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Overview of the 
program and your 
learning journey over 
the 14 weeks:

Overview of the 
program and your 
learning journey over 
the 14 weeks:
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● Business planningand its importance.

● Concepts of a financial plan

● How to create a financial plan?

● The importance of having financial projections for your

business.

● Unit Economics

● Cost and Revenue

CONCEPTS
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Bytheendof theweek,
youwillbeableto:

● Understand the importance of  
financial planning.

● Know the financial definitions that  
entrepreneurs need to acquire at this  
stage.

● Create your own financial plan.

Steps:

1. Financial planning.
2. Components of a financial plan.
3. Build your financial plan.
4. Build your financial projections
5. Arrive at appropriate pricingstrategy



ComponentsofaBusiness  

Plan

Sales  
Plan

People  
Plan

Business  
Plan

Financial  
Plan

period.

It requiresyoutotakeyoucalculationoff MarketSize– Top-down 
andbottomupapproachandconduct the followingsteps:

BusinessModelVs BusinessPlan

A businessmodeldescribeshowanorganizationcreates,deliversandcapturesvalue
ineconomic, social,culturalor othercontexts.

A businessplanisa document thatdetailstheorganization’sstrategyandexpected 
financial performance foryearstocome.

Thetemplateofa BusinessPlanconsistsof3 pillars:

→SalesPlan:A salesplanisa strategydocumentthatlaysouta 
company'splan for improving salesresults ina specified time

1. Build aSales Forecast
2. Createa CustomerAcquisition Funnel

→PeoplePlan/HiringPlan:A peopleplanaimstoestimatethepeople requirements 

for your organization, to fulfill the sales forecast based on the customer acquisition 
funnel.WhilecreatingthePeopleplan,youalsoneedtoestimate thebudgetsfor the 
NewHires basedontherequiredskillset.

→ FinancialPlan: A financial plan is a comprehensivepictureof your current finances,
your financialgoalsand strategies to meetyour financial goals.Steps in the financial
plan.
1. Calculate set-up costs
2. Forecastprofit and loss
3. Work out your cash-flow projections
4. Forecastbalance sheet
5. Find your break-evenpoint
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SalesPlan–Forecasting

•Based on your market research data from the previous year

•Analyze each lead and assign a value to that source
Lead-driven

•Analyze how long a lead takes to convert to a sale.
Length of sales 

cycle

•Trust your salespeople to accurately forecast their own salesIntuitive

•Limited launch of your product to analyze the response

•Use the result of your analysis, to make a near-accurate forecast

Test-market
analysis

•Use past sales data to forecast sales considering stable growthHistorical forecasting

Creating a Sales Forecast
Forbes

Businessplanning begins with Sales Planning.

A sales plan consists of a sales forecast and a plan to achieve the forecast. A sales
forecastisa projectionof thenumberofunitsofproductsor serviceyouwantto sell in
a givenperiod.Salesplanning isdivided into twoparts:

1. Forecastyoursalesfor thenextoneyear.
2. Planthenumberof leadsyouwillneedtomeetyoursalestarget.

Howtomake aSales Plan
AWadhwani perspective

Forecasting:Whilecompletingyourforecasting,referbacktothe twoapproaches 
we have employed in Week 2 – Top Down and Bottom-up. Use the Bottom-up 
approachtoarriveata realisticestimationofmarketsize.Createyoursales forecast 
fromthere whileensurethatyoutakeintoaccountbothyourcapacityandambition.

Youcanemploythe following methodsfor forecasting:
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https://www.entrepreneur.com/article/77674
https://youtu.be/4uGx14UVWPc


SalesPlan-Customer  
AcquisitionFunnel

TARGET MARKET

How many people have the problem that you 
want to solve? Consider your niche you had 

identified earlier.

LEADS

Reach out to a sub-section of the 
target segment. These become 

your leads.

PROSPECTS

Some prospects will
show interest. These
are your opportunities.

CUSTOMERS
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Make sure you have enough 
prospects/leads at  each stage of the 
funnel so that enough remain at  the next 
stage.

Customeracquisition is the
process ofgaining new  
customers.An acquisition funnel  
is a place or processwhere you  
turnyourprospects into actual  
customers.

This is a crucial step in your venture creation;
hence, do analyze your target customer very
carefuly.

At the product/service front, once the prospective customer signs up with you, 
you must  ensure that your customer is able to connect with the actual product 
and the promises made  in the Unique Value Proposition block of your business 
model are met. About 80% of your customers will come from your target 
segment or niche, but some may  be from outside the target segment also, so 
keep your ears and eyes open.

Make sure you follow up with your customers and take feedback to make 
further  enhancements to your product or service. This delights the customer, 
and there are chances  that you get more customer referrals.

If your conversion rate is high, then what you should concentrate on is to 
increase the  number of people entering that stage of your funnel. So, ensure 
you have enough  numbers at this stage of the funnel, which will ultimately 
generate the revenue for your  business.

The last stage in the funnel, "customers, “is very crucial as this is the stage 
where you get  paid. So, ensure you have enough numbers at this stage of the 
funnel, which will ultimately  generate the revenue for your business.



PeoplePlan

Beforeyoubeginworkingon thepeopleplan,findoutwhatskillsyoualready havein the 
team.Considerthefollowing questions:

• Doestheexistingteamhavethetechnicalabilitytobuildtheproductor solution?
• Ifyes,howmanyunitsoftheproduct andservicecantheybuildina month?
• Doestheexisting teamhavea senseofhowtheindustryoperatesandwhatvalue 

yourproductandservicecanaddto the industry?
• Isyourexistingteamcapableofhandling thepackaginganddeliveryofyourproduct 

orservice?
• Doyouhaveanyonetohandletheaccounts–managepaymentstosuppliers,

paymentsfromcustomers,andsalaries?

HowtomakeaPeople Plan
AWadhwani perspective

HereistheguidancetocreateyourPeoplePlan:

1.Number:Howmanymorepeopleyouneedtoachievethegoalsthatyouhaveset 
inyoursalesplan.

2.Hiring:Considerhiringpeopleasconsultantsratherthanasemployees.Arethere 
anyroleswhoyoumayneedfora limitednumberofmonthsor fora limitednumberof 
hoursina week?

3. Skills:Listtheexact skillsyouneedfortheteammembersyouwanttohire.

4.Budget: Set a budget for their salaries. Offer pay packages as per industry 
standards—neither toolownortoohigh.Researchthekindofsalariespeopledrawfor 
a particularskillsetandexperiencelevelin salarycalculatorwebsites likeSalary.com, 
KnowYourWorth.com,SalarySurvey.com,andIndeedSalarySearch.com.

How to findthe righttalent:

• Lookforpotentialcandidatesforyourventureamongyourowncontacts.People 
who join new ventures need to trust the founders of the venture. So, if the 
candidatesexpressinterest,youwill alreadyhavea connectandtrust.

• UsesocialmediaplatformssuchasLinkedInto findgoodtalent.Also,leveragethe
networkofyourexistingemployeesto findandhirenewpeople.

• Finda goodbalanceoftheyoungandenthusiasticandtheexperiencedandmature 
inyourteam.
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https://www.youtube.com/watch?v=fProiFO5_4w
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Financial Plan
A financialplanisa forecastof thefutureperformancefora business,and it is thethird 
partofyourbusinessplan.Thisincludesplanningyourexpenses,howmuchtoplanto 
sell, your profits, and how you plan to spend your cash to meet your expenses. A 
financialplanwillhelpyou:
• Planandoptimizeyourexpenses- startupcosts,fixedcosts,andcostofgoods
• Plan andmanage cash flows effectively
• Estimateyour income andprofits

Essentialcomponentsofa FinancialPlan:

Start-up Costs: Startup costs are the expenses incurred during the process of
creating a new business . Examples of startup costs include licensing and permits,
insurance, officesupplies,payroll,marketingcosts,researchexpenses,andutilities.

ForecastP&L:A profit andlossforecastshowsyourcompany'sexpectedrevenueand 
expensesovera givenperiod,demonstratingwhetheryoucanexpecttomakea profit 
ora lossoverthecomingmonths.

CashFlow:Cashflowisa measurementof theamountofcash that comes intoand 
outofyourbusiness ina particularperiodoftime.CashFlowstatementshelptrackand 
analyzetodeterminethe liquidityandsolvencyof thebusiness.A healthycashflowis 
requiredto fundyourpayroll coveryouroverheads,payyoursuppliersandpurchase 
equipment.

Balance Sheet: A balance sheet is a financial statement that reports a
company's assets, liabilities,andshareholderequity. Thebalancesheetisoneofthe
three core financialstatementsthatareusedtoevaluatea business.Itprovidesa
snapshotofa company'sfinances(whatitownsandowes)asofthedateof
publication.

Break-evenAnalysis:Thebreakevensaleslevelis thenumberofunits that mustbe 
soldinordertobreakeven.Thismeans thatrevenues areequaltoexpenses.Any
units soldbeyondthisquantitywillallowthecompanytogenerateprofit.

COGS:Costofgoodssold(COGS)refersto thedirectcostsofproducingthegoodssold
by a company.This amount includes the costof thematerialsand labordirectlyused to
createthegood. Itexcludesindirectexpenses,suchasdistributioncostsandsales force
costs.

IntroductionTo Financial Plan

AWadhwani perspective
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https://www.youtube.com/watch?v=AOtYOw57VAc&list=PL4-WOrA-_oon5efkXiWfvEQlT36kwUmbt&index=14


Calltoaction!
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Step 1:Create your SalesForecast

Step2:CreateyourCustomerAcquisitionFunnel 

Step 3:Buildyour PeoplePlan

Step 4:Create your FinancialPlan

Templates provided in the Handouts.
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UnitEconomics/KeyMetrics
Uniteconomicsdescribesa specificbusinessmodel's revenuesandcostsin relationtoan 
individualunit.

A unitreferstoanybasic,quantifiableitemthatcreatesvaluefora business.Thus,unit 
economics demonstrates how much value each item - or “unit”- generates for the 
business

Step 1: Defineyour Unit

Product Customer Multiple Units

For anairline, a unit  
might be single seat sold,  
whereas a ride shareapp  
would define a unit as  
one ride in their vehicle.

Theseunitsarethenanalyzedtodeterminehowmuchprofitor losstheyindividually 
produce. Some businesses require multiple unit measures. For example, an 
infrastructure service provider that has a geographically distributed physical 
infrastructure (data centres, cloud, wireless towers, etc.) have significant capital 
investmentforeachnewdeployment.Asa result, thisbusinessesshoulduseeach 
unitofphysicalinfrastructureastheircoreunitandwithineach,usea customerunit 
asa secondaryunit.

Step 2: Calculate cost of goods sold (COGS) 
Calculate your cost of services sold (COSS)

Step 3: LTV/CAC ratios

To calculate unit you need 2values:

Customerlifetimevalue(LTV):howmuchmoneya businessreceivesfroma given
customerbeforethecustomer“churns”orstopsdoingbusinesswiththecompany.

Customeracquisitioncost(CAC):thecostofattractinga client/customer
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UnitEconomics/KeyMetrics

Average Value of Sale No. of Transactions

x
Retention Time Period

x=
Life Time Value(CLV)

Higher the Lifetime value , the better it is for a business. To increase LTV:

- increase Average value of sales, margins needs to go up
- #number of transactions to increase
- Retention time period to increase, customer needs to be engaged

Customeracquisitioncost (CAC):

CAC

= /
TE NC

Customer
Acquisition Cost

Total expense to 
attract, engage and 
convert a new 
customer

Number of new 
customers acquired

Customer lifetime value (LTV):

Interpretation:

If yourCAC is lessthanyour LTV, it indicates thatyourbusiness is strong.

If thetwometricsareequal, it likelyhighlightsa stagnantbusiness.

If yourCAC isgreaterthanyourLTV,youarelookingata financial loss.

12

How to get unit economics right
Mint
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https://www.youtube.com/watch?v=D44qLyxSogo


Calltoaction!
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Step 1: CalculateyourUniteconomicsandKey Metrics

• Gross Margin

• Net Margin

• COGS / COSS

• CLV or LTV

• CAC

• CLV / CAC ratio

Step 2:Create your FundingPlan

Templates provided inthe Handouts.
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Let’s shift our focus to Cost Structure and Revenue Streams, and we’ll do this by
understanding the concepts of cost, revenue and pricing.

Nowthat youhavea fixed MVPof yourventure, it is vital to remember this:

• Know all your costs before you even begin your business – these will generally be
based on your expected revenues. This will help you understand the likelihood of
your business becoming profitable

The kinds of Costs that you will come across:

• Startup Costs – these costs (also called capital costs) are those that you would incur
before you start your business

• Fixed Costs – fixed costs are those that your business will sustain regularly regardless
of your production and sales. This is usually calculated for the duration of a month at
a time.

• Variable Costs – Unlike fixed costs, variable costs will depend on your rates of
productionand sales.

It is also essential that you identify whether your venture is cost-driven or value-driven. If
your venture is a low value price proposition, then your venture is cost driven. If your
venture is valuedriven, it will focuson valuepropositionandpremiumproduct.

Keeping these in mind, you can see why it is important that you have a realistic
understanding of your cost estimates. And it will also make it easier to fill in the cost
structurespaceof your table.

Remember!!!!

It is alwaysbetterto havevariablecostsrather 

thantohavefixedcosts,andbettertohavefixed  

thanstart-upcosts.
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CostandRevenue
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CostandRevenue

Pricing
Beforewecanworktowardsrevenuestreams,wemustunderstand the ideaofPricing.Pricingyour 

venture iscentral toprofitmaking.The key to finding the right pricing is to make sure your 

product pricing retains customers while still making you a profit.

Another formula to remember under pricing is:

PROFIT = REVENUE – (FIXED + VARIABLE) COSTS

Fixing your price will depend on your customer segment, which you have already

covered in depth before. Depending on your customer segment, you can select a

particular pricing strategy to suit both the customer and your venture.

Pricing strategy is largely divided into three types:

• Maximization

• Market Penetration

• Market Skimming

12 Techniques For Selecting The Right Pricing Strategy
Forbes

Three Steps To Choose Your Pricing Strategy
Forbes
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https://www.forbes.com/sites/forbesbusinesscouncil/2021/02/16/12-techniques-for-selecting-the-right-pricing-strategy/?sh=15e7ffeb3fae
https://www.forbes.com/sites/forbesbusinesscouncil/2019/11/26/three-steps-to-choose-your-pricing-strategy/?sh=4d7816c62469


CostandRevenue

So let’s talk money!

Wherecostiswhatwespend to landourventureandkeep it going, revenue is the incomeweget 

throughoursales.Usually,therewill justbe incomefromyourproductalone.But it is alwayssmartto

lookforwaysthroughwhichyoucanincreaseyourrevenuesources.

Let’sunderstandthis better

If I open a bakery that specializes in eggless cakes and desserts, my biggest income 

will come simplyfrom my nicheproduct. However,I couldbegina deliveryservice,or

partner up with a larger delivery service group. This will become another srouce of 

income,outsideofjustmyproductalone.

16

Every sourceof incomeyouhave, throughyourventure, is calleda revenuestream.Soyourbiggest 

strategyshouldbe tounderstandhowyoucanreachoutto thesamecustomerorcustomersegment 

forrevenuethroughmultipledifferentways.Since it is fromthe samecustomer,therevenuestream 

becomesmoredependable,andyouhavetoclearlydefine all yourrevenuestreams.

Thesearethethreethings thatyoumuststateaboutyourrevenuestreams:

• The source of the revenue

• The Pricing

• Their lifecycle

These factorswillhelpyoudecide whetherthatparticularstreamisprofitableornot.Withthebakery

examplefromabove, if thedeliverysystemcostsmorethan it brings in, it isnota profitablerevenue 

streamforthebakeryventure.The larger implicationsof thisis thatyouhavetomaintaina certain 

level of flexibilityin termsofyourrevenuemodel.Thebestwaytoexploreyourrevenuemodel is to 

explore the questions of what value your customers are willing to pay for yourproduct, and how 

mucheachrevenuestreamcontributestoyouroverall incomeandrevenue.
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You have now made it through the concepts of costs, revenue and 

bootstrapping. Through this, you have come to understand the role 

funding and finance has to play in your venture’s set up and growth. Now, 

what you have to do is sit down with your venture, and work through your 

handouts to understand the practical application of your venture’s 

financing.

It is now time to walkyourself through the stepsof financial feasibility: 

StepstoUnderstandtheFinancialFeasibilityofyour Venture: 

Step 1: Estimate the Costs of your Venture

➢ Startup Costs

➢ Fixed Costs

➢ Variable Costs

17

Calltoaction!
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StepstoUnderstandthe FinancialFeasibilityofyour Venture: 

Step 2: Estimate your Revenue

➢ Identify your Price Point

➢ Estimate thenumberof units sold in a fixed time period (monthly, quarterly)

Step 3: Identify Additional Revenue Streams
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Calltoaction!
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StepstoUnderstandthe FinancialFeasibilityofyour Venture: 

Step 4: Analyze your Key Metrics

➢ Gross Profit/ Contribution

➢ Net profit

➢ Breakeven

➢ Payback Period

19

Calltoaction!
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You can always use the same model in the future

and apply it on any venture you are working on to

ensure properanalysis of the financial feasibility

of the venture

Step 5: Identify the Sources and Uses of your Funds

20

Calltoaction!
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