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- how your product/service meets them 
- outline customer desires, how they are currently being satisfied by other products and how your 

product/service satisfies them 
- explain which pricing model you work with and why you chose it 

2. Competitors : provide a detailed report specifying who your competitors are (e.g. provide a company 
name, which of their products/services compete with you and in what way they compete. If there are lots of 
competitors in a category, include a general competitive category such as all fast-food outlets within X 
radius of your premises) 

- explain how and why you have the edge over your competitors and how you are going to capitalize on 
this (strengths) 

- explain how and why you lag behind or are not as good as your competitors and how you are going to 
fix this (weaknesses) 

- explain how your differentiate yourselves from your competitors (explain what makes you different, 
unique). Include all pertinent information here. For example, a competitor may have a more accessible 
location, be using more advanced technology, be located in an area which attracts higher volumes of 
your target market, have the resources to hire the type of qualified staff that you can’t afford, may have 
higher profit margins that you are managing to achieve). Describe how you fit into the competitive 
landscape. 

3. Target Market and Customer Profile : describe you target market in terms of TAM, SAM and SOM - 
provide as accurate a figure as possible of how big each market segment might be for the total 
addressable market, the serviceable available market and the serviceable obtainable market 

- describe the different customer groups you are/will be selling to in terms of demographics and 
psychographics 

- provide an idea of market trends and factors which could have positive or negative impacts 
- outline how you are going to keep yourself up-to-date with changing trends 
- include a detailed summary of all the highlights, conclusions and actions plans generated as a result of 

your latest market research survey/questionnaire 

4. Marketing Plan : describe which platforms you are going to use to reach your target market, how you are 
going to measure the results of your efforts and your roll-out plan  

- specify the unique selling points that you are going to focus on for each group of customers 
- indicate the discounts, vouchers, special offers etc. you are going to offer  
- outline the seminars or workshops you plan to have and provide brief details of exhibitions you intend 

participating in 

5. Sales Plan : describe your sales targets and your strategies for achieving them. summarize any problems 
or obstacles you foresee and how you will overcome them 

6. Packaging : describe your packaging, how you protect your goods in transit,  anything which is unique 
about it and so on 

7. Manufacturing and Production : describe the type of equipment you will be using and how you will be using 
it. Include all details relevant in the production cycle from how you will work with raw materials to the 
finished product 

8. Suppliers : describe who your suppliers are, where they are located and how they get supplies to you 

- list what they are supplying you with (components, raw materials, ingredients …) 
- list alternate sources of supply 

9. Delivery : describe how you get your products from suppliers 

- Describe how you get your products/services to your customers (delivery method, they come to your 
outlet, they buy online, you export them by sea freight …) 

10. Operating Strategy & Core Action Plans : include specific dates, deadlines and who is responsible for what 
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