Today: Business Plan &
Financial Analysis

Objective: Learn to create an actionable business blueprint and the financial model that proves its viability.

By: Dr. Adel MOUSSAQOUI




Part 1: The Business Plan - Your Strategic
Blueprint

Definition: A business plan is a living document that outlines your
company's goals, the strategies to achieve them, and the
operational/financial implications.

» |t is NOT: A static 40-page document you write once for a bank.

= [t IS: Your company's operating system. It aligns your team, guides
decisions, and communicates your vision to stakeholders.

» Core Purpose: To integrate all aspects of your business (market,
product, feam, finance) into a coherent, actionable strategy.



The Two Audiences of a Business Plan

= 1. Internal Audience (You & Your Team)
» Purpose: Alignment and Execution.

» Focus: Clarity of goals, assigned responsibilities, key performance indicators (KPIs), and
resource allocation.

= Format: Lean, visual, and updated frequently (e.g., a dynamic online document or
dashboard).

= 2. External Audience (Investors, Lenders, Partners)
» Purpose: Communication and Validation.

» Focus: Proof of market opportunity, competitive advantage, a capable team, and a
credible path to profitability and returns.

= Format: More formal and detailed, emphasizing evidence and financial projections.

A great plan serves both.



From Lean Canvas to Business Plan

The Lean Canvas was your hypothesis. The Business Plan is your detailed design

document.
Lean Canvas Box Expands into Business Plan Section
Problem, Solution, UVP Executive Summary, Product/Service Description
Customer Segments, Channels Market Analysis, Marketing & Sales Plan
Revenue Streams, Cost Structure Financial Plan & Projections

Competitive Analysis, Management Team,

Unfair Advantage, Key Metrics Operations Plan

Evolution: Lean Canvas (1 page) — Business Plan (15-25 pages) — Pitch Deck (10-15 slides).




Anatomy of a Business Plan: 10 Core
Sections

Executive Summary (The Hook)

Company Description (The "Who" and "Why")

Market Analysis (The "Where")

Organization & Management (The "Team”)
Product/Service Line (The "What")

Marketing & Sales Strategy (The "How to Reach Them”)

Funding Request (If Applicable)
Financial Projections (The "How Much")

I

Appendix (Supporting Evidence)
10. Risk Analysis (The "What If")




Deep Dive: The Executive Summary

This is the most important part. It's often the only part read first.
= Write it LAST, but place it FIRST.
= Must be clear, concise, and compelling (1-2 pages max).
= Must Answer:
» What is the urgent problem or opportunity?
What is your unique solution (UVP)?¢
Who is the target market and what is its size?
Who is the team and why are they the right ones?

What are the key financial highlights (e.g., 5-year revenue projection, funding
needed)?

» Whatis the "ask"e (e.g., "We are seeking $500k for product development and launch
marketing.")



Deep Dive: Market & Competitive Analysis

This section proves you have a real opportunity.

= Market Analysis:
» TAM, SAM, SOM: Define your Total, Serviceable, and Obtainable Market sizes.
= Market Trends: What technological, social, or economic trends favor you?

» Target Customer: Detailed persona with demographics, behaviors, and pain
points.

» Competitive Analysis:
= Direct & Indirect Competitors: Who are they?

» Competitive Grid: Compare on price, features, channels, strengths, and
weaknesses.

= Your Sustainable Advantage: Clearly state your "unfair advantage" from the Lean
Canvas.




Deep Dive: Marketing & Sales Plan

This is where your previous Marketing module becomes concrete.

= Marketing Strategy:
® Positioning & Messaging.

= Marketing Mix (4 Ps): Final decisions on Product, Price, Place, Promotion.

= Channel Strategy: Specifics on digital marketing, partnerships, PR.
= Sales Strategy:

» Sales Process: How does a lead become a customere (e.qg., Free Trial -> Demo ->
Close)

» Sales Channels: Direct sales team@¢ Online self-service?2 Resellerse

» Sales Forecast: The basis for your revenue projections in the Financial Plan.




Deep Dive: Operations & Management

How will you execute day-to-day?

=» Operations Plan:

» Key business activities (e.g., software development, customer support,
fulfillment).

» Supply chain, technology stack, physical location (if any).

» Management Team:
» Bjos of key founders/executives, highlighting relevant experience.
» Organizational chart.
» Gaps in the tfeam and plans to fill them.




Part 2: Financial Analysis - The Engine of
Your Plan

» Definition: Financial Analysis is the process of evaluating your
business's financial health, performance, and future prospects using
financial statements, metrics, and projections.

= [t franslates your business plan into the universal language of
money.

= Purpose: To prove viability, manage resources, and make informed
decisions.

» Key Question: "Do the numbers support the storye"



The Three Core Financial Statements

These are the foundation of all financial analysis. You must understand and project them.
1. Income Statement (Profit & Loss - P&L):

» Shows: Revenue, Expenses, and Profitability over a period (e.g., a month, quarter, year).

Revenue - Cost of Goods Sold (COGS) =

Gross Profit. Gross Profit - Operating Expenses
Net Profit (or Loss).

» Key Formula:

2./Cash Flow Statement:

= Shows: The actual movement of cash in and out of the business. Profit is an opinion; Cash is a fact.
» Sections: Cash from Operatfions, Investing, and Financing.
3. Balance Sheet: Assets =

Liabilities + Owner's Equity
» Shows: The company's financial position at a specific point in time.

» Key Formula: Assets (What you own), Liabilities (What you owe), Equity (The owner's stake).




Building Financial Projections: The 5-Year
Forecast

You must project the three core statements for the next 3-5 years.
= Start with the Drivers: Your projections are based on assumpftions.

» Sales Forecast: The #1 driver. How many customers will you acquire
each monthe At what pricee

» Expense Budget: Salaries, marketing spend, software, rent, efc.

» Use a Rolling Forecast: Update projections quarterly as you get real
data.

» Be Realistic, Not Optimistic: Use conservative assumptions. Investors
will test them.



Key Startup Financial Metric #1: Burn Rate &
Runway

These metrics determine your survival.

= Gross Burn Rate: Total cash spent per month.
= Net Burn Rate: Cash spent minus cash earned per month.

= Runway: How many months you can operate before running out of cash.

» Formvula: Runway (months) = Current Cash Balance / Net Monthly
Burn Rate

» Action: Your primary goal is fo extend your runway by increasing revenue or
decreasing burn, before you need more funding.



Key Startup Financial Metric #2: Unit
Economics

The fundamental health of your business model.

» Customer Acquisition Cost (CAC): Total sales & marketing cost to acquire
one customer.

» Customer Lifetime Value (LTV): Total gross profit you expect from a
customer over their entire relationship with you.

= The Golden Rule: LTV > 3x CAC for a healthy, scalable business.

= |[f CAC > LTV, Yyour business modelis fundamentally broken. You lose
money on every customer.



Key Startup Financial Metric #3: Path to
Profitability

When will you stop burning cash and start generating it?

= Break-Even Point: The moment when total revenue equals total
expenses. You are no longer losing money.

= Contribution Margin:

(Revenue per Unit - Variable Cost per Unit) / Revenue per Unit.

Shows how much each sale contributes 1o covering fixed costs.

®» |[nvestors want to see a credible, data-backed timeline to profitability.




Building a Simple Financial Model: A 3-Step
Approach

You don't need to be an accountant. You need logical thinking in a
spreadsheet.

1. Inputs & Assumptions Tab: List every assumption clearly (e.g., "Month 1: 10
customers, growing 20% monthly," "Average monthly subscription: $50,"

"Monthly marketing budget: $2,000").
2. Calculations & Outputs Tab: Link formulas to your assumptions to generate:
= Monthly Sales Forecast
=» Monthly P&L Statement
» Cash Flow Projection

3. Summary & Dashboard Tab: Create charts showing key metrics over tfime:
Revenue Growth, Net Burn, Cash Balance, and LTV/CAC Ratio.



Case Study: A Saas Startup Financial

Snapshot

» Assumptions: $100/month plan, 10 new customers/month (20% growth),

$500 CAC.

Metric
Customers (EQY)

Annual Recurring
Revenue (ARR)

Gross Burn (Avg)
Net Profit

Runway (Starting
with $200k)

Metric
Customers (EQY)

Annual Recurring
Revenue (ARR)

Gross Burn (Avg)
Net Profit

Runway (Starting
with $200k)

Metric
Customers (EQY)

Annual Recurring
Revenue (ARR)

Gross Burn (Avg)
Net Profit

Runway (Starting
with $200k)

Metric
Customers (EQY)

Annual Recurring
Revenue (ARR)

Gross Burn (Avg)
Net Profit

Runway (Starting
with $200k)

This tells a clear story of investment, growth, and a path to profitability.



Funding Request & Use of Funds

If you are seeking investment, this is a critical part of your plan.

» Be Specific: "We are seeking $500,000 in exchange for 15% equity."

» Detailed Use of Funds:
» Product Development: $250k (50%)
» Marketing & Sales: $150k (30%)
» Operations & Team: $75k (15%)
» Contingency: $25k (5%)

» Milestones: Clearly state what you will achieve with this money (e.g., "This
$500k will fund us through the launch of Version 2.0 and to 1,000 paying
customers, at which point we will be ready for a Series A round.").



Risk Analysis: The "What If" Scenario

Anticipating challenges builds credibility.

» |dentfify key risks (e.g., "Competitor launches similar product,” "Customer

acquisition cost rises,” "Key hire departs’).

» For each risk, state:
1. The Probability (High/Medium/Low).
2. The Potential Impact (High/Medium/Low).

3. Your Mitigation Strategy (What you will do to prevent or minimize if).

= Shows you are a realistic and prepared leader.




Tools for Success

» Business Plan Software: LivePlan, Bizplan.

» Financial Modeling: Excel/Google Sheets (most
common). Templates from startup accelerators are a
great start.

» Market Research: Statista, Crunchbase, industry reports.

» Design: Canva for creating visually appealing plan
summaries or pitch decks.



Common Pitfalls to Avoid

= Being Overly Optimistic: "We'll capture 1% of a billion-dollar market
in Year 1." Unrealistic.

= |gnoring Cash Flow: Focusing on profit while running out of cash.
= Not Updating the Plan: Treating it as a one-time document.

» Hiding Weaknesses: Be honest about risks and team gaps. Investors
value fransparency.

= Jargon Overload: Write clearly for a smart, but not necessarily
expert, audience.



Bringing It All Together

» The Business Plan and Financial Analysis are two sides of
the same coin.

= The Business Plan tells the strategic story.

= The Financial Analysis provides the numerical proof that
the story is plausible and profitable.

» Together, they create a powerful tool for internal
guidance and external fundraising.




Thank you. Let's build.




