	Elements of Your Business Model: Worksheet

	    Address the elements in this worksheet and then condense your responses into a description of your business model, which you need to include in the Executive Summary and Overview sections of your business plan.

	□ Business description: What your business is and offers


	□ Value proposition: The consumer wants or needs your business addresses and the value and benefit it delivers


	□ Competitive strategy: How your offerings fit into the marketplace; how they’re distinctly different and superior to existing alternatives; whether your business will compete based on price, market niche, or product differentiation; and how you’re uniquely qualified to succeed


	□ Target customer: A description of your customer profile; the location, size, and growth trends of your market; customer purchase tendencies such as seasonality, price sensitivity, purchase habits and preferences; and frequency and volume of purchases
 

	□ Marketing approach: How you will reach, acquire, and keep customers


	□ Revenue-generation approach: For example, retail sales, direct sales, sales to distributors, multi-level sales, franchising, licensing, product-plus sales (for example, razors plus blades), hourly fees plus commissions or markups on supplies or subcontractor fees, leasing, subscriptions, ad sales or sponsor fees, freemium, and so on


	□ Revenue and cost structure: How much you’ll charge for your offerings; what your offerings cost to produce and deliver (including when costs are incurred and how costs scale as sales volume increases); and your profit margin based on projected revenues less all anticipated costs


	□ Timing and success milestones: Key dates for achieving customer and sales levels, profitability, and positive cash flow



