
How to create a business plan that wins over investors

Description

This is your step-by-step guide to creating a powerful plan that proves your value and
secures funding.

Learn how to write a business plan for investors. Our guide covers the financial KPIs,
investor metrics, and strategic narrative needed to secure startup funding.

Introduction: Your plan is your pitch

For a founder, the business plan is more than a document; itâ??s the ultimate pitch. Most
founders fail to raise funding not because their idea lacks merit, but because their
business plan fails to translate vision into investor logic. Before an investor reads your
emails or takes your call, they will often scrutinize your plan. Itâ??s their first real test of your
seriousness, your clarity of thought, and your understanding of the market. A weak plan gets
you a â??pass.â?• A strong plan gets you a meeting.

This guide will show you how to build that strong plan. We will move beyond the basics and
focus on the specific elements that investors dissect, from the strategic narrative to the
critical financial metrics that prove your business isnâ??t just a great idea, but a profitable,
scalable investment.

What investors are really looking for: The data

Investors are professional risk-assessors. Your business planâ??s job is to de-risk their
investment by proving your competence with clear data. Here are the numbers that matter:

The Team is Critical: According to a CB Insights analysis of startup failures, 23% of
startups fail because they didnâ??t have the right team. Your plan must showcase a
team with the right mix of passion, expertise, and execution ability.
Market Size Matters Most: A frequently cited rule among Venture Capitalists is that
they look to invest in companies targeting a Total Addressable Market (TAM) of at least

EXCELLENTBUSINESSPLANS.COM
Improve your business success!

Page 1
https://excellentbusinessplans.com - Improve your business success



$1 billion. Your plan must prove the market is big enough for a venture-scale return.
Investors Are More Selective: According to a Q3 2025 report from PitchBook, global
VC deal value is down 18% year-over-year, meaning investors are more selective.
Your plan must stand out with precision.

The two plans: The internal guide vs. the investor deck

Not all plans are created equal. The plan you use to run your business is different from the
one you use to fund it.

The lean plan (The internal guide): As championed by Eric Ries, this is your internal
roadmap. Itâ??s for validating ideas and aligning your team. Itâ??s flexible, concise,
and focused on learning.
The investor-ready plan (The external pitch): This is a formal, detailed, and
persuasive document. Its sole purpose is to convince external stakeholders, investors,
banks, and partners that your business is a sound investment. Itâ??s built on evidence,
not just hypotheses.

Building your investor-ready plan: A 4-week sprint

This is not just a timeline; itâ??s a strategic process for building an investment case.

Week 1: Defining the opportunity for investors

This week is about proving youâ??re targeting a massive opportunity.

The problem and solution: Clearly articulate the pain point you solve and why your
solution is unique.
Market analysis: Define your Total Addressable Market (TAM), Serviceable
Addressable Market (SAM), and Serviceable Obtainable Market (SOM). Investors
need to see the potential for scale.
Competitive analysis: Who are your competitors, and what is your â??moatâ?• or
unfair competitive advantage?

Investor Tip: Donâ??t just say your market is â??billions.â?• Show a bottom-up analysis of
how you calculated your TAM, SAM, and SOM. This builds immense credibility.

Week 2: Proving your strategy and team

This week, you prove you have the right model and the right people to win.

Business model: How will you make money? (e.g., SaaS, transaction fees, e-
commerce). Be specific.
Marketing and sales strategy: How will you acquire customers efficiently? This is
where you first introduce your Customer Acquisition Cost (CAC) estimates.
The team: This section is critical. Provide bios for key team members, highlighting
relevant experience that de-risks the execution. Investors often say they bet on the
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jockey, not the horse.

Week 3: The financials: Proving the ROI to investors

This is where most investor scrutiny happens. Your financial model is a quantitative
representation of your entire strategy. It must be logical, defensible, and ambitious but
realistic.

The Investor Matrix

To create a truly effective plan, you must understand that different investors focus on
different metrics depending on your companyâ??s stage. The Investor Matrix helps you
map your financial story to the right audience. Use this table to understand what each
investor type is looking for and to tailor your pitch accordingly.

Investor
Type

Funding
Stage

Typical
Check
Size

Primary KPI Focus
Key Question
Theyâ??re
Asking

Angel
Investor

Pre-Seed
/ Seed

$25k â??
$250k

Founder & Team, TAM,
Prototype/MVP, Early
signs of traction (e.g.,
waitlist, pilots).

â??Do I believe in
this founder and
this idea?â?•
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Venture
Capital
(Seed /
Series A)

Seed /
Series A

$500k
â??
$10M

Product-Market Fit,
MoM Growth (10%+),
Early MRR ($10k+),
Emerging LTV: CAC
Ratio.

â??Is there a
repeatable,
scalable model
here?â?•

Venture
Capital
(Growth
Stage)

Series B
& Beyond

$10M
â??
$100M+

Scalability & Efficiency,
Low Churn, High Gross
Margin, Proven LTV:
CAC at scale, Path to
Profitability.

â??Can this
business become a
market leader and
generate a
massive exit?â?•

Corporate
Venture
(CVC)

Varies
(often A+)

$1M â??
$20M+

Strategic Fit, Revenue
Synergies, Technology
Integration, Market
Access.

â??How does this
advance our
corporate
strategy?â?•

As you can see, an Angel investor cares most about the team, while a Growth Stage VC
cares most about efficiency at scale. Your financial plan must tell the right story for the capital
you are seeking.

Key Investor Metrics to Include:

Your financial plan must go beyond a simple P&L. It needs to include the core metrics that
SaaS and modern business investors live by:

Customer Acquisition Cost (CAC): How much does it cost you to acquire a new
paying customer?
Customer Lifetime Value (LTV): How much total revenue will you generate from a
single customer over their lifetime? A healthy business model requires an LTV: CAC
ratio of 3:1 or higher.
Churn Rate: What percentage of your customers cancel their subscription each month
or year?
Burn Rate & Runway: How much cash are you spending each month (net burn), and
how many months of operation do you have left with the cash on hand (runway)?

Top 5 Financial KPIs for Your Dashboard

Investors want to see a clear â??dashboardâ?• of your businessâ??s health. Your plan
should prominently feature these five Key Performance Indicators (KPIs):

1. Monthly Recurring Revenue (MRR) / Annual Recurring Revenue (ARR): The
lifeblood of any subscription business. Show current and projected MRR/ARR.

2. Gross Margin: This shows the profitability of your core product before overhead. High
gross margins (70%+) are very attractive to investors.

3. Cash Flow: Is your business generating or consuming cash? A detailed cash flow
statement is non-negotiable.
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4. LTV to CAC Ratio: As mentioned above, this is arguably the single most important
metric for proving the long-term viability and scalability of your business model.

5. Revenue Growth Rate (Month-over-Month): For early-stage startups, a high MoM
growth rate (10-20%+) is a powerful signal of traction.

Week 4: Crafting the narrative and Executive Summary

This week, you tie everything together into a compelling story.

Write the executive summary: This is the most important page in your entire
document. Itâ??s a 1-2 page summary that must stand on its own. It should cover the
problem, solution, market, team, traction, and financials. If itâ??s not compelling, the
rest of your plan will not be read.
Refine the narrative: Ensure your plan tells a consistent and believable story of
growth.
The â??Askâ?•: Clearly state how much funding you are seeking and what key
milestones you will achieve with the capital.

â??The best investors donâ??t chase ideas â?? they chase founders who can execute.â?•
â?? Paul Graham

Final thoughts

An investor-ready business plan is fundamentally different from a simple operational guide.
Itâ??s a persuasive document designed to build confidence, de-risk an investment, and tell
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a compelling story of future growth.

By focusing on what investors truly care about, a massive market opportunity, a strong team,
a scalable business model, and a credible financial plan, you transform your document from
a mere plan into a powerful fundraising tool.

You can start right now, download our Business Plan Template, to kick off your financial
projections.

Frequently asked questions (FAQs)

Whatâ??s the biggest red flag for investors in a business plan?
Unrealistic financial projections that are not backed by logical assumptions (a
â??hockey stickâ?• graph with no basis in reality) are a major red flag. Another is a
failure to understand the competitive landscape.
How do I show my TAM, SAM, and SOM?
Use a â??bottom-upâ?• approach. Instead of just taking a percentage of a huge
market, calculate it based on the number of potential customers and your expected
revenue per customer.
Should I include an exit strategy in my business plan?
For a plan targeting VCs, yes. Briefly mention potential exit opportunities (e.g.,
acquisition by a larger company in your space, IPO) to show you understand their need
for a return on their investment.
How much traction do I need to show?
This varies, but any evidence of early validation is powerful. This could be early
revenue, several pilot customers, a strong waitlist, or high user engagement metrics.
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