of appendices 

• Writing style 

• Favour use of graphs/tables

• NO typos!
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• DO
– Highlight the business opportunities 

associated with the venture's science
– Be realistic in establishing milestones
– Create the plan around "moderate" 

assumptions
– Plan an infrastructure that will accommodate 

growth
– Write clearly and use graphics when 

appropriate

• DON’T
– Mistake an exciting technology for a business
– Ignore the weaknesses in your company or 

plan
– Overlook the competition
– Include untruths, semi-truths, or wishful 

thinking
– Write anything you cannot defend in meetings 

with investors



Some practical aspects

• It takes a few weeks (full time)

• It costs from €30’000 – 100’000

• Perhaps write first a draft summary, then a 
presentation, then the body of the business plan and in 
the end edit/polish the summary
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Beyond the business plan …

• How to find potential investors

• How to present to potential investors 

• How to negotiate with interested investors

… and after about 6 months you can start implementing 
the business plan!
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Examples (1)

• Intro: Define the company, business, service or product in a single sentence
• Team: Identify the core group of talent that can execute on the next set of 

milestones
• Opportunity: Establish the need for your company’s solution and the size of 

the market
• Solution: Demonstrate how you will solve the problem and validate your 

differentiation
• Competition: Identify your competitors, validate your differentiator
• Business Model: Explain how you will generate revenue, show us what you’ve
• accomplished to date, and make future forecasts
• Funding Required & Use of Funds
• Exit: Outline recent exit activity in your therapeutic area(s)
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Examples (2)

• Innomedica example

• Search for any “instructions” re business plan in website of 
targeted VC 

• Consider various business plan templates available (free) in the 
web 
– https://www.gov.uk/write-business-plan

– http://ec.europa.eu/environment/eco-innovation/files/docs/getting-
funds/business_plan_guidelines.pdf

22

https://www.gov.uk/write-business-plan
http://ec.europa.eu/environment/eco-innovation/files/docs/getting-funds/business_plan_guidelines.pdf


When

• Finishing the writing a business plan is only the start!

• Τα πάντα ρει
– Science/technology

– Competition

– (Pharmaceutical) Regulations

– Environment (national, international)

– Stakeholders

• Adapt strategy accordingly and take advantage if/where possible!
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Some take home messages

• The business plan is your road map to success

• Preparing it is as important as executing it

• It is a living document

• It can be a fun and rewarding experience!
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Thank you!


