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Abstract 

The project method is appropriate - a group of trainees generates and negotiates entrepreneurial idea and conducts activities in 10 steps to 
submit a project contribution to the group and society. The work is performed in software of a real capital company that creates science-
business relationship. A well-developed plan may be submitted to an investor assessment and funding and can create Student 
Entrepreneurship. The main steps and rules for the development of an entrepreneurial plan are presented. 
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1 Introduction 

A business plan is a written description of business's future, 
a document that tells what you plan to do and how you plan 
to do it. The way to get startup ideas is not to try to think of 
startup ideas. It has to look for problems. A business plan 
specifies the business details prepared by an entrepreneur in 
preparation for opening a new business. Most entrepreneurs 
have to borrow money, and after establishing that the ven-
ture is feasible, a business plan is absolutely critical to per-
suade leaders and investors to participate in the business. 
There is a system that can easily create a business plan in 10 
steps. The details of a business plan may vary but a typical 
business plan contains much of the following: 

Step 1: Elevator Pitch. 
An Elevator Pitch is a short statement used to quickly 

(ideally within a minute) and simply define a product, ser-
vice, or organization and its value proposition. This is the 
part that investors will see first when look through the list of 
investment opportunities. The provided information in this 
section must generate strong interest for an investor to view 
entire Pitch. That step includes: title, description and logo. 

Step 2: General Information. 
General information includes specific contact details 

and description of business in a wider context.  
That step includes: industry, main office, city, state, country, 

executive summary, mission statement, embed slideshow and 
embed video. 

Step 3: Return on Investment.  
This is arguably the most important part of the model. It 

must be able to show the investors when and how much mo-
ney will make for them. Investors would often like to know 
how and when they can liquidate their ownership shares in 
the business, too. 

That step includes:  
 Liquidity event (an event that allows investors in a 

private company to cash out their ownership shares). 

The system allows selecting one of the options: Ini-
tial public offering, Merger or acquisition, Share re-
purchase, None and Other. 

 Time to Liquidity Event (the number of years before 
investors in a private company can expect to be able 
to cash out their ownership shares.): The set value 
can vary between 1 and 5 years.  

 Payout Schedule: Projected Capital Gains (% of Ini-
tial Investment) and Projected Annual Dividends (% 
of Initial Investment). The provided data will be used 
to calculate the internal rate of return of this 
investment. Capital gains is the appreciations of the 
value of an investor's share in this business. Annual 
dividends is the annual payment an investor gets for 
his share in the business. 

 Estimated IRR (Estimated internal rate of return). 
Calculated from the provided data in this section, the 
internal rate of return is used by investors to measure 
and compare the profitability of an investment. The 
higher IRR is, the more likely it is the business to be 
financed. This value system is automatically calcula-
ted according to the set values in the above fields.  

Step 4: Key Financial Indicators. 
That step includes:  
 Preferred Currency: USD or EUR- all monetary 

values in the business plan will be denominated in 
this currency 

 Assets - total assets of the business to date - tangible 
or intangible.  

 Liabilities - total liabilities of the business to date - 
current or long term. 

 Cash Flow: Cash Received; Cash Spent; Net Cash 
Flow - Projected cash flow is the one of the most 
important indicators used by investors. Here must be 
provided forecasts for the next at least three years. 
Net cash flow is calculated automatically, depending 
on the received and spent cash flows. 
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Step 5: Pre-Money Valuation. 
Determine the value of the company before this invest-

ment. The value of the company depends on a number of 
qualitative and quantitative factors such as the size of the 
potential market, the current stage of development of the 
product/service, expected revenues/cash-flow/profit mar-
gins, competing products/services, experience/expertise of 
the team, intellectual property, business plan, existing cus-
tomers/partnerships, assets, etc. It is often challenging to put 
a monetary value on these factors. In the end, however, the 
actual value of the company is what an investor is prepared 
to pay for it today. 

The PMV largely determine the success of funding cam-
paign. If the company is underpriced, that platform allows 
for competing investors to place higher bids and thus drive 
the value of the company up. If the company is overpriced, 
it might be difficult to raise money. That step includes only 
one point: Pre-Money Valuation (PMV) – the value of the 
company before the investment. When values in the pre-
vious step are correctly set, this coefficient is calculated 
automatically by the system. 

Step 6: Investment Round. 
That step includes: 
 Amount to Raise: The Amount of money that is to 

be raised in this investment round 
 Investment Round to Last – The duration of this in-

vestment round in days, counting from the time of 
plan submit. This time can be extended later to a 
maximum of 120 days. 

 Funds will be used as follows: Milestone, short des-
cription, Months, Budget – Investment is sometimes 
provided as a series of instalments, rather than a sing-
le outlay. This allows investors to control expendi-
tures and major progress. It must outline the major 
milestones of the business along with the time and 
money it will take to reach them. The total budget for 
all milestones should equal the Amount to Raise. 

 Burn Rate – Projected average negative cash flow 
per month.  

 Price per Share - The total Amount to Raise will be 
divided into a number of shares to be sold to investors. 
A high share price may discourage small investors.  

 Total Number of Shares to Sell – Calculated from 
Amount to Raise and Price per Share.  

 Share of Company to Sell - Calculated from amount 
to raise and Pre-Money Valuation. The last two sys-
tem fields are automatically calculated. 

Step 7: Sales & Marketing. 
That step includes: 
 Market Trend: It may be Growing, or Flat, or Shrin-

king by percent – Is the market for these or similar 
products or services growing, flat or shrinking? How 
fast (year-on-year)? 

 Total Market Value –Total current value of the target 
market. 

 Major Competitors – Having competition is not ne-
cessarily negative. Knowing the competitors is cru-
cial for business success. 

 Competitive Advantages – how does the product or 
service compare against to the competition. 

 Target Customers 
 Existing Customers – major customers that are cur-

rently using these products or services. 
 Time to Market – The number of months before the 

product or service is available for sale. 
 Time to Break-Even - The number of months before 

the business revenues equal expenses. 
 Sales & Marketing Strategy – the quintessence of the 

sales and marketing strategy. 
Step 8: Other information. 
That step includes: 
 Development Stage: Just an idea, Under develop-

ment, Working prototype, Production Stage – The 
current stage of development of the product or ser-
vice is an important factor in determining the present 
value of the business. Furthermore, some investors 
focus on certain investment stages (pre-seed, seed, 
early, bridge, etc.). 

 Intellectual Property – patents, trademarks copy-
rights etc. Intellectual Property Rights may signifi-
cantly increase the value of the business. 

 Invested Own Funds – The amount of the invested 
money in the business. Investors often consider this 
to be an indicator for commitment to the success of 
this business.   

 Risks – The potential risks that might jeopardize the 
success of the business. 

 Risk Mitigation – the plan to mitigate the risks that 
might jeopardize the success of the business. 

 Keys to Success – the most important factors that 
will make the business a success. 

Step 9: Team Description. 
While there are many factors that determine the success 

of a business organization, the single most important one is 
its people. Strengths, Weaknesses & Limitations of the 
Team: LinkedIn Profiles: First/Last Name LinkedIn URL – 
to demonstrate the strengths of the team, provide the 
LinkedIn profiles of up to five of the key team member –
founders, engineers, etc. 

Step 10: Document Deck. 
To complete the pitch, it must upload up to five more 

documents - Business Plan, Operations Plan, Sales & Mar-
keting Plan, Financial Plan, etc. Confidential information is 
not recommended. 

2 Conclusions 

A clear-cut model in developing an entrepreneurship plan may 
have high practical value and compatibility, which are the 
necessary motivators for creativity and further investments. 
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