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The LWSD Teen Start-Up Challenge is designed to promote student start-up ideas and venture 
creation. The challenge provides the opportunity for high school students to win prizes and learn from 
local business leaders. Finalists will present their ideas and business plans and receive invaluable 
feedback from successful professionals.  

Application is due May 15, 2019. 

A startup business plan serves several purposes. It can help convince investors or lenders to finance 
your business. It can persuade partners or key employees to join your company. Most importantly, it 
serves as a roadmap guiding the launch and growth of your new business.  

Writing a business plan is an opportunity to carefully think through every step of starting your 
company so you can prepare for success. This is your chance to discover any weaknesses in your 
business idea, identify opportunities you may not have considered, and plan how you will deal with 
challenges that are likely to arise. Be honest with yourself as you work through your business plan. 
Don’t gloss over potential problems; instead, figure out solutions.  

A good business plan is clear and concise. A person outside of your industry should be able to 
understand it. Avoid overusing industry jargon or terminology.  

Most of the time involved in writing your plan should be spent researching and thinking. Make sure to 
document your research, including the sources of any information you include.  

Avoid making unsubstantiated claims or sweeping statements. Investors, lenders and others reading 
your plan will want to see realistic projections and expect your assumptions to be supported with 
facts.  
This application includes instructions for each section of the business plan, followed by corresponding 
fillable fields. 
 

I. Executive Summary 
The Executive Summary is the most important part of your business plan. Often, it’s the only part that 
a prospective investor or lender reads before deciding whether or not to read the rest of your plan. It 
should convey your enthusiasm for your business idea and get readers excited about it, too.  

Write your Executive Summary LAST, after you have completed the rest of the business plan. That 
way, you’ll have thought through all the elements of your startup and be prepared to summarize them.  

The Executive Summary should briefly explain each of the below.  

1. An overview of your business idea (one or two sentences).  

2. A description of your product and/or service. What problems are you solving for your 
target customers?  
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3. Your goals for the business. Where do you expect the business to be in one year, three 
years, five years? 

4. Your proposed target market. Who are your ideal customers?  

5. Your competition and what differentiates your business. Who are you up against, and 
what unique selling proposition will help you succeed?  

6. Financial outlook for the business. If you’re using the business plan for financing 
purposes, explain exactly how much money you want, how you will use it, and how that will 
make your business more profitable.  

 
Limit your Executive Summary to one page in total.  
 

After reading the Executive Summary, readers should have a basic understanding of your business, 
should be excited about its potential, and should be interested enough to read further. 

 
Executive Summary 
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II. Company Information and Description 
This section explains the basic elements of your business.  

1. General Information: Include name of business, name of student(s), high school in which 
student(s) attend, and email address(es). 

2. Problem/Opportunity: Every business needs to solve a problem that its customers face. Explain 
what the problem is and how your product or service solves it. What are its benefits, features and 
unique selling proposition? Yours won’t be the only solution (every business has competitors), but 
you need to explain why your product/service is different and worth buying. 

2. Description of Business and Product: Describe your product and/or service. What do you sell, 
and how is it manufactured or provided?  

3. Company Goals and Milestones: Specify your long- and short-term goals as well as any 
milestones or benchmarks you will use to measure your progress.  

 
After reading the Company Description, the reader should have a basic understanding of your 
business’s product or service, goals, target market, and competitive landscape. 
 
Use the Company Description worksheet below to help you complete this section.  

Company Description Worksheet 
Business Name  

Student(s) Email(s) High School 
   

Product/Service 
Description 

 
 
 
 
 
 
 

Company Goals & 
Milestones 
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III. Market Opportunity and Strategy  
This section provides details on your industry, the competitive landscape, your target market and how 
you will market your business to those customers.  

Market research 
There are two kinds of research: primary and secondary. Primary market research is information you 
gather yourself. This could include going online or driving around town to identify competitors; 
interviewing or surveying people who fit the profile of your target customers; or doing traffic counts at 
a retail location you’re considering.  

Secondary market research is information from sources such as trade organizations and journals, 
magazines and newspapers, Census data and demographic profiles. You can find this information 
online, at libraries, from chambers of commerce, from vendors who sell to your industry or from 
government agencies.  

This section of your plan should explain: 

• Industry Trends – Is it growing or shrinking? How are customer needs or preferences 
changing?  

• Target Market-Describe the characteristics of the buyer and the end-users. (This is also 
known as the ideal customer or buyer persona.) 

• Barriers to Entry - What barriers to entry does your startup face, and how do you plan to 
overcome them? Barriers to entry might include:  

o High startup costs 
o High production costs 
o High marketing costs 
o Brand recognition challenges 
o Finding qualified employees 
o Need for specialized technology or patents 

• Key Competition - Who is your competition? One of the biggest mistakes you can make in a 
business plan is to claim you have “no competition.” Every business has competitors. Your 
plan must show that you’ve identified yours and understand how to differentiate your business.  

List key companies that compete with you (including names and locations), products that 
compete with yours and/or services that compete with yours. Do they compete across the 
board, or just for specific products, for certain customers or in certain geographic areas? What 
might happen to your competitors and how will your business successfully compete? 

• Marketing/Advertising Strategy -How will you market your product/service? What image do 
you want to project for your business brand? In this section, explain the marketing and 
advertising tactics you plan to use., why and how often. Advertising and marketing may 
include: 

o Business website 
o Social media marketing 
o Email marketing 
o Word of mouth 
o Content marketing 

o Print marketing materials 
(brochures, flyers, business 
cards) 

o Public relations and Networking 
o Referrals

 



5 
 
 
Use the Marketing Plan Worksheet to identify your company’s trends, barriers to entry, 
competition, and strategy 

Marketing Opportunities and Strategy 

Industry Trends 

 

Target Market 

 
 
 
 
 

Barriers to Entry 
 

 

Key Competitors 

 

Marketing 
Strategy 
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IV. Sales and Financials 
This section expands on the basic information about your products and services included in the 
Executive Summary and Company Description. Here are some items to consider:  

 
1. Sales Projection: What are your goals for sale? 

2. 12-Month Sales Forecast: If you’ve already made some sales, you can use those as a 
basis for your projections. If, like most startups, you haven’t sold anything yet, you’ll need to 
create estimates based on your market research, your proposed marketing strategy\ies and 
your industry data.  

Keep notes on the research and assumptions that go into developing these sales forecasts. 
Financing sources will want to know what you based the numbers on. 

3. Cost Structure: How you will price your product or service and why? Describe the pricing, 
fee, subscription or leasing structure of your product or service. How does your product or 
service fit into the competitive landscape in terms of pricing—are you on the low end, mid-
range or high end? How will that pricing strategy help you attract customers?  

4. Start Up Costs and Promotional Budget: How much do you plan to spend on starting 
your business? How much do you plan to spend on marketing and advertising? 

5. Revenue Stream: What is the revenue model and what are the lifetime values? What is 
the revenue and the gross profit margins? What are your one-time and ongoing expenses?  

6. After-sale Services: In this section, explain any after-sale services you plan to provide, 
such as: Product delivery, Warranty/guarantee, Service contracts, Ongoing support, 
Training, Refund policy 

7. Use of Capital: If you win a cash honorarium from Teen Start-Up, how will you spend your 
cash honorarium to enhance your business? Provide a breakdown of how you will use the 
award and what results you expect. 

 

Use the Sales and Financials Worksheet to complete this section.  
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Sales and Financials 

Sales 
Projection 

 

12-Month 
Sales 

Forecast 

 

Cost 
Structure 

 

Start Up 
Costs and 

Promotional 
Budget 

 

Revenue 
Stream 

 

After Sale 
Services 

 

Use of 
Capital 
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V. Management and Operations Plan  
1. Production: How will you produce your product or deliver your service? Describe your production 
methods and the equipment/resources needed. 

2. Quality Control: How will you maintain consistency? Describe the quality control procedures you’ll 
use. 
3. Location: Where is your business located? 
4. Personnel: How many people do you have in your business? What are their titles? Include 
Mentors for Team (adults who help you) 

Operation Plan 

Production 

 

Quality Control 

 
 
 
 
 

Location 
 

 

Personnel 
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VI. Future Ready: What is your post-high school plan? How does your business relate to your 
post-high school plan? In the following section, answer these questions for each member of your 
team. 
 

 
 
Please complete your typed application and send to Kate Atvars by May 15, 2019 

at katvars@lwsd.org. Thank you! 

mailto:katvars@lwsd.org

