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	Please note this is not the business plan you will be submitting during LAUNCH. It is simply a resource to help you in the development of your business plan. Please use at your own discretion.

	COMPANY
	

	1. Describe how the company is organized, its stage of development, product creation, legal status, location.
	

	2. How did the product come about?
	

	3. What is the company’s purpose?
	

	4. What is the company’s mission statement?
	

	5. What is the company’s stage of development?
	

	6. Are there any other lawsuits, not previously mentioned, in which the company is a party?
	

	7. What is the history of the company?
	

	8. How have the directors been selected?
	

	9. What is the overall goal of the company?
	

	10. What is the biggest problem facing management?
	

	11. Has the company established an advisory board?
	

	12. Who is the corporate legal counsel?
	

	13. What type of insurance is needed for this business? (Please disclose a summary of all insurance coverage.)
	

	14. Who are the company’s insurers?
	

	15. Has the company completed all appropriate corporate filings?
	

	16. Does the company have all necessary licenses, building, and operating permits?
	

	17. Does the company have all essential contracts and joint venture agreements fully executed?
	

	18. Is the company currently, or in the past, in arrears regarding federal, state, or local franchise and income taxes? Payroll taxes? Real estate taxes? Personal property taxes? Sales taxes?
	

	19. Have there ever been inquiries or reviews by a taxing authority?
	

	20. Disclose all real estate currently owned, leased or otherwise used by the company.
	

	INDUSTRY ASSESSMENT
	

	21. What industry (or industries) is the company involved in (energy, high tech, etc.)?
	

	22. How would you categorize your company (service, manufacturing, etc.)?
	

	23. How would you define the competitive structure of the industry (fragmented, oligopoly, monopoly, etc.)?
	

	24. Currently, how large is the industry?
	

	25. What has been the five-year industrial sales growth rate, and what is it expected to be over the next five years?
	

	26. What has been the five-year earnings growth of the industry?
	

	27. How volatile are industrial sales and earnings during the economic cycles? Please indicate a best- and worst-case outline.
	

	28. What are the significant barriers to entry into the industry?
	

	29. What is the success rate for new entrants into the industry?
	

	30. What is the history of the industry, and have there been any recent events affecting it?
	

	31. What regulatory agencies supervise the industry, and do you expect any changes in their authority in the future?
	

	32. Are there any unspoken rules in this industry of which an outsider would be unaware?
	

	33. What sources were consulted to obtain the above information?
	

	PRODUCTS AND SERVICES
	

	34. What is your current product line?
	

	35. Which product is most important to the success of the company?
	

	36. Which product is a “weak link”?
	

	37. What makes your product unique?
	

	38. Has all R & D been completed on products?
	

	39. How long did it take to develop the products (R & D time cycle)?
	

	40. What research has been conducted on competitive products?
	

	41. If applicable, what is the current status of the patent (process/product)?
	

	42. What is the timetable for new product introductions?
	

	43. Estimate revenues and market share for all products over the next 12 months.
	

	44. At what rate will the company capture market share over the next five years, and what is the ultimate share goal for the company?
	

	45. What are the margins for each product, and how will they change as market share increases?
	

	SALES AND MARKETING
	

	46. What is the basic marketing strategy?
	

	47. How does this vary from that of your competitors?
	

	48. How do you increase sales to current customers?
	

	49. What reduced-priced values do you offer to encourage sales?
	

	50. What gifts or prizes do you offer to build goodwill and sales?
	

	51. Do you have a monthly marketing budget?
	

	52. What is your main product?
	

	53. How does the company identify potential customers?
	

	54. Does the company currently have purchase orders or letters of intent from potential customers to purchase products?
	

	55. Is there a sales force currently assembled?
	

	56. Does the sales force have relevant industry experience?
	

	57. Please discuss separately: the dollar amount, duration, and restrictions of customer contracts (if any).
	

	58. How fiscally sounds are the company’s largest customers?
	

	59. What percentage of sales is expected to be repeat business?
	

	60. What types of warranties, guarantees, or service contracts are offered to customers?
	

	61. How are customer relations handled?
	

	62. How do you handle ideas for improving the product?
	

	63. Are customers provided with credit?
	

	64. Does the company have any distribution, joint venture, or technology transfer agreements established?
	

	COMPETITION
	

	65. Ranked by sales, who are your five largest competitors?
	

	66. Why would your potential customer go to your competition instead?
	

	67. Are they fiscally sound (well capitalized and profitable)?
	

	68. What is their focus: Are they expanding niches in the industry; are they expanding in to new markets or diversifying into other industries?
	

	69. How do you differentiate yourself from the competition?
	

	70. Are your competitors aware that you exist?
	

	71. What do you perceive to be your competitors’ greatest weakness?
	

	72. Has the number of your competitors increased or decreased in the last two years, and do you expect this to change?
	

	73. How do your competitors usually deal with small competitors (push out of market, buy out)?
	

	74. At what sales level do you consider yourself to be a competitive threat, and what portion of market shares does that level encompass?
	

	75. How do you plan to combat the competition and vice versa?
	

	76. Has the company identified any of its competitors in the international marketplace? If so, who are the three largest and what are their geographic market shares?
	

	PRODUCTION
	

	77. How can production be characterized (automated, labor-intensive, etc.)?
	

	78. What are the stages of production?
	

	79. Is there a person dedicated to the responsibility of documentation and quality control?
	

	80. Do you have a customer complaint department?
	

	81. Does the company manufacture products or subcontract to another manufacturer?
	

	82. Does the company use industry standard methods traceable to a national standard?
	

	83. Does the company have a policy manual?
	

	84. Does the company have a quality assurance system? Is it audited?
	

	85. Where is the plant located?
	

	86. How long is the production cycle from raw components to the customer?
	

	87. Does the company currently have the capacity to meet expected future demand for the product? How long before capital expenditures will be needed to meet excess demand?
	

	88. Is the production process capable of changing quickly to meet with changes in demand?
	

	89. What is the rate of product defects?
	

	90. How old is the equipment you are currently using?
	

	91. Is the manufacturing process considered hazardous to the environment?
	

	92. Where are problems encountered in the manufacturing process?
	

	93. Are there any alternative sources of production if there is an interruption in the current assembly line?
	

	94. What means of transportation does the company use to ship finished products (rail, barge, truck)?
	

	SUPPLIERS
	

	95. Who are the company’s major suppliers?
	

	96. Are they fiscally sound?
	

	97. Do they work with your competitors?
	

	98. Are they unionized?
	

	99. How did you elect them?
	

	100. Have they caused any problems (bottlenecks)?
	

	101. Will they provide you with credit?
	

	102. Who are your secondary suppliers?
	

	103. How do you receive your raw materials?
	

	MANAGEMENT
	

	104. How many top- and mid-level managers are with the company?
	

	105. What is the management team’s background?
	

	106. Are the responsibilities, authorities and accountabilities of management clearly stated?
	

	107. Have team members been involved in any other start-ups?
	

	108. What is their level of experience with publicly traded companies?
	

	109. Are they members of the board of directors?
	

	110. How are they being compensated (salary, equity, etc.)?
	

	111. What is their % ownership, and how much, if any, of their own capital has been invested in the company?
	

	112. How long are their equity holdings restricted?
	

	113. How would the overall style of management be characterized?
	

	114. Are any of the managers part-time?
	

	115. Do the managers all reside with the same geographic area?
	

	116. How were they selected?
	

	117. Did any come from the competition?
	

	118. Has an employee/management evaluation system been installed?
	

	119. Have members of management worked together before, or are they related?
	

	120. Are there any vacancies in management positions, or is any member of management temporarily filling a position until a permanent professional is located?
	

	121. Does any member of the management team have international experience or language capabilities?
	

	122. Has any member of the management team sued or been sued within the last five years?
	

	123. Has any member of the management team ever been convicted of a felony?
	

	124. Are there any civil or criminal charges pending against any member of management?
	

	125. Has any member of the management team ever been terminated from a management position?
	

	126. Has any member of the management team personally filed for bankruptcy within the last five years?
	

	127. Has any member of the management team ever been the officer of a company that has filed for bankruptcy?
	

	128. Has any member of the management team been disciplined by a regulatory agency or professional association within the last five years?
	

	129. Does any member of the management team have any serious health problems?
	

	130. Has any member of the management team been through any serious difficulties in his or her private life (divorce, deaths, etc.)?
	

	131. Is any member of the management team not expendable? If yes, why?
	

	132. Does the company hold key-man insurance?
	

	133. Have members of the management team signed employment contracts, and do the contract include “non compete” clauses?
	

	134. Have there been any problems with previous management, and, if so, have those problems been resolved?
	

	135. Does management hold regular management review meetings to deal with non-conformance issues?
	

	136. Is there anything that has not been specifically covered in this section that you feel we should know about any member of the management team?
	

	EMPLOYEES
	

	137. What is the number of non-management employees?
	

	138. How many employees do you expect to have over the next 12 months?
	

	139. Over the next five years, how many employees does the company expect to hire?
	

	140. Does the company employ any independent contractors?
	

	141. How are employees selected (hiring criteria)?
	

	142. Have they worked for competitors?
	

	143. How are employees compensated (salary, stock, etc.)?
	

	144. Are employee responsibilities, authorities and accountabilities documented?
	

	145. How is employee performance evaluated?
	

	146. Is there an employee-training program?
	

	147. Are any employees members of labor unions?
	

	148. How high is employee turnover, and in what areas?
	

	149. Are any employees or former employees involved in litigation with the company?
	

	150. Could any steps of the manufacturing process be considered hazardous to the employees?
	

	151. How would you categorize your employees? 

152. Highly skilled labor ___% Semi-skilled labor ___%

153.  Non-skilled labor ___%
	

	154. How are the employees trained?
	

	155. Are meetings held with employees on a regular basis for rewards and idea generation?
	

	156. Characterize the perfect employee for the company?
	

	CORPORATE FINANCE
	

	157. At what rate are revenues projected to increase over the next five years?
	

	158. At what rate are earnings projected to increase over the next five years?
	

	159. Will you report sales on a monthly basis?
	

	160. What is the monthly cash burn rate, and how will it fluctuate pre-and post-funding?
	

	161. How much cash does the company have?
	

	162. Does the company have access to working capital and lines of credit?
	

	163. When will cash flow be positive?
	

	164. What expenses are critical to keep under control?
	

	165. At what rate is tangible net book value of the company projected to grow over the next five years?
	

	166. At what point will the company be able to internally finance future growth?
	

	167. What percentage of stock is restricted, and when does it become unrestricted?
	

	168. Do you intend to use debt for start-up costs?
	

	169. What is management’s view of expense accounts?
	

	170. Who is the accountant/auditor?
	

	171. Who is the primary banking institution?
	

	172. Have in-house accounting systems been installed?
	

	INVESTMENT PARAMETERS
	

	173. What is the company’s fund-raising strategy?
	

	174. What is the total amount needed in this round, and what percentage of that money is expected to be venture capital?
	

	175. What will be accounted for in the use of proceeds once financing is complete?
	

	176. What is the funding schedule (how much and when)?
	

	177. How much has been raised to date?
	

	178. What are the terms and conditions of the private placement?
	

	179. What will the total dilution be at the end of funding?
	

	180. Is all equity diluted equally?
	

	181. List all categories of investment made by the company (common or preferred stock, convertible, debt, etc.).
	

	182. What is the timetable for a public offering?
	

	183. How much time is spent by management promoting the company’s stock?
	

	184. Is management experienced in raising capital?
	

	185. Does the company have an investor/public relations firm? If so, what are the terms of its contract?
	

	186. What is the budget for promotional (funding) activities?
	

	187. Who is the securities attorney?
	

	188. Has the company granted director status to investor groups?
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