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	Large
	Medium
	Small/Micro

	
	
	
	

	You're still in school
	X
	X
	X

	
	
	
	

	You mostly want to make sure you don't lose your way on the
	
	
	X

	way to your Big Dream
	
	
	

	
	
	
	

	There's only you and you have another source of income
	
	
	X

	
	
	
	

	You need a way to stay on track with your goals
	
	
	X

	
	
	
	

	You're spontaneous and hate planning
	
	
	X

	
	
	
	

	You hate the idea of business plans but think you should
	
	
	X

	probably at least give it a try
	
	
	

	
	
	
	

	You're a perfectionist / you tend to get lost in the details
	
	
	X

	
	
	
	

	Short-tem focus: next year or two
	
	
	X

	
	
	
	

	You’re a small practice with modest goals
	
	
	X

	
	
	
	

	You want to take a big step forward with your business
	
	X
	X

	
	
	
	

	You're generally fuzzy on the details of how something will work
	
	X
	X

	out
	
	
	

	
	
	
	

	You're wondering if it's time to quit working for other people
	
	X
	

	and work only for yourself
	
	
	

	
	
	
	

	You're wondering if you'll ever be able to retire
	
	X
	

	
	
	
	

	You're moving to a new area and / or starting over
	
	X
	

	
	
	
	

	You embrace risk and challenges
	
	X
	

	
	
	
	

	You're small but risk averse
	
	X
	

	
	
	
	

	You are combining your business with another business person
	
	X
	

	
	
	
	

	Your business will be your primary source of income (and it's
	
	X
	

	only you) / you're ready to give up your day job
	
	
	

	
	
	
	

	You are using your house or other major personal asset to help
	X
	
	

	fund your business
	
	
	

	
	
	
	

	Your family is relying on your business for their livelihood
	X
	
	

	
	
	
	

	You will have people relying on you to generate clients
	X
	
	

	
	
	
	

	You're spending an investor's / other people's money
	X
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Executive summary: Let’s you emphasize the buzz / reason to care. It lets you highlight the exciting parts. It’s the “sales pitch”. You write it last.

Company description: Summarize the kind of company you are creating. What’s its industry, legal structure, management structure, history, product, that sort of thing. You’ll get into greater detail about many of these things about later in the plan. This should probably be done next-to-last.

Product or Service: contains the details of what you’re building/selling.

Target Market: who is going to buy your product/service and why would they buy it?

Competitive Analysis: who is already selling your product/service or something similar to it and how are you going to be able to compete with them?

Marketing & Sales Plan: how will you reach your customers and get them to buy your product/service?

Operations Plan: how does your company run? Where are your facilities, what equipment do you need, how do you control inventory, policies and procedures, that sort of thing?

Management Team: who’s in charge? More specifically, who does what in a leadership capacity?

Development Plan and Milestones: where are you going, when and how are you going to get there?

Financials: where will the money come from and where will it go?
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Executive summary:

Summarize in just a few paragraphs the best parts of the rest of the plan. Highlight why the reader should get excited about this plan. Remember that you are writing this to the interests of your investors. Include your mission and vision.

Company description

This is also a summary of things you’ll get into greater detail about later in the plan about the company.

· Identify that this is a service-sector business (massage therapy), whether you will be an LLC, S
Corp, or C Corp (if you’re big enough to need to borrow money, you should be incorporated).

· Briefly share the story of how this business came to be. Why are you here and wanting to do this? Why are you in this business?
· What is your long-term vision for your practice? What do you want to build or become?
· What is the mission of your practice? How does this practice make a difference, what is its highest aspirations?
· How will management functions be handled if it’s going to be more than just you?
· What are the different parts of your business (though this may be simple) and how do they fit together?
Product or Service  (what are you selling?)

Contains the details of what you’re building/selling.

· Assuming you’re building a massage therapy practice, explain that but from the client’s point of view and the reader’s point of view; specifically what problems are you solving with your massage therapy practice?
· How is your product/service unique: what makes your practice distinctly you?
· Why will people want to buy massage therapy services from you?
· Who are your suppliers: will there be other MTs working for you? How will you find, hire, and retain MTs? Will they be employees or independent contractors?
· What is involved in delivering massage therapy (esp. costs)? Licensing, permits, training, etc.?
· What other product/services will you be expanding into in the future?
· What stage of massage therapy are you – still in school, newly licensed, experienced therapist, etc.?
· Lifecycle of your service: how long do clients tend to stay with you? Are you looking for long-term relationships or short-term relationships? What are your retention rates?
· R&D activities: in this case, discuss what ongoing education you expect to be involved in to improve your service and business.
· Pricing and margin targets: what will you charge, what will your costs be, how much profit do you expect to make? Include discounts, specials, groupons, etc. you envision offering
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Target Market (who are you selling to?)

Who is going to buy your product/service and why would they buy it?

· Who are you selling to (primary and secondary markets)?
· What do they need (from their point of view)?
· How are their needs currently being met? How well are their needs currently being met?
· Demographics of your target market (age, gender, race, socioeconomic status, education, etc.).
· Where is (geographically) your target market?
· If the decision to buy massage therapy services is made by someone other than the individual receiving the services, who makes that decision? A family member, other medical professional, care-taker? Will gift certificates be a big part of your business?
· What criteria do they usually use to buy massage therapy?
· Is massage therapy new to them? What is their experience with massage to date?
· Are there “high” or “low” seasons?
· Size of the market.
· How much of this market can you hope to get?
· How/where will you find your customers?
· What trends are affecting this market?
Competitive Analysis (who else is selling to your clients?)

Who is already selling your product/service or something similar to it and how are you going to be able to compete with them?

· What types of companies are offering the same or similar services? Which companies/practices are your direct competition?
· Are there indirect competitors that offer a product or service that is different from yours but meets the same needs? (Meditation, yoga, exercise classes, physical therapy, personal trainers, etc.) What makes them pick massage therapy?
· How much of the market do your direct competitors control? Indirect competitors?
· How satisfied is your target market with your direct competitors?
· What are your competitors strengths? Weaknesses?
· How are you alike and different from your competitors? What is your competitive edge? On what basis do you compete (price, convenience, features, service, etc.)?
· Where do you get your information on your competitors?
· How fast is the massage therapy field growing? Is it going to get crowded?
· What are the barriers to entering massage therapy?
· What changes are happening in the massage therapy field that will change the competitive picture?
· What are the regulatory requirements that make it difficult to enter or stay in the massage therapy field? Are there potentially upcoming regulatory changes that affect the massage therapy market?
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