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So you’ve decided that you want to quit your day job and start your very own ecommerce empire. That’s great!
But before you become the next Jeff Bezos  (and definitely before you quit your job!), it’s worth spending some time thinking about a business plan. In this article, we’ll dive into the key elements of an ecommerce business plan, which is very different than writing traditional business plans.

Why You Should Create a Business Plan
We know that starting an ecommerce business is exciting, and it can be tempting to jump right in without constructing a business plan. READ: PLEASE DON’T DO THIS.
If you haven’t put your ideas, questions and concerns on paper, then you haven’t given your business model enough thought .
Taking the time to write a business plan might seem like a lot of work, but it can save you a lot of time and money in the long run by better preparing you for potential challenges and opportunities that you’ll face as a first-time entrepreneur. Think of it as a roadmap for your new business venture.
It’s exciting to start your own ecommerce business. However, you want to be well prepared and not jump into anything without having a solid, foolproof ecommerce business plan in place.
After all, you wouldn’t jump out of a plane without a parachute, so why start a business without a safety device in place? That safety device is your business plan.

The business plan is the brainstorming process that ensures your concept and goals are realistic.
This is more than just mental notes. True business plans take your ideas , questions, and concerns and put those in writing.
As you start creating your business plan, you’ll soon understand that it’s more than a single piece of paper with handwritten details on it. It’s a clearly constructed format of how your business will be created, how it will operate, and what you hope the future holds in terms of a successful ecommerce business.
When you write your business plan, be sure to have a target audience in mind. Are you going to look for investors or put a Kickstarter campaign into motion and use this as your descriptive platform? If so, make sure that your business plan contains everything the audience would want to know about your business (and more!). Many traditional funding solutions require a business plan in order to give you capital. However, there are alternative solutions, such as  Payability  that specialize in ecommerce and don’t require credit checks, a business plan, or any complicated paperwork. They can also get you approved in as little as 24 hours.
When your business plan is completed, you should have achieved the following goals:
	Knowledge:  A greater sense of knowledge of the business aspects.
	Resources:  The resources you’re going to need to make your business successful, such as partners, money, employees, etc.
	Road Map: Have clear set goals to take you from the very beginning of your business and onward.
	Viability: In other words, is your business possible? Will you have enough profit margins to keep the doors open long-term?

Now that you know why you should create a business plan, it’s time to move on to how you can create your business plan and get started putting your ecommerce business into motion.
How to Start an Ecommerce Business Plan
At the very beginning of the planning stages, it’s a good idea to develop a framework for your business model. This business model will continue to evolve as you create each section of your ecommerce business plan, so don’t strive for a perfect completed plan on the first try. You will be making tweaks to the plan of certain steps along the way.
There are many ways to sell products online and different business models  to pursue. Research and learn from successful ecommerce business examples in the market. The exact business model you follow will be one that makes the most sense with your resources, skills, and interests.
In order to create the best online business plan with your product in mind, you need to figure out the following things:
What are you selling?
The first step to creating an online business is to learn the absolute basics of what you can sell.
	Physical products: Clothing , shoes, home goods
	Digital products: Software as a Service products, ecourses, ebooks
	Services: Consulting services, home cleaning

Who are you selling to?
	Business-to-Business (B2B): You are selling to organizations, corporations, and non-profits rather than individual customers
	Business to Consumer (B2C): This means you are selling to individual consumers rather than businesses
	Marketplace: You are acting as a middleman by bringing businesses and (B2B or B2C) customers to one website.

How are you sourcing your product?
	Manufacture in-house: You make your product or service in-house
	Third-party manufacturer: You outsource the manufacturing of your product or service to a third-party manufacturer
	Dropship: You partner with a dropship manufacturer. Basically, this means that they make your product, package it and ship it directly to your customer while your company handles the entire customer relationship.
	Wholesale : You buy goods or services from other companies in bulk and re-sell those products on your online store

Additional References
	Entrepreneurship: Business & Marketing Plans
	Small Business and Entrepreneurship
	Entrepreneurship Resources
	Business Plan Resources

Executive Summary

The executive summary will be written according to your goals, and it’s recommended that this is done at the very end of your business plan completion. This will ensure that you include all of the important factors about your business and present your ideas in a concise and complete way.
Some of the features you’ll include in the executive summary include information showing that you’ve done your research, you have concrete sales forecasts, and the main details about your brand.
Business Model
When you’re figuring out your business model, you have to consider four different areas:
	Monetization strategy
	Product/industry
	Target market
	Sales channel

Monetization Strategy
The monetization strategy delves into the methods you are going to use to sell your products.
This strategy will look at different product monetization methods, including white label, private label , affiliate marketing, wholesale, dropshipping, and even selling ads.
Product/Industry
The product industry section is where you summarize your main niche.
For example, “Vegan Skincare Products.”
Target Market
In the target market section, you will write a sentence or so on who your target market, or ideal customer, is in the community.
If you’re selling vegan skincare products, your target customers might be women who embrace the vegan lifestyle and use natural skincare products in their daily beauty regimen.
Sales Channel
The sales channel refers to where you’re going to sell your products.
For example, you might be selling your products on your own website, and this should be entered in this section.
Business Overview

This next section covers your company overview.
This section of your business plan will cover various features of your company, including the following:
	Company type
	Domain name
	Value proposition
	Brand traits

The brand name section lists your business name or brand name.
This is an extremely important aspect of your business plan as it’s what will set the tone for everything that follows.
Pick a brand name that’s simple yet unique and is something that can be used in a wordplay manner, if desired, but not pun-worthy.
Company Type
The company is how your business operates. For example, you might label your business as an LLC, S-corporation, sole proprietor, or some other type of business organization.
The best way to determine how you should categorize your company is to speak to your accountant. There are various tax and legal aspects to forming your business in a certain way.
Speak with the professionals in the company and corporation formation field to determine how to label your company and which company type best benefits your business in a variety of ways.
Domain Name
This section is where you list your domain name.
Choose a domain name that is memorable and embraces the overall traits and features of your business.
And, when choosing a domain name, be sure to think of SEO aspects when doing so. You’ll find out just how much all of these things tie together and ensure a frequently-visited website is the end result.
Keep in mind that with ecommerce, the domain name is just as important as the brand name. Maybe even more so!
Value Proposition
A value proposition is a short, crisp statement that will gauge how clear your idea is. Write this section as if you had one minute to explain your business to a potential investor or customer and then practice it over and over again.
The value proposition can be used on your ecommerce store as your company description.
Here’s a good example: Say you’re looking to start a hiking company called Atlas Hiking Co. which sells premium performance hiking shirts. A possible company description could be the following:
Atlas Hiking Co. is a lifestyle hiking company that produces high-performance hiking shirts for outdoor lovers. Our proprietary SPF40 fabric is one of the lightest fabrics on the market, providing mountain lovers with maximum comfort, both from a breathability and sun-protection standpoint. Our product is made in the U.S.A. and a portion of our profits are donated to preserve national parks around the country.
Pay special attention to all the sensory words !
The mission statement in your business plan is the “why” of it all.
For example, why you started the business, why you are selling the products you are selling, etc., can all be added to this section of your business plan.
You can make this portion as simple or detailed as you like. Just make sure to properly and clearly explain your business mission.
The vision part of the business plan is your “how” in the grand scheme of things. It is the dream you have for your company and the path you’re going to take to realize that dream.
When you write the vision portion of the business plan, think long-term. What are you hoping to achieve, not just in the near future but for the long haul of the life of your business?
Look into the future and plan out where you see your business in 5, 10, even 20 years from now.
This will help you construct the rest of your business plan if you know where you want your business to head, now and in the future.
Brand Traits
The brand traits section is a short section in your company overview.
Basically, in the brand traits section you’re going to want to list three to five words that describe your brand.
Think of your brand personality and describe it using a few separate powerful words.
The personnel section lists all individuals, including yourself, who will be involved in the daily operations of your business. You can create a separate section for a full operations plan or add that later.
Some business owners choose to handle all duties on their own or with a partner, while others will hire individuals to fill the following roles:
	CEO (usually the business owner)
	Management team
	Customer service/logistics
	PR/Social media specialist
	SEO manager
	Advertising manager

Competitive Market Analysis

Here’s a fact you can bank on: there has never been a successful e-commerce entrepreneur that didn’t understand his/her target market cold.
That’s why this section is one of the most important in the entire business plan. It will force you to understand the industry in which you operate, the overall industry analysis and outlook, the existing competition, and your target customer demographic.
Market Segment
The market segment portion of the business plan will help you to put your ideas down on paper, make them more focused, and get your team together.
This area will include your niche selection, target market, and competitive analysis.
Niche Selection
The niche section  provides an overview of your niche, why you selected it, whether there’s a micro niche included, and the type of niche you’ve chosen.
The purpose of this section is to crystalize the ideas that you have and make sure they are understandable and viable.
The target market section covers an overview of your target market plus describes your market segments.
Ask yourself who your  target customer  is (population size, age, geography, education, ethnicity, income level) and consider whether consumers are comfortable with buying your product category online.
When listing the target market information, make sure to mention your target audience size as this is important for ensuring that your audience will be adequately covered.

Competitive Analysis
With the competitive analysis portion of your market analysis, you want to list your market leader and direct and indirect competitors.
After you mention who these entities are, you need to list the characteristics of each one, such as domain name, business model, monthly traffic, and pricing range.
However, before you even get started in writing this section, you need to spend several hours researching your target market.
Here are some of the most efficient ways to research a particular market:
Industry reports
Google is your best friend. Look for any recent industry reports on your market of choice. This will give you a good sense of how much growth the industry is experiencing, why this growth is happening, and what are the largest customer segments. In our example of Atlas Hiking Co., we should research the outdoor apparel market.

Let’s say that through our research of the outdoor apparel industry, we discovered that there was a huge boom in youth hiking apparel. Perhaps parents were increasingly concerned about their kids’ exposure to UV rays while hiking, so they began to spend more money on their kids. We could use this valuable information to guide our business strategy.
There’s only so much you can read online. Go to a nearby store that sells similar products to yours and interview the store representative. The store rep has interacted with hundreds of interested customers, which can lead to thousands of valuable insights! It’s amazing how these insights can translate into a meaningful business opportunity.
Here’s an example:
If I were going into Billy’s Outdoor Store to research the outdoor apparel market, I would probably ask Billy the following:
	What are your best-selling products?
	What are your worst-selling products?
	Find products similar to yours and ask the representative his/her favorite features on products similar to yours.
	How much are customers generally willing to spend on these types of products?
	Do customers make repeat orders of any of these products?
	Do you get a lot of customers that are looking to buy last-minute hiking gear before they go on a hike?

Competition
Create an Excel spreadsheet of all of your competitors. In your spreadsheet, you should have the following columns:
	Competitor Name
	Price point
	Product Description
	Key Features (e.g., fabric, waterproof, slim fit, etc.)

What is the competition missing? Is there a gap in the offering? Where you can add some additional value?
After conducting the competitor analysis, Atlas Hiking Co. might find that the competition’s hiking shirts offer very few features at a low price point, but no one offers a luxury hiking shirt with additional features at a higher price point.
This is just an example of the types of insights one can gain from market research which can drastically alter your business model.
Keyword Research
By using Google’s keyword planner  and trends pages, you can get a good sense of how in demand your product is and whether it’s trending upward or downward. Google is great for a general idea, just don’t bank on it.
Some other keyword tools you can use for keyword research include Ahrefs, JungleScout, and Viral Launch. Check out this list  for more ideas.
Trade shows
Are there nearby trade shows that you can go to? Again, creating connections with other people in your industry is a surefire shortcut to countless hours of reading on the internet. Trade shows are also a great opportunity to talk to competitors, meet manufacturers, and better understand where things are heading in your industry.
Once you finish researching the relevant industry, you should summarize your findings by answering the following questions:
General Industry
	How big is the overall industry?
	How big is the specific sub-industry in which you intend to operate?
	Where has most of the historic growth in the market come from?
	Why is this the right time to enter this market?
	What are the sub-segments that are poised for future growth (e.g., youth apparel)?
	How crowded is the product category with competition?
	How is your competition distributing its product (online, retail, wholesale, etc.)?
	What’s missing from the competition’s product offering?

Products and Offers

So we know we want to sell hiking shirts, but how do you research specific products?
But for some of us, we’re not quite sure what we should sell. To succeed in online retail, you need a product that is trending upwards in a growing niche.
Different types of products
Some of the different types of products include the following:
	Convenience products: Frequent purchase products, little effort on buying
	Shopping products: Less frequently purchased in between purchases, little more effort and planning, shop around
	Specialty products: Strong brand preference and loyalty, will buy no matter what the price

The various types of niches include the following:
	Hobby niches
	Lifestyle niches
	Problem niches
	Weird/embarrassing niches

Existing products
Come up with detailed specifications for each product or service you intend to sell. If it’s a hiking shirt we’re selling, we would want to have:
	Detailed sketches of the shirt
	Fabric weight, materials, type
	Key features (e.g., pre-shrunk, water-proof, SPF 40)

Future product pipeline
What are other products that you have in the pipeline? Perhaps once you’ve successfully sold hiking shirts, you’re able to leverage your manufacturing relationships to provide hiking socks and shorts. Include that information in this section.
The products and services section will cover the various selling categories of items.
These product offerings will include the following:
	Core product

Each product group will have its own purpose in your sales catalog. For example, tripwire is the product that brings customers to your ecommerce store or online marketplaces  while the core product is your main seller.
Knowing what products you’ll include within each section allows you to have a firm grasp on what your main product will be and how the other types of products will work alongside your main product.
This section will also cover the search volume and Amazon pricing range.
You’ll need to calculate your true costs. You have to make sure you don’t overestimate your margins.
To tabulate your total true costs, you need to write down the costs in the following areas:
	Target price
	Supplier cost of the product
	Total cost per unit
	Net profit per unit
	Profit margin per unit

Once you complete the pricing portion, you’ll have everything on one sheet and readily accessible whenever you need it.
Marketing Plan and Operations

So, now you’ve concluded that you have a great business idea, and it’s in a growing market. That’s fantastic – but how are you going to drive traffic to your ecommerce website and get customers to buy it ? And how much can you afford to spend on your product?
Marketing  is everything. It’s important that your marketing efforts match your business model.
If you have a website and no marketing, your site won’t have any visitors. With no visitors, you will make no sales. Then how do you grow and sell your ecommerce business (if that’s your long-term goal)? Even with the best possible products, nobody will buy them if they aren’t directed to them in some way.
In order to come up with a marketing strategy, you need to first know your customer inside out. You should be able to answer such questions as:
	How old is your customer?
	Where does your customer live?
	What is the population of your customer base?
	What is their education level?
	What is their income level?
	What are your customer’s pain points?

With so many channels to reach your customer, which one is best for you?
Once we know pretty much everything there is to know about our target customer, we can shift focus to our marketing strategy. You want to choose marketing strategies that equal positive conversion rates. What channels should you use to grab the attention of your customer demographic? Some of the key marketing channels include:
Paid Marketing
	Pay-per-click – this online marketing typically involves using Google Shopping campaigns  and managing a product data feed.
	Affiliate sales networks – Allowing other blogs and websites to sell your product for a cut of the revenue. List the different affiliate sale networks that you plan to promote through.
	Facebook ads ⎯ Ads posted on Facebook to draw in buyers through social media means.
	Influencer marketing ⎯ Hiring industry influencers to get the word out about your product through their social media platforms and contacts.

Organic Marketing
	Social media (Facebook, Instagram , Pinterest, etc.): What is your strategy for social media, and where will you dedicate your attention?
	Search Engine Optimization : Create and promote awesome content so people find your product organically through search.
	Content marketing: Figure out how you’ll use content marketing in your business. Consider various article topics that will persuade your target audience to buy your products.
	Blogger networks: could be organic or paid through affiliate sale programs.
	Key bloggers: Develop a list of the key bloggers in your product category. For Atlas Hiking Co., this might be an influencer that blogs about the best hiking trails in America.

Finding the optimal mix of these advertising tools depends 100% on your customer segment as well as your product type. For example, a SaaS product targeting millennials will require an entirely different marketing strategy than an e-commerce physical product targeting baby boomers. Perhaps that should be a post on its own for another day!
How much should you spend to acquire a customer?
In order to understand this, we need first to discuss a concept known as customer lifetime value or LTV. In essence, this is a formula that helps you better understand how much an average customer will spend over time.
Here’s  a good read on how to calculate LTV.
It’s important to remember that for new businesses, you don’t have a lot of data on customer purchase habits so it’s a good idea to be more conservative with your assumptions in calculating LTV.
Let’s say, for Atlas Hiking Co., I determine that the average LTV per customer is $300. This means that over time, the average customer will spend $300. Let’s say, on average, if I receive $300 in revenue, $100 of that will translate to gross profit before I factor in my marketing costs (basically, I’m just subtracting the cost of making the shirts).
Knowing that my gross profit is $100 per shirt is a critical piece of information because it tells me that I can spend up to $100 in marketing to acquire a customer and still be profitable!
Some of the marketing options include social media marketing and content marketing.
Think about your business model and then line up your marketing budget. Your marketing budget may include the following items:
	Sales/branded content
	SEO/blog content
	Facebook/Instagram ads
	Influencer marketing
	Marketing tools
	Niche advertising

Choosing The Right Technology
With so much technology and SaaS products out there, it’s important to understand the various moving parts and diagram how they all integrate with one another.
Some of the different elements include:
	Shopping Cart Platforms  – e.g., Shopify , BigCommerce , WooCommerce , or any open-source platform
	Hosting – Nexcess , BigScoots , Kinsta , WPX
	Payment Processo r – e.g., Stripe, Paypal
	Fulfillment Center – e.g., Amazon, ShipBob
	Apps – e.g., Zipify, BuildWooFunnels, Gelato
	Accounting & Taxes  – e.g., Quicken, Xero
	Marketing Automation – e.g., Klaviyo , Mailchimp
	Marketing Tools – e.g.  Buzzstream, Ahrefs
	Customer Loyalty Programs  – e.g., Antavo, Smile

Come up with a detailed list of the different products and services you need to run your business as well as the monthly and per-transaction cost of each of them. This will be important in understanding the impact of these services on your margins.
Matching your business model to your technology is essential, too. Certain website platforms are better suited for specific sales models.
Email marketing is another type of technology that should be carefully considered and matched up correctly with your business model.
Keep in mind that it takes, on average, 6-7 interactions with a brand before someone makes a purchase, so you need to keep using technology to get them back to your website.
As you explore the technology options and find out ways to draw potential customers in and keep them happy while they’re there, here are some key points to keep in mind:
	What you say about yourself and your products with your website content
	How you respond to questions on live chat and email support
	How to make use of chatbots
	How you connect on social media
	The information you send through email marketing
	What bloggers and influencers say about your brand
	How existing customers review your company
	How you advertise
	How you establish loyalty beyond sales

After you figure out your technology methods, you have to come up with a technology budget.
The business plan must also include the operations side of things. Determine who will be your manufacturer, secondary manufacturer, and shipping and fulfillment  provider.
When looking at supply chain costs and options, ShipBob  is an ecommerce fulfillment provider you can consider.
Financial Plan

When figuring out your financial plan, evaluating and pinpointing your startup costs  is essential.
The focus of the financial plan is how long it will take for you to make your money back. You also need to figure out if you need a business loan .
Traffic and conversion rates will help you determine how long it will be until you start making money back.
You’ll also want to use an income statement to detail financial information.
This section is used for financial projections, such as forecasting sales, expenses, and net income of the business. Ideally, you’ll want to create a monthly Excel balance sheet showing the following:
	Projected revenue:  First, come up with your projected number of units sold and then come up with your projected revenue (Projected Revenue = # of Units Sold * Average Sales Price).
	Fixed expenses:   these are expenses that are fixed no matter how much you sell. Typically, these relate to monthly SaaS subscriptions, employee salaries, or rent.
	Variable expenses  – these expenses change in direct proportion to how much you sell. Common examples include the cost of goods sold and credit card payment processing fees.

This helps business owners better understand what they need to achieve to hit their profit goals. In reality, projections are usually always off the mark, but it’s good to give yourself some measurable goals to strive for.
This section should aim to answer the following questions about your product offering:
	How much product do you need to sell per year to meet your income goals for the business?
	What are the margins on your product? If you sell one hiking shirt for $50, how much do you make after paying your supplier, employees, and marketing costs?
	What is the lifetime value of a customer?
	How much can you spend to acquire customers? If you conservatively project that the average customer will spend $300 over time on your shirts, then you can afford to spend an amount less than $300 to acquire that customer using the paid marketing channels described previously.
	Do you have any big capital expenditures early on that would require you to need to bring in investors?
	Can you improve gross margins by making bigger orders from your suppliers?

There are various acquisition channels that will help your traffic to convert including:
Your revenue plan will contain a 12-month revenue forecast plan to help you map out each month of earnings.
There are different business earning models you can go through to determine how much you can make with your business.
You want to calculate how much traffic costs. This all depends on the methods you use to gain traffic to your site.
As you determine what your profit might be with your ecommerce business  or ecommerce businesses, there are certain math formulas to use:
	The profit equation
	Break-even analysis
	Units needed to achieve the profit target

You should also consider how you will use fintech companies in your ecommerce business.
What are the key elements of an ecommerce business plan?
The main components of an eCommerce business plan include the executive summary, company description, market analysis, organization and management structure, product line or service, marketing and sales strategy, financial projections, and funding request, if applicable.
How do I create a budget for my ecommerce business?
Start by estimating your initial startup costs and ongoing expenses. Consider costs like website development, inventory, marketing, shipping, taxes, and any necessary licenses or permits. It’s also important to factor in a contingency plan for unexpected costs.
How do I find the right product to sell?
Research is fundamental. Look at market trends, customer needs, and competitor products. Use tools like Google Trends or social media platforms to understand what customers are currently interested in. Always consider your passion and knowledge about the product too, as this can drive your business forward.
How can I differentiate my product from competitors?
Differentiation can come from unique product features, superior customer service, better pricing, or a compelling brand story. Understand what your competitors offer and how you can do it differently or better.
Wrapping Up Your Business Plan
Careful planning is crucial to get your e-commerce business from the planning phase to the launch phase and to ensure its successful future.
Going through the exercise of writing a business plan will cement your own understanding of your business and your market. It will also position you to take advantage of lucrative opportunities while mitigating harmful threats to your business down the line.
Your turn! Have you written a business plan for your online store? Do you have anything to add? Tell us about it in the comments below!
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How to Write an Ecommerce Business Plan [Examples & Template]

Published: January 11, 2024
If you have a promising idea for an online e-commerce business , it’s important to create an e-commerce business plan to ensure your vision has enough stock to be profitable.

Having a business plan for your online store will help you define your target market, establish your monthly and quarterly sales goals, and increase the likelihood of long-term e-commerce success.
In this post, we’ll go over an online store business plan and how you can create one for your e-commerce startup. Let’s get started.

What is an e-commerce business plan?
An e-commerce business plan is a document that outlines your business and its goals, analyzes your industry and competitors, and identifies the resources needed to execute your plan. It also lists the e-commerce retailers you’ll use to distribute your products and the marketing strategies you’ll use to drive sales.
Whether a company operates as a startup or has years of operations and growth under its belt, an e-commerce business plan is essential for evaluating a business and determining areas of improvement.
An e-commerce business plan is essential, with increasing numbers of shoppers conducting business online. It's estimated this number has reached over 2 billion . An e-commerce business plan keeps you organized and is useful when seeking investors who need to understand your company.
So, let’s dive into some examples of e-commerce business plans and what goes into writing one using our free template .

Free Business Plan Template
The essential document for starting a business -- custom built for your needs.
	Outline your idea.
	Pitch to investors.
	Secure funding.
	Get to work!

You're all set!
Click this link to access this resource at any time.
E-commerce Business Plan Template

Don't forget to share this post!
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Ecommerce Business Plan Template
Written by Dave Lavinsky
Business Plan Outline
	Ecommerce Business Plan Home
	1. Executive Summary
	2. Company Overview
	3. Industry Analysis
	4. Customer Analysis
	5. Competitive Analysis
	6. Marketing Plan
	7. Operations Plan
	8. Management Team
	9. Financial Plan

Whether you are planning to start a new ecommerce business or grow your existing business, you’ve come to the right place to create your plan.
We have helped over 10,000 entrepreneurs and business owners create business plans and many have used them to start or grow their own ecommerce company.
Below are links to each section of a sample ecommerce business plan to help you write your ecommerce business plan:
Next Section: Executive Summary >
Ecommerce Business Plan FAQs
What is an ecommerce business plan.
An ecommerce business plan is a plan to start and/or grow your ecommerce business. Among other things, it outlines your business concept, identifies your target customers, presents your marketing plan and details your financial projections.
You can  easily complete your ecommerce business plan using our Ecommerce Business Plan Template here .
What Are the Main Types of Ecommerce Companies?
An Ecommerce business can really be anything that is able to be sold on the internet, it is an online business. Ecommerce companies range from virtual clothing websites, furniture store websites, electronic devices and accessories, toy stores, etc. These companies can have a warehouse where they store and ship their own inventory or utilize a dropshipper who is a third party company who receives the order straight from the website, fulfills the order, and ships directly to the consumer.
No matter what type of online business you will operate, you will need to know how to make an ecommerce business plan. An ecommerce business plan template is key to creating a solid business plan.
What Are the Main Sources of Revenue and Expenses for an Ecommerce Business?
The primary source of revenue for an ecommerce company is the products that are sold on the website.
The key expenses for an ecommerce company are the costs to maintain a warehouse and shipping costs. There are also payroll costs that need to be factored in for the personnel who will be handling all product fulfillment and shipments. If utilizing a dropshipper, a key expense is the fees that will need to be paid to the dropshipper for fulfilling the orders and shipping directly to the consumers.
How Do You Get Funding for Your Ecommerce Company?
Ecommerce businesses are most likely to receive funding from banks. Typically you will find a local bank and present your business plan to them. A major source of funding for an ecommerce company are angel investors, crowdfunding, or funding from friends and/or associates.
An investor will want to see a solid business plan complete with a strong financial plan (income statement, balance sheets and cash flow statements).  It should also include a comprehensive marketing strategy, details of your business model, an overview of your management team and  market research on your target market. You can quickly complete your plan using our Ecommerce Business Plan Template here .
Where Can I Get an Ecommerce Business Plan PDF?
You can download our free Ecommerce business plan template PDF here . This is a sample Ecommerce business plan template you can use in PDF format.
Other Business Plan Templates
Clothing Line Business Plan Template Clothing Store Business Plan Template Beauty Supply Store Bookstore Business Plan Template
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How to Write an E-Commerce Business Plan (Step-by-Step)

Dream of being your own boss? So do lots of other people, including 64 percent of the UK workforce and 65 percent of Americans . And I’m sure you’d see similar figures across a bunch of other countries.
I get it—after all, I did it myself.
But sadly, not every business is destined to become the next Amazon, Google, or Sleeknote.
Much-quoted data from the US Bureau of Labor Statistics show that about one in five new businesses survive for 12 months or less , while only half make it to the five-year mark:

So what separates the successes from the also-rans and the never-weres?
While some people will tell you the secret to “making it” lies in adopting a rise-and-grind mentality , truth is there is any number of reasons why some businesses thrive and others fail. 
But I can categorically tell you there’s one thing every successful startup has in common, and that’s a killer e-commerce business plan.
Basics of Writing an E-Commerce Business Plan
What is an e-commerce business plan, why do i need an e-commerce business plan, how to write an e-commerce business plan.
E-commerce business plans are roadmaps that plot the route to achieving your business goals. They set out who you are, what products you sell, and how you plan to operate (among many other things).
Just like a real roadmap, e-commerce business plans also highlight potential hazards, helping you plot alternate routes well in advance.
No one expects you to stick precisely to your original plan throughout the entire lifespan of your business. But by gathering business-critical information like cash flow, sales projections, and marketing budgets in a single place, your business plan can help you build a persuasive pitch to win backing from investors, which can be absolutely vital at the start of your journey.
And even if you’re not looking for external funding, figuring out your strengths, weaknesses, and objectives early on will save you a lot of pain down the line.
I know what you’re thinking: “I’ve got a to-do list as long as my arm; why should I spend days or weeks writing a business plan? Why can’t I just get on with it?”
You’re not completely wrong. Honestly, if you think buying a house or having a baby is stressful, try starting a business.
One study claims the biggest challenge founders face in the first three months is building a customer base, but there are countless others.

From dealing with suppliers to building a website and chasing invoices, it’s one headache after another, and you never feel like you have enough time to give each problem your full focus.
But you really can’t afford to overlook your e-commerce business plan. Here are five benefits to creating one.
1. Understanding the Competitive Landscape
You might like to think of yourself as a visionary, but I can pretty much guarantee that someone, somewhere has had a similar business idea to yours.
They might have been doing it for years, or they might be gearing up to hit the market at the same time as you.
Either way, you need to know about them, and the research you carry out while building a business plan will naturally help you do that. Which means you’ll be better placed to differentiate yourself through marketing.
2. Getting to Know Your Audience
Another key element of creating a business plan is assessing the market you’re trying to reach. That means digging into who you’re selling to, where they hang out online and “in real life”, and what they’re looking for in a product like yours.
Why would they buy it? When would they buy it? How much would they spend on it?
All of that will help inform your messaging .
3. Locating Potential Investors
Unless you have a metaphorical (or literal) gold mine to fall back on, money is definitely going to cause you a few headaches in the early days of your business.
Even successful e-commerce companies struggled to keep the lights on when they were just starting up.
Building a business plan will help you identify potential sources of financial backing, like angel investors, business loans, venture capitalists, or wealthy business partners.
4. Finding Your Niche
There’s a reason Amazon started out as an online bookstore, rather than immediately selling every product you could ever imagine.
As an e-commerce startup, you need a niche . Ideally, you need to go further and find a niche within a niche. Rather than founding a womenswear e-commerce site, launch one that’s 100 percent sustainable and carbon-neutral. Or instead of selling regular sunglasses, sell sunglasses made from hemp (I don’t know, I’m just spitballing here).
My point is, all the other research you’ve done at this stage—studying your competitors, understanding your audience, figuring out your pricing strategy—will naturally guide you toward the best niche with the biggest opportunities.
5. Sourcing Fresh Talent
Admittedly, recruitment might not be on your immediate agenda.
But if things go well, you’re going to need a little help in the not-too-distant future. You might need people in the warehouse, a customer success agent or two, a marketing team, a developer, someone to handle the finances… The list is huge.
Problem is, a lot of other businesses want to get their hands on those people, too.
If you don’t want recruitment to constrain your growth, start reaching out to potential candidates early, using the information in your business plan to get them bought into your project.
Hopefully, by this point, I’ve demonstrated the value of creating an e-commerce business plan. Now, let’s dive into how to do it.
There are no hard-and-fast rules to how long a business plan should be. The more complex the business, the more in-depth the plan. But as a minimum, your business plan should include these seven sections:
	Executive summary
	Company overview
	Market analysis
	Products and services
	Marketing plan
	Logistics and operations plan
	Financial plan

You might want to add a few more too. For instance, if you’re entering a largely untapped niche, you might want a section dedicated to the audience you’ll be targeting.
But for most e-commerce businesses, those seven categories should do the job.
Section 1: Executive Summary
Think of this as the “elevator pitch” element of your business plan.
Your goal here is to sum up the rest of your business plan in no more than one page, communicating key information to time-poor reviewers, and (hopefully) tempting them to read on.
Generally, you should look to answer the following questions:
	What does your business do?
	What do you want to achieve?
	What do you sell?
	Who will you sell it to?
	What sets you apart from the competition?
	How will you raise awareness among your target audience?
	What is your current monthly/annual revenue?
	What is your projected revenue for next year and the following years?
	Who’s currently on your team?
	What are their backgrounds and skills?
	How much money are you asking for (if you’re looking for financial backing)?

Section 2: Company Overview
Again, heed the word “overview”. Like the executive summary, this is a concise section that demonstrates who you are, what you do, and why people should care.
Whether you’re seeking investment or planning your e-commerce marketing strategy , it’s vital you get all this information down in one place. Make sure to include your:
	Company name
	Business structure (e.g. sole proprietor, partnership, LLC)
	Vision, mission statement, and value proposition
	Product or service
	Business model (e.g. direct to consumer, dropshipping, wholesale)
	Team members, including their roles, backgrounds, and salaries
	Short and long-term business objectives

Section 3: Market Analysis
A bad product in a good market stands a chance of success.
If you don’t believe me, check out your own purchase history—if you’re anything like me, you’ll have bought your fair share of useless products that sounded amazing when you saw them online.
But a good product in a bad market doesn’t have a cat in hell’s chance. You might be completely changing the game; solving a problem that’s never been solved before. But if no one’s prepared to spend money on it, you’ve not got a business—you’ve got a hobby.
The market analysis stage of your e-commerce business plan should help you find the right market: one with lots of customers who have an immediate need for the “thing” you’re selling (and enough money to buy it). Your market analysis should incorporate the following elements:
The Size of Your Market
It’s impossible to come up with a meaningful financial projection without first estimating the number of people who are potentially interested in buying your product.
Of course, to do that, you first need to figure out who your customers are.
The more demographic and psychographic information you have on them, the more accurately you’ll be able to gauge the scale of your market.
At the same time, remember to factor in broader industry trends. If you’re starting an e-commerce store that exclusively sells gas cans, you might have some early growth potential, but bear in mind there’s a good chance we’ll all be driving electric cars within a decade—in which case your whole market will have dried up.
Your Competitors
No e-commerce brand is an island.
To stand out against the competition, you need to find some way to differentiate yourself. That could be through:
	Segmentation: Focusing on a very specific (and, ideally, underserved) niche within a larger market.
	Pricing strategy: Do you plan to undercut your rivals? Or create demand through exclusivity by pricing yourself higher?
	Distinctiveness: Ideally, there’ll be something unique that distinguishes you from the current market leaders.

SWOT Analysis
SWOT analyses are about assessing your business’s:
	Strengths: The things you do best.
	Weaknesses: The things you’re not so good at.
	Opportunities: Gaps and advantages in your market.
	Threats: External challenges you need to tackle.

Typically, a SWOT analysis is presented as a simple, four-section grid, with bullet points under each heading. Here’s a beautifully presented example from the creative geniuses at Asana :

Section 4: Products & Services
In a sense, your whole e-commerce business plan will be centered on your products and services.
However, given their importance to your business prospects, a section of your plan should be dedicated solely to outlining what you’re selling.
If you only sell one product or plan to launch with a very small range, give plenty of detail on each. But if you stock a wide selection of products, stick to general features and benefits such as price, unique selling points, and materials.
Additionally, be sure to reference any new products you’re planning to launch in the near future, along with any intellectual property you own.
Section 5: Marketing Plan
We know who you are and what you’re selling.
Now’s your chance to explain how you’re going to sell it.
As a marketer, I’m well aware that a marketing plan could easily run to thousands of words, and it can be hard to know where to start—you’ve likely got a lot of ideas about positioning and messaging. To make your life a little easier, use the so-called “four Ps of marketing” as the backbone of your marketing plan:
	Product: How does it meet the needs of your customers? What are its unique selling points?
	Price: How much does it cost? What is its value?
	Place: Where are you selling it?
	Promotion: Which channels will you use to reach your target audience? What messaging will you use?

Discuss the first three relatively briefly, as you’ll cover them in greater depth in other parts of your e-commerce business plan.
Reserve the most detail for that final “P”: promotion. That’s the real meat and drink of your marketing strategy.
Section 6: Logistics & Operations Plan
This might not be the “sexiest” part of your e-commerce business plan, but it’s important to discuss the systems and processes that will help you reach your goals. Specifically, you’ll want to cover:
	Suppliers: Who are they and where are they based? What are their payment terms?
	Production: Are you manufacturing your own products, using a third party, or going down the dropshipping route? Can you efficiently scale up or down to cope with changing demand?
	Shipping and fulfillment: Are you handling fulfillment in-house or using a third party? Will you ship internationally? How long will it take for products to reach customers?
	Inventory: How much will you keep, and where will you store it? How will you manage and track it?

Section 7: Financial Plan
Whether you’re seeking backing from an external investor or simply trying to understand your projected revenue and costs, a financial plan is a crucial element of your e-commerce business plan. Most are broken down into three elements.
Income Statement
Designed to demonstrate your revenue sources and expenses over a month, quarter, or year, the income statement also highlights your all-important bottom line. Subtract expenses from revenue and you’ll see whether you’re in profit or loss.
Of course, if you’re yet to launch your e-commerce business, these figures can be projected.
Balance Sheet
The balance sheet is used to calculate the level of equity in your business—that is, the amount you’d be left with if all debts were paid and assets cashed. To work it out, subtract liabilities (things like loan repayments, wages, and accounts payable) from assets (such as stock and equipment).
Cash Flow Statement
Lastly, your cash flow statement is like a real-time version of your income statement. That’s because it takes into account when cash goes in and out of your business, based on when payments are received and debts settled.
Calculating and projecting cash flow should help you identify periods when you’re likely to be in surplus or short on money, which gives you time to prepare.
Sure, an e-commerce business plan requires a whole lot of work.
But as Abraham Lincoln supposedly said: “Give me six hours to chop down a tree and I will spend the first four sharpening the axe.”
All that time spent analyzing your audience, honing your messaging , and crunching the financial numbers will give you a better chance of making it through those tough early days and scaling effectively when the time is right.
And honestly, no one ever said starting a business is easy.
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As the saying goes, “A goal without a plan is just a wish.” So, if you wish to build your own eCommerce empire, having an eCommerce business plan is crucial to your success.
Why Should You Continue Reading This Article?
But maybe you have no idea where to start. Of course, you don’t want to leave out something important. In this article, we’ll show you how to build an eCommerce business plan and discuss how to write it in a well-crafted, simple way from scratch, for your eCommerce small business and what are the key elements that should be included in it.
Let’s get started!
Why You Need an eCommerce Business Plan
Abraham Lincoln once said, “Give me six hours to chop down a tree, and I will spend the first four sharpening the axe” So, planning is almost everything you should start with.

Although it can be hard work to put together a comprehensive eCommerce business plan, it’s such an important step for the below-mentioned four reasons:
	Establishing a Clear Roadmap:  Well-written strategic planning will help you set clear goals and set an action plan to reach them. It will also help you to set priorities and realistically estimate the time and effort needed to achieve them.
	Being Ready for Any Sudden Changes:  Change in the eCommerce business world is happening quicker than ever before. And this increases the value of planning. Having a data-driven business plan gave managers a dashboard to work with navigated sudden change.
	Securing Funding: If you are looking for a loan or an equity investment for your startup, getting a business plan document right is essential because an organization that will provide the money wants to make sure that you know what you are doing and have a clear path to profit.
	Avoiding Costly Mistakes: If you are considering setting up a small business with limited resources, having a startup business plan helps you know exactly what resources are needed to avoid wasting resources down the drain and to make the most of them.

Before You Start Planning: 3 Key Questions to Answer
To build a well-written online business plan sample, you need to answer the following questions:
	What Are You Selling?  Are you selling physical products (i.e apparel, home appliances, etc.), digital products (i.e online courses, ebooks, software, etc.), or services (i.e marketing services, consulting, car repair, etc.)?
	For Whom?  Do you sell to individuals (B2C) or organizations, corporations, and non-profits (B2B) or are you are a part of a marketplace acting as a broker just like affiliate marketing?.
	Who Are Your Suppliers? Do you manufacture your products in-house, or outsource a third-party manufacturer? Do you partner with a dropshipping manufacturer or do you depend on wholesale?

With great data comes a great business plan. Answering this line of questioning will give you an initial overview of what your business is and it’ll be like a starting point.
How to Structure a Business Plan for Your Online Store
Let’s agree from the start that the business plan will not be perfectly completed on the first try. It will continue to evolve as you create each of the planning stages and you’ll be making edits along the way.
For an eCommerce business plan example, there are six basic sections it should include, Let’s delve deeper…

Let’s delve deeper…
1. Executive Summary
Any e-Commerce business plan should start with an executive summary of just one sheet summarizing each section of your business plan. Although it is placed at the beginning, it should be the last section to be written.
The executive summary is the first thing your prospect investors would read, and it creates the first impression of your project. So, make it simple, easy to understand, and attractive.
The executive summary should include:
	Business ideas presentation
	Business model
	Products and services
	Target audience and target market
	Management team
	Success factors or the points that differentiate your company
	Financial strategy

2.  Company Overview
This is the next section that includes detailed information about your business and identified the competitive advantage of your online store. It covers some features such as:
	Brand Name and Founder’s Name: Your online store name and who is behind it.
	Brand Traits: List just 3 to 5 words that describe the brand that you want your online store to be identified with.
	Domain Name: It’s the URL. It should be short, simple, memorable, and doesn’t include numbers.
	Company Type: How your business operates.
	Value Proposition: It’s a brief statement that shows how clear your idea is.
	Mission Statement: The reasons behind your business’ existence.
	Vision: The goals that you want to reach long term. They must be realistic and ambitious so they can be motivating.

3. Market  Analysis
Conducting market research around your eCommerce small business idea is essential. It tells you whether or not people will buy what you’re selling.
Market analysis is broken down into 3 main sections:
A. industry analysis:.
Industry analysis outlines the industry size facts and statistics bode well for your eCommerce business. It answers questions like:
	What does the market look like for your industry overall?
	Has it grown or changed over the years?
	Are there any expectations of growing up or slipping down in the future?
	Are there factors that could impact its growth?

Industry analysis is likely to be one of the toughest parts of your eCommerce business plan, but fortunately, research and white papers are abundant in almost all industries, besides free tools like Google Trends .
B . Market Segment:
The market segment or audience segmentation helps you to create your “Buyer Persona” which represents your target audiences’ various demographic sets (gender, age, geography, education, income level, ethnicity, etc.). The market segment includes both your target market and niche selection.
It’s important to provide an overview of your niche, whether there’s a micro-niche included, and why you chose it.
C. Competitive Analysis:
Competitive Analysis provides an overview of who is your market leaders are and direct, indirect, and potential competitors. It also identifies your competitors’ key strengths, weaknesses, opportunities, and threats, focusing particularly on where you can defeat the competition or add unique value to your business.

Creating a comprehensive competitive analysis includes 4 key phrases that are:
	Identify Your Competitors
	Select a Competitive Analysis Framework
	Collect Data on Your Competitors
	Write Your Competitive Analysis Report

4.  Marketing Plan
By now, you’ve covered almost all your company-related aspects, your customers, and your competitors as well. It’s time to talk about how you’re going to reach your customers and drive traffic to your eCommerce website.
The marketing plan describes the planned promotion strategies, business growth strategies, pricing strategies , sales strategies, and how much can you afford to spend on your marketing efforts. To come up with a well-defined marketing strategy, you need to deeply know your customer inside out.
It’s important to keep in mind that every potential customer is different, and there are many organic and paid marketing techniques that you can use to reach each of them. From SEO, social media, content marketing, and email marketing to influencers, these proven techniques will surely  acquire customers and drive traffic to your online store .
So, this stage is all about defining:
	Which marketing channels are best for you to reach your customer?
	How much can you afford to acquire customers to your online store?

5. Operations Plan
Operational planning reflects the task flow of your eCommerce store and how they’ll be divided. It includes your daily tasks as an online store owner. Some basic things should be established, such as your work schedule, your daily tasks timetable, your location, and your product stock.
Your tasks will include:
	Offering support
	Managing the stock
	Managing returns
	Negotiating with suppliers
	Dealing with unforeseen events
	Promoting your store
	And much more

List all of your daily tasks and how your routine will be to make sure that everything in your business plan will be under control. If you are a startup and you’re the only person in charge, it’d be hard to manage all tasks. So, it’s important to have initial planning on paper, and then make small modifications down the line to hire a staff and management team.
6. Financial Plan
For many people, this is the most difficult part of a business plan. However, it’s extremely important. It outlines the major costs for an eCommerce business that include the cost of goods, internet connection fees, salaries of the staff, etc.
If you’re seeking to get outside funding, your financial statement should contain the following documents:
	Summary of Funding Requirement: It’s an outline showing why you are applying for a loan, the cost for raw materials and operational machines, and how much money you need.
	Use of Funds Statement / Income Statement: It shows how profitable your business would be during a given period and describes how you plan to use the funds you’ll get.
	Business Budget: This displays cash inflow and outflow statements over a specific period of time.
	3-Year Profit and Loss Projection: It’s assumptions that are stated clearly and in detail to communicate your vision of the company’s future and how you anticipate achieving that vision.

5 eCommerce Business Plans’ Mistakes to Avoid in 2022
As for eCommerce owners ( whether it was for fashion, services, etc.), there are some methodologies they use to approximately estimate future turnover, profitability, and more.  But unfortunately, most of these estimations and expectations are frequently distant from market reality.
ExpandCart gathers the most common mistakes that usually happen when you put an eCommerce marketing plan into work, Let’s show you around! 
Mistake #1  |  Selecting the Improper eCommerce Platform
Whether you’re just getting started with your eCommerce shop or have been running one for a while, a not-suitable eCommerce platform can boost your eCommerce business plan or awfully put it to an end! 
After you’ve created a sample business plan for an eCommerce startup, you’ll need to think about several things when selecting an eCommerce platform, including:
	Your financial situation
	Whether you prefer a template or bespoke design, we can help.
	What type of experience do your consumers want?
	What items do you intend to sell?
	How do you intend to grow your company?
	What tools your platform needs to integrate with?
	How much control do you desire over your website?

The last thing you want is to pick a platform that restricts your company’s development, doesn’t interact with your existing systems, or doesn’t provide the amount of control and flexibility you want.
An improper eCommerce platform can result in a variety of problems, including income loss, decreased conversions, less traffic, security difficulties, bad design, and more. This major error might force you to spend even more time, money, and effort modernizing your platform or moving to a new one entirely.
Take your time while deciding on the best eCommerce platform for your online eCommerce as this will affect the whole performance of your eCommerce business plan. 
Mistake #2  |Skipping Environment Check
Before drafting an eCommerce business plan to launch or boost your e-commerce website, it’s a crucial step to start assessing the viability of your ideas before anything!
And here, we don’t mean broad market studies, but rather a comprehensive test using a limited version of your site, that will assist in ensuring in the field that you are gaining traction in your market. You must be able to tie your business strategy to the fact that you have already made your first sales even before you daft your eCommerce business plan. 
Aside from the checking and validation component, an initial test will help you to get useful feedback from your consumers and discover for yourself the major roadblocks or places for progress in your business.
You’ll be in a better position to carry out your company plan and generate realistic and plausible financial projections once you’ve completed it.
Mistake #3 | No Clear Brand Message or Identity
A good product alone won’t perform as good branding! 
Don’t fall into the trap of believing that your things will sell themselves. To build a successful business, you’ll need to develop a strong brand identity that is both approachable to your target audience and favorable to viral brand awareness. If you’ve done your research, you should have a good notion of what your target audience wants and how to communicate with them. Then it’s only a matter of maintaining a consistent and firm message.
A strong brand identity boosts client loyalty and your chances of gaining global brand recognition.
Mistake #4 | Shallow Website Content 
If your eCommerce business relies on organic traffic to attract clients, then the material on your website should be crafted with the user and SEO in mind.
Many organizations make the mistake of considering content as an afterthought, failing to see that each piece of content represents a chance to increase traffic and convert clients.
You need to provide content that is relevant to your target audience, optimized for search engine traffic, and entices consumers to buy your items, from your homepage to your product descriptions.
Investing in SEO and CRO-friendly content is worthwhile, whether you engage with an SEO service or do it yourself. This entails using the correct high-quality keywords for your niche and crafting material that is designed to convert.
Mistake #5 | Mistargeted Audience 
What else could you possibly require? You have items, a company strategy, and a website. Unfortunately, having an offer and a venue to pitch it isn’t enough to be a true eCommerce success.
One of the most common blunders a business owner can make is failing to precisely define their target demographic and spend time learning what makes them tick. You’ll need to do some serious market research to make sure that:
	Your target audience has a genuine necessity for your product. 
	You know how to express your offer in a way that they will comprehend. 
	You may create a marketing plan that prioritizes your target audience.

Identifying and specifying your target audience can help you develop an atmosphere that they will remember and a brand message that will tempt them to buy and re-buy, and hence, a successful eCommerce business plan! 
Final Notes
We are living in a world of fast-paced digital transformation. Almost all businesses are thinking of building a strong online presence. Being prepared and having a well-crafted business plan for your dream eCommerce website helps you focus on what exactly you want your business to be in the future and provides a map of how to get there in no time.
Remember! Creating your own eCommerce business plan won’t be that easy, but success comes to those willing to put in the work and if you did it right, you will witness a great increase in sales and revenue . You can seek help from experts who can help you plan your business effectively.
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Digital Marketing Guides & Strategies
Ecommerce business startup guide: checklist & business plan | ecommerce ceo, e-commerce & retail.
Are you one of the ambitious eCommerce startups and want to have your own business someday? Or even like to be your own boss and start whatever business you are passionate about?
The first thing you have to do in order to start your startup company is to make a business plan , so it is important to know about business plan writing and the rest follows.
This guide will be your blueprint; you should take a look at it before launching your startup eCommerce company.
Before Launching Your eCommerce Business
There are a variety of business models out there; however, they might not be “the one” for everyone. At first, you want to save time and energy besides finding the perfect business model that suits you best.
You do not need to rush into a specific business model because someone said this was best for them, as mentioned earlier, what fits others might not fit you.
However, this guide covers the top 5 popular eCommerce business models, research them and take a  good look just to make up your mind, and they are:
	Research Private Label Business Ideas
	Research Amazon Affiliate Marketing
	Research Dropshipping
	Research Print On Demand
	Research Selling Digital Products

Related Guide: The Guide to Dropshipping 101: Ecommerce Without Inventory

Create Your Ecommerce Business Plan
So, you have got your business model after you’ve researched the, what’s next?
Here are the main points to know that you should bear in mind while building your eCommerce startup;
	Research Product Ideas and Target Markets: Once you have this you can implement various business models.
	Competitive Market Research: To do this you have to have an idea about your product and market niche when you do, you need to know who your competitors are.

For this one, KW Finder can help you find accurate results for the most difficult keywords in the market.
	Initial Brand Development: You can use your competitive market research to create a brand that establishes points of parity and points of differentiation.
	Set up a Business and Complete Plan: It is time to make your brand official after you got it established.
	Email Marketing Automation : You need to consider this phase – adding email automation to your marketing; this is the phase where most people selling products fail.

Download the full guide and get a full eCommerce Business Plan for your eCommerce startup
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You've been buying goods from online stores or marketplaces like Etsy, eBay, and Amazon for years and have always wished you could do the same thing. Writing a business plan may seem more daunting than starting your own e-commerce venture.
On the other hand, a business plan enables you to verify your business idea, evaluate your financial situation, and develop a clear action plan for how you'll get a product from the manufacturer to the final customer.
To put it another way, even though it may seem like the business plan is primarily for the benefit of others, such as potential investors, business partners, or well-intentioned family members who keep nagging you to write one, the business plan serves the interests of the business owner the most.
You'll develop your company's vision and objective as well as the road map for getting there. According to Harvard Business Review research, business owners that create a formal business plan have a 16% higher chance of succeeding than those who don't.
Via Giphy.com
E-commerce Business Plan
An e-commerce business plan is a document that explains your company’s objectives, examines the market and your rivals, and lists the resources required to carry out your plan.
Why do you Need E-commerce Business Plan?
Given that more and more people are making purchases online, an eCommerce business plan is crucial. This number has reportedly surpassed 2 billion. An e-commerce business plan helps you stay organized and is beneficial when looking for investors who need to comprehend your firm.
For instance, with which vendors would you collaborate? What kinds of goods will you carry? Your ideal customer is who? How will you promote your company? Can you still turn a profit while offering free shipping?
Role of SlideTeam
SlideTeam provides you with a step-by-step guide on how to create a business plan for your online shop, what to include, and how to use it to improve your chances of success.
# Start-up cost summary for e-commerce platform
This slide provides information about start-up expenditures that incur during the process of establishing an e-commerce platform. It includes start-up ownership, legalities, and other expenses associated with the platform. It will also highlight how the company will utilize its funds.
Knowing your costs and how to control them will help you effectively launch your company and maintain a profit while it is operating. You can: Determine your beginning costs by Calculating projected earnings. Analyze the break-even point.
Further, showcase how the company is utilizing the fund, and the overview of it gives a clear idea to the audience.

Download this Template Now
# Implementing effective business solutions by analyzing the market gap
This slide covers the problem associated with the e-commerce industry and how the company will implement an effective solution to overcome the existing gap. It also helps to identify unexplored areas that other businesses in the same space are not serving currently.
Every business comes into existence to solve a particular problem that is prevailing in the market. So, highlight the market gap and the solution that the business is providing to solve that gap.

# Product categories offered by the e-commerce platform
The area of your business plan that discusses your goods and services enables the reader to comprehend your goals, the things you offer, how you compete with other possibilities, or how you fill a market gap that no one else is filling.
The purpose of this slide is to provide a glimpse of the key product categories offered by the platform that delivers a specific value proposition for an end client, such as fashion and apparel, home appliances and kitchen, groceries, home décor, electronics, and accessories, etc.

# Analyzing key success factors to strategize e-commerce business
This slide covers the major points to be kept in mind while selling products on the platform. These are understanding prospects' needs, focusing on outcomes and emotions, and building a strong brand.
However, these key factors have the potential to attract investors’ attention and can influence their decision.

# Key statistics associated with the e-commerce industry
This slide highlights the thorough assessment of a market within the e-commerce industry. It will help in getting valuable insights and projecting the success that the company expects while introducing its brand and its products to consumers within the market.
Further, showcase the retail sales, in the form of a bar graph by anticipating the next 5 years’ sales for both retail e-commerce sales as well as non-e-commerce sales.
Moreover, showcase the US retail sales growth in the form of a bar chart for different categories.
However, don’t forget to highlight the facts of the US e-commerce sale and the retail e-commerce category growth.

# Key market trends shaping the e-commerce industry
This slide highlights the key market trends that have the potential to change the current market scenario, as well as ways that the company can stay ahead of competitors. With these trends, the company will look for innovative or new ways of providing its products and services.
So, highlight the facts and figures to showcase the market trend that is prevailing in the market. Showcase the population % of the country and highlight how many are digital shoppers.
Also, showcase the facts related to the rise in online shopping, digital shoppers age, etc. This will give the overview to the audience who may be thinking to invest in the company.

# Determining growth drivers for the e-commerce platform
This slide caters to details about various growth drivers resulting in e-commerce platforms' progress. In terms of enhancing shopping experiences with mobile commerce and augmented reality, rise in the number of voice searches, sustainable business practices, etc.
All the growth drivers’ factors can lead you to get funding from a potential investor.

# Detailed porter’s five forces analysis for e-commerce platform
The slide highlights porter’s five forces model and its implications in the US e-commerce industry. The five forces include rivalry among competitors, bargaining power of buyers and suppliers, and the threat of new entrants and substitutes.
Further, mention the force i.e., low, moderate, and high of each key point along with its detailed description to formulate the decision.

# Effective go-to-market strategy to increase sales and revenue
The purpose of this slide is to implement an effective go-to-market strategy. The purpose is to bring company's products or services to an end customer taking into consideration elements like sales, positioning, and price.
Mention the marketing strategy made by the marketing team in each element, to give a wide perspective to the audience about the growth & expansion of the company.

# Key financial assumptions for an e-commerce start-up
This slide provides a glimpse of important financial assumptions that are to be made while setting e-commerce platform in terms of income, expense, and balance sheet. The computations are based on market trends and conditions prevailing in the e-commerce industry.
So, highlight the financial assumption for different particular for the anticipated 5 years so that audience can calculate the growth of the business.
This is a very important slide of the business plan as every investor and client is interested to know the financial status of the company.

Wrapping-Up
In PowerPoint, you may find all the data you require for the e-commerce business plan, including market and industry statistics. But not everyone possesses the productivity and organizational abilities required to put together a successful company strategy.
It's our duty to play it right away. A team of researchers and designers collaborate on projects at SlideTeam to provide content that meets consumer needs. A business plan ppt can be modified to meet a person's specific professional needs.
How do I build an e-commerce business?
To get started, do some research into the things you want to sell or can source, choose a business name, register your company with the government, get the necessary permits and licenses, choose an eCommerce platform, build your website, add your products, and launch your brand. But to succeed, have a plan for eCommerce marketing ready.
How many products should I start with an eCommerce business?
As I previously stated, there is no set rule for how many designs to stock in your store. Nonetheless, the ideal starting range appears to be between 6 and 12 items.
Is the future of e-commerce positive?
The eCommerce industry is expanding and will soon undergo a significant evolution. It significantly alters consumer behavior, demands, and shopping trends. In just 25 years, this industry has generated global revenues of more than 2 trillion US dollars.
Download E-COMMERCE BUSINESS PLAN FREE Pdf & E-COMMERCE BUSINESS PLAN FREE PPT
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How To Make an E-commerce Business Plan
Disclosure: Our content is reader-supported, which means we earn commissions from links on Digital. Commissions do not affect our editorial evaluations or opinions.
Every e-commerce business needs a plan. As the old saying goes, “failing to plan is planning to fail.” The rise in easy-to-use and affordable  e-commerce platforms  has facilitated a huge increase in the number of successful online businesses. But that’s not all your business needs to thrive.
A profitable and long-lasting online store requires forward planning, and an e-commerce business plan is essential in helping you lay the foundations for your business’s future growth and success. In this article, we’ll go through:
	What an e-commerce business plan looks like
	Who needs one
	Why you need one
	Everything you need to include in your own plan

What Is an E-commerce Business Plan?

An e-commerce business plan is a written document that details and outlines your business, your business goals, and how to achieve them. It also describes how you plan to maintain and scale your business, financial plans, customer base, and many other details that help you manage the direction of your e-commerce business.
Why Is an E-commerce Business Plan Important?
Far from just another task on your to-do list, an e-commerce business plan plays a crucial strategic role in the success of your venture. Below are just a few ways an e-commerce business plan helps you achieve your business goals, highlights your pain points, and helps you to plan for the future.
Helps You Develop Your Value Proposition and USP
A common problem for e-commerce business owners is how to differentiate their stores from the hordes of others that exist. However, even if you don’t have an e-commerce niche, it’s still possible to distinguish your store from the rest by developing a solid value proposition and unique selling proposition (USP).
When you start to put pen to paper about what makes your business unique, you’ll begin thinking about factors you haven’t thought of before. Much like a mind map, you’ll start small, and expand on your original ideas and goals. You’ll be surprised how much an e-commerce business plan can help you evaluate, clarify, and refine your value proposition and USP and, in turn, understand the scope of your business.
Helps You Establish Business Goals
Making a profit is a priority when it comes to business goals, but an e-commerce business plan helps you outline exactly how you’ll achieve that. Getting a plan down on paper helps you create realistic goals, separate your short-term goals from the long-term ones, and specify exactly what you can do to achieve them.
Helps You Avoid Making Mistakes
E-commerce business plans not only help you realize what you need to do to achieve your goals but also what you should avoid doing. Your business plan will help you identify common mistakes that you may be at risk of making before it’s too late. For example, targeting the wrong customer base, choosing the wrong e-commerce tools, or not doing enough research into  dropshipping  options.
Helps You Identify Opportunities
Usually, when you embark on your e-commerce venture, your product is front and center of your mind. However, an e-commerce business plan helps you identify opportunities to promote your product, expand and differentiate your business, and build any relevant partnerships.
Helps You Evaluate Your Competitors
Once you get stuck into your e-commerce business plan, you also get immersed in what your competitors are doing well, what they’re not doing well, and any opportunities you have to plug gaps you may not have explored.
Who Needs an E-commerce Business Plan?

No matter where you are in your e-commerce journey ― whether you’re just started out, are looking for investors, or have been running your online store for a while ― everyone needs an e-commerce business plan. Every stage of your online business needs a plan to be successful.
At the beginning of your e-commerce venture, an e-commerce business plan helps you put your goals into action and estimate how much time and money you’ll need to make these goals a reality.
When you want to attract investors, an e-commerce business plan helps you outline why your business is worth their investment. When you want to grow your business, you need a plan to help you work out how exactly to take your business to the next level.
What To Include in Your E-commerce Business Plan
Your e-commerce business plan is the cornerstone of your business. It lays out clearly the how, why, what, when, and where of all of your business goals, which can sound quite complex.
This level of information can feel overwhelming. To make writing your e-commerce business plan simpler, we’ve broken down the main sections you’ll need to address into digestible sections.

Executive Summary
Like the synopsis of a book, an executive summary gives anyone who reads your business plan a high-level understanding of what your business does, what your goals are, and how you’re going to achieve them.
Even if you’re creating a business plan for your eyes only, an executive summary helps you reaffirm your business concept and ideas. An executive summary should be a one-page document that outlines:
	The business concept
	Your products and services
	Vision and goals
	Current and future financial state
	Your expected growth trajectory
	Your marketing strategy

Your Product and Services Plan
In this section, you’ll highlight exactly what products and/or services you will sell. This is your chance to think about how your products serve customers, what makes them unique, and why they’re worth a certain price point.
You’ll also expand upon how your products are sourced, manufactured, and stored, how much they cost to produce, and what the life cycle of your product or service is. If you sell multiple products or services, highlight the key, high-level features of each.

Market Analysis
Any successful e-commerce venture starts with knowing your specific market inside and out, which requires an in-depth market analysis. This section will outline:
	Industry trends and growth:  Think about where there are opportunities in the industry, where the market is saturated, and how you can exploit any gaps in the market.
	Competitor analysis:  Who are your main competitors and how can you compete with them realistically? What will you do differently? What will you do better?
	Buyer personas:  Who will buy your product or services and why? What key demographics will you serve and how will you make your product or service attractive to them?

Customer Profile
Building on your buyer personas, this section helps you delve into the personality, habits, and lifestyle of your target customers. This benefits you when creating your marketing plan since you’ll know who to target and how. Include information like:
	Where they live
	Their age bracket
	Their job title
	Their income level
	Their lifestyle choices
	Their shopping patterns

Marketing Plan
Customer profiles are the bedrock of every marketing plan. They’ll inform how, where, why, to who, and when to market your products or services.
Your marketing plan section should be as detailed as possible since it will form the basis of how you’ll get the eyes of potential customers on your product. At the very least, your marketing plan should include:
	Information on pricing points:  How much does your product or service cost? Why does it cost this much?
	The product or service:  Again, how does your product or service stand out from the crowd, and how can you showcase its originality?
	Where you’ll market your product or service:  Which sales and marketing channels do you use to promote your products? Why are these channels a priority?
	Financial information:  How much will you spend on your marketing efforts?

Financial Plan and Projections
Of course, the success of your e-commerce store hinges on how well you manage and plan your finances. Most financial plans include:
	An income statement
	A balance sheet
	A cash-flow statement

If you haven’t yet launched your store, it’s best to focus on your financial projections for the first six months of your business. Your projections will take into account your proposed customer base, marketing plans, expected expenses, and potential profit.
Prioritize Your E-commerce Business Plan and Set Your Store Up for Success
Every successful business venture starts with a solid foundation and creating an e-commerce business plan gives you the chance to:
	Identify opportunities
	Assess any potential risks
	Gauge how viable your e-commerce business is
	Overcome future hurdles
	Learn about the aspects of the business you’re unfamiliar with

An e-commerce business plan isn’t just another pile of paperwork, but a vital step in securing the success of your business.
What Should You Do Next?
A thorough and well-researched business plan is paramount to bringing your e-commerce business from the planning phase to the launch phase. Choose the  best e-commerce platform  that allows you to manage your e-commerce website, products, sales, marketing, and inventory, all in a single location.  
Evaluate your KPIs  (key performance indicators) as often as possible. It assesses your e-commerce business’ growth if it’s still on track in reaching the goals you set out in your business plan. The best KPIs provide meaningful and actionable insights to grow your e-commerce business. Use the insights to optimize your customer experience across the buyer’s journey. 
A good e-commerce business plan is driven by research and data. To keep it smart and realistic, update your forecast by identifying what works and what doesn’t. Seek opportunities to sustain the financial growth of your e-commerce business, and your growth as an e-entrepreneur. Good habits help you grow faster, keep on learning, and expand your knowledge on how to thrive as an e-entrepreneur.
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Ecommerce Business Plan for starting your own online store
Are you looking for startup ideas that can easily be initiated and run from home? Well, you must then consider ecommerce business as after the prevalence of coronavirus pandemic internet sales have really shot up.
E-commerce business is based on selling things through the Internet. The line of products may vary from electronic possessions such as e-books or audio/videos to actual physical entities including clothes, furniture, toys, vehicles, etc.
To guide you about each and every aspect of this business, we are providing here a sample business plan for ecommerce of a recent startup ‘TradeE’.
Executive Summary
2.1 the business.
TradeE will be a licensed B2C ecommerce startup that will be run through its ecommerce website. The online enterprise will be owned by Diana Blunt.
The business will sell downloadable products throughout the world, however, delivery services for physical items will be provided in just three cities, San Jose, San Francisco, and Oakland.
2.2 Management of Online Retail Store
Management is an important aspect of business as it ensures that everybody clearly knows what they have to do and there is a check on every employee to ensure a perfect workflow.
Starting an online business usually seems easy since you don’t have to personally interact with customers and employees. However, this too can end up in a mess if you are failed at managing it.
Online management is a challenge because your ecommerce site and online transactions are always prone to hackers, frauds, and copycats. To make sure that your and your customer’s data is protected and everything goes like you intended, you must write a detailed business plan.
If you are looking for how to write a business plan for online store you can take help from here.
Diana will govern the business herself. To manage the online store , the company will be hiring social media manager, digital marketing director, virtual assistants, IT specialists, and delivery personnel.
2.3 Customers of Online Retail Store
The groups that are expected to be our major customers will mostly comprise of young, adults, and senior citizens. We believe that college students, working moms and dads, and senior members of households will surely find many things to buy from us.
2.4 Business Target
Our target is to become a renowned online store in our service areas. We believe in generating profits by serving our customers with our best.

Company Summary
3.1 company owner.
Diana Blunt is the owner of TradeE. She has recently completed her MBA from the Lucas College and Graduate School of Business.
During the years of her graduation, she was constantly involved in learning emerging disciplines and skills such as graphic editing and ecommerce management.
Besides being tech-savvy she is also a great communicator, leader, and tourist.
3.2 Why the online store is being started
Diana had always wished to start a business that can be expanded or contained whenever she wants. Viewing her digital skills and interests she decided to go for an online shop.
Another factor that helped her in this decision was her extreme love for traveling. She wanted to start a business that she can govern without being actually present there.
From this sample business plan ecommerce you can see how the online business TradeE was planned and executed.
3.3 How the online store will be started
Before starting the business, the company owner will do research on which product line should be chosen to get the most recognition. The company will also collaborate with other online businesses to buy their products and sell them on the company’s platform.
Since the business will mainly sell toys, clothes, bags, and accessories, a storage room will be taken on rent to keep the things.
Following the making of business plan ecommerce template, the company will hire the required personnel. TradeE will seek the services of a web developer and IT specialist to create a website that fulfills the criteria of secure transactions, foolproof client database, and copy-protected access. It will be ensured that the web design is user-friendly and descriptive.
The business owner aims at hiring the digital marketing team and director two weeks before the launch so that ecommerce business marketing plan could be executed.

Products and Offers
Deciding your line of products is the most important part of your startup as it depends on your surroundings, budget, and target customers as well. Rather than being just fashion ecommerce or specifically jewelry ecommerce TradeE has decided to introduce itself as a multiple product line company.
The large range of products offerings by TradeE includes:
Clothes: We will provide all departments of garments for men, women, and children ranging from casual dresses, suits, daily wears to sports & swimming outfits. All the dresses, shirts, T-shirts and suits offered by us will be branded and designer-made.
Bags & Accessories : We will offer branded bags and clutches and a range of accessories including wristwatches, jewelry items, hats, sunglasses, keyrings, mobile covers, socks, gloves, umbrellas, hair accessories, and stationery.
Household Items : We will offer small household items such as home linens, baking dishes, baby items, and kitchen essentials.
Gifts: We will also provide packed as well as un-packed gifts to be given to people of all age groups.
Downloadable Products: We will also be selling e-books, audio and video files, games, movies, stock images, etc.
Marketing Analysis of Online Retail Store
If you are planning e commerce business you must not ignore the fact that market analysis is equally important like all other aspects of a business. Before setting out for a new ecommerce venture, you must analyze where and how you can find the most people to turn into your customers.
Especially if your online business is based on physical products you must figure out which areas for delivery services will be suitable and which cities can help you in getting a maximum number of customers.
Analyzing and discovering your target people is also essential in the case when you are making decisions about social media campaigns. Your approach to promote your startup can only be effective if you know the age groups and the mindset of your target customers.
5.1 Market Trends
Ecommerce businesses are flourishing day by day because people found it convenient to have their favorite thing in their hands by a mere click. Another reason for increased sales is that many people avoid visiting shops personally after the pandemic has hit the earth.
The figures reported by IBISWorld supports the fact that one can’t be at a loss if they devise a comprehensive and workable ecommerce project plan before starting. According to the market research company, 234,699 online businesses are successfully running in the United States. A 10.2% growth rate in the ecommerce businesses has been observed in the past five years and a 6.9% growth rate has been predicted for this year that is 2020.
5.2 Marketing Segmentation
TradeE has categorized its target customers into three groups so that their corresponding choices, preferences, and needs could be thoroughly studied. It is advisable to also classify your intended clientele when you are writing a business plan for ecommerce startup.

The detailed marketing segmentation of our target audience is as follows:
5.2.1 Young & Adults: Our major target group will comprise of young people. They are expected to avail most of our downloadable products such as e-books, music, games. Moreover, we also believe them to be the biggest buyers of our clothes, bags, and accessories.
In addition, moms, the homemakers are also included in this category. Thus, we are confident that the major customer of our home items such as house linens and eating utensils will also be catered for in this category.
5.2.2 Senior Citizens: Our second target group comprises of senior citizens. They are expected to avail all of our services. The elderly persons will also purchase household items as they usually are devoted to homemaking.
Moreover, we expect this respectable category of our customers to be the biggest purchaser of our gifts, as grandpas and grandmas are the ones who want to make kids and grandkids feel special on various events.
5.2.3 Teens & Kids: Our third target group is comprised of children and teens. They are expected to purchase accessories such as wristwatches, mobile covers, stationery, and jewelry items. We also think that they could be the major consumers of our audio and video files and games.
5.3 Business Target
Business targets as specified by TradeE to be achieved over a certain period of time are given here:
	To maintain an average rating above 4.65 throughout the year
	To increase our marketing qualified lead by 30% every four months
	To improve our lead conversion rate by 10% every month
	To reduce the time we take for delivering items by 15% by the first six months
	To earn a net profit margin of $10k per month by the end of the first six months
	To achieve customer repeat rate of 40% by the end of the first year

5.4 Product Pricing
Our prices are in similar ranges as those of our competitors. However, we will keep on providing several discounts to our repeat customers.
Marketing Strategy
If you are going to start any ecommerce company such as an online boutique you must focus on your marketing plan because that’s what makes an ecommerce site successful.
Without a detailed and perfect marketing strategy, it would be very difficult for you to reach out to people who are most likely to purchase your products.
Considering its importance, TradeE will start executing its sales strategy plan two weeks before the launch.
6.1 Competitive Analysis
Our biggest competitive advantage is that we are providing a very vast product line so to increase the niches of our target groups. All our products will be authentic, and replaceable within 2 days. Moreover, we’ll be offering several discounts in the startup phase to attract more and more customers.
And finally, another thing that will be in our favor is that we will be able to deliver items fast as we are offering delivery services in the three cities that are really close to each other.
6.2 Sales Strategy
	We’ll run a campaign through social media & ensure a strong web and social media presence
	We’ll advertise our startup through local newspapers
	We’ll send gifts to our first 200 customers
	We’ll offer a 15% discount on every shopping above $60 for the first three months

6.3 Sales Monthly

6.4 Sales Yearly

6.5 Sales Forecast

Personnel plan
Your planning for electronic commerce couldn’t be justified as ideal unless you include in it the ways you will adopt to hire the most competent persons.
Since most of the employees of TradeE will be freelance workers, the company will conduct rigorous online interviews to find the most suitable employee.
7.1 Company Staff
The company’s owner will perform the duties of CEO and HR Manager. The list of company’s required staff, as well as their jobs descriptions, is given below:
	1 Co-Manager to manage company’s store and delivery operations
	1 Digital Marketing Officer to manage company’s graphic team
	1 Social Media Manager to run company’s web pages and social media pages
	2 IT specialists/Web Developers to maintain and update company’s website
	1 Graphic Designer to create graphic for company’s site
	1 Content Writer to write products description and general content for website
	10 Drivers to ensure quick delivery
	1 Customer Care Representative to manage client’s requests

7.2 Average Salary of Employees
Financial plan.
One of the biggest advantages of online businesses is that even if you starting an ecommerce business from scratch you won’t need a huge amount to invest. Your major spending will be the salaries of your employees and rent of your storeroom.
So in order to analyze expected profits or future investments and identify the resources that are available or could be needed in the coming days, you must prepare a financial plan.
Your financial plan should also include the details of at what financial status you would prefer to contain or expand your product line or service area.
The financial plan for TradeE is given as follows:
8.1 Important Assumptions
8.2 brake-even analysis.

8.3 Projected Profit and Loss
8.3.1 profit monthly.

8.3.2 Profit Yearly

8.3.3 Gross Margin Monthly

8.3.4 Gross Margin Yearly

8.4 Projected Cash Flow
8.5 projected balance sheet, 8.6 business ratios.
Download Ecommerce Business Plan Sample in pdf
OGS capital professional writers specialized also in themes such as quality retail business plan, stationery business ideas , corner store business plan , unique retail business plans , pharmacy business plans , underwear line business plan and many others.
OGSCapital’s team has assisted thousands of entrepreneurs with top-rate business plan development, consultancy and analysis. They’ve helped thousands of SME owners secure more than $1.5 billion in funding, and they can do the same for you.
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Create a form in Word that users can complete or print
In Word, you can create a form that others can fill out and save or print.  To do this, you will start with baseline content in a document, potentially via a form template.  Then you can add content controls for elements such as check boxes, text boxes, date pickers, and drop-down lists. Optionally, these content controls can be linked to database information.  Following are the recommended action steps in sequence.  
Show the Developer tab
In Word, be sure you have the Developer tab displayed in the ribbon.  (See how here:  Show the developer tab .)
Open a template or a blank document on which to base the form
You can start with a template or just start from scratch with a blank document.
Start with a form template
Go to File > New .
In the  Search for online templates  field, type  Forms or the kind of form you want. Then press Enter .
In the displayed results, right-click any item, then select  Create. 
Start with a blank document 
Select Blank document .
Add content to the form
Go to the  Developer  tab Controls section where you can choose controls to add to your document or form. Hover over any icon therein to see what control type it represents. The various control types are described below. You can set properties on a control once it has been inserted.
To delete a content control, right-click it, then select Remove content control  in the pop-up menu. 
Note:  You can print a form that was created via content controls. However, the boxes around the content controls will not print.
Insert a text control
The rich text content control enables users to format text (e.g., bold, italic) and type multiple paragraphs. To limit these capabilities, use the plain text content control . 
Click or tap where you want to insert the control.

To learn about setting specific properties on these controls, see Set or change properties for content controls .
Insert a picture control
A picture control is most often used for templates, but you can also add a picture control to a form.

Insert a building block control
Use a building block control  when you want users to choose a specific block of text. These are helpful when you need to add different boilerplate text depending on the document's specific purpose. You can create rich text content controls for each version of the boilerplate text, and then use a building block control as the container for the rich text content controls.

Select Developer and content controls for the building block.

Insert a combo box or a drop-down list
In a combo box, users can select from a list of choices that you provide or they can type in their own information. In a drop-down list, users can only select from the list of choices.

Select the content control, and then select Properties .
To create a list of choices, select Add under Drop-Down List Properties .
Type a choice in Display Name , such as Yes , No , or Maybe .
Repeat this step until all of the choices are in the drop-down list.
Fill in any other properties that you want.
Note:  If you select the Contents cannot be edited check box, users won’t be able to click a choice.
Insert a date picker
Click or tap where you want to insert the date picker control.

Insert a check box
Click or tap where you want to insert the check box control.

Use the legacy form controls
Legacy form controls are for compatibility with older versions of Word and consist of legacy form and Active X controls.
Click or tap where you want to insert a legacy control.

Select the Legacy Form control or Active X Control that you want to include.
Set or change properties for content controls
Each content control has properties that you can set or change. For example, the Date Picker control offers options for the format you want to use to display the date.
Select the content control that you want to change.
Go to Developer > Properties .

Change the properties that you want.
Add protection to a form
If you want to limit how much others can edit or format a form, use the Restrict Editing command:
Open the form that you want to lock or protect.
Select Developer > Restrict Editing .

After selecting restrictions, select Yes, Start Enforcing Protection .

Advanced Tip:
If you want to protect only parts of the document, separate the document into sections and only protect the sections you want.
To do this, choose Select Sections in the Restrict Editing panel. For more info on sections, see Insert a section break .

If the developer tab isn't displayed in the ribbon, see Show the Developer tab .
Open a template or use a blank document
To create a form in Word that others can fill out, start with a template or document and add content controls. Content controls include things like check boxes, text boxes, and drop-down lists. If you’re familiar with databases, these content controls can even be linked to data.
Go to File > New from Template .

In Search, type form .
Double-click the template you want to use.
Select File > Save As , and pick a location to save the form.
In Save As , type a file name and then select Save .
Start with a blank document
Go to File > New Document .

Go to File > Save As .
Go to Developer , and then choose the controls that you want to add to the document or form. To remove a content control, select the control and press Delete. You can set Options on controls once inserted. From Options, you can add entry and exit macros to run when users interact with the controls, as well as list items for combo boxes, .
Adding content controls to your form
In the document, click or tap where you want to add a content control.
On Developer , select Text Box , Check Box , or Combo Box .

To set specific properties for the control, select Options , and set .
Repeat steps 1 through 3 for each control that you want to add.
Set options
Options let you set common settings, as well as control specific settings. Select a control and then select Options to set up or make changes.
Set common properties.
Select Macro to Run on lets you choose a recorded or custom macro to run on Entry or Exit from the field.
Bookmark Set a unique name or bookmark for each control.
Calculate on exit This forces Word to run or refresh any calculations, such as total price when the user exits the field.
Add Help Text Give hints or instructions for each field.
OK Saves settings and exits the panel.
Cancel Forgets changes and exits the panel.
Set specific properties for a Text box
Type Select form Regular text, Number, Date, Current Date, Current Time, or Calculation.
Default text sets optional instructional text that's displayed in the text box before the user types in the field. Set Text box enabled to allow the user to enter text into the field.
Maximum length sets the length of text that a user can enter. The default is Unlimited .
Text format can set whether text automatically formats to Uppercase , Lowercase , First capital, or Title case .
Text box enabled Lets the user enter text into a field. If there is default text, user text replaces it.
Set specific properties for a Check box .
Default Value Choose between Not checked or checked as default.
Checkbox size Set a size Exactly or Auto to change size as needed.
Check box enabled Lets the user check or clear the text box.
Set specific properties for a Combo box
Drop-down item Type in strings for the list box items. Press + or Enter to add an item to the list.
Items in drop-down list Shows your current list. Select an item and use the up or down arrows to change the order, Press - to remove a selected item.
Drop-down enabled Lets the user open the combo box and make selections.
Protect the form
Go to Developer > Protect Form .

Note:  To unprotect the form and continue editing, select Protect Form again.
Save and close the form.
Test the form (optional)
If you want, you can test the form before you distribute it.
Protect the form.
Reopen the form, fill it out as the user would, and then save a copy.
Creating fillable forms isn’t available in Word for the web.
You can create the form with the desktop version of Word with the instructions in Create a fillable form .
When you save the document and reopen it in Word for the web, you’ll see the changes you made.

Need more help?
Want more options.
Explore subscription benefits, browse training courses, learn how to secure your device, and more.

Microsoft 365 subscription benefits

Microsoft 365 training

Microsoft security

Accessibility center
Communities help you ask and answer questions, give feedback, and hear from experts with rich knowledge.

Ask the Microsoft Community

Microsoft Tech Community

Windows Insiders
Microsoft 365 Insiders
Was this information helpful?
Thank you for your feedback.
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Alibaba shares drop 5% after revenue miss, $25 billion boost to buyback plan

	Alibaba missed market expectations for revenue in the December quarter but announced it is increasing the size of its share buyback program by $25 billion.
	U.S.-listed shares in the Chinese e-commerce giant were are one point more than 5% higher in pre-market trade, but reversed course.
	Alibaba had a tumultuous year in 2023, carrying out its biggest corporate structure overhaul in changes while changing its CEO and cancelling the spin-off of the cloud computing business.

In this article
Shares of Alibaba fell Wednesday, as the company missed market expectations for revenue in the December quarter, even as it announced it is increasing the size of its share buyback program by $25 billion.
U.S.-listed shares in the Chinese e-commerce giant were are one point more than 5% higher in premarket trade, but reversed course and closed down more than 5%.
Alibaba said the $25 billion increase is added to its share repurchase program through the end of March 2027, bringing the total available under the plan to $35.3 billion.
The company said in a statement that the increased buyback shows the "confidence in the outlook of our business and cash flow."
The announcement comes after a tumultuous year for Alibaba in 2023 , when the company carried out its largest-ever corporate structure overhaul . It also separately implemented several high-profile management changes, with company veteran Eddie Wu taking over the reins as chief executive in September.
Alibaba on Wednesday released financial results for its December quarter.
Here's how Alibaba did in its fiscal third quarter, compared with estimates from LSEG, formerly known as Refinitiv:
	Revenue: 260.35 billion Chinese yuan ($36.6 billion) versus 262.07 billion yuan expected.

Revenue missed expectations, growing just 5% year over year, logging a slowdown from the previous quarters as growth in the company's China e-commerce business and cloud computing division remained slow.
Meanwhile, Alibaba's net income in the December quarter fell 69% year on year to 14.4 billon yuan. The company said this was "primarily attributable to mark-to-market changes" to its equity investments and to a decrease in income from operations due to impairments related to its video streaming service Youku and supermarket chain Sun Art.
China e-commerce, cloud business slow
Alibaba has been grappling with a difficult macroeconomic environment in China, where the consumer has remained weak, even after Beijing removed its Covid-era restrictions. Amid economic uncertainties, local shoppers have flocked to discounting platforms such as Alibaba rival Pinduoduo.
The Taobao and Tmall business, Alibaba's China e-commerce platforms, brought in revenue of 129.1 billion Chinese yuan in the December quarter, up just 2% year on year.
Alibaba's cloud computing business, which investors have seen as critical to the tech giant's future growth , had sales of 28.1 billion yuan, a 3% year on year rise.
In a statement, recently appointed Alibaba CEO Wu said the company's focus is on growth in e-commerce and cloud.
"Our top priority is to reignite the growth of our core businesses, e-commerce and cloud computing. We will step up investment to improve users' core experiences to drive growth in Taobao and Tmall Group and strengthen market leadership in the coming year."
Earnings before interest, taxes and amortization, a measure of profitability, rose 1% at the Taobao and Tmall business for the fiscal third quarter.
For the cloud computing business, EBITA rose 86% year on year as Alibaba focuses on profitability.
One bright spot in Alibaba's numbers was the international commerce business, which includes platforms like AliExpress and Lazada, which posted revenue of 28.5 billion yuan, up 44% year on year.
Alibaba's reorganization
Alibaba has gone through some major changes over the past year.
Daniel Zhang, the previous CEO of Alibaba Group who became  acting head of the cloud business in December 2022,  was supposed to stay on to lead the business unit, but  unexpectedly quit in September  of last year.
When Alibaba carried out its corporate restructuring last year, it created six separate business groups and announced some of these units will be able to go public and also raise outside financing. Among those being touted for initial public offerings were Alibaba's cloud unit, logistics arm Cainiao and Freshippo grocery arm.
Alibaba scrapped the hotly anticipated spinoff of its cloud computing business last year.
Joe Tsai, chairman of Alibaba, said on the earnings call Wednesday that any business spinoff or outside financing will be "subject to market conditions.
"Market conditions currently are just not in a state where we believe we can really truly reflect the true intrinsic values of these businesses," Tsai said.
He added that "generating synergies" within the companies under Alibaba is the "best way to reflect the value of the entire group."
While Alibaba will "continue to explore separate financing for its business," according to Tsai, the company is "not in a hurry on the timing of these transactions.
— CNBC's Evelyn Cheng contributed to this report.
Correction: Freshippo is a grocery unit of Alibaba. An earlier version misstated its name.

How to Write a Food and Beverage Business Plan + Sample Business Plan PDF

Elon Glucklich
7 min. read
Updated February 17, 2024
Free Download: Sample Food and Beverage Business Plan Templates
The food and beverage sector is booming. Restaurant openings rose 10% in 2023 compared to 2022 — even higher than in pre-pandemic years.
From fine dining to food trucks, farmers to brewers, and wholesalers to coffee makers, there are opportunities across the food and beverage industry. 
But starting a business without covering the basics — your operations plan, marketing tactics, financial strategy, and more — carries huge risks. 
That’s why we recommend you write a business plan.
	Why write a food and beverage business plan?

Writing a business plan is an easy first step that you can start for free. Plus, businesses that take time to plan are significantly more successful than those that don’t.
Many food and beverage establishments fail because of one of the following:
	Poor inventory management
	Underestimated expenses
	High employee turnover
	Misjudged the size of their market

Writing a business plan can help you:
	Develop processes for managing inventory and logistics
	Understand your cash flows and create a realistic expense budget
	Budget for competitive employee pay that increases worker retention
	Analyze your competition and determine how big your market is  

If you’re looking for funding from investors for your business, you’ll definitely need a business plan.
What’s your biggest business challenge right now?
	How to write a food and beverage business plan

Many business plans follow a standard format and you can use it as a starting point when writing your own plan. Here’s what that includes:
Executive summary
	Company summary and funding needs
	Products and services
	Marketing plan
	Management team

Financial plan
For food and beverage companies, you must give extra attention to your market analysis, operations plan, and financial forecasts.
If you’re ready to start, download a free business plan template and fill it out as you read this article.

Every business plan should include an executive summary . It’s a brief outline summarizing the plan, no more than one or two pages.
We recommend that you write the executive summary last after fleshing out the details of your plan. 
Just summarize the vision for your business, describe your offerings and target market , and touch on your management team and financials. Don’t go into tons of detail — just provide a high-level sense of what you want your business to accomplish.
Opportunity: problem and solution
This section of your food and beverage business plan describes the opportunity you hope to capture.
Maybe you’re a farmer looking to diversify your revenue streams by distributing to grocery stores. Or a bar owner with high-end liquor that competitors in the market aren’t serving. 
Whatever your business is, describe the gap in the market and how you aim to fill it.
If you’re operating a more common type of business, like a restaurant , you can probably keep this section short. But it’s useful to document what makes your business unique and it will help focus your sales and marketing efforts later on.
Market analysis
In a field as crowded with competitors as the food and beverage space, a detailed market analysis is essential. 
Your focus should be on identifying the specific customer segments you aim to serve. 
Maybe you’re a butcher with connections to fresh livestock. Will you be more successful selling directly to consumers, or should you focus on selling to grocery stores and markets in your area?
Or, you’re opening  a diner. Should your menu focus on healthy meals or easy-to-make child-friendly options?
These are the types of questions that market research helps you answer. This section should detail the defining characteristics of your target market, including the demographics and preferences of your ideal customer and the size of the market you’re targeting. Market research questions specific to a food and beverage business could include:
	Business location and characteristics
	Area income
	Local food and beverage preferences
	Existing food and beverage options 

Elaborate on how your food and beverage offerings align with that target market ’s needs. Remember, you can’t please everyone, so focus on a specific group of people or type of person and build out from there.
Marketing and sales
For food and beverage businesses promotions are how you stand out and seize a share of your market.
The marketing and advertising chapter of your business plan is where you’ll detail your strategies for capturing the attention — and loyalty — of the customers you identified as your target market in the previous section.
With so many options for consumers in the food and beverage space, you’ll likely have to rely on multiple marketing channels , including::
	Advertising on websites, television, and in relevant publications.
	Content marketing — developing an engaging website and writing blog content that’s search engine optimized to drive traffic to your site.
	Engaging with your customers on social media.
	Offering discounts and customer loyalty programs.
	Appearing at food and beverage industry trade shows and community events.

It doesn’t matter how delicious your recipes are, how fresh your crops are, or how innovative your cocktails are — if you don’t operate efficiently, your business probably won’t last long.
The operations strategy may be the most detailed section of your business plan, especially if you’re writing it for a bank loan or investment. This section describes how you will run your business day to day.
When writing the operations section, describe the following:
Physical space
Whether it’s a restaurant, a farm, or a food transportation business, describe the space you’re operating in, and all of the physical assets and equipment you’ll need to be successful. 
If it’s a sit-down restaurant, consider including a floorplan mockup in your appendix.
Supply chain 
List the suppliers and partners that get your product to customers. Think about the businesses you purchase ingredients from, the warehouses that goods are stored in, and the trucking companies that deliver your products to grocery stores. 
These are your supply chain partners. It’s crucial that you maintain good relationships with them.
Production processes
How long it takes to make your product, and what materials and equipment are required. Documenting how you produce your goods or services demonstrates that you understand the costs of making them. 
You may also uncover ways to produce them more quickly, or at a lesser cost.
Detail how you’ll handle matters of efficiency like order fulfillment, storage, shipping, and returns, as well as customer satisfaction. If you provide delivery services, document how you will handle the process of getting your product to customers’ homes or businesses.
List your staffing needs, training, and experience requirements for key staff. Also, document the management structure of your business. 
This helps ensure that important tasks you don’t have time to monitor are being done and that workers are being supervised.
Describe investments in payment processing systems, inventory management software, and other tools that support sales or operations in your business. Cataloging your technology systems will help you determine where it might make sense to invest in upgrades for efficiency.
Take some time to write a financial plan . Create detailed financial projections, including sales , expenses , and profitability .
If that sounds intimidating, take a deep breath, and remember that financial forecasts are really just best guesses. If you’re running an existing business, you can start with your previous year’s numbers. If you’re starting, make an educated guess about where you hope to be financially a year from now.
Investors will want to see a: 
	Sales forecast
	Income statement (also called a profit and loss statement )
	Cash flow statement
	Balance sheet 

If you use a tool like LivePlan , you’ll be able to build out your financial forecasts relatively quickly, even if you don’t have experience with business numbers.
Even if you aren’t seeking investment, the financial plan is crucial for understanding the viability of your business. It allows you to adjust your business model based on projected performance, and make informed decisions about where to spend your money.
	Food and beverage business plan templates and examples

If you want to see how other food and beverage businesses have created their plans, check out our free library of food and beverage business plans . 
You can download all of them in Word format and jump-start your own business plan.

See why 1.2 million entrepreneurs have written their business plans with LivePlan

Elon is a marketing specialist at Palo Alto Software, working with consultants, accountants, business instructors and others who use LivePlan at scale. He has a bachelor's degree in journalism and an MBA from the University of Oregon.
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	Ecommerce Business Plan (FREE How To Guide + PDF Sample Template)
Ecommerce Business Plan (FREE How To Guide + PDF Sample Template) How to Make an Ecommerce Business Plan for Your Startup Written by Darren DeMatas Updated January 30, 2024 In addition to receiving commissions generated through affiliate marketing, we are able to fund our independent research and reviews at no extra cost to our readers. Learn more.




	Ecommerce Business Plan Template [Updated 2024]
Key Takeaways Elements like executive summary, product or service, operations, marketing and sales plan, management team, and financial plan come together to make a compelling business plan. Determine marketing strategies for your ecommerce business and lay a clear action plan for building a solid brand image.




	Ecommerce Business Plan Template [Updated 2024]
An ecommerce business plan is a detailed and comprehensive document that outlines the strategies, objectives, and operational blueprint of an online business. It serves as a roadmap guiding the company's operations and growth within the dynamic and competitive digital marketplace.




	How to Write an Ecommerce Business Plan [Examples & Template]
Download for free Learn more E-commerce Business Plan Template Download Your Free Template Here HubSpot's template provides clear steps to structuring one for your ecommerce business. Throughout this section, I'll use the example of a photography company specializing in online photo editing. How to Write an Ecommerce Business Plan




	E-commerce Business Plan Template
This e-commerce business plan template is tailored specifically to e-commerce businesses, and all you need to do is add the details of your company. Business Overview If the business has legally been in existence for a little while, add some context for what's been accomplished since the business was founded and where it's at now e.g ...




	How to Write an eCommerce Business Plan + Template
Free Download: Sample eCommerce Business Plan Templates If you're starting an online eCommerce business, it's tempting to dive right in and set up your digital shop. After all, eCommerce businesses are often less expensive to start than physical businesses and the risk may seem lower. Unfortunately, that's not the case.




	How To Create an E-Commerce Business Plan in 8 Steps
Financial analysis and projections. Information about business owners and employees. An implementation plan detailing initiatives from the planning stage onward. 2. Describe your company (qualitative) This section of your business plan is where you'll answer logical questions about your company in minute detail.




	Ecommerce Business Plan Template & Example (2024)
Below are links to each section of a sample ecommerce business plan to help you write your ecommerce business plan: 1. Executive Summary. 2. Company Overview. 3. Industry Analysis. 4. Customer Analysis.




	A Better-Selling Ecommerce Business Plan (Template, Guide ...
Ecommerce Business Plan Example Below is an example business plan that we've written for a fictional cookware business. You can see how it breaks down the most important parts of a business - overall business model, competitive advantages, messaging guidelines, target audiences, budgets, key personnel - in a highly summarized, accessible format.




	How to Write an E-Commerce Business Plan (Step-by-Step)
May 24, 2022 | 9 min read How to Write an E-Commerce Business Plan (Step-by-Step) By Emil Kristensen CMO @ Drip Dream of being your own boss? So do lots of other people, including 64 percent of the UK workforce and 65 percent of Americans. And I'm sure you'd see similar figures across a bunch of other countries. I get it—after all, I did it myself.




	Write eCommerce Business Plan from Scratch (FREE Template)
5. Operations Plan. Operational planning reflects the task flow of your eCommerce store and how they'll be divided. It includes your daily tasks as an online store owner. Some basic things should be established, such as your work schedule, your daily tasks timetable, your location, and your product stock.




	Ecommerce Startups: Full PDF Ecommerce Business Plan
Digital Marketing Guides & Strategies / Guides / Ecommerce Business Startup Guide: Checklist & Business Plan | Ecommerce CEO Ecommerce Business Startup Guide: Checklist & Business Plan | Ecommerce CEO E-Commerce & Retail Are you one of the ambitious eCommerce startups and want to have your own business someday?




	PDF Free Version of Growthinks Eccomerce Business Plan Template
I. Executive Summary Key Questions to Answer: • What does your business do? • What market need does your business solve? • What are 4-7 reasons why your business will be successful? • How much capital, if any, are you seeking for your business? Sample from Growthink's Ultimate Ecommerce Business Plan Template:




	E-commerce Business Plan- Download Free PDF, PPT
An e-commerce business plan is a document that explains your company's objectives, examines the market and your rivals, and lists the resources required to carry out your plan. Why do you Need E-commerce Business Plan? Given that more and more people are making purchases online, an eCommerce business plan is crucial.




	E-Commerce Start-Up Business Plan Example
Start your own e-commerce start-up business plan NoHassleReturn.com Executive Summary Opportunity Problem As E-commerce continues to accelerate, so does the problem of merchants and manufacturers needing to process returns. The average rate of returns for Internet-based companies is 9%.




	E-commerce Internet Business Plan Template
All 550 of our business plans are in the SBA-approved format that's proven to raise money from lenders and investors. Instructions and help at every step. Get help with clear, simple instructions for each section of the business plan. No business experience necessary. A Word doc you can edit.




	How To Make an E-commerce Business Plan
A good e-commerce business plan is driven by research and data. To keep it smart and realistic, update your forecast by identifying what works and what doesn't. Seek opportunities to sustain the financial growth of your e-commerce business, and your growth as an e-entrepreneur. Good habits help you grow faster, keep on learning, and expand ...




	PDF E-Commerce Business Plan Example
The E-Commerce industry will attract a larger customer market as more households purchase items online. In the five years to 2020, revenue is expected to increase at an annualized 13.4% to $526.6 billion. However,To unlock help try Upmetrics! [YEAR] Business Plan | E-Commerce 11 / 32




	PDF Ecommerce Marketing Strategies: A Comprehensive Guide for Growth
1. Compose an executive summary 2. Identify your goals and objectives 3. Craft a mission statement and value proposition 4. Target the right customers and market(s) 5. Conduct a situational analysis 6. Develop a pricing and positioning strategy 7. Optimize your distribution and fulfillment plan 8. Create a cross-channel promotion plan 9.




	PDF Business Plan To Start A Retail Ecommerce Business
Business Plan To Start A Retail Ecommerce Business The Ecommerce Industry Mode of Operations Risk Management SWOT Analysis Marketing Strategy Formalities Involved Operational System Product Strategy Technology Overview The Ecommerce Industry




	Ecommerce Business Plan Sample [2024 Updated]
2.1 The Business. TradeE will be a licensed B2C ecommerce startup that will be run through its ecommerce website. The online enterprise will be owned by Diana Blunt. The business will sell downloadable products throughout the world, however, delivery services for physical items will be provided in just three cities, San Jose, San Francisco, and ...




	How to Start an Ecommerce Business: A Simple 7-Step Guide
5. Write a Business Plan. Your ecommerce business plan should outline your company's goals, the strategies to achieve these goals, plus your target market, financial projections, and operational structure. This document should act as a reference point and a roadmap for your business. And answer some important business-focused questions.




	E-Commerce Company Business Plan
E-commerce Company Business Plan - Free download as PDF File (.pdf), Text File (.txt) or read online for free. UK E-commerce INdustry




	E- Commerce Marketing In 2024: The Ultimate Guide
E-commerce, short for electronic commerce, is the method of buying and selling on the internet. This digital marketplace has become a pivotal part of the global economy with a whopping $6.9 ...




	E-commerce Business Plan For Service Companies
E-commerce Business Plan For Service Companies Mohamed Dahir Abdi EGrocery.com is focused on online grocery retail business. It plans to connect millions of household customers with distributors. EGrocery.com is an online portal available 24 X 7 to the internet friendly customers.




	Best Enterprise E-Commerce Platforms Of 2024
Shift4Shop is an e-commerce platform with an impressive free plan your enterprise can enjoy, as long as you process at least $500 in sales per month via the Shift4 payment gateway.




	Create a form in Word that users can complete or print
Show the Developer tab. If the developer tab isn't displayed in the ribbon, see Show the Developer tab.. Open a template or use a blank document. To create a form in Word that others can fill out, start with a template or document and add content controls.




	How to Write a Cleaning Service Business Plan
Download your cleaning service sample business plan PDF. Download this cleaning service sample business plan PDF for free right now, or visit Bplans' gallery of more than 550 sample business plans if you want more options. Don't get hung up on finding a sample business plan that exactly matches your cleaning service.




	Alibaba (BABA) Q3 2023 earnings report for December quarter
The Taobao and Tmall business, Alibaba's China e-commerce platforms, brought in revenue of 129.1 billion Chinese yuan in the December quarter, up just 2% year on year.




	How to Write a Food and Beverage Business Plan + Sample Business Plan PDF
The food and beverage sector is booming. Restaurant openings rose 10% in 2023 compared to 2022 — even higher than in pre-pandemic years.. From fine dining to food trucks, farmers to brewers, and wholesalers to coffee makers, there are opportunities across the food and beverage industry.
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