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Exploitation Plan

Even at this early stage, our construction company could think about trying to get some external funding for the different innovation projects to be developed. Here private investors are not a good option as the delivery and marketing of our new products is still far in time. So public R+D programs (i.e. public grants) are a better option. But even in this kind of public programmes we still have to prove the exploitation possibilities of our new products or ideas.

Here BUILD-NOVA makes use of the "Advisory Questionnaire" 
 intended for a quick appraisal of the consistency of our new business model.
The company is asked about a number of different aspects of the new idea or innovative project in order to assess its goodness regarding the market possibilities. Even though the questionnaire is formulated from a private investor perspective, its contents are good to make the company think about the real exploitation possibilities of the new product.
Should the company be interested on applying for private investing even at this early stage of its idea development, then this questionnaire will be a good preparation before presenting the petition to these investors. If we don’t know how to answer a question, then we need to work more in that part of our business model.
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	COMPANY DETAILS
	 
	Contact
	

	
	
	 
	Email
	

	
	
	 
	Telephone
	

	

	Country
	
	 
	Fax
	

	Address
	
	 
	Email
	

	

	Sector focus
	Describe: Which sector are you focusing on?

	
	

	

	Elevator pitch – why should investors be interested in this company
	Describe the overall idea of the project and why it will become an interesting company. The best idea is to make the project sound “attractive” to investors. Make a short clear description that will make investors believe that they should definitely invest in this project.

	
	

	

	Products or service
	Describe
· What product or service will you create?

· Will you be able to create a series of products based on your technology or is it a “one product project”?

	
	

	

	Technology
	Describe

· What is your core technology? (describe it in a short and understandable way) 

· How is this technology superior to other technologies?

· Is the technology a radical or an incremental improvement compared to existing technologies (note that incremental changes can be better because they are easier to implement)

	
	

	

	Business idea
	Describe:

· How you fit in the relationships between actors of your field (supplier, customer, partners + any actor that can influence your business)

· How do you fit in the regulatory framework of your country, of others in Europe

· Who is making/loosing money if your project is implemented

· What is the motivation of other actors of your field to either collaborate or compete with your company

	
	

	
	

	The strategy for how you will make money 
	Describe:

· The “earning logic” of the project? (= how much money will you make compared to the cost associated)

· What is the revenue model for the product – e.g. is it a unit priced model or royalty fee based model. 

	
	

	
	

	IPR
	Describe

· What is your IPR (Intellectual Property Right) (e.g. trademark or patents)

· Where is the IPR issued (countries)

· Does your IPR give you “freedom to operate” (=you will not get problems “when” your company gets successful because of law suits)

	
	

	
	

	Market size 
(in Euro)
	Describe:

· What is the size of the market you are targeting

· How much of this market will you be able to capture (%)

· How will you capture the market (Please be realistic about your potential market share and put effort into explaining how you will capture this share)

	
	

	
	

	Key Customers
	Describe:
· Who you will sell you product to?

· What is the customer’s reason to buy your product (e.g. cost savings, technological advantages or political pressure)?

· Do they have the money to buy your product (e.g. public institutions with a limited budget might not have the resources to pay the price you want) 

	
	

	
	

	Key Competitors
	Describe:

·  Who are the competitors to your company? (Please remember that there are always competitors – if not because of competing technology then because the consumer might choose to use his money on something else. Also bear in mind that competition can be good because it means that there are other players out there creating a market for your product)

	
	

	
	

	Partners
	Describe:
· which partners (both private companies and/or public institutions) have you established contact to / collaboration with

· What is the value of these partnerships

	
	

	

	Key financials for the new project or product :

	Next Years
	2008
	2009
	2010
	2011
	2012
	2013

	Turnover/revenue in 000 EUR
	
	
	
	
	
	

	EBITDA in 000 EUR
	
	
	
	
	
	

	EBIT in 000 EUR
	
	
	
	
	
	

	Equity in 000 EUR
	
	
	
	
	
	

	Employees
	
	
	
	
	
	

	 

	Strategic challenges from investor point of view: partners, additional funding or exit

	Describe:

· What are the main obstacles for making the project succeed (for instance, further technological development, bringing the product into the market, etc)

· What are the expected requirements to further funding (how much and where will this money come from) 
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RETURN to How to Build a


Successful Business Plan 


for a Construction Company











� Questionnaire developed by the Synergy-Plus consortium (project lead by Technofi and participated by Labein)
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